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MORE THAN 2500 Texaco distribut- 
ing plants—a “lubrication network” 
to assure you top quality products 


and service. 


elped this man 


AN EXAMPLE OF HOW TEXACO'’'S NATION 
WIDE FACILITIES CAN BENEFIT YOU 


MAN in Montana has trouble lubricating 
A heavy-duty roller bearings. His local Texaco 
Lubrication Engineer has the answer. The trouble 
is licked. Then— 

A paper mill operator in the South has similar 
trouble. His Texaco Lubrication Engineer also 
has the answer. Each Texaco Lubrication Engi- 
neer benefits from the experience of all the others, 
thus is able to serve you better. 












When you call in a Texaco Lubrication Engineer, 
the combined experience of Texaco in all 
48 States, in plants of every size and type, is at 
your service. 

Let this cumulative knowledge of industry's 
lubrication problems help you increase your 
production, lower your costs. Just call the near- 
est of the more than 2500 Texaco distributing 
plants in the 48 States, or write 

x wr 
The Texas Company, 135 East 42nd Street, 
New York 17, New York. 


TEXACO Lubricants, Fuels and 


Lubrication Engineering Service 


TUNE IN... TEXACO STAR THEATRE presents the TONY MARTIN SHOW every Sunday night. « 


METROPOLITAN OPERA broadcasts every Saturday afternoon. 
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At right — Century 30 Horse Power 
high torque, high slip motor operat- 
ing a heavy duty shear. High slip 
motor reduces the shock loads when 
shearing heavy plate. 


Below — Century 20 Horse Power 
motor operating an automatic screw 
machine used for high speed quan- 
tity production. 


CENTURY MOTORS 


Assist in maintaining 
close tolerance in 
production... 


housands of Century motors on machine tools in modern 

feeder departments are helping to maintain production 
schedules and keep assembly lines running. The unusual 
freedom from vibration of these motors assists in maintain- 
ing close tolerance in production. 


Century machine tool motors are built to stand up under 
the toughest operating conditions. Their rugged frames, 
accurately machined feet, large shafts, accurate align- 
ments, good mechanical and electrical balance — all 


contribute to their outstanding performance. 
Century 2 Horse Power, open- 


rated general purpose motor Century builds a complete line of electric motors and 
ane = press mek generators, fractional and integral horse 
power, in the popular sizes to meet the 
requirements of industrial production, 


processing, and appliance needs. 


Specify Century motors on all elec- 
trically powered equipment. 


y afternoon 
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BLACK & DECKER 
7“ Standard Sander 
also 
7” Heavy-Duty 
and 
9” Heavy-Duty 
Models 


for Your 


Black & Decker SANDERS! 


You can’t touch Black & Decker Portable Electric Sanders for versatility! With 
abrasive discs, they speed up sanding of any surface, from fast metal removal to 
satin-smooth finishing. With B & D “‘Whirlwind’’ Wire Cup Brushes, they take 
off old paint, rust, scale; clean castings, tanks, boilers, vats, sheet metal and 
soldered joints. With saucer grindin® wheels, they grind any metal; smooth welds 
and casting ridges; grind off old rivets, studs, bolts; sharpen stationary machine 
blades. And, with rotary gouging and planing heads, Black & Decker Sanders 
shape and semi-finish lumber, working faster than jack plane and adz; remove 
stencil and brand marks from barrels and boxes. 


See your nearby Black & Decker Distributor today for fulkinformation on these 
all-in-one Sanders. He’s a good man to contact on any other tooling problem, too! 
For your free copy of our catalog, write to: The Black & Decker Mfg.. Co.; 


664 Pennsylvania Ave., Towson 4, Maryland. SPEED WIRE BRUSHING 


LEADING DISTRIBUTORS Lise, EVERYWHERE bee 


hei Des 


“KOOLFLEX” BACKING PADS Wiss 
are light-weight, fabric-base, PORTABLE ELECTRIC bait 
plastic-bonded discs which pro- 

vide greater flexibility, cooler 

operation and longer life on 

sanding applications. Great for 


“feathering” finish, too! SHAPE ALL TIMBERS 
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@ Here is a super-tough steel flooring ... designed to prevent 
slips and falls. Its projecting tread grips feet and wheels, pro- 
viding positive traction in all directions. Inland 4-Way Floor 
Plate is ideal for steps, catwalks, and platforms on trucks and 
buses, as well as for general plant use. It is convenient to cut, 
form, or weld, and lasts for years and years. Write for booklet. 
INLAND STEEL CO., 38 S. Dearborn St., Chicago. In Detroit, 
1132 Fisher Building. 


ww 


INLAND 
4-WAY FLOOR PLATE 
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Boston * Charlotte, N.C. 
Chieago + Detroit 
Pittsburgh ¢ Philadelphia 
Tulsa 


TIDE WATER 


ASSOCIATED 
OIL COMPANY 


NEW YORK 4,4. ¥. 





For increased production . . . top 
efficiency . . . lower operating cost, 
give your machines superb lubri- 
cants — Tycol Engineered oils and 
greases. Tycol lubricants are made 
to meet every lubrication need of 
industry — from roll neck greases 
for steel mills to spindle oils. 
Each Tycol lubricant is scientifi- 
cally engineered to meet specific 
service conditions. In every step, 
from selection of crudes to blend- 
ing of the finished product, Tycol 





















lubricants are processed to provide 
maximum lubricating efficiency 
which means greater economy, 
longer machine life for every type 
of equipment. 

Tide Water Associated engineers 
are thoroughly experienced in all 
phases of industrial lubrication. 
Let them help you in selecting the 
Tycol lubricant best suited to your 
specific need. Write, or wire your 
nearest Tide Water Associated 
Office for complete information. 


LUBRICATION—‘“‘ENGINEERED TO FIT THE JOB’ 
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OSBORN BRUSHES 


ASSURE BRIGHT FUTURE 
FOR ALUMINUM TRIM 


bier dash and sparkle of aluminum trim is 
winning new applications for this metal 
yearly. And it takes Osborn Cord Brushing 
Wheels to give the overall surface of this ma- 
terial that final high luster and fine coloring 


so essential for a pleasing decorative effect. 


Pictured above is the combination buffing 
and polishing operation employed in a plant 
producing aluminum trim for bus bodies. 
Starting at left the 16 ft. long sections are first 
processed by two conventional buffing wheels. 
Reaching the third station at right, the sheet 
receives its final and most important beauty 
treatment from an Osborn Buffbrush*—a new 
type of ventilated wheel brush made of a spe- 
cial soft cord that produces a fine finish and 
is especially effective on irregular surfaces 
because of its flexibility. Note in inset how 
this brush doesn’t just ride the surface but 
follows every contour and reaches all those 
little hard-to-get-at corners. 





Here’s an example of where just the right 
brush employed at the right point in an opera- 
tion saves time and money—produces a better 
product. How can you be sure that you are 
using brushes to their maximum advantage? 
That’s easy—just ask for the services of an 
Osborn sales engineer. 


JHE OSBORN MANUFACTURING COMPANY 
Cleveland, Ohio 


5401 Hamilton Avenue 
*Trademark 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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SAFER 10 WORK WITH... 


AIR HOSE COUPLINGS 


Thor Air Hose Couplings form positively locked connections 
that cannot break, jar or whip apart. Tool operators prefer their simplicity . . . and 
the speed and ease with which they can be connected and disconnected. All sizes 
and combinations are interchangeable up to % inches, inclusive. Each hose end is 
identical with the other—no right or left ...no male or female—a real universal 
coupling that fits every job. Made of heavy, rust-resisting steel for lasting service. 
Call your Thor distributor for a demonstration. 

INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 


Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit Houston Los Angeles Milwaukee 
New York Philadelphio Pittsburgh St.lovis St.Paul Salt lake City San Francisco Toronto,Conada London, England 





and twist 





To connect, place ends together, push To disconnect, simply pull back sleeves 


they snap locked. 


. « jaws open automatically. 





ORTABLE POWER 


PNEUMATIC TOOLS* UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS «© MINING AND CONTRACTORS TOOLS 
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... Its Ability to Cut Costs 
Now Definitely Proved! 


HE sensational performance of grind- 

ing wheels of 32 ALUNDUM abrasive 
is now an established fact—definitely proved 
in thousands of plants the country over by 
a solid year of steadily increasing use. 32 
ALUNDUM abrasive is entirely different 
from any other abrasive—made without 
crushing by a Norton developed and pat- 
ented process. 


«32’’ Wheels Are Sharper 


Each grain of 32 ALUNDUM abrasive 
forms as a single, complete crystal with 
many sharp points on all sides for faster, 
cooler cutting. 


“32”’’ Wheels Contain 
More Usable Abrasive 


The grains of 32 ALUNDUM abrasive are 
over 99% pure fused alumina—no non-cut- 
ting slag or pores. Their greater resistance 
to dulling gives longer wheel life. 


32 ALUNDUM grinding wheels are avail- 
able in all standard sizes—in both regular 
and open structures. They can cut costs for 
you on cylindrical, centerless, surface, tool 
and internal grinding. Ask your Norton 
abrasive engineer or Norton distributor for 
specific recommendations, 


NORTON COMPANY, 
WORCESTER 6, MASS. 


Distributors in All 
Principal Cities 








~ NORTON ABRASIVE 
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in Abrasives in Over Forty Years 
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FAFNIR seanincs 


MOST COMPLETE LINE IN AMERICA 


THE FAFNIR BEARING COMPANY ® New Britain, Connecticut 


_ A nearby FAFNIR Distributor will help you solve any power transmission problem. 





THIS LIGHT SHOWS UP LOSSES... 


By means of a bulb on each man’s wrist, the light follows every 
move he makes. It shows up the amazing waste of time and effort 


in stacking crates by hand. 


THIS ONE POINTS TO THRIFT! 


One man, one motion. That’s the way you save with a Barrett Portable 
Elevator. The crates go up, not one at a time, but in big, profitable loads! 


Which is it in your plant? Are you pay- 
ing for the kind of waste effort shown 
in this actual photographic record? If 
you are, it’s time to save with Barrett 
Portable Elevators. 

You'll save on floor space, too. For 
Barrett Portable Elevators put air space 


to work . . . clear the floor for productive 


»e PARRETT 


ONE MAN DOES MORE THAN 3 OR 4... WITH A BARRETT 


Handling 
Equipment 


use. That way you save on heat, light, 
maintenance—some have saved the cost 
of a new building! 

Let a Barrett engineer show you how. 


No cost or obligation. 


BARRETT-CRAVENS COMPANY 


4631 S. Western Bivd. > Chicago 23, Illinois 


Representatives in All Principal Cities 


Canadian Licensee: S. A. Armstrong, Ltd. - Toronto. Canada 


What's the best way 
handle it? Write for 
book with all the c 
swers, your free 
of the Barrett 
Catalog. 
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C-D offers design-engineers a va- 
riety of High-Strength Plastics in 
many types and grades for an 
almost unlimited number of appli- 
cations. Each supplies the exact 
combination of properties for its specific job. They lend 
themselves readily to machining and forming on stand- 
ard wood or metal working machinery. 








@ Diamond Fibre . .» Light, tough, and strong. A versatile, low cost 


plastic with good mechanical and electrical in- 
sulating properties. It is light in weight, dense 
in structure and highly abrasion resistant. 


... Resin Impregnated Vulcanized Fibre. An exclu- 
sive C-D development, specially treated to 
retain most of the arc resistance of fibre coupled 

with added moisture resistance and excellent 
dielectric properties. Approved by Under- 
writers as a support material for current carry- 

ing parts. 


... Thermosetting Laminated Plastic. High in electrical 
insulating properties, structural strength and 
moisture resistance. Available in numerous 
standard grades to meet specific performance 
requirements. 


. . . Built-Up Mica Electrical Insulation. Here is mica 
in its most usable forms—sheets, rods, tubes, 

and tapes. Maintains stability under severe 

heat and moisture conditions. 


. . . Fabric-Base Molded Phenolic Plastic. A material 
with good electrical insulating properties along 

with high mechanical strength, moisture and 

heat resistance and dimensional stability. 


For complete information on these C-D High-Strength 
Plastics write for BULLETIN GF-46 which gives you 
such basic data as: e Electrical Properties e Physi- 
cal Properties e Composition of Material « Grades, 
Types and Sizes e Fabrication Methods e Recom- 
mended Uses. 


For Help on any insulation problem, write, wire, or | 
phone our nearest office and a C-D technician will 
be glad'to give you the benefit of C-D experience. 


DP-6-47 


BRANCH OFFICES: NEW YORK 17 . CLEVELAND 14 e CHICAGO ll ¢ SPARTANBURG, S.C. SALES OFFICES IN PRINCIPAL CITIES 
WFST COAST REPRESENTATIVES: MARWOOD LTD., SAN FRANCISCO 3 « IN CANADA: DIAMOND STATE FIBRE CO., OF CANADA, LTD., TORONTO 8 


. 
( yontinental - Di cisidaeee! FIBRE COMPANY 


Established 1895..Manufacturers of Laminated Plastics since IVII—NEWARh 41 -DELAWARE 
TTS RT RET MR ER SRE REE I RR EE TE RE TE ES LS 
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Could this book 


be of value to you? 


" HE Wire in Your Tire” is a 24-page, 

richly illustrated book, brief in text. 
Not an engineering treatise, not a catalog, it 
has been prepared particularly for non- 
technical men in and associated with the 
rubber industry. However, many engineers 
tell us that they too have found it interesting 
and helpful. Its purpose is to give a broad- 
er, clearer understanding of the vital func- 
tions of steel wire in tire beads... a better 





knowledge of the exacting requirements 
and varied applications that are a part of 
the interesting tire-building operations. 


You are welcome to a free copy of this 
book. Just drop us a card or note today. 
And, after you have gone over “The Wire 
in Your Tire’, if you would like some addi- 
tional copies for certain friends or associ- 
ates, you'll find us glad to cooperate ... as 
usual. National-Standard Company, Niles, Mich. 
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haulage, hoisting, « ind fittings It a ent 
gives general instructior n ordering, and A nage 
seizing and handling Vickwire Spencer 
Stee! [] 10. PROCESS CONTROLS The Ca; 
log, an electronic scriber for the measure 
U 5. SRAWING COMPOUND — Selecting ment, indication ntrol and permanent 
Drawing Cor ind”’ is title of article ir record of variables in the process indus 
july August issue of tkite News Service tries, is the subject of Bulletin C2 release 
on selecting the rrect drawing lubricant y the Wheel Instr 
witn an eye to reducing reject mused Dy 
wrinkling, fracture or | irfa quality [] 11. PROCESS CONTROLS— Catalog 89( 
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ess polis eratur ressurs quid leve 
longer di j imidi P raphs, schemati 
irawings ana diagrams llilustrate tne or 
[} 6& POWERFUL HAND TOOL Powde: struction and principles f operatior 
t t J tor 
i 3 ; bu r a) ae PROCESS ms seer rrosi 
Blank tridge is the : a esistin ss equipm le of 
drive t Jed 1 r iri condi i -T, and data 
1% hick nd é 1 stud g i 1racteristics 
concret ith a | Ne 1 recomm ends ises 1e su 
l n tk ised r 3 : I iri v 








ASK “PURCH” FOR THIS FREE, UP-TO-DATE LITERATURE 
Four Pages — 14- 16-19-20 
Use convenient prepaid postcards on pages 19 & 20 











[] 13. MICROMETERS—Tubular microme- 
ters with tubular frame of steel, low co 
efficient of expansion and contraction, high 
rigidity, hardened special steel spindle and 
ther features, are the subject of bulletin 
issued by the L. S. Starrett Co. 


[] 14. MAGNETS—Rectangular double-gap 
electro-magnetic, suspended, spout and 
plate magnets and wet type magnets for 
submerged installations, are the subject of 
‘atalog 301-A, which describes their ap- 
plications in mining, food, process, metal 
working, rubber, textile, grain and other 
ndustries. Dings Magnetic Separator Cx 


15. _ESERHARD FABER Catalog--New 


ttalog details pencils, erasers, penhold 
ers, crayons, compasses, stamp pads and 
inks kneaded rubbers, cleaners, refill 
ervds Eberhard Faber Pen 


0 ved MACHINE TOOLS-—-Booklet M-161 
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[] 198. SAMPLE CASES talog N 8 
€ Ss Ss € ises 
Ss s, suit s, hat 1ses yarment 
3i i shirt cases, novel nd jew 
y sé ed sample ses, tr ises 
J ses, zipper cases, vi r and 
t 5 t made by Fibre Products 
MMi 
20. FAN TYPE HEATER -Bulleti j 
; 11 tan-type eater rar 
forces 15 u. ft. of air per minute rer 
hr um-plated , reflectors ; 2 
ft rome wire coils rapid 
penetrating heat distribution. Capacity 
4 er hour. Emerson Electric Mfg 
| 21. TESTING é igor gaara Equipment 
S ialized testing and measuring equip 
ment is the subject of new GE catalog 
i jives information on more than 90 
mode qu s lor testing and meas 
iring est ude force, str 
ickness iges magneti eq 
> i ind spectro equipment 
ical analysis equipment, resistance and 


insulation testing equipment, vibration, 
sound and balancing equipment, etc. Ap 
I General Electric C 





C) 22. WATER TREATMENT The roles of 





berlite ion exchange resins in water 
conditioning and in ch mica] processes 
ire described in 24-page book. Applica 
ns in flash-boilers, bottling, paper, petro 


ieum, rubber, food and chemical industries 


jescribed. The Resinous Products & 


(Please turn to page 16) 
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22,77 ) | , 


new products? 


If each product engineer, designer and purchasing 
agent reading this advertisement could suggest one 
requirement, 22,772 new possibilities would result 
and we want new products for our parts fabrication 
department. Our specialties are . . . attention to de- 
tail in manufacture . . . ability to maintain close tol- 
erance ... and fine finishes. 

Working on solid or laminated precious metals 
and base metals in sheet, wire and tubing which we 
fabricate in our mill operations, we have expanded 
our facilities for punch press and deep drawing work, 
milling, turning, grinding and drill press operations. 
In addition, we have facilities for assembly opera- 
tions, silver soldering, silver furnace brazing and fine 
polishing. 

We would welcome the opportunity to work with 
you on any production requirements you may have. 
Our staff of thoroughly experienced metallurgists, 
chemists and consultants will be pleased to assist you 
to the full extent of their facilities and ability. 


Please address inquiries to Department P. 


/ 3 Fa ig : ) ra 

iP EDIN D0 PRODUCTS 

SHEETS - WIRE « TUBING - SOLDERS + FABRICATED PARTS AND ASSEMBLIES 
D. E. MAKEPEACE COMPANY 


Main Office and Plant, Attleboro, Massachusetts 
NEW YORK .OFFICE, 30 CHURCH ST. CHICAGO OFFICE, 55 EAST WASHINGTON ST. 
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] 23. NICKEL TUBING Nickel and Nickel 
Alloy small to % max. 
O.D.) are the subect of Catalog Section 10. 





Tabular data gives 1 md 
chemica haracteristics of ! >] nel 
“K" Monel, Inconel and Cupro-Nickel. Su- 


perior Tube 


[] 24. AIR DIFFUSERS—Kno-Draft adjust- 


abl le air diffusers which provide thorough 
air diffusers, positive control of air direc- 
tion, and greater control of air conditioning 
performance re discussed in manual 
issued by W. B. Connor Engineering Corp. 


They offer the distinct advantage of ad- 
justability. Air supply can be directed at 
any angle from c sal to horizontal and 
its volume regulated in each diffuser. 


C] 25. OIL FILTERS—Oil filter applications 
for general industrial and machine tool 
use, are the subject of illustrated 16-page 


catalog issued by Purlator Products, Inc. 





[] 26. TUBING vIsEenas- —Cat tlog 847 
covers complete line re) tinless_ steel 
flanged type conical e nd fittings available 
in sizes from 1" through 10” O.D. This 
24-page book gives concise data on physi 
cal characteristics, fabrication and use. 
Tri-Clover Machine Co. 





(] 27. OFFICE FURNITURE—Bulletin de- 
scribes Crest Line in Litetone office furni- 
ture, made by Security Steel Equipment 
Corp. 


[] 28. GERMICIDAL RADIATION—Bu!! 
describes the Silv-A-King germicidal unit 
for use in office, factory, school, hospital, 
laboratories, warehouses, etc. Units use 
standard G.E. or Westinghouse germicidal 
lamps, rated at 2500 hours life. Bright 
Light Reflector Co., Inc. 


etin 





[] 29. RUBBER FLOOR TILE—Full! color 
catalog, 4 pages, illustrates 23 of the 27 
Danbury colors and 15 different floor de- 
signs also in actual color, 
special designs. 


and number of 
Danbury Rubber Co., Inc. 


C] 30. CENTERLESS BELT GRINDING—Bul- 
letin describes Wet-or-Dry belt centerless 
grinder Type L-4 . It tells about benefits of 
“moderately priced method for reducing 
costs and increasing production on center- 
less grinding operations.” Porter-Cable 
Machine Co. 


[] 31. VIBRATION MOUNTS—Bulletin de 
scribes Rexon vibration mounts which are 
made in different sizes for v 


irying weight 
loads, are easily installed, 


and come in 


MCL 


LITERATURE 


vertical, rotary or inclined vibration, and 
the V type is for purely vertical vibratiorx 
such as encountered in punch presses, etc 
Hamilton Kent Mfg. Co. 


[] 32. STAINLESS WELDING Fittings 

Folder describes light wall stainless steel! 
fittings. Picture of each type is shown 
along with chart of standard sizes. Johr 


B. Astell & Co., Inc. 


[] 33. MEASURING INSTRUMENTS—Preci 
sion measuring instruments made by the 
Saertner Scientific Corp. are the subject 
f new booklet. Equipment includes that 
for linear, coordinate, angular, spectra 
polarized light, photometric measurements 


my 34. MATERIALS HANDLING— Bulletin 


1-6 describes the Mercury line of tra 
tors, trailers, lift trucks, platform trucks 
jump bodies, low deck trailer, etc. ° 


el Mfg. Co. 


[] 35. CONDENSING UNIT—folder SF 
5003 describes the new ¥% hp condensing 
unit, and also covers % hp and 1/3 hp 
units. Jack & Heintz Precision Industries. 


[] 36. FIBERGLAS MOTOR INSULATION- 

“Facts About Fiberglas Insulated Machine 
Tool Motors” is the title of 12-page booklet 
which tells how Fiberglas electrical insula- 
tion reduces bulk and weight and makes 
for improved performance. Owens-Corn- 
ing Fiberglas Corp. 


[] 37. RETAINERS—PUNCHES—Hercules 
Retainers and Interchangeable Punches are 
described in catalog No. 99 just issued k 
Whitman & Barnes. 


[] 38. LIGHTING MANUAL—Silv-A-King 
Lighting Manual, No. 40, 144 pages covers 
industrial lighting equipment, flood-lighting 
equipment, and other types in detail. Table 
shows recommended foot-candle intensities 
indicating good practice, and superior 
practice, for wide list of industries. Bright 
Light Reflector Co., Inc. 


[] 39. RESISTANCE WELDING—New 24- 
page book covering resistance welding 
materials including replaceable tips, water- 
cooled holders, seam welding wheels, 
special dies, electrodes and refractory al- 
loys, has been issued by Weiger Weed & 
‘ Division of Fansteel Metallurgical 


[] 40. TREATED LUMBER—Bulletin de- 
scribes Volmanized preservative-treated 
lumber and Minalith fire retardent lumber. 
American Lumber & Treating Co. 
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[] 41. DETERGENTS & WETTING AGENTS 

Ten synthetic detergents and wetting 
igents are described in 32-page booklet. 
List of uses accompanies each description. 
The products are claimed to meet the re 
quirements for almost every known appli 
cation of synthetic detergents. The Miranol 
vhemical Co., Inc. 


‘ 


[] 42. MOTOR CONTROLLED DOORS- 

Motor operated rolling doors with push 
button control are the subject of bulletin 
S-17; emergency manual operation is pro 
vided for. Bulletin illustrates installations 
ind shows mounting details. The Kinnea: 


i “ ~ 
inufacturing Co. 


[] 43. STEAM PLATEN PRESSES—Twenty- 
three types of Southwark steam platen 
presses are described in Bulletin 254. 
These include standardized units and cus- 
tom-built units. Standardized units from 
100 to 1,275 tons cap. are flexible enough 
to permit of minor alterations to meet 


various requirements. Baldwin Locomotive 


[] 44. SLUSH PUMP—Power slush pump, 
type C-350, 7% x 18, is the subject of 
Bulletin 320. Feature of the pump is 
baffling system that prevents mud con- 
tamination of crankcase oil. The National 


rt 


supply Co. 


([] 45. WATER DEMINERALIZERS—Booklet 
of 26 pages describes Filt-R-Stil demineral- 
izers which are said to produce water 
shemically equal to or better than distilled 
water at costs reduced by 10% to 90%, 
and of uniform high quality. Equipment 
has automatic, precise quality controls in- 
dicating actual quality of water. No heat, 
no steam, no cooling water are required. 
American Cyanamid Co., Ion Exchange 
Products Dept. 





[] 46. SHEET Packing—Catalog section 
5000 gives data on various types of com 
pressed asbestos sheet packing, rubber 
sheet packing, cloth inserted packings and 
Koroseal sheet packing. B. F. Goodrich Co. 


[] 47. OFFICE EQUIPMENT—Lecflet of 
eight pages covers office equipment and 
furniture, including steel shelving and steel 
storage cabinets, and various accessories. 
Precision Equipment Co. 


[] 48. CARBIDES—Catalog 47-WM gives 
complete information on Talide metal, and 
ncludes 1,325 different sizes of standard 
solid tungsten carbide blanks, bars, strips, 
rods, tubes, bushings, rings, flats, tips, 
disks and shapes. Company produces 
both sintered carbides and hot press car- 
bides. Metal Carbides Corp. 


[] 49. WELDING—Dissimilar metals weld- 
ing by the use of Ampco-Trode 10 and 
Phos-Trode electredes, is the subject of 
instruction sheet available from Ampco 
Metal, Inc. Typical base metals which 
may be welded include brass, bronze, 
sopper-sheet, malleable iron, cast iron, 
ind nickel alloys. 


[] 50. PROTECTIVE COATING—’Greater 
Protection for Structural Steel” tells about 
the merits of Rockcote zinc chromate as a 
rust inhibitive coating for structural steel 
as well as aluminum and aluminum alloy 
building materials. It also tells about ap- 
plication in production and maintenance. 
Rockford Pain Mfg. Co. 


(Please turn to page 19) 
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to the largest rock crushers... 


hermold v-Ze/ts are on the Job 


Bod transmission engineers know the many 
advantages of V-Belt drives . . . compact, noise- 
less, positive, economical, etc. Experience has 
proven that additional advantages are derived 
—at no increase in cost— when Thermoid V-Belts 


are on the job. 


Your Thermoid Distributor Ca 


The Thermoid Line Includes: Indus- 
trial Brake Linings and Friction Prod- 
ucts + Transmission Belting + F.H.P. 
and Multiple V-Belts - Conveyor Belting 
+ Elevator Belting - Wrapped and 
Molded Hose + Custom Molded Parts 









Great strength, long life and uniformity are 
all built into Thermoid F.H.P. (Fractional 
Horsepower) and Multiple V-Belts, beeause 
every belt—from raw materials to finished 
product—is manufactured under the most 
exacting controls. 


hag) of 


tly Supply The Belts You Need 





A postcard or letter to the home office 
will bring his name and address to vau. 


Manufacturers of new equipment are 
invited to correspond direct with the 
home office. 











Thermoid Company : Trenton, N.J., U.S.A.: 


Automotive «+ Industrial « Oil Field + Textile Products 








Push-on type SPEED NUTS are used over die cast studs 
as shown at left, to attach medallion and delivery com- 
partment bezel, and for other fastening jobs not visible 
in photo. C7000 flat type SPEED NUTS are used fo 
attach hinges to top cover, bottom frame and doors. 


TINNERMAN PRODUCTS, INC, 


In Canada: Wallace Barnes Co., Ltd., Hamilton, Ontario 
In England: Simmonds Aeracessories, Ltd., London 





MORE THAN 4000 


“sembly Costs 


64 SPEED NUTS on each 
«Klectro” Cigarette Vending 
Machine Boost Production 
and Feduce Assembly Costs. 


Slashed £5 7 





<— 





IN 


ee 





Mr. M. Caruso, President of C-Eight Labora- 
tories, Newark, New Jersey, has this to say 
about SPEED NUTS: 


“Further experiments increased the use of 
SPEED NUTS in assembling our “Electro” All- 
Electrical Cigarette Vending Machine. Since 
this change over, a study of our costs reveals 
a saving up fo 25%. We feel sure that more 
and more Tinnerman fasteners will be used 
on our equipment and will set a standard of 


quality and perfection for the ultimate user.” 


We're sure we can help you produce a 
better product at lower cost. Write us about 
your assembly problem today. 


* 2050 Fulton Road, Cleveland 13, Ohio 


In France: Aerocessoires Simmonds, S.A., Paris 
In Australia: Simmonds Aerocessories, Pty. Ltd., Melbourne 


PATENTED Trade Mark Reg 5 Pat OFF 


SHAPES AND SIZES 
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INFORMATIVE LITERATURE 


(Continued from page 16) 


[] 51. WATER SOFTENING—Green sand 
zeolite softening process and zeolite soften- 
ing equipment, are the subject of 20-page 
booklet No. 4345 which explains the 
process and shows actual” installations. 
Cochrane Corp. 


C] 52, COMBUSTION SYSTEMS—Gas-fired 
combustion systems and burners are the 
subject of reprint booklet describing the 
basic principles in easy to understand 
language. It also describes the four broad 
lassifications of burners: atmospheric, im- 
mersion, low and high pressure types, and 
how they function. Surface Combustion 
Corp. 


[] 53. V-BELTS—’’Pre-engineered Texrope 
Drives” is the subject of 144-page indexed 
catalog which “simplifies drive selection 
so persons untrained in V-Belt engineering 
can readily specify proper drives’’. More 
than 22,000 stock drives are listed; two- 
thirds of the book being devoted to appli 
cations from one to 150 hp. Allis-Chalmers 
Manufacturing Co. 


[] 54. DIE SINKERS—Plain and universal 
die sinkers, two new machines in two 
sizes are the subject of Pratt & Whitney 
bulletin. The 2B and 3B plain units are 
for all around shop use, and are so de- 
signed that a cherrying attachment may 
be fitted. The 2B and 3B Universal units 
will take cherrying cuts using standard die 
sinking cutters—no attachment is required. 
Machines are said to make for substantial 
savings. 


[] 55. VINYL FLOOR TILE—fFolder de 
scribes Plastile, laminated viny] floor tile, 
which is made with a top surface of 3/32” 


astic combined with 3/32" bottom layer 
of synthetic impregnated cork. It can be 
laid with linoleum cement. It comes in 


8%" squares in 20 color combinations. 
U. S. Stoneware Co. 


[] 56. WROUGHT IRON—’'The ABC's of 
Wrought Iron” is subject of 20 page il- 
lustrated booklet which tells in non-tech- 
nical terms what it is, its merits, and how 





it is made, as well as uses for which it is 
recommended. A. M. Byers Co. 


[) 57, DIE CUTTING PRESS—Folder A-91 
describes the new Hobbs Tri-Power die 
cutting press and its adaptability to a 
wide variety of industries. Hobbs Manu- 
facturing Co. 


[] 58. FLOW RATE Measurement—Bulletin 
of 32 pages entitled "A New Era in Liquid 
ind Gas Flow Measurement” describes the 
Flowrator meter (formerly Rotameter) for 


flow rate measurement. Fischer & Porter 
Co. 


[] 59. CIRCULAR GRADUATING Machine 
—Abrasive circular graduating machine 
is subject of bulletin issued by Abrasive 
Machine Tool Co. The machine accurately 
and quickly graduates handwheels, dials, 
knobs and similar parts used on machinery 
and other equipment. Actual cutting is 
performed by a single point tool which 
produces sharp line of almost any length 
or combination of lengths. 


[) 60. DIECASTING MACHINE—Universal 
high pressure hydraulic diecasting machine 
with easily removable hot metal end, auto- 
matic timing, ample die handling space, 
and other features is subject of new bul- 
letin. The Model 400 is for zinc, tin or 
lead. Hot metal end can be easily changed 
to convert to cold chamber machine. The 
Cleveland Automatic Machine Co. 


C) 61, POLISHING WHEELS—Bulletin cov- 
ers polishing wheels and accessory prod- 
ucts for all metals; made of cotton, canvas, 
bullneck leather, walrus leather, comented 
sheepskin, felt and leather covered wood; 
also, abrasives and glue, glue heaters, 
mandrels, etc. Hanson—Van Winkle—Mun- 
ning Co. 


[) 62. DELIVERY FEED PUMP—Bulletin 
44200 illustrates and describes new Fluid 
Power Variable Delivery Feed pump that’s 
very simple, compact, electro-hydraulically 
controlled; easy to apply nearby or re- 
motely, and quick and positive in action. 
The Oilgear Co. 


OO 63. DRILL PIPE—Plastic coated drill 
pipe for drilling oil wells in highly corro- 
sive fields is subject of 22-page booklet. 
Thermo-setting plastic applied to the inside 
of the pipe resists the corrosive action of 


acids, alkalis and salt. National Supply 
Co. 


[] 64. SHEAVES—V-Belt sheaves are the 
subject of White-Line Standard Sheave 
Bulletin, No. 305, which shows dimensions 
and other data. American Gear & Mfg. Co. 


[] 65. FLOORING—Kompocrete and Kom- 
polite flooring materials. Former is a 
heavy duty industrial asphalt mastic that 
is said to be resilient, wear-resistant, dust- 
less and shockproof. Latter is a plastic, 
resilient, seamless flooring, for old or new 
buildings, for offices, etc., where dura- 
bility, comfort and light weight are re- 
quired. Bulletins available from The 
Kompolite Co., Inc. 


[] 66. SHEAVES & PINS—'’Too!l Steel” 
process sheaves and pins, claimed to as- 
sure longer life, increased rope life, bush- 
ing savings, and spare stocks are the sub- 
ject of bulletin issued by Tool Steel Gear & 
Pinion Co. 


(1) 67. BENCH VISES—Precision bench 
vices, featured by “unrestricted five-year 
guarantee” are subject of Acme Tool Co. 
bulletin. Jaw widths 2” to 6”; maximum 
openings 2%" to 942”; throat depths, 142” 
to 4-5/16"; shipping weights 5 lbs. to 120 
Ibs.; interchangeable and reversible jaws. 


[C] 68 UNIT HEATERS—Three bulletins 
cover respectively three types of unit 
heaters, blower type, down flow, and hori- 
zontal type, made by McQuay, Inc. These 
are blower type units. Both steam and hot 
water capacities are shown for horizontal 
and down flow types. McQuay, Inc. 


(1) 69. SYNTHETIC LATICES—Hycar lat- 
tices, stable suspensions of spherical par- 
ticles of butadiene-acrylonitrile type Amer- 
ican rubber are described in bulletin 47-H1 
as having particular use in the paper and 
textile industries for saturation, impregna- 
tion and coating applications. B. F. Good- 
rich Chemical Co. 


(] 70. THREAD COMPOUND—Data sheet 
details Fel-Pro “Hi-Temp” thread compound 
which is said to prevent freezing and gall- 
ing of metal surfaces at temperatures as 
high as 1800° F. It was developed speci- 
fically for high temperature and high pres- 
sure applications such as furnace tube 
header stubs and plugs. Sample can will 
be furnished with data sheet. Felt Prod- 
ucts Mfg. Co. 


(Please turn to page 20) 
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INFORMATIVE LITERATURE 


(Continued from page 19) 
(J 71. SPEED REDUCERS—Four-page tech- 


nical bulletin No. 8974 describes Cone- 


Drive fan-cooled speed reducers. Fan 
coolers are said to make it possible to 
make selection solely on the basis of 


mechanical ratings. They require no more 
space than non-fan-cooled units. Michigan 


Tool Co. 


(1) 72. FLOOR DRIER—Sample of Sol- 
Speedi-Dri, absorbent for all liquids which 
keeps floors clean and safe, cutting down 
accidents by slips and falls, will be sent 
to you by Safety & Maintenance Co., Inc. 


C0 73. VALVES—Reference Book No. 38 de- 
scribes Homestead lever-sealed valves 
which obviate sticking and assure positive 
action at all times under all conditions. 
Homestead Valve Mfg. Co. 


(C 74. GRINDING WHEEL—Sample of New 
Silver Streak grinding wheel said to give 
unprecedented efficiency in grinding and 
finishing, will be sent to you by Chicago 
Wheel & Mig. Co. if you will indicate use. 


C) 75. SEALED MOTOR—The Sealedpower 
Motor made by Crocker Wheeler Electric 
Mfg. Co. is described in bulletin SL 300-2. 
Ventilating air that cools the motor is 
blown outside the frame. Vital operating 
parts are completely cut off from outside 
air, dust, fumes, etc. Motor is said to op- 
erate year after year without “time out.” 


0 76. STUDS—Lok-Thread stud which fits 
into standard tapped holes, and locks and 
seals is described in Lok-Thread booklet 
issued by Lamson & Sessions. 


00 77. JENNYS—Bulletin describes Simplex- 
Jenny which is said to make difficult pull- 
ing operation the work of minutes instead 
of hours. Jennys are of 30, 60, 80 or 100 
ton capacities. Templeton, Kenly & Co. 


0) 78. CABLES—Okolite-Okoprene long- 
lived wires and cables are detailed in Bul- 
letin OK 1037. Okolite insulation is elec- 
trically stable, resists moisture and ozone, 
operates at 75° C, and Okoprene sheath 
resists corrosion, oils and acids and is 
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non-flammable. Serves up to 5000 volts. 
Manufactured in all sizes. The Okonite Co. 


[] 79. PACKAGING—New thought in pack- 
aging is Corroflex Tube-Tainer which is 
claimed to cut packaging costs to a mini- 
mum. Sherman Paper Products Corp. will 
send you Free Tube-Tainer trial kit con- 
taining an assortment of four sizes, and 
bulletins on short cuts to packaging. 


[] 80. ADHESIVES—Rubber-Base and 
Resin-Base adhesives and their uses are 
listed in bulletin issued by B. B. Chemical 
Co., makers of Bostick adhesives. It is 
stated that these adhesives can bond al- 
most any similar or dissimilar materials 
and create a lasting bond. 


C) 81. ELECTRICAL FITTINGS—Bulletin 48, 
62 pages, is devoted to electrical fittings. 
These include conduit, EMT, box, entrance 
and service entrance cable fittings, also 
connectors, straps and clamp backs, con- 
duit bodies and EMPT bodies. Gedney 
Electric Co. 


() 82. HYDRAULIC CYLINDERS—52-page 
illustrated bulletin on double acting hy- 
draulic cylinders presents 11 standardized 
mounting styles which can be used in 
variety of combinations to ‘solve almost 
any conceivable power application prob- 
lem without involving special designing 
and construction.” Check list serves as 
guide on points that should be considered 
in specifying cylinders. Capacities to 
75,000 lbs. Hannifin Corp. 


[] 83. NON-FERROUS METALS Directory— 
Over 50 basic non-ferrous alloys are listed, 
from aluminum to zinc, in all available 
forms—ingot, pit, bar, wire, ribbon, sheet, 
shot, slab, etc., in pamphlet available 
from Federated Metals Divn., American 
Smelting & Refining Co. Foundry metals, 
solders, type metals, babbitts, and die 
casting metals are included. 


[] 84, TRANSFER FILE CASES—Sheet lists 
perfection transfer file cases for permanent 
storage of inactive records. Cases are 
fabricated of high quality water finish cor- 
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rugated stock. List shows sizes and indi- 
cated uses. Perfection Box Co. 


[] 85. GEARS, SPROCKETS—Catalog 340 
lists the American Gear & Mfg. Company's 
stock gears and sprockets, and cha‘ns. 


[] 86. HAND PUMP—Rotary hand pumps 
are the subject of Bulletin 3001 issued 
by Bowser, Inc. The units are built for 
fueling or dispensing of liquids up to 10,- 
000 SSU viscosity. Meter recisters to 8 gal. 
and is equipped with 9,999 gallon totalizer. 
Four models are descr.bed in the bulletin. 


() 87. ARTIFICIAL GAS—Bulletin A-200 
describes method of manufacturing artifi- 
cial gas by the Twin Generator Oil Gas 
Process for the production of high btu oil 
gas. It is said to offer the advantage of 
more thermal output per dollar of plant 
investment with reduced manpower re- 
quirements. The Gas Machinery Co. 


[] 88 BURS—Ground high-speed steel 
burs, ground carbide burs, and the file 
cut bur (rotary file) are the subject of new 
“green catalog” (36 pages) just issued 
by Pratt & Whitney. Styles and shapes 
are illustrated, as are various accessories. 


[] 89. STAINLESS & HEAT Resisting 
Steels—New Booklet issued by the 
Jessop Steel Co. describes Jessop stainless 
steels and heat resisting steels. The 
chemical analysis, physical properties, 
corrosion resistance rating, and fabricat- 
ing properties of standard types of steel 
are included. 


[] 90. INDUSTRIAL BRUSHES—64-page 
catalog issued by the Industrial Division 
of the Fuller Brush Co. describes and il- 
lustrates the widely diversified line of 
Fuller brushes for industrial uses. There 


are more than 60 classifications of 
brushes, brooms, mops, dusters and ac- 
cessories. 


(]) 91. WATERPROOFING PAINT—Dri-N 
Tite is liquid waterproofing material which 
maker states will remain as long as the 
masonry to which it has been applied. It 
is recommended for use on poured con- 
crete, cinder and concrete block walls, 
cement and common brick, plaster, stucco, 
etc. It may be used on interior or exterior 
surfaces, above or below grade. Its effec- 
tiveness is based on capillary attraction. 
Guaranteed by maker if properly applied. 
It comes in pure white and light buff. 
Circular describes it in detail. Arid-Crete 
Corp. 


[] $2. BUSHING STOCK-—Solid bars and 
centrifugally cast tubular bar stock are 
described and listed by stock sizes in new 
Shenango-Penn Mold Company Bulletin. 
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MACWHYTE 
Wire Rope Slings are 


custom-built to your specific 


requirements ... designed 
to assure the correct sling 
for safe, easy, low-cost 
handling of your 


materials. 


Macwhyte engineering service is available to help design the correct 
sling for your job. Our sling engineers will give you the benefit of their 
broad experience in designing hundreds of slings for handling loads similar 
to yours. Ask your Macwhyte distributor, or write Macwhyte Company. 


Macwhyte also makes: MACWHYTE PREformed and Non-PREformed Internally 
Lubricated Wire Ropes... MONARCH WHYTE STRAND Wire Rope... 
Special Traction Elevator Rope . . . Stainless Steel Wire Rope . . . Monel Metal 
Wire Rope ... Galvanized Wire Rope... Spring-lay Wire Rope .. . Hi- Fatigue 
Aircraft Cables, Assemblies and Tie-Rods. Catalog, literature on request. 


MACWHYTE WIRE ROPE SLINGS 


Manufactured by Macwhyte Company 
2918 Fourteenth Avenue, Kenosha, Wisconsin 


Mill Depots: New York «-+ Pittsburgh - Chicago + Minneapolis 
Fort Worth - Portland - Seattle - SanFrancisco - Los Angeles 
Distributors throughout the U. S. A. and other countries 


\ 


Make MACWHYTE your headquarters for WIRE ROPE SLINGS 
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How to carry combinations 
of radial and thrust loads 


HESE drawings show how Timken tapered 
roller bearings are effectively used where both 
radial and thrust loads must be carried. They may 
give you an idea for projects now on your boards. 


Because it is a roller bearing, the Timken bearing 
can carry the heaviest loads. Because its rolls are 
tapered, it can carry both radial and thrust loads 
in any combination. 








From whichever direction the loads may come, 
this tapered design enables the Timken bearing to 
carry them, one at a time or simultaneously. The 
cost of providing a separate type of bearing for 
each load is eliminated. Bearing housings and 
mountings are simplified, with a saving in cost, 
weight, and space. 











For help in putting these important advantages 
of Timken bearings to work in the product you’re 
designing, call upon the confidential service of the 
Timken engineer. He will help you select the pre- 
cisely correct bearing for your job. 





TRACTOR FRONT WHEEL in which both thrust and radial 

loads are carried on single row Timken bearings. From 

whichever way the load may come, it will be handled with 

minimum friction and wear. Remember, Timken is the only bearing manufac- 
turer which makes its own steel. And Timken is 
the acknowledged leader in: 1. advanced design; 
2. precision manufacture; 3. rigid quality control; 
4. special analysis steels. 


Additional copies of this page and further in- 
formation on this or other applications of Timken 
bearings are yours for the asking. Write — The 
Timken Roller Bearing Company, Canton 6, Ohio. 






































TIMKEN GIVES YOU THESE IMPORTANT FEATURES: 





: 5 
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1. TRUE ROLLING MOTION 2. GREATER LOAD CAPACITY 
All lines drawn coincident with Load is distributed along full 
the faces of rollers, cone and cup length of roller, giving greater 
meet at a common point on the capacity, precision, and rigidity, 
axis of the bearing. with less wear and distortion. 





APPLICATION of Timken Bearings on the worm shaft of a 
worm gear drive. The load on the worm shaft bearings, due 
to the operation of the worm, is primarily thrust. There 


7 . . ee TRADE-MARK REG. U.S. PAT. OFF. 
is considerable radial load however, arising from the 


separating force of the gears and also possibly from over- TAPERED 
hung driving loads. This is another application for which 


the tapered roller bearing is ideal. ROLLER BEARINGS 





| Ly 
NOT JUST A BALL (~) NOT JUST A ROLLER cc THE TIMKEN TAPERED ROLLER (= BEARING TAKES RADIAL ®) AND THRUST —-@)~—- LOADS OR ANY COMBINATION ~6)- 
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Keep Production Up itis niente poe 


with Effcecent UNK-BELT 


POWER TRANSMISSION MACHINERY 





P.1.V. Gear Speed 
Changer permits infinite ” 
variation of speed while 

machine is running; . 
holds set speed indefi- 
































° j 
itely, without sli aor 
aan All coal po Fa * Worm Gear Reducers for high 
enclosed. Details in e 
Book 1874. 


ratio reductions horizontal or ver- 
tical drive shafts. Data in Book 


No. 1824. 





Electrofluid Drive com- 
bines hydraulic coupling 
with standard induction 
motor; reduces starting 
current; avoids ‘“over- 
motoring’? — absorbs 
shock; protects machin- 
ery. Details in Book 












e Herringbone Gear Reducers for 
large reductions in limited space. 
: : ° High shock resistance! Single, 
Silverstreak Silent Chain Drive givés Double or Triple Reductions. 
positive, flexible transmission without ° Data Book No. 1819. 
slip at high speeds. Runs e 
slack on short centers. 
Ask for Data Book 125. ° 
s 
. 
® ] 
- THERE'S A 


LINK-BELT 
: SPEED REDUCER 


Silverlink Roller Chain Drive for high 
or low speed transmission; coordinat- 
ing rotation of several shafts in either 








= 
direction; short or long centers. Single 
direction; short. o long centers. Single ' FOR EVERY SITUATION AND SERVICE 
1957. 
e 
B Steel, Promal and Malleable —« Any industrial application for a speed reducer can 
eed gp apd wn pe pe be filled with a Link-Belt unit — and satisfacto 
strength is needed, on slow and 
eS See > ° results assured. Link-Belt manufactures all three 
the standard by which perform 
ance is gauged. Data Book 1994. - standard types, and Link-Belt power transmission 
- . : . . 
A specialists can offer reliable recommendations as 
V-Belt Drives. The ; i i 
Link-Belt Line of : . to size and type to suit your precise need. 
ower Transmission 
Machinery includes a . In respect to any unit in the broad Link-Belt 
complete line of Tex- e ° ° ° ° . 
rope V-Belt Drives. line, Link-Belt engineering advice on your power 
Catalogs on request. ° ue ° : 
. transmission problems is completely unbiased. 
er Bearing Mounted 
Units for light and © 10,6230& 
medium duty. Pillow - 
ome ohn ae . LINK-BELT COMPANY 
a on — ° The Leading Manufacturer of Conveying and 
units, self-aligning, in ° 





Mechanical Power Transmission Machinery 
fixed or floating types. Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, 
Ask for Book 2094. Dallas 1, Minneapolis 5, San Francisco 24, Los Angeles 33, 
Seattle 4, Toronto 8. Offices, Factory Branch Stores 
and Distributors in Principal Cities. 











Roller Bearing Mounted Units for 
heavy duty service, self-aligning, 
for fixed or floating shafts, press- 
fit or adapter type, in split pil- 
low blocks. Ask for Book 2095. 





Unmounted Ball and Roller Bearings pro- 
vide self-alignment for radial, thrust or 
combination loads. Offer great economy 


of application. Details in Books 2094 
and 2095. 





Babbitted Bearings in widest selection of 
types; solid or split housing; grease or 
self-oiling; light and heavy duty service. 
Data in Book 1997. 








ELWELL-& 


POWER INDUSTRIAL TRU 


Elwell-Parker does not supply arbitrary ‘“‘stand- 
ard” model trucks; instead E-P engineers “tailor” 
them to the warehousing or production con- 
ditions of the individual user. However, all 
Elwell-Parker Trucks include these features that 
insure years and years of satisfactory service: 


Positive On-Off” Controls 





Truck cannot move unless operator stands on 
both pedals Likewise it stops when the driver 
steps off the pedals, because the brakes are ap- 
plied and the power is instantly shut off. 


, . 
Easy Handling 
By reducing operator fatigue, insures careful 
driving. Operators are always alert because 
E-P trucks have cushioned pedals, easy steering, 
controlled speed and smooth, quiet operation. 





Original, Proven Braking 

The brake action is fast—soft yet positive. Brakes 
can be applied when power is on, so that start- 
ing or stopping on ramps is easy and safe. 





Safe Driver Position 


On both end and center control models, driver 
can quickly dismount in case of emergency. On 
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center control models the operator can readily 
get on or off from either side of truck. 


Super Strength 


Entire truck is of rugged, “tank-tough” con- 
struction, using special steels that are riveted 
and welded together for long term durability. 





Extra Power From Motors 


They are Elwell-Parker built Class B motors 
having glass and asbestos insulation—more cost- 
ly and worth it. Thus the “heart” of every truck 
is liberally designed to take a// the battery power. 


PLUS 
Indispensable Engineering Knowledge 


As the pioneer and leader in the field of in- 
dustrial trucks, Elwell-Parker has unique ex- 
perience regarding the proper application of 
industrial power trucks to specific needs. 








For actual demonstration of these truck features 
and helpful advice on your materials handling 
problem, call in the nearest man. 


Ask for our handbook, “Industrial Logistics”, a 
treatise on materials handling and distribution. 
The Elwell-Parker Electric Company, 4519 St. 
Clair Avenue, Cleveland 14, Ohio. 
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e ENGINEERED IN PLASTICS BY GENERAL 
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Plastics puts vitamins out front 


@ Here's an effective reminder to get 
your vitamins—a handsome drug 
counter display designed and produced 
in plastics by General Electric for 
Kalasign of America. The entire unit is 
molded in one piece. It’s strong and 
durable, yet inviting and pleasing —just 
the thing to catch the customer's eye. 

This plastics display is another ex- 
ample of what General Electric's com- 
plete plastics service offers you. G.E. 
is equipped to design, engineer, and 
mold plastics to suit your individual 
requirements. The results? Very often, 


GENERAL@® 


> 






GENERAL ELECTRIC PLASTICS FACTORIES ARE LOC 


COSHOCTON, OHIO, FORT WAYNE, IND., 


they include short cuts in production 
that save you money . . . new beauty or 
utility for your product which can in- 
crease sales. So if you are considering 
a plastics molding job, why not talk 
it over with General Electric, world’s 
largest manufacturer of finished plas- 
tics products? 

We'll be glad to send you, free, the 
illustrated, full-color booklet, **Prob- 
lems and Solutions in Plastics.” Just 
write Plastics Division, Chemical De- 
partment, General Electric Company, 
1 Plastics Avenue, Pittsfield, Mass. 


ELECTRIC 


C047-A29 


ATED IN SCRANTON, PA., MERIDEN, CONN., 
TAUNTON AND PITTSFIELD, MASS. 






G-E Complete Service — 
At No. | Plastics Avenue 


BACKED BY 53 YEARS OF EXPERIENCE. 
We've been designing and manufacturing 
plastics products ever since 1894. G-E re- 
search works continually to develop new 
materials, new processes, new applications. 


NO. 1! PLASTICS AVENUE—COmplete plastics 
service—engineering, design and mold-mak- 
ing. Our own industrial designers and engi- 
neers, working together, create plastics parts 
that are both scientifically sound and good- 
looking. Our own toolrooms are manned by 
skilled craftsmen—average precision mold 
experience, over 13 years. 


ALL TYPES OF PLASTICS. Facilities for com- 
pression, injection, transfer and cold molding 
...for high and low pressure laminating... 
for fabricating. G-E Quality Control—a by- 
word in industry, means as many as 160 in- 
spections and analyses for one plastics part. 
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Are you getting 
the advantages of 
BEMIS 

MULTIWALL 
SERVICE? 


aoa fa What Bemis facilities can do for you in serv- 
ice is as important as the top quality you 
get in Bemis Multiwall Bags. 


Bemis’ plants and sales offices are located 


to give you close-to-source contact. 


Bemis multiwall specialists are available to 
help you with plant layout and bag filling, 


closing, and storage problems. 


That’s why it’s good business to have ‘The 
Bemis Habit.” 


BEMIS BRO. BAG CO. 


Peoria, Ill. « East Pepperell, Mass. « Mobile, Ala. 
San Francisco, Calif. « Wilmington, Calif. « St. Helens, Ore. 





Baltimore « Boise * Boston + Brooklyn + Buffalo + Charlotte 

Chicago + Denver + Detroit +» Houston + Indianapolis 

Kansas City * Los Angeles * Louisville » Memphis « Norfolk 

Minneapolis *» New Orleans » New York City + Orlando 

Oklahoma City + Omaha + Pittsburgh « St. Louis + Salina 
Salt Lake City + Seattle « Wichita 
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HARPER 
fastening 


HAVE YOU A CORROSION PROBLEM? 


27 








New Harper Computer Will Show Proper Alloy Bolt to Use 












anficn 


Harper manufactures and stocks 
a vast variety of bolts, nuts, and 
other fastenings in all of the com- 
mercial rust and corrosion resist- 
ing alloys 
bronze, naval bronze, Monel 
metal, and Stainless steels. Here, 
you are almost sure to find ex- 
actly the fastening you need. 


HARPER SPECIALIZES 


brass, silicon, 


FREE 


ON REQUEST 
TO EXECUTIVES, 
ENGINEERS AND 

OTHERS 
INTERESTED 

IN 
FASTENINGS 


alts RESIST CORROSION 


If you have a difficult corrosion 
problem—one not fully answered 
by the Harper Computer—submit 
it to the Harper engineers. These 
men are specialists in the manu- 
facture and use of rust and cor- 
rosion resisting fastenings. They'll 
be glad to study your problem and 
suggest a solution. No obligation. 


The amazing new Harper Com- 
puter provides a rapid means of 
selecting the best non-ferrous or 
stainless steel alloy fastening to 
resist any one of numerous condi- 
tions causing corrosion. It operates 
on the slide rule principle and 
qualifies as Excellent, Good, Fair, 
or No Good, 13 rust and corrosion 
resisting metals or alloys in ap- 
proximately 142 corrosive en- 
vironments. To operate it, simply, 
select the name of the corrosive 
condition which most nearly 
matches your own. Slide this 
name until it is directly opposite 
the arrow. Look into the adjoining 
column for a set of symbols which 
indicate the non-ferrous or stain- 
less steel alloy best suited to resist 
the corrosive condition in ques- 
tion. For example, silicon bronze 
may be indicated for condition A, 
Monel metal for condition B, etc. 


The Harper Computer is an indis- 
pensable working tool for anyone 
concerned with selecting alloy 
fastenings to meet various corro- 
sive conditions. Write for one, now. 








The H. M. HARPER COMPANY 
2606 FLETCHER STREET 
CHICAGO 18, ILLINOIS 


Branch Offices—New York City, Philadelphia, St. Louis, 
los Angeles, Milwaukee, Cincinnati, Dallas, Cleveland 


HARPER 


econ 


Representatives in principal U. S. cities 





IN EVERLASTING FASTENINGS 
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DOWN ta ny 


Prove it to yourself with FREE SAMPLES 


IF THE TEST of the pudding is in the eat- 
ing, the test of an abrasive is in the grind- 
ing. It will pay you to test WELDISKS 
yourself—to prove to your own satis- 
faction that WELDISKS are superior 
abrasives for use on high-speed pneu- 
matic grinders as well as on any port- 
able electric grinder. You will be amazed 
to find that WELDISKS outlast ordinary 
disks by as much as 2-to-1... partly be- 
cause of their cold-setting cement (a sci- 


entific formula—not glue or resin) that 
actually improves with age, and partly 
because of their laminated backing of fibre 
for stiffness plus cloth for strength. A test 
of WELDISKS will convince you of their 
superiority. Write for free samples. State 
size of disk, grade of grit, and brief descrip- 
tion of work to be done. WELDISKS will 
be sent promptly without obligation. 
Abrasive Products, Inc., 523 Pearl Street, 
South Braintree, Massachusetts. 


= WUE 


SOUTH BRAINTREE 85 


MASSACHUSETTS 


* MAKERS OF JEWEL COATED ABRASIVES 
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Whether you make products 


--. as SMALL as this... or as LARGE 









as this... 


why 
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as this 


...or as HEAVY as this 








we have the WIRE to fit your needs ! 


F your wire application is an “everyday” one, 
I the chances are that you can find the right 
wire for your needs among our more than 400 
different types of manufacturers wire. How- 
ever, if you need a special analysis, grade or 
shape, we can take care of you just as easily. You 
can count on our excellent production facilities 

. unexcelled research equipment . . . our 100 
years of quality wire-making experience to draw 
wire that will meet your requirements exactly. 
American Wire will provide trouble-free produc- 
tion and help insure the satisfactory perform- 
ance of your product. 

Our engineers will gladly help you to de- 
termine which American Quality Wire is best 
suited to your needs. 


If you make it of wire... 


u-Ss°S 





make 


AMERICAN 


MANUFACTURERS 


it of the best 


AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY 
San Francisco 
Tennessee Coal, Iron & Railroad Company, Birmingham, Southern Distributors 


United States Steel Export Company, New York 


UNITED STATES STE Et 








AMERICAN 


MANUFACTURERS 
% WIRE &, 
G7; a 
2 starts 
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@ Factory Managers and Pur- 
chasing Agents who have 
had experience with Circle 
Bolts never hesitate to recom- 
mend them when requested. 
They know how important 
the dependable size and 
strength of these bolts are in 
the efficient assembly and 
future performance of their 
products. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 








— is - —" — nar 





DECEMBER, 1947 


COMFORT ON 
as you want it! 


@ You can count on comfort- 
conditioning throughout offices 
and in plants all winter long—with 
Fulton Sylphon Temperature 
Regulators on the job. These 
sturdy, self-contained, self- 
powered controls maintain health- 


ful, comfortable temperatures—do 











FIRST WITH BELLOWS 








it automatically. The No. 7 unit 
heater control shown on this page, 
for example, is highly sensitive 
and fully modulating. It acts im- 
mediately to keep room tempera- 
tures “‘set” as wanted. The easy-to- 
read dial makes regulation easy, 
quick and accurate. The thermo- 


stat unit can be installed at the 
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ORDER... 


best point on wall or column for 
regulating area temperature. 
Accurate—practically indestructi- 
ble—money-saving, too, because 
Sylphon Temperature Regulators 
help keep fuel costs down. Other 
Sylphon regulators for duct sys- 
tems, etc. Write for Catalog XO- 


220 giving complete information. 


Temperature Controls » CBidilain Dipiaas Cis scat 
y FULT on 3 


ROBERTSHAW-FULTON CONTROLS CO.. 


YLPHOR 


KNOXVILLE 4 TENN. 


Canadian Representatives, Darling Brothers, Montreal 
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ELIMINATES 
MORE THAN SLIPPAGE! 


@) POSITIVE BALDWIN-REX ROLLER CHAIN DRIVES nor only 
stop power-wasting slippage, they also eliminate dam- 
age to your machines by their inherent elasticity that 
absorbs shocks and overloads. And, their exceptionally 
long service life eliminates frequent “time-outs” 
for repairs and adjustments. 





) I'M NOT JUST TALKING on that long-life 
angle. In our product development labora- 
tories, we actually prove the wear-resistant 
qualities of Baldwin-Rex. This machine, for 
example, runs the chain over small sprockets 
at excessively high speeds under conditions 
considerably more severe than actually en- 
countered to determine life expectancy. In 
this manner, we get data on materials, heat- 
treatment, parts design, etc., that mean added 
service for you. 





8) THIS PLANT found the exceptionally long life built 
into every link of Baldwin-Rex Roller Chain a bi help 
in keeping the wheels turning without interruption. 
Despite repeated shock loading, the drive required 
very little servicing and no down-time for repairs. 
You'll find Baldwin-Rex can do the same for you! 














xs ’ j \ 
—IBALDWIN:- REX 


You can simplify replacement and chain 


selection, cut costs, and improve de- YAMA! 4 HAIN S 
liveries by buying standard roller chains. 
Your Baldwin-Rex man will be glad to 
give you the facts on standard chains and 


help you with your application problems. BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 
366 Plainfield Street, Springfield 2, Mass. 
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LIL St to develop 


a corrugated PREPAK* 


Le 








Hinde & Dauch cooperated with one of the country’s lead- 
ing department stores in developing the original PREPAK*, 
a method used to factory pack products in selling units for 
delivery direct to consumer without repacking by the 
retailer. This more efficient, more economical packaging 
method saves damage in transit, eliminates mark-downs. 
PREPAK*. . . an attractive package that invites more sales 
and “take-withs’’. . . enables the retailer to sell from dis- 
play and ship from warehouse. Each H & D “‘first”’. . . the 
Dup.Lex shipping-display box, the duo-use Luccace Box 
and many others . . . provides better protection, more ad- 
vantages in shipping, greater economy in distribution. The 
Hinde & Dauch Paper Company, 4709 Decatur Street, 
Sandusky, Ohio. 











FOR PACKAGING 


“firsts” 


HINDE & DAUCH - Authority on Packaging 


FACTORIES IN: Baltimore 13, Maryland « Buffalo 6, N. Y. ¢ Chicago 32, Illinois ¢ Cleveland 2, Ohio « Detroit 27, Michigan e Gloucester, N. J. e Hoboken, N. J. 
Kansas City 19. Kansas « Lenoir, N.C. « Montreal, Quebec « Richmond 12, Virginia e St. Louis 15, Missouri « Sandusky, Ohio ¢ Toronto, Ontario ¢ Boston, Mass. 








OLLS and symmetrical machinery parts that are centri- 

fugally cast by Shenango-Penn and those produced by 

ordinary methods may /ook identical. But time, time in service, 
will show you a big difference! 


For the Shenango-Penn centrifugal process makes metals 
more homogeneous... gives them a generous extra measure 
of the very qualities that are so important in tough services: 
measurably greater tensile strength to better withstand stress 
and shock, greater density for prolonged wear-life and re- 
sistance to abrasion and corrosion, and a freedom from poros- 
ity, sand inclusions and blow holes that rounds out a picture 
of unsurpassed performance every time. 

FREE BULLETIN No. 143 ¢e//s all about our made-to-order centrifugal cast- 


ings, ferrous or non-ferrous, small or large, rough, semi or finish machined; tells 
also about savings right from the blueprint stage on through. 


FREE BULLETIN No. 145 ¢ells all about our standard centrifugally cast bush- 
ing stock, in all popular sizes, always ready for immediate delivery. 


Send today for either or both of these free bulletins. 


SHENANGO-PENN MOLD COMPANY 
2471 WEST THIRD STREET -« DOVER, OHIO 
Executive Offices: Pittsburgh, Pa. 
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Centrifugally Cast Textile Machinery Roll 


ALL BRONZES @* MONEL 
METAL © ALLOY IRONS 
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...Read how NI-ROD’ came to 
the rescue of a badly broken block 


It looked like “curtains” for this cylinder block of a much- 
needed tractor motor. 

Many shops might have scrapped it rather than have 
attempted to make repairs. 

But, this shop knew about Ni-Rod. 

Carefully, they fitted the fractured parts. Then, with 1/8” 
Ni-Rod electrodes, they welded:them securely into the cast 
iron wall. 

Result: the motor block was restored to its original sound- 
ness, the motor reassembled, and the tractor put back in 
service. 

Of course this is an extreme case. Most of your welding 
jobs may not be so big... or so dramatic. But, this gives you 
a pretty fair idea of what Ni-Rod can do. 


-ROD 


TRODE> 


WELDING ett 








It may suggest how this electrode can help you repair numer- 
ous other cast iron parts. 


For New Castings, too 


Many automotive manufacturers today keep Ni-Rod handy 
to salvage damaged new iron castings. 

For, Ni-Rod welds are high-strength, sound, machinable, 
and close-matching in color. You’ll get smooth bead contours 
with Ni-Rod. Slag removal is easy. And, preheating is seldom 
necessary. 

Take the word of scores of experienced welders: “You 
can’t beat Ni-Rod for strong crack-free welds on cast iron.” 

Ni-Rod comes in 3/32”, 1/8”, 5/32” and 3/16” diameters. 
Try it yourself and see how easy it is to make on-the-spot, 
time- and money-saving repairs. Order a 5-lb. package from 


your nearest INCO distributor today. 
*Reg. U.S. Pat. Off. 


EMBLEM 4. OF SERVICE 


Be sure to ask for your copy 
of the NI-ROD instruction booklet. 


TRADE MARK 


THE INTERNATIONAL NICKEL COMPANY, INC., 67 Wall Street, New York 5, N. Y. 
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This is an oil refinery 
...and a steel plant 


Within this marvel of engineering development is also a 
ceramic plant and every chemical process. It is called an 
Analog. It is NOT FOR SALE 


The Analog was developed by Brown Instrument Co. 
engineers in recognition of the true sense of Engineered 
Instrumentation. 


Having already revolutionized industrial measurement with 
the ElectroniK 
control performance with the Air-o-Line unit, Brown engi- 
neers expanded into basic application research. Through 
research has come immeasurable “know-how” in instrument 


“Continuous Balance” Potentiometer and 


design and application —new concepts of control for 
each industrial process. 


The Analog is essentially a pilot plant for instrumentation. 
It can duplicate by electrical analogy every process in 
your plant or any other. Each lag, each delay, the charac- 


Qnstuments. by BX 


teristics of input, even the characteristics of the control 
valve are taken into account by electrical analogy. 


The Analog aided in the development of many of the 
advanced features now part of Brown instruments. Now 
with new avenues apened by ElectroniK Air-o-Line Control, 
the Analog is being used to develop even better ways to 
apply these tools to your processes. 


The Analog has already had great effect upon instru- 
mentation. You can expect even greater developments in 
the future. 


THE BROWN INSTRUMENT COMPANY 
4408 Wayne Ave. Philadelphia 44, Pa. 


DIVISION OF MINNEAPOLIS-HONEYWELL REGULATOR CO. 


SUBSIDIARY COMPANIES IN TORONTO . MEXICO CITY 
LONDON ° STOCKHOLM ° AMSTERDAM . BRUSSELS 


and (Joulrols by 





MINNEAPOLIS-HONEYWELL 




















EATON 


PERMANENT MOLD GRAY IRON CASTINGS 


he beeblé Talleye and oheawer 


A dense non-porous structure which is uniform 
throughout the casting, good tensile strength, and 
bility to take a high surface finish make Eaton 
Permanent Mold Gray Iron Castings ideal for the 
broduction of vee-belt pulleys, sheaves, and similar 
barts in a wide range of industries. Freedom from 
Kgregation, growth, and distortion is equally 


lesirable. Free machinability makes for maximum 


“ay ] 


THE EATON PERMANENT MOLD MACHINE IS A SYMBOL 
OF THE QUALITY OF GRAY IRON CASTINGS PRODUCED 


BY THE PERMANENT MOLD PROCESS. 


production speed and low machining cost with a 
high percentage of perfect parts. 


Eaton Foundry Division engineers will be glad 
to discuss the application of Eaton Permanent 
Mold Gray Iron Castings to your product. 


Send for your copy of the illustrated booklet, 
‘A Quick Picture of the Eaton Permanent Mold 
Process for producing Gray Iron Castings.” 


= wer 


MANUFACTURING COMPANY 
FOUNDRY DIVISION 
9771 French Road Detroit 13, Michiqan 
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ORDERING FERRY CA 
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You can save time, effort and cost by ordering Shinyheads and 
Hi-Carbs by name. No need to write up the order the long way 
giving unnecessary details. The Ferry Cap trade name, as indicated 
below, is its own specification and your guarantee. 


Simply specify— Shinyheads NC Shinyheads NF 


Shinyheads mean hexagon head cap screws of high carbon C-1038 
steel—full finished —bright, shiny heads—NC or NF thread. 


Simply specify— Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 





These Ferry Cap products are carried in stock in popular catalog 
sizes in bulk and in attractively labeled packages. When ordering 
from your distributor, simply specify Shinyheads or Hi-Carbs or both. 


The FERRY CAP & SET SCREW Co. 


2165 SCRANTON ROAD ° ° CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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YOU'LL SET 
NEW PERFORMANCE 
STANDARDS 
WITH THESE 
OLD RELIABLES 









ENDLESS COMPASS BELTS, for com- 
pressors, generators, fans, line shafts 
and other heavy-duty drives. In many 
installations they have outlived and 
outperformed ordinary belts three 
and four to one. 


SIME Kpo 
GOODY Year | 








STYLE HD GLASS CORD STEAM 
HOSE—lightest, most supple, longest- 
lived hose ever built for heavy-duty, 
high-pressure steam service. Sinewed 
with glass-fiber cord, it is 45% lighter, 
50% thinner than best previous con- 
struction, yet 300% stronger. 











ERE are three standout performers that EMERALD CORD AIR HOSE — a truly 


“super” air carrier. Lighter than 
ordinary hose, yet far tougher, 
stronger, longer-lasting, thanks to 
new construction. Oil-resistant tube. 
Best buy for heavy-duty service. 


have proved their worth in countless 
installations. They exemplify the economy, 
the long life. the tried-and-true dependability 
you get from all Goodyear Industrial Rubber 
Products. 


> 
a 
J Whatever your rubber problem, you'll find the 


answer in a Goodyear product, specified in the 
size and construction best suited to your needs 
by the G.T.M. — Goodyear Technical Man. For FOR HOSE, BELTING, MOLDED GOODS, PACKING, 
on-the-spot advice by this friendly counselor, TANK LINING, built to the world’s highest standard 


write: Goodyear. Akron 16, Ohio or Los of quality, phone your nearest Goodyear Industrial 
- Rubber Products Distributor. 





Angeles 54, California. 
Compass, Emerald Cord—T.M.’s The Goodyear Tire & Rubber Company 
PECIAL 


a Goo0oD,7 YEAR 


—— THE GREATEST NAME IN RUBBER 
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aa effort to attain perfection is the characteristic of all who lead, whether in the 
arts or industry. That is why Paxlanosav Heavy Duty Granulated Skin Cleanser remains 
unsurpassed in its field after more than a generation. The finest ingredients, formulated 
under the supervision of the most skilled technicians, maintain. the high standards which 


have created for it an ever-growing preference among the largest industries in America. 





Paxlanosav Heavy Duty should logically be your recommenda- 


ADVERTISED 
tion to fulfill every requirement for safe and efficient occupational eS 
PUBLICATIONS 


















skin cleansing. 





PAX identifies skin 
cleansers of the high- 
est quality which ex- 
ceed all established 
standards for prod- 


eee PLYLANOSAN* MEAIY DUTY 


GRANULATED SKIV CLEANSER 
For All General Shin Cleansing Needs 








Pax Product you also pur 


chase the experience and 

ability of Pax Technician 
> 

acquired through 21 year 


of exhaustive research and 









a ik G. H. PACK WOOD MANUFACTURING CO. 
eb a INTOXY 7 : | 
a plus blend of emollients WManugacturers og Pine Industrial Skin Cleansers 


including ie vateliiee 1545-55 TOWER GROVE AVE. . ST. LOUIS 10, MO. 













The use of PAX SBULPHONATED OIL SKIN CLEANSER may be indicated for only those workers whose 
occupations sensitize and cause severe defatting and irritation of the skin. It is not recommended as a substitute for 
PAX NEUTRALIZED GRANULATED SKIN CLEANSERS which should be used to thoroughly cleanse the skin. 


*Tradename of G. H. Packwood Mfg. Co. 


| PAX HYSPEED has also gained national acceptance because of its outstanding efficiency, safety and 
economical bulk which have made it the quality but inexpensive leader among all granulated skin cleansers made 
{ without an emollient, _ a 
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USG HELPS YOU SELECT GAUGES 


From the World’s Largest Family of Instruments 

















SUPERGAUGE 


An instrument of test gauge accu- 
racy, designed for many years of 
service in heavy-duty indus- 

‘ trial installations. Withstands 
excessive vibration and 

pulsation and provides 
a safe positive check 


. on process control. 





ALL-PURPOSE PRESSURE GAUGE > 


An economically priced pressure gauge 
manufactured to commercial accuracy. 
It has a phosphor bronze bourdon 
tube and a corrosion-resistant move- 
ment. It's smart in ippearance and 
dependable in performance. 


CHEMICAL GAUGE 
Clean-Out Type 


Designed for service in chem- 





ical and processing plants for 
fluids 
log. Supplied with 


use on heavy 
that tend to « 
precious metal diaphragms and 
assemblies for highly corro- 


viscous 


sive chemical application. 
Diaphragm is easily re- 
moved for cleaning 


BOILER GAUGE 


For use on hot water heat 

ing systems. Indicates on 

one dial: water temperature, 
head of water above gauge and 
pressure in system. Rugged con 
struction with easy-to-read dial. 
Available in round or square case. 








_— 
6 out of 10 Manufacturers 
Buy US Gauges 





ULTRAGAUGE 4 


A superior quality gauge ol top-most ac- 
curacy and durability, designed espe- rs 
cially for chemical and oil refinery : 
applications. Furnished in 442”, 
6”, 8%", 12” and 16” dial sizes 
from 
100,000 pounds per square 


vacuum up to 


inch pressures 






7 REFRIGERATION GAUGE 


Important features include: adjustable 
hub pointer, broad easy-to-read lu- 
minous dial, removable screw check 
Low side gauge has |” and 1 lb 
graduation and is protected to 200 


Ibs. overpressure. Also available : 
with external calibrator and re- ; 
tarded movement. : 


HYDRAULIC GAUGE 


A gauge built to give continuing 
and accurate measurement of 
hydraulic pressures. The ex- 
tra heavy-duty movement is 
designed to withstand the 





severe shocks and rugged 
service required of gauges 
when installed on hy- 
draulic presses and 
Diesel engines. 


WELDING GAUGE 


his well designed gauge . 
incorporates the safety blow- %, 

out features in the low as 

well as the high pressures. It is ‘. 
especially designed to withstand 


‘ 

rugged handling. It is a tough ra 

gauge for a tough job. Me 
. 





Get your copy of our 
New Folder describing 
many USG Products. 


Cif and. Midd . Vhs Ccufon : Iiday , 


UNITED STATES GAUGE 


DIVISION OF AMERICAN MACHINE AND METALS, INC. 
SELLERSVILLE 25, PA, 


Without obligation or cost please send me a copy 
of your new helpful folder. 


Mr 


Company 
Address 
uly : 
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HASING 


Dusign Buuhis fou You with 
NORMA-HOEEMANN 


“CARTRIDGE” BEARING =” 








IF IT ISN'T WIDE ENOUGH, IT ISN’T GOOD ENOUGH 
to meet today’s design problems. Norma-Hoffmann 
extra wide ‘‘Cartridge’’ Bearing gives you 43% to 85% 
greater contact area between shaft and 

bearing bore and between housing 

and bearing O. D., as compared to 

the conventional width bearing. 

This eliminates the need for lock- 

nuts and results in greater shaft 

strength as itis unnecessary to 

cut locknut threads. Slippage 

and peening are also pre- 

vented. 


In addition, the ‘‘Cartridge”’ 
Bearing gives you (1) Longer 
period between re-lubrication 
because it holds 100% more 
grease—(2) Added load-carrying 
capacity because full sized balls 
are used. 


Also available under license from 
the Marlin Rockwell Corp., Jamestown, N. Y. 





——— 
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m4 --owith Cutters like this 


BECAUSE of the alternate right- and left-hand 
spiral angles of the teeth, with considerable angle 
of undercut, this staggered tooth side milling 
cutter is removing a large amount of metal 
without destructive vibration and chatter .. . 
taking deep cuts with good finish. Its free cutting 
action makes possible an increased speed and 


feed. 

This is a typical example of the many instal- 
lations where the inherent high qualities of 
Brown & Sharpe cutter design and craftsmanship 


pay dividends. Write for catalog. Brown & 
Sharpe Mfg. Co., Providence 1, R. L., U. S. A. 





MILLING CUTTERS 
Milling Cutters — 


A Complete Line of 
-— Helical Plain . 
d Tooth Side Milling Cutters 
End Mills — Angzlar Cutters — 
Metal Slitting Saws — Screw 
Gear Cutters 


Plain Milling Cutter 
Side Milling Cutters — Staggere 
— Inserted Tooth Cutters — 
oncave Cutters — 


“ony nd © 
penne s — Sprocket Wheel Cutters — 


Slotting Cutter 


We urge buying through the Dé 





BROWN & SHARPE CUTTERS 
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Who looks at switches, an 


agente operators and the people who build them know 
why BullDog Vacu-Break Switches are superior. Engineers 


know too! 





But if you're a plant executive, it may be all Greek to you. And 


that’s as it should be. The only switch that interests you is one that 





won’t work—one that causes costly shutdowns on the production 


line and expensive delays for maintenance and repairs. 


Forget these problems! You can do it the minute BullDog switches 


take over as the guardians of your circuits. 


You can reach a BullDog Field Engineer as easily as you reach for 
your "phone. He'll welcome the opportunity to give you full techni- 
cal details and show you a BullDog installation near your own 
plant. Or, write BullDog direct for descriptive, detailed folders. 


T ELECTRICIANS DO! And the 

first thing they see about a 
BullDog Vacu-Break Safety 
Switch is ample wiring space 
that makes their job of instal- 
lation easy—without damaging 
cable insulation and without 
skinning their knuckles. They 
notice, too, that front operation 
allows “ganging” without waste 
space. Finally, they spot the 
durable construction that means 
fewer repairs. 


4) OPERATORS, TOO! They 
like BullDog’s rugged, 
rocker-type handles—easily 
accessible and built to take 
years of tough usage. They 
appreciate quick-action mecha- 
nism that assures positive “ON 
and OFF” operation, plus bolt- 
tight “Clampmatic Contacts.” 
And best of all, they know that 
“safety” is more than a word 
with BullDog. 


AND SO DO THE PEOPLE 

WHO MAKE THEM! There's 
a certain satisfaction in build- 
ing a product you know is 
good. And that’s the sort of 
satisfaction BullDog craftsmen 
feel when they work with high- 
grade materials to execute mod- 
ern designs. At the end of the 
production line, BullDog in- 
spectors see a switch that’s 
engineered and built for long, 
trustworthy service—and good- 
looking, too. 





BullIDog manufactures Vacu-Break Safety Switches—SafToFuse Panelboards—Superba and 

Rocker Type Lighting Panels—Switchboards—Circuit Master Breakers—"’Lo-X”’ Feeder BUStri- 

bution DUCT—“Plug-in” Type BUStribution DUCT—Universal Trol-E-Duct for flexible lighting— 
industrial Trol-E-Duct for portable tools, cranes, hoists. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 





Detroit 32, Michigan. Field Offices In All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronto 
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STAINLESS 
STEEL BARS 

















_—_ ” 


These propeller shafts, pump rotors and 
miscellaneous screws—used in one of the 


most popular makes of outboard motors “g 
—are machined from Republic ENDURO 4 
Stainless Steel Bars, ete 


@ Republic ENDURO Cold Finished Bars are processed by the same 
operators and to the same high standards of quality for which Union 
Cold Drawn Steels have been so well known to machine tool users for 
more than 50 years. 





Thus, when you specify ENDURO Bars for your machined parts, you 
not only are assured of the uniformly high corrosion-resistance and 
strength of ENDURO-—you get sound flaw-free bars, top-notch 
MACHINABILITY, a high percentage of perfect finished parts, a fine 


machined surface and low unit cost. 





Because of greatly increased facilities—including the most modern 

Z£ equipment — Republic’s stainless steel bar capacity is second to none. 

anes sue MAY GPene Keen NOW, you can order Enduro Stainless Steel Bars—cold finished or hot 
PEED SELECTOR rolled—also wire—and expect PROMPT DELIVERY. Write us. 

It’s one of the most helpful devices ever offered to 

operators of automatic screw machines. It gives 

recommended speeds and feeds on all operations 


—also gives spindle speeds in surface feet or 
r. p. m. Write to— 


REPUBLIC STEEL CORPORATION 
ADVERTISING DIVISION * DEPT. PC 


3100 East 45th Street * Cleveland 4, Ohio 








Other Republic Products include Carbon and Alloy Steels— Pipe, Sheets, Strip, Plates, Bars, Wire, Pig Iron, Bolts and Nuts, Tubing 
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SHIPPED IN... 


WIREBOUNDS 


MORE ECONOMICALLY, 


WITHOUT DAMAGE IN TRANSIT, 


Pad 


Entire engine load is ‘‘floated”’ on carefully designed 


bare and bracket tg minimise jars and shocks. The (I! gg@ ATRCOOLED MOTORS’ 


engine does not touch crate at any point. 


When Aircooled Motors, Inc. of Syracuse New 
York switched to Wirebounds for the shipment 
of their high-precision, high-value airplane 
engines the results obtained brought improve- 
ments and reduced costs in nearly every phase 
of the shipping operation. 


Wirebounds greatly reduced initial container 
costs, lowered freight costs substantially, sim- 
plified and quickened packing and handling 
for shipping room economy—and the resiliency 
of Wirebounds, resulting from the time-tested 
Wirebound wrap-around crate sides are folded into combination of steel wire and thinner wood, 
shape and assembled with crate top, slipped over i} gave Aircooled a record of 3000 shipments in 
engine and secured to base. iy | : : ‘ 

: 15 months without a single instance of damage 
in transit due to container failure! 





Wirebounds can bring you the same kind of 
results Aircooled Motors has enjoyed. Send 
the coupon below for further information ... or 
better still, for a Wirebound Sales Engineer 
who will study your requirements, then design, 
test and submit samples of Wirebounds created 
specifically to carry your products safely, 
efficiently and at lower cost. 


MAIL THIS COUPON TODAY! 


WIREBOUND BOX MFG. ASSN. 


Engines are then stacked four-high in warehouse and , Room 1821 Borland Bidg., Chicago 3, iillineis 
; -hi di SEND COMPLETE SEND A SALES 
are tiered two-high when loaded into trucks. LIT TURE ENGINEER 


NAME POSITION 
FIRM NAME 
ADDRESS 
CITY -ZONE__STATE 
PRODUCT 
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Elevator- a i @)| | 
Escalator Makers, (3 }) ~ of 
too, sl| | 
"Get a Lift’’ 


in assembly speeds 





and sales appeal 

















Le ' -— 

Wn \ 

..- When AMERICAN PHILLIPS SCREWS 
Fasten Better Faster! 


Cie Mei e)*iiaile), Buaiage —Production goes up, cost goes down for 


elevator-escalator builders, appliance, furniture, auto and other manufac- 
turers who assemble with fast fumble-proof, automatically straight-driving 
American Phillips Screws! This maintained speed means TIME SAVINGS 
UP TO 50% —with a bonus in no scars or work spoilage and added 
safety for workers. 


ela eile) a ed.) ee eae —No burrs to catch hose or clothes with 


this smart, decorative, straight-set screw head that speaks quietly of solid 
NT SLIP our construction from here on in—that’s the American Phillips Screw. Why 


RIVER CA 
“or — _— not get these competitive advantages in speed, sales and COSTS 
: today? Write: 
















AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicago Il: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 


MERICAN({ [77] 
ILLIPS Snowe sce 

















Monel, Everdur (sili- 
con bronze) 
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| HOLD A SHAFT 


RUN SMOOTH 


| HELP SHIPS SAIL 


MY TRADEMARK IS 


Sedcudac METALS DIVISION 


WHILE IT ROTATES 


THOUGH BEARING HEAVY WEIGHTS 


what am 1? 


For any load at any speed, there is a 
member of my family for the particular 
service required. 

You know me. I’m a bearing alloy. 
I’m babbitt. Federated babbitt. 
Federated babbitts are engineering al- 
loys around which you can design with 
confidence. Each has an analysis spe- 


cifically tailored to perform best under 


AMERICAN SMELTING AND REFINING 


COMPANY 


— FANS SPIN— CARS RUN— 


THE LEADING ONE 





certain select conditions and within a 


definite economic range. 


For example, Federated Thermodyne 
babbitt has the ability to withstand 
severe service in gyratory crushers— 
and in high speed Diesels. Marine bear- 
ings babbitted with Federated XXXX 
Nickel operate unimpaired even if 


lubrication fails momentarily. 


To keep informed about bearing alloys, 
and their technical features, write for 
Federated’s new booklet, “Bearing 
Alloys Technical Manual.” 

Address Federated Metals Division, 


American Smelting and Refining Company 
120 Broadway. New York 5, New York. 




















50 PURCHASING 


The International Harvester Company 


of EVANSVILLE, INDIANA 


e reduced “down time” on large draw press 
from 8 weeks to 10 hours 


Sd 















Fi mi 
e press» 
based through 


i at 
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Airco’s Technical Sales Division is at the call of all industry in applying 
Airco processes and products in the solution of their problems. If you 
have a metal working problem, ask to have a Technical Sales Division 
man call. Address: Dept PR-6532, Air Reduction, 60 East 42nd St., 
New York 17, N. Y. In Texas: Magnolia Airco Gas Products Co., Hous- 
ton 1, Texas. 


GikC Air REDUCTION 


Offices in All Principal Cities 


TECHNICAL SALES SERVICE—~ ANOTHER AIRCO PLUS-VALUE FOR CUSTOMERS 
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POINT No. 11 


© “A BUYING GUIDE FOR ABRASIVES ®@ 


Certain buyers of abrasives find the measure 
of their sources of supply in the local repre- 
sentatives of abrasive manufacturers. There- 
fore, it is a matter of great satisfaction to us 
to have men of ingenuity and experience 
representing us in key locations throughout 
the country. It is by means of our district 
organization that users are given direct access 


to the engineering, research, and wide scale 
technical activities of The Carborundum 
Company. It is their intelligent handling of 
abrasive problems, and their sincerity in 
serving customers’ needs that makes every 
user think first of CARBORUNDUM, when 
they think of abrasives. The Carborundum 
Company, Niagara Falls, New York. 


CARBORUNDUM 


TRADE 


BONDED ABRASIVES 
CCATED ABRASIVES 


GRAINS AND 
COMRBOUNDS 





MARK 
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nm SIDES 


OF A V-BELT 


That Really GET the WEAR! tee 


—— ONLY the SIDES I per | 
the pulley! 


The SIDES Do ALL the GRIPPING 
—They Pick Up ALL the LOAD! 


The moment you think about it, you realize, of course, that the 
sidewall is the part of a V-Belt that really gets the wear. 


It’s the sidewall that has to grip the pulley. It has to pick up all 
the power from the driver pulley, transmit that power to the belt as a 
whole and then, once more, deliver the power to the driven pulley. 
And the sidewall takes all the wear against the sheave-groove wall. 


PURCHASING 


That is the perfectly natural reason why you have always noticed that 
the sidewall of the ordinary V-Belt is the part that wears out first! 


Now See How the Patented CONCAVE SIDE 
SAVES Sidewall Wear—Lengthens Belt Life. 


Since the sidewall is the part that wears out first, anything that pro- 
longs the life of the sidewall will lengthen the life of the belt. 


The simple diagrams on the right show exactly why the ordinary, 
straight-sided V-Belt gets excessive wear along the middle of the sides. 
They show also why the Patented Concave Side greatly reduces sidewall 
wear in Gates Vulco Ropes. That is the simple reason why your 
Gates Vulco Ropes are giving you so much longer service than any 


straight-sided V-Belt can possibly give. 


—and the Concave Side is 


MORE IMPORTANT NOW 


Than Ever Before! 


Now that Gates SPECIALIZED Research has resulted 
in Super Vulco Ropes capable of carrying much heavier loads 
—up to 40% higher horsepower ratings in some cases— 
the sidewall of the belt is called upon to do even more 
work in transmitting these heavier loads to the pul- 
ley. Naturally, with heavier loading on the sidewall, 
the life-prolonging Concave Side is more important 


NOW than ever before! 





THE GATES RUBBER COMPANY DENVER, U. S.A., "World's Largest Makers of V-Beits" 


GATES”S. DRIVES QD 


cg coeer siese IN ALL INDUSTRIAL CENTERS tiecricn coves ne: Maat oF iin HEAR 








* Trademark Reg. U.S. Pat. Off. 


CLAD METAL 


The face values of any of three metals—copper, monel or nickel—are yours plus 
the physical characteristics of steel . . . when you specify SuVeneer* Clad Metal! 
In a single composite strip, you get the solid, dense metal you choose on one 
side or both sides of the steel base ...in controlled thickness, inseparably 
bonded, retaining its relative proportions in all gauges. 
SuVeneer Clad Metal can be drawn, formed or stamped by your customary 
processes. It is a material well worth the immediate attention of modern metal 


fabricators in every field. Your detailed inquiries are welcome! 





SuVeneer Clad Metal e 
Superior Steel 


Stainless in all grades CORPORATION 


the production of fine strip steels since 1892 





CARNEGIE, PENNSYLVANIA 


Alloys and Spring Steels 


PURCHASING 


FREE SERVICE ! Send us a print or detailed statement of your bearing prob- 
lems. Our engineers will make an anclysis and recommend the exactly right 
bearing for your particular needs. 








Cir BUILT INSIDE 
Cir LOOKING OUTSIDE 
Clo LOW COST PROTECTION 


FOR SMALL MOTORS 


TRUMBULL ELECTRIC MANUFACTURING COMPANY 
PLAINVILLE, CONNECTICUT 
FACTORIES AT NORWOOD, OHIO + SAN FRANCISCO + SEATTLE + NORTH HOLLYWOOD 








LABORATORY JAW CRUSHERS 
Special Roll Jaw action simplifies close regulation of the product with 
capacities varying from 300 or 400 Ibs. per hour at finest settings, to 1000 
or 2000 Ibs. when opened for coarser work, Each part of the crusher is 
occessible for quick and easy cleaning. 


PURCHASING 








LABORATORY SWING-SLEDGE MILLS 
Capable of reducing soft, moderately hard and tough or fibrous materials 
to any degree of fineness between | in. and 20 mesh. The patented “Open- 
Door” feature permits ready accessibility for cleaning. 








LABORATORY CRUSHING ROLLS 


First designed especially for laboratory sampling work, Sturtevant Crush- 
ing Rolls are used regularly in many plants where there are limited out-puts. 
Range of output for the 8 x 5 size is from 2 in, to 20 mesh — and for the 
12 x 12 size from % in. to 20 mesh, 








LABORATORY SAMPLE GRINDER 


Laboratory Sample Grinders are of the “Open-Door” disc type and are 
capable of very fine work, producing products as fine as 100 mesh (coarser 
if desired) when working on dry, friable, soft or moderately hard materials, 
Simply turn hand wheel to provide product regulation from 10 to 100 mesh, 





e Fast, accurate sampling 


@ Open-door accessibility for quick, 
easy cleaning 


e Rugged construction for long life 


Sturtevant laboratory equipment has all the features 
of full-sized production machines with extra accu- 
racy and wider range of adjustment built-in. Cap- 
able of 24 hour performance, these machines give a 
true sample of every batch processed. All Sturte- 
vant machines have 


“open-door” accessibility 


which permits quick, thorough cleaning .. . pre- 








vents the possibility of previous batches from con- 


taminating new samples. 


Investigate Sturtevant equipment for your labora- 
tory. They will help you cut laboratory sampling 
costs... improve product quality .. . increase sales. 
Write for complete details and catalog today. 


STURTEVANT 


MILL COMPANY 


107 Clayton Street, Boston 22, Mass. 


Designers and Manufacturers of 


CRUSHERS « GRINDERS + SEPARATORS « 
MECHANICAL DENS and EXCAVATORS 


CONVEYORS 
ELEVATORS «+ MIXERS 
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A ROTARY PUMP 


you CAN INSTALL AND FORGET 


WORTHINGTON GENERAL SERVICE 
TYPE GA ROTARY PUMPS with 
special herringbone gear rotors 


It's the simplicity of these small-capacity rotary pumps 
that contains the promise of long, trouble-free service- 
years ahead. Only a few moving parts; quiet, efficient 
herringbone gears; four large, pressure-lubricated bear- 
ings. That's all there is to this simple design . . . the 


answer to what, Worthington Market Research discovered, 


Centrifugal 





Steam & Power Liquid 
Pumps Pumps 





you and men like you in many industries really want. 

Subject Worthington GA Rotary Pumps to the test. 

You will find they will stand up under severe conditions 
.. will show little wear when inspection or maintenance 
time rolls around. 

For full specification and application data that prove 
there’s more worth in Worthington, ask your nearby 
Worthington Distributor or Representative for Bulletin 
W-484-Bl . . . or write direct. Worthington Pump and 
Machinery Corporation, Merchandising Division, Harrison, 
N. J. 36 District Offices throughout the U. S. 


WORTHINGTON 
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Vertical & Horizontal Multi-V-Drives Variable Speed 
Meters Compressors Drives 
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The Pony Express, St. Joseph, Mo., to the Pacific 
Coast, was started in 1860. It was in existence 16 
months and was supplanted by telegraph. The 
animals were not ponies but fleet American horses. 
Fastest trip was7 days and 17 hours when Lincoln's 


first Inaugural Address was carried. 





15 Years Before 


the Pony Express 
CHASE was manufacturing 
Better Bags 


@ The Pony Express—colorful, daring 
days when neither snow, nor rain, nor 
heat, norangry arrows could stop those 
intrepid riders! 


During this eventful period in our 
history, Chase was also playing an 
active and important role. In fact, 13 
years prior we first began supplying 
bags for precious seed, feed, and 


supplies. 


1947 marks our one-hundredth year 
in this business. This broad experience 
in providing bags of all types for every 
need is your positive assurance of a 
better container for your products. 


Your nearby Chase Salesman is 
trained in the most modern and effi- 
cient packaging techniques. He will be 
glad to discuss your problems with you. 


COTTON BAGS -TOP MILL BURLAP BAGS 
SAXOLIN OPEN MESH BAGS - PRO- 
TEX BAGS - MULTIWALL AND OTHER 
PAPER BAGS + PROTECTIVE PAPERS 






One Hundred Years of Experience 
in Making Better Bags for 
Industry and Agriculture. 


ASE Bac Co. 


GENERAL SALES OFFICES 
307 WEST JACKSON BLVD., CHICAGO 6, ILL. 


BOISE - BUFFALO - CHAGRIN FALLS, 0. - CLEVELAND - CROSSETT, 
ARK. - DALLAS - DENVER - DETROIT - GOSHEN, IND. - HARLINGEN, 
TEXAS - HUTCHINSON, KAN. - KANSAS CITY - MEMPHIS - MIL- 
WAUREE - MINNEAPOLIS - NEW ORLEANS - NEW YORK - OKLAHOMA 
CITY - ORLANDO, FLA. - PHILADELPHIA - PITTSBURGH - PORTLAND, 
ORE. - REIDSVILLE, N.C. - ST. LOUIS - SALT LAKE CITY - TOLEDO 
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already had occasion 


ee AVES read) 
in this column (May 1947 


issue) to call attention to the 
original techniques of P.A. Clement 
Caditz, of Chicago’s Northern Met- 
al Products Company, in dramatiz- 
ing his need for steel. A recent mail 
brings us his latest broadside, re- 
produced below cleverly timed to 
coincide with the President’s pro- 
clamation of meatless Tuesdays and 
eggless Thursdays to provide relief 
for needy Europeans. Every day is 
steel-less day for the needy buyer, 


similar plan in the metals field might 
provide relief for him. Mr. Caditz’ 
proclamation is sure to bring a 
smile. The more important query 
s: Will it bring him some urgently 
needed steel? 


* * 
HOTOGRAPHIC memory is a 
wonderful asset. A few weeks 


ago, faced with a special problem 
of procedure, Assistant Purchasing 


Agent J. A. Weaver of The Wean 








and he hopefully suggests that a Engineering Co., Warren, Ohio, 
—_—_—_ 
Se —_————$ rr re 





some for the relief of Clem Caditz. 


- 14 gauge—1” wide, 156” 
16 gauge—HRP or CR Sheets 


can be supplied) 
19 gauge—4//2 


|" 


20 gavge—6e" wide and 6% 


Van Buren 1428. The address is:— 





3300 W. Lake Street 


<= PROCLAMATION ~ | 


We proclaim noxt Juesday to be 


STEELLESS TUESDAY 


=. to remind you people with steel of the sad plight of poor needy Clement Caditz, 
Purchasing Agent at Northern Metal Products Company, who hasn't got any steel at all. 


By not selling any steel on Tuesday to anyone else you will then no doubt have 


His starving condition can be relieved by: 
13 gauvge—3” wide and 5” wide x random length HRP or CR 
wide, and 9a" 


—_— HRP or CR—or any size sheet 


18 gauge—HRP-CR and Long Terne sheets (shearing specifications 


wide and 6-5/16” wide x random lengths HRP 
or CR and any sheets in HRP-CR and Long Terne 


‘ wide soft HRP or CR—and HRP 
or CR and Long Terne Sheets 


22 gavge—10-5/32” wide, 5” wide, and 2-9/16” wide HRP or 
CR and HRP or CR and Long Terne Sheets. 


— 24 gavge—HRP-CR and Long Terne Sheets 
— The need is varied, great, and urgent. Even a small amount of steel will hélp. 


For details like purchase order numbers you Humanitarians in the crowd can ale 


NORTHERN METAL PRODUCTS CO. 


|| 


wide x random length = 


Ir 


Chicago, Llinois 
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recalled an obscure item in a past 
issue of PURCHASING, pictur- 
ing an inter-office communication 
form made up on a two-part per- 
forated sheet so that query and 
answer appear on the same sheet, 
with copies for both originator and 
respondent. Our editorial file 
people had the same photographic 
memory of the item, but unfor- 
tunately neither impression included 
the date line. The long trail of check- 
ing back led eventually to the issue 
of January 1943, almost five years 
ago, and there the item turned up 
with illustration and description as 
recalled. Credit the Globe Indemnity 
Company of New York for origi- 
nating this form, fresh and practical 
and ready for use in solving a pur- 
chasing problem in a totally differ- 
ent line of business half way across 
the continent five years later. 


| ee \SING AGENTS have 
the reputation of being good 
listeners, and sometimes this proves 
to be a useful accomplishment even 
after office hours. Desider Ajtai, 
Purchasing Agent for the Hun- 
garian government, at Washington, 
walking home from work over the 
Calvert Bridge, was disturbed to 
note a young woman leaning over 
the rail, weeping. He engaged her 
in conversation, learned that she 
thought life was no longer worth 
living. His somewhat limited Eng- 
lish prevented him from arguing the 
point, but his professional training 
enabled him to listen sympathetically 
to her life story until a passing mo- 
torist, sensing the situation, brought 
the police, and the young lady was 
safely removed to a hospital for ob- 
servation. Mr. Atjai is gratified at 
his passive part in the rescue, and 
hopes that diplomatic immunity ex- 
tends to the regulations which for- 
bid paying assiduous attention to 
strange women. 


ED TAPE and the gobledegook 

language of government direc- 
tives have been out of the headlines 
for some time, but there is a lot of 
nostalgic pathos in a current news 
item from Washington. In the re- 
cent reluctant reduction of person- 
nel in the governmental agencies, 
one public servant of several years’ 
service found a discharge slip in his 
mail. “In all of my experience of 
working for the government,” he 
complained, “this is the first direc- 
tive by this agency that I was ever 
able to understand.” 
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Do you have a finishing opera- 
tion in your production line? 





If so you will be interested in 
the work a Lea Method and Lea 
Compositions are doing for the 
General Fireproofing Company, 
Youngstown, Ohio. It’s an effec- 
tive job, producing a fine satin 
finish on the aluminum trim of 
General Fireproofing’s extensive 


line of office furniture of which the Super-Filer, as 
illustrated, is typical. 


Hundreds, even thousands, of metal, plastic and wood 
fabricators have turned to LEA for the solution of 
post-war finishing problems. Many of them were pre- 
war as well as war-contract customers. They appre- 
ciate that Lea Technical Service and Lea Compositions 
lead the way to better finishes at a lower cost and 
speed up production. 


THE LEA MANUFACTURING CO. 


16 CHERRY AVENUE e WATERBURY 86, CONNECTICUT 
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with ROETON 


Now you can buy high tonnage screen made with an im- 
proved quality steel in the wires. It’s Roebling Roeton... 
and it offers you new highs in open area plus far greater 
resistance to abrasion, wear and fatigue. 

Roeton is available in 5 grades with wire diameters 
running from .007” to .375”. Openings run from .008” to 
1”. Larger sizes are available in the new Roeflat con- 
struction that gives you over 75% more metal surface... 
up to 90° longer screen life. 

Get all the facts on Roeton. You’ll find them on pages 4 
and 5 of the new Roebling wire screen catalog. Write for 
your copy of W-903 today. 


Woven Wire Fabrics Division 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches ond Warehouses in Principal Cities 


PURCHASING 





SCREEN FACTS. The new Roebling Wire Screen Catalog 
complete with illustrations, descriptions and tables to 
give you full data on Roeflat, Roeton, Roeslot and Double 
Crimp. Ask for catalog W-903 





ROEBLING 


Manufacturers of Wire Rope and Strand °* Fittings * Slings * Aerial 


A CENTURY OF CONFIDENCE 





Wire Rope Systems * Aircord, Aircord Terminals and Air Controls 
Ski Lifts + Electrical Wire and Cable * Suspension Bridges and 
Cables * Hard, Annealed or Tempered High and Low Carbon Fine 
and Specialty Wire, Flat Wire, Cold Rolled Strip and Cold Rolled Spring 


Steel * Screen, Hardware and Industrial Wire Cloth * Lawn Mowers 
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For complete piping needs 
see the complete CRANE line 












































Process piping .:. power plant . +: heating system. Tm me SC 
Whatever your needs in piping equipment, you can fill © SOURCE OF SUPPLY SS 
them from the complete Crane line. One order covers ; oe, & oF, ot 
everything—valves, fittings, pipe, accessories, including | : RESPONSIBILITY SF oe 
shop-fabricated piping assemblies. One order gives (0.0 .us “ Y Ca 

you dependable quality in every single item. Stan be BAL . g qQ 

_ By standardizing on Crane, you'll simplify any piping 3 

job all the way through. From design to erection to i 


maintenance, piping installations move swiftly and 
smoothly—the result of this 3-way advantage: 


ONE SOURCE OF SUPPLY offers the world’s most 
complete selection of steel, iron, brass, and 


alloy piping materials for all applications. » 
ONE RESPONSIBILITY for piping materials helps 








you to get the best installation and to avoid 
needless delays on jobs. 


OUTSTANDING QUALITY in every item assures 
uniformly dependable performance from every 








a | 

part of piping systems. + | 
CRANE CO., 836 S. Michigan Ave., Chicago 5, Ill. nt | 
Branches and Wholesalers Serving All Industrial Areas we 









































Water treating 
and boiler feed | 
system—Crane 
equipped 100% 






















(Right) GOOD START FOR standardization pro- 
grams—Crane Standard Iron Body Wedge Gate 
Valves. Choose from a complete line for steam 
pressures up to 125 pounds; for water, oil, or gas, 
up to 200 pounds. Non-rising stem and outside 
screw and yoke patterns with screwed or 
- flanged ends, brass trimmed or all- 
_ tron. In all sizes 2-in. and larger. 
There’s no better valve made in this 
class, nor better suited for more serv- 
ices. See your Crane Catalog, pages 
101-106. 





EVERYTHING FROM... 


VALVES e« FITTINGS 
PIPE « PLUMBING 
AND HEATING 








FOR EVERY PIPING SYSTEM 
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How to say “Merry Christmas” 
in grinding wheel language 


Present your management with year- round After this analysis, they will show 
savings in your grinding wheel usage. you how to get greatest results for 
lowest cost, a Peninsular specialty 
since 1889. This service costs you 
nothing, but may save you a lot. You 
can’t afford to overlook it! 


Such savings would be welcomed by 
any management—and here’s how 
to do it: 
Call in Peninsular Engineers for a study of =the Peninsular Grinding Wheel Co., 
your grinding. They will analyze your 729Meldrum Ave., Detroit 7. Sales Offices: 
grinding operation completely—your Chicago, Philadelphia, Boston, Buffalo, 
machines, your wheels and the metals Cleveland, Pittsburgh, Houston, St. Louis, 
you grind, Cincinnati. 


ENINSULA 


INDIVIDUALLY > ENGINEERED 


GRINDING WHEELS 


Ae A On ee 





SPECIALISTS IN RESINOID BONDED WHEELS 
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motive grinding; the trees are tapered 
cup wheels with cylinder wheel trunks. 
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inder wheels for rough grinding; the 
wreath is a wheel used for special auto- 
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Regardiess of what your motor requirements 
may be—large motors ...small motors... 
Wagner makes them all. The motor illustrated 
is typical of the Wagner line of polyphase and 
single-phase motors. Choose a Wagner motor 
for your next installation. 



















Whistles blow, workers stop, and new 
shifts come ‘on to the job, but motors 
driving production equipment must 
whirl merrily on around the clock to 
help industry maintain peak produc- 
tion. And peak production can be 
maintained only if motors stay on the 
job without breakdowns. Dependable 
motor performance is a tough assign- 
ment—but not so tough for Wagner 
Motors. They have the stamina to 
stand up because they are made of 
highest quality materials and are 


Consult Wagner Engineers on all Electric Motor 


oie? 


BRIDGE BRAKES - POWER AND DISTRIBUTION TRANSFORMERS - MOTORS 


ELECTRICAL AND AUTOMOTIVE PRODUCTS 


PURCHASING 





engineered to do the job efficiently. 
If you want motors that wi// do the 
job, whether large or small, contact” 
any of our twenty-nine branches. They 
are located in principal cities and 
manned by trained field engineers who 
will help you solve your motor prob- 
lems. A letter addressed to Wagner 
Electric Corporation, 6360 Plymouth 
Avenue, St. Louis 14, Mo., will bring 
Bulletins on the complete line of 
Wagner Quality Motors. 


+ 








Problems 


* UNIT SUBSTATIONS 


WAGNER ZcZzy MOTORS 


help Industry maintain 
Peak Production 
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Safeguards your product... 


Shield the products you ship with 


strong, Cushiony KIMPAK* creped 
wadding . . and off they 


market- safe f) For reliable KIMPAK 


vO to 


proviges maximum in-transit pro- 


KIMPAK is soft, clean and good- 
looking—increases the eye-appeal 
any package. It is pleasant to 


handle and economical. Feather- 
1 flexible, it adds little 


weight or bulk to shipments. Highly 


light an 
resilient, it effectively withstands 
shock and vibration 

KIMPAK is made either liquid ab- 
sorbent or liquid repellent and is 
available in a wide variety of types, 
thicknesses, and backings to suit 


protects your profit 


tion of KIMPAK to meet every re- 
quirement of the Four Basic Methods 
of Interior Packaging—Surface Pro- 
tection, Blocking and _ Bracing. 
Flotation Packaging and Absorbent 
Packaging. 

Learn for yourself how versatile, 
low-cost KIMPAK can safeguard your 
products . protect your profits. 
Call or write your local distributor 
listed in the Classified Telephone 
Directory under Packing Materials, 
Shipping . Wadding . . . Packing 
Equipment and Supplies . . . or Shipping 
Room Supplies. Ask him for a copy of 
the free KIMPAK book on better 
packaging methods. Or write di- 
rectly to Kimberly-Clark Corpora- 


your particular interior cushioning tion, Creped Wadding Division, 
demands. You will find a specitica- | Neenah, Wis. 
COSC SESS ETH SEHSHSHHSEHEHEHEHEHEHEEHSHEHHSHEHEHEEH EE aA prooucror \* * ® 
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REG. US. PAT OFF. & 


Kimberly | 


ak 


FOREIGN COUNTRIES 


CREPED WADDING 


*T. M. Reg. U. S. and Can. Pat. Off. 





SURFACE PROTECTION — Metal Candelabra 
Photo courtesy Flour City Ornamental Iron Company 





BLOCKING AND BRACING — Crayon Set 
Photo courtesy American Crayon Co. 





ABSORBENT PACKAGING — Liver Extract 
Photo courtesy Chappel Laboratories 





FLOTATION PACKAGING — Mounted Abrasive Wheels 
Photo courtesy A. P. deSanno & Son, Inc. 
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YAEVISED EDITION 


National’s “Successful Case 








Sealing” Booklet 


= 


Address: 270 Madison Avenue, New 
York 16; 3641 So. Washtenaw Ave., 
Chicago 32; 735 Battery Street, San 
Francisco 11; and other principal 
cities. In Canada: Meredith, 
Simmons & Co., Ltd., Toronto. In 
England: National Adhesives, Ltd., 
Slough. 


EVERY TYPE OF ADHESIVE FOR EVERY INDUSTRIAL USE 
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GOVERNMENT CONTROLS GET NEW LEASE .... 


New food and material crisis gives rise to pressure for 
crisis Government---for renewal of controls. These con- 
trols are not to be aimed at the ultimate. consumer; they are 
to be effective at the distributive level, and to be 
mainly in the food field. 

As far as materials are concerned, the supply outlook 
is fairly adequate, except as export demands might create 
Shortages. Domestic demand is riding high on two factors--- 
both relating to shipments abroad. The foreign demand 
tends to bolster and increase the price of materials and 
manufactures. This constant pressure on prices tends to 
make the accumulation of a maximum inventory desirable. 

This does not mean that the current high production 
and consumption cycle in U.S. industry would collapse if 
the volume of exports dropped. Such a development would be 
a deflationary factor, but domestic demand is now rated so 
strong that, in the view of some observers, the high em- 
ployment cycle could continue even with a diminished export 
program. 





EXPORT SUBSIDY CONSIDERED CERTAIN . . . « 

At the same time, it is generally conceded that Congress 
will sanction a very considerable subsidy for U.S. exports 
---that a program, which will roughly correspond to the 
Marshall Plan, will be approved. 

Under these circumstances, the outlook is not con- 
Sidered speculative. The large volume of exports, coupled 
with the high level of domestic demand, will create a de- 
mand on goods and materials that is expected to reach a 
peak next year. 

Even in face of this fairly certain outlook, specula- 
tion of a break in the flush business cycle persists. Such 
speculation, however, is now more confined that it was dur- 
ing the first six months of the past year. 

Then, the majority of observers and forecasters pre- 
dicted a recession, and a few---just a handful---took the . 
view that demand would continue to ride up; that buying 
power, and with it prices, would pick up momentum. 

Now, the majority of observers see 1948 as the crest of 
demand, employment, prices and production activity. 





CONGRESS WILL SEEK TO HEAD OFF WAGE DEMAND... . 
7a The major effort by Congress toward stabilizing the 
economy will be aimed at heading off another substantial 
wage demand. 

This will necessitate some kind of rein on prices--- 
primarily food prices. Prices of manufactured goods have 
found a balance. In some cases, commodities are priced 
by manufacturers at levels considerably below that which the 
market will bear, as is attested to by some instances of 
premium prices paid on the gray market to insure delivery. 
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The balance could be upset by further wage increase, but 
unless such a factor is introduced, manufacturers will be 
reluctant to boost prices further. 

In the food field, conditions are very different. Prices 
have been volatile, and farm commodities have been priced 
right up to the market. This means that any steps taken 
toward stabilizing prices will be in the food field. 

The big problem is considered to be the lack of power 
to control the movement of grain, cattle and poultry to 
market. The Government would like to be able to obtain a 
fine balance between feed for cattle, food for people, and 
farm products for industrial use. 

During the war, this was achieved by the Government's 
procurement of the products it needed by use of a priority. 

Price levels were curbed by two factors. The first was 
price control, and the second was that with the Government 
being the principal purchaser, it could dictate price. 

None of these control factors now exist, and under 
present conditions, the Government can seek to re-impose 
only a few, mild, and general controls---such as those which 
would permit the Government to allocate grains to various 
types of processors, and to restrict the use of certain 
grains by some processors. 

On the score of export shipments, there is little 
likelihood that the Government would even contemplate con- 
trols over the consumer in the form of rationing or price 
control. If, however, the shortage conditions would affect 
the domestic economy---as they might if there was a failure 
in the wheat crop---the change in approach would be im- 
mediate. 


FOREIGN DEMAND OF LONG DURATION... . 





From the standpoint of demand, requirements for U.S. 
goods and material abroad will continue strong for some 
time. There will be shifts in the types of goods required, 
but this is not expected to result in any backing up of 
materials and goods on our hands. 

Export of coal is at a very high level, reflecting the 
low output of both British and Ruhr mines. As the output 
of these mining areas increases, there will be a correspond- 
ing drop in the tonnage of U.S. shipments to Europe. 

Total tonnage of coal exported from this country is not 
expected to drop, however. The European slack will be re- 
placed by requirements for coal in Latin American countries. 

A basic reason for the drop in the economy after World 
War I was the fact that European agriculture recovered 
rapidly, and the then record demand for American shipments 
was cut sharply. 

The present picture is different. The damage to 
European agriculture is greater than it was in World War I; 
also the Near and Far East are now considered part of our 
food and feeding problems. 


CONSTRUCTION BOOM PROPS UP PRICE LEVELS .... 





OS 





One of the strongest domestic factors in sustaining the 
high level of production has been the continued demand for 
houses despite the constant increase in housing prices. 

Rate of building has reached the all-time U.S. peak of 
1925, and the current speculation is that the real construc- 
tion is just beginning; that it will come into full flower 
next year. 

An important facet of the large-scale housing sales is 
that home transactions are in effect long term commitments, 
and when such commitments are made at high price levels and 
by enough people, they constitute an important prop to the 
general high level of prices. 

Taken as a single force, the inflationary effect of high 
housing prices might not be conclusive; but when it is 
coupled with long term commitments in industrial expansion, 
long term contracts for future deliveries and high levels, 
the effect on future price trends is multiplied. 
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15,000 Glass-Packed Load 
arrives undamaged 


Helene Curtis Industries ships 18 tons 















of cold wave shampoo from Chicago 


Packages like this proved 


° strong e gh t - 
to Los Angeles without damage... 3,000 gallon jugs of cold 
wave shampoo from Chicago 
uses Acme Unit-Load Bands for bracing era ae Soe 


secret: A freight car prop- 
erly braced with low-cost 


As Helene Curtis Industries, large manufac- Acme Unit-Load Bands. 
turers of beauty supplies, expanded, ship- 


ping problems grew. 


Many sizes of containers required consid- 
erable study of stowing and bracing in freight 
cars, so an Acme Shipping Specialist was 
called in for advice. The successful shipment 

shown in the pictures) was one result. 


How About You? 
Ask an Acme Shipping Specialist about 
your shipping methods. He may be able 





to give you better shipping at lower cost. 


Write or mail the coupon for a free copy 
of ‘Savings in Shipping,” case histories of 





Acme’s services and savings for many in- 
dustries. 





Here’s the neat, practical way this $15,000 load 
was braced. There is a minimum of lumber dunnage 
and maximum use of space. Each carton weighs 48 ; 

pounds, and 750 cartons were carried in a car. SD 


Acme Steel Company, Dept. P-127 
2838 Archer Avenue 
Chicago 8, Illinois 





E 7 . Please send me a copy of your case history booklet, 
More savings ahead for Acme Steelstrap users— No. 3 Steelstrap- “SAVINGS IN SHIPPING.” 
per, the lightest tool made, is now available. Magazine holds 100 
seals. Tensions, seals, and cuts the strap in one operation. Small 
base requires only 5-inch strapping surface. Two levers working 


in opposite directions make for better balance and easier handling 
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Company 


ACME STEEL CO. 
CHICAGO 





ACME STEEL COMPANY ia 


NEW YORK 7 ATLANTA CHICAGO 8 LOS ANGELES ll «<«-<-----<--<= eee eee e wen emer awe 
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Photograph courtesy of The Manufacturers Brush Co., Cleveland, Ohio 


ADVANCE WIRE WHEEL BRUSHES are designed to 
operate at speeds of from 1300 to 3000 
R.P.M. This means that the wires in the 
brush must flex and bend an equal number 
of times as they are pressed against the 
surface to be cleaned or buffed. 

To assure long life and wearing quality, 
The Manufacturers Brush Co. of Cleve- 
land, Ohio require strict adherence to rigid 
specifications. The Wissco Crimped Brush 
Wire used by them must be of correct 
carbon content; uniform in size and crimp; 
high in tensile strength and in resistance to 


fatigue. The crimp assures longer brush 


life than is possible with straight wire. 

Wissco Brush Wire is another example 
of Wickwire Spencer's ability to meet the 
requirements of industry for specialty wire. 
And whether you need a soft, ductile wire 
for severe forming or a strong, hard drawn 
or tempered wire, you may be certain it 


will be correct in size, tensile and stiffness 





and easy on your wire working machines. 
We can meet your needs for high or 
low carbon steel specialty wire—round or 
shaped, in a wide variety of sizes, tempers, 
grades and finishes. Send your order or 


inquiry to Wickwire Spencer. 


WISSCO Vic 


DE 





a 7 


A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION - THE COLORADO FUEL AND IRON CORPORATION 


WIRE SALES OFFICE—361 DELAWARE AVE., BUFFALO 2,N. Y 


EXECUTIVE OFFICE—soo riety ave., New YorK 18, N.Y. - SALES OFFICES —soston-cHICAGO-DENVER-NEW YORK 


PACIFIC COAST SUBSIDIARY —THE CALIFORNIA WIRE CLOTH CORP., OAKLAND 6, CAL 
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For 12 hours a day, every working day 
since the fall of 1931, the twin overhead 
asphalt mixers of a large building 
materials manufacturer were driven by 
two Dayton V-Belt Drives of 13 V-Belts 
each. The machines mix 900 tons of 
asphalt daily. Despite rock dust in the 
air, the heavy demands of a tough 
mixing job and other adverse operating 
conditions, not a single V-Belt failure 
occurred in over 15 years! 

Dayton V -Belts deliver years of trouble- 
free service because they are built of 
specialized rubber, specially-treated 
Raytex Cords and other materials that 
give them the extra strength and tough- 
ness needed to take grueling punishment 
without stretch or failure. It’s one reason 
why Dayton V-Belts can help you solve 
your power transmission drive problems 
efficiently and economically. Your Dayton 
Distributor will gladly help you select the 
correct V-Belts and pulleys for any power 
drive. Call him today. 


DAYTON RUBBER + DAYTON, OHIO 

Bra.w<cn Offices: Atlanta « Boston « Chicago « Cleveland 

Dallas « Detroit * tos Angeles * Minneapolis 
New York « Philadelphia « St. Louis 


1. MINIMUM STRETCH 
WITH 2. GREATER FLEX STRENGTH 
3. LONGER V-BELT LIFE 


% Rayon Cords are specially processed by 
Dayton for use in V-Belts to provide the 
most efficient and economical power 
transmission service for your needs. For 
the complete story write for Booklet A-469. 


“Dayton | Aullbe x 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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when you get these 
DIRECT Veeder-Readings 


YOU CAN'T MISS getting the accurate figures on production cém- 
pleted right up to the present moment... any time you glance at the bold 
black-and-white figures in the window of a Veeder-Root Counter. 


For this way you get your readings straight. No confusion. No 
pointer-to-dial readings to invite errors. Nothing to translate. Just 
plain Facts-in-Figures, right now! 


There are Veeder-Root Devices, mechanically and electrically opet- 
ated, to put everything under Cowntrol, including whatever unit or 
motion you want to count. They can be built into products to in- 
crease their utility and sales...and they can be easily attached to 
machines now in use. In fact, you can even have your Veeder-Readings 
flashed from factory to office, if you wish. How? It’s easier to show 
you and we'll be glad to do just that. Write. 


VEEDER-ROOT Inc. 


HARTFORD 2, CONNECTICUT 
In Canada: Veeder-Root of Canada, Ltd., 955 St. James St., 
Montreal 3. 
In England: Veeder-Root Ltd., Dickinson Works, 20 Purley 
Way, Croydon, Surrey. 
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Bunting manufactures Special Bearings to your blueprint. 
Cylindrical or flanged, tapered, slotted, milled, drilled, splined, 

- broached, knurled, threaded, grooved—Bunting has the equip- 

’ ment to do it. 

a 4 ' One great advantage of the sleeve bearing is that it canbe 9,” 

a) adapted to your design. There are no arbitrary standards to 

j impose the requirements of one industry upon another. 
Bunting engineers have experience and valuable knowledge 

to help you in designing the bearing to meet your conditions. 

The Bunting Brass & Bronze Company, Toledo 9, Ohio. 

Branches in Principal Cities. 
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x. a 1900 Code Book, an Okonite tape customer, Mr. R. J. McGinnis, ‘ ae S 


tore out the advertisement shown (below at left) and sent it to us. 





















Mr. McGinnis, of the Electric Service department of a large state 
university in the Midwest, wrote us that “the attached sheet 

will be of interest to your associates, especially the oldsters. It just 

goes to prove that a fine piece of quality merchandise lives on its merits 
and the service it delivers. Price is forgotten but quality 

remains for many years. Okonite and Manson Tapes have been on 

our shelves and in use on the campus for years. Needless 


to say, we expect to continue its use for a very good reason.” 


To this, we at Okonite have little to add other than showing 

a recent advertisement “Submerged for 13 Years and Still Good.” 
We show this not so much for contrast as to give evidence 

that we are not taking leadership for granted but 

are making every effort to increase the service life expectancy 

of Okonite and Manson Tapes, which are described 

in Bulletin OK-1007, a copy of which is yours for the writing. 


The Okonite Company, Passaic, New Jersey. Vé at 
Sold Most Everywhere by AV 


Recognized Wholesalers 
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Okonite Wires. 






Okonite Sape. 






(\anson Bape, 
Candee Weatherproof Wires. 
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Rare. medium. or well done .. . this ther- 


mometer lets you roast meat exactly to your 
taste. Sanitary and corrosion-proof, it’s made of 


stainless steels—not just one steel, but four. 


The dial case is stainless type 430 strip, the 
collar, type 416 bar, the stem is type 304 tubing, 
and the pointed plug is turned from type 302 
bar. Although each stainless type is used for a 
specific advantage, all 4 types are supplied by 


I’rasse. 


“or Frasse stocks stainless in every rolled form 


RASS 






...ina wide variety of analyses—stainless bars 
alone are carried in 7 different types. With such 
a wide choice to work with, you get more than 
just “stainless” — you get the stainless best 


suited to your job. 


Our recent inventory shows the complete range 
of stainless steels immediately available from 
Frasse. Send for your copy today. Peter A. 
Frasse and Co., Inc., 17 Grand Street, New York 
13, N. Y. (W Alker 5-2200) + 3911 Wissahickon 
Avenue, Philadelphia 29, Pa. (B Aldwin 9-9900 ) 
* 50 Exchange Street, Buffalo 3, N. Y. (Wash- 
ington 2000) + Jersey City * Syracuse * Hartford 


* Rochester * Baltimore 


for stainless steels 


BARS SHEETS + STRIP e« PLATES e ANGLES 


TUBING « PIPE « FITTINGS « WIRE ¢« ELECTRODES 
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a 
Simonds Abrasive Segments 
are made to fit all types 
of segmental chucks, solid 


von give superior performance 




















Long wear plus cool cutting add up to top wheel performance—when 
you use Simonds Abrasive Wheels for surface grinding. Whether for 
horizontal or vertical surface grinding you will find everything in the 
Simonds Abrasive line to meet the highest standard of production 
efficiency—Straight Wheels, Cylinder or Ring Wheels, Cup Wheels and 
Segments of all shapes and sizes. Ask for your copy of “Surface / 


ee Grinding”’—a file sized binder containing reprints of a series of articles 


is a division of 


SIMONDS 


SAW AND STEEL CO 
— 


a 





by Simonds Abrasive engineers and recently featured in Machinery. 
Meanwhile for your immediate needs consult your local Simonds 
Abrasive distributor. 








Lockport, NY. 


teels 


Pe emcnr SIMONDS 


Simonds Products for Canada 








SIMONDS ABRASIVE COMPANY * TACONY AND FRALEY STREETS * PHILADELPHIA 37, PA. 
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Artist — James Flora, native of Ohio 





OHIO — annual purchases: $512 billion — mostly packaged. 


CONTAINER CORPORATION OF AMERICA Ty 
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Will specifications alone 


give you the best spring? 





Sometimes, yes . . . but there are 
times when strict adherence to specifica- 
tions may present manufacturing diffi- 

culties to the springmaker whose cost may reach unnecessary proportions. 
Your spring specifications are thoroughly analyzed by Wallace Barnes 
engineers — not only for suitability of material, dimensional and load 
tolerances — but also for the best method of production. If there are 
advantages to be gained by a change in design or material and still give 
required results, you are advised. 
This is just one of many safeguards your order receives when it bears 


the destination ‘*‘Wallace Barnes.”’ 


Lhktace Crtnes SPRINGS 


SMALL STAMPINGS * WIRE FORMS * HAIRSPRINGS ° COLD ROLLED SPRING STEEL 





WALLACE BARNES COMPANY 
BRISTOL, CONN : 


DIVISION OF THE ASSOCIATED SPRING CORP. 
AND IN CANADA, THE WALLACE BARNES CO., LTD., HAMILTON, ONTARIO 
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“We can set.’em up tight without ‘skids’ 
,..make a stronger assembly” 


say the makers of Limchiean. 


STYLED tw STEEL 





High-spots from full report of independent in- 
vestigator of James O. Peck Co., studying assembly 
savings made in leading plants with Phillips Screws. 


* 


“HINGES are the weak spots in many kitchen cabinets,” 
explained the purchasing agent for American Central 
Div._Avco Mfg. Corp., “But on ours, the hinge is a point 
of strength, mainly because we use Phillips Screws, 


"Tighter Set-up is easy with Phillips Recessed Head 
Screws. But it’s difficult to get the same firm ‘bite’ in 
sheet metal with slotted screws because the driver 
doesn’t have the same purchase in the slotted screw as 
it has in the Phillips Recess, And slotted heads would 
burr . . . make dangerously sharp edges to cut hands 
and arms, snag clothing. 


"Protects Panels from Driver Gouges. We don’t have 
to worry about driver slippage with Phillips Screws. 


No patching or repainting to interrupt our assembly. 


"Quicker Location of Screw steps up assembly. The in- 
stant seating of the driver in the Phillips Recess gets the 


screw going faster, — and straight, sure driving without 


worry about slips speeds the whole operation”. 


Your Assembly Operations Can Benefit by ideas in 
this report on the American Central Div._Avco Mfg. 
Corp. methods, and other reports of assembly studies... 


covering metal, wood, and plastic products. Use coupon. 


This is an American Kitchen Cabinet door, getting a 
hinge that won’t loosen in years of opening and closing 

. thanks to the ease with which Phillips Screws can 
be set up tight without burring, and without driver slips 
that would gouge the highly finished panel. 


- 


Report oe 3 , 
ASSE MBLY pagan 
wiTH PHILLIPS SCRE 
~ 


Wood Screws - Machine Screws - Self-tapping Screws - Stove Bolts | phitips serew Mfrs., c/o Horton-Noyes 


| 
_—— Paestl Menstacturien © 1800 Industrial Trust Bidg., 
merican Screw Co. eol! Manufacturing Co. 
Central Screw Co. hag Reading Screw Co. l Providence, R. I. 
Continental Screw Co. gut Russell Burdsall & Ward 
4 Scovill Manufacturing Co. | 
Eico Tool & Screw Corp. | 
| 
| 


The H. M. Harper Co. The Southington Hardware Mfg. Co. 
International Screw Co. National Screw & Mfg. Co. The Steel Company of Canada, Ltd. 
Lamson & Sessions Co. New England Screw Co. Sterling Bolt Co. 

Mitford Rivet and Machine Co Parker-Kalon Corporation Stronghold Screw Products, Inc. MOR cisicrriitinanniieniniscsnsicsssiiitchsiaapsaangsictggibacaitaniaitai deletes teriiintaiimae eae 
National Lock Co, Pawtucket Screw Co. Wolverine Bolt Company _ 


— 


Name 


Corbin Screw Div. of Bolt & Nut Co. Send me reports on Assembly Savings with Phillips Screws. 
American Hdwe. Corp. 
Shakeproof Inc. 
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GraybaR offers field-proved equipment and supplies 


plus help in planning and appli ation 


From a single source — through your local Graybar Repre- 
sentative — you or your Electrical Contractor can obtain 
the electrical products of more than two hundred leading 
manufacturers! With a single order to Graybar, you can 
accomplish the work of many separate orders from a multi- 
plicity of sources. You save much time and “paper work”. 

You can expect satisfactory service of every item you 
set via Graybar. As we have built up our catalog of “every- 
thing electrical” over the years, we have selected only 
products of field-proved performance. 


But Graybar is more than just a fast order-filler. Our 





customers have free call on the services of Graybar Special- 
ists in each kind of electrical problem. These highly 
experienced men can help you plan your electrical projects 
— help select and apply the most suitable equipment — for 
optimum efficiency. 

You can get quick delivery of many items from stocks 
at our near-by warehouse. And you can help avoid work- 
delays due to lack of scarce items, by planning ahead with 
your Graybar Representative now. Graybar Electric 
Company, Inc. Executive offices: Graybar Building, Neu 
York 17, New York 47113 


IN OVER 90 PRINCIPAL CITIES 


WIRING @ LAMPS and LIGHTING @® COMMUNICATION @ SIGNALING @ VENTILATION @ CONTROL @ POWER APPARATUS @ TOOLS 
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PURCHASING 


SPEEDWAY 
ELECTRIC HOIST 


Fast. Safe. SpEEDWAy electric hoists slash your 
materials handling costs—increase your produc- 
tion. Features? Plenty—and only Wright offers 
you all these in the light hoist field: 















1*Grooved drum 
2¢Full 12-foot lift with no over-winding 


3°Preformed wire rope with swaged 
fitting for anchoring 


4¢Timken tapered roller-bearing trolleys 


5°eStandard NEMA motor frames and 
ratings . . . many other advantages. 
Capacities from VY to 1 ton. 


Call your Wright distributor or write us at York, 
Pa., for descriptive folder DH-1250. 





York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 





WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 








INVENTORIES REFLECT CONFIDENCE 


CTIONS speak louder than words. Despite widespread “viewing with 

alarm”, and reversing the trend of last July, commercial and indus- 
trial inventories went booming upward past the $40 billion level in the third 
quarter and have continued to climb rapidly in succeeding months. The increase 
was reported at all trade levels—retailers, wholesalers, and manufacturers all 
following the same policy of investing heavily in new stocks of goods and 
materials. 


The correlation with increased fall sales tells only a part of the story. The 
fact that economic forecasts of recession have failed to materialize may be a 
more potent influence. But basically, this increased inventory buying reflects 
the confidence of business men that demand and effective buying power will 
continue for some months to come, that the domestic markets will be in active 
competition for available goods with whatever program of foreign shipments 


may be adopted, and that inventory values are reasonably sound. 


Market analysts, with all due respect to the statistical information which is 
their stock in trade, are well aware of the psychological factors that modify 
any strictly economic calculation. Confidence doesn’t create business, but it 
tends to maintain business at high levels. Large inventories, especially when 
they exist at all levels of distribution, provide a strong incentive for sustaining 
the price levels that make up inventory values. 


Purchasing agents are necessarily on the conservative side. Under present 
circumstances they are likely to view inventory stocks more as a safeguard 
against possible shortages than as an attractive financial investment. It is a 
sound basic policy that stocks and commitments should be limited by foresee 
able need in terms of orders and manufacturing schedules, though current 
lead time on many items has forced the projection of that need beyond the 
normal buying period. Meanwhile, the purchasing agent will do well to install 
such safeguards as inventory depreciation reserves, and to see that his contract 
arrangements will follow the market downward as well as up in the event that 
the present wave of confidence proves to be overconfidence. 
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Delivery on standard items 
now being made from stock 


SOLD EXCLUSIVELY BY MILL SUPPLY DISTRIBUTORS 


THROUGHOUT THE UNITED STATES AND THE WORLD “TAPS OF DI STINCTIO N” 
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CALIFORNIA OFFICE 
, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE., LO 
. LOS ANGELES 21 
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A brief summary of outstanding features 


of timely interest and importance in this 


issue, to conserve the time of busy readers 


Che greater part of the editorial material in this issue 
is drawn from the District Purchasing Conferences that 
were held during recent weeks in seven of the nine re- 
gional divisions of the National Association of Pur- 
\gents—a tribute to the high calibre of pro- 
vrams that characterized all of these meetings and the 
| nature of the topics that were discussed. 
Don’t. confine your reading to the major addresses, 
which are presented in detail. Turn to the conference 
stories as well, for much of the meat of the meetings 
is contained in the question and answer forums re- 

irted there, reflecting the problems that are on buyers’ 


] 
| 
| 


ls and recording the opinions of the experts. 


chasing 


practical 


Past President George Brockway’'s 
thought discussion of the 
Ethics of Purchasing reminds us that buyers 
have a code of conducting their office 
that competent performance, 
sound relationships with colleagues and 
We gales representatives, and consistent pro 
fessional advancement. In his article on page 92 he re- 
views the ten.principles in terms of their practical ap- 
pic ition to everyday problems. 


provoking 


embraces 





Uph Keefer, who combines training and successful 
both Engineer and Purchasing Agent, tells 
wo functions can work together for mutual 
through a policy of cooperation, in which each 
plements the other rather than stressing 
he differences that may exist. Turn to page 90. 


<perience is 


mow these 


Ford Motor Company’s purchasing department is recog- 


d as a leader in the field of procurement, and is 
lazing new trails in demonstrating what constructive 
purchasing policies can contribute to efficient and prof 


itable company operation. On page 99, Albert J. Brown- 

ing, Ford’s Vice President for Purchasing, outlines 

the philosophy of buying that is behind that 
ent and looks to the future. 


achieve 


This month’s Guest Editorial presents the N. A. P. A. 
President for District No. 8. Taking note of re 
cent progress in the status and responsibility of the 
purchasing function, H. W. Macintosh counsels his 
fellow purchasing agents: Keep Pace with Your Job. 
Turn to page 8&9. 


Vice 


What's Ahead for the purchasing agent? For a look 
into the business future, see George Meyer’s comment 
on page 95 and Herb McGill’s analysis of markets and 
rends on page 103 
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a simple calculation that requires just 





How much to buy is a question that 
faces every purchasing agent every day. 
In a down-to-earth article on page 107, 
\. J. Roemer outlines a system that pro- 
vides a dollars-and-cents answer in de- 
termining the Right Quantity by means of 
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about two minutes. No formula can take the place of 
purchasing judgement, and this one is not intended to 
do so. It is the practical application of inventory con- 
trol principles, and the acceptance of responsibility 
that goes beyond the purchase requisition. 


The monthly survey of purchasing opinion, reported 
on page 97, takes up the controversial issue of the 
Cash Discount. In many fields, cash discounts are being 
reduced or eliminated. There is a strong suspicion that 
the discount is not being considered in the light of its 
original purpose, but is being used as a subtle means 
of price manipulation with inflationary results. Com- 
pare your own experience with the report of this cross- 
section of purchasing opinion. 


With costs of living steadily advancing 
and the threat of another round of wage 
send still higher, 
the suggestion has frequently been made 
that a return to Price Controls on the war 
time pattern may be the most effective 
means of halting the inflationary spiral. 
Un page 112, our Washington editor marshals the argu- 
ments pro and con, as expressed by leaders of the two 
opposing schools of thought Emil Rieve of CIO and 
Senator Robert A. Taft, Republican spokesman. Get 
both sides of the question from this summary. 


increases to prices 


\n important forward step in Industrial Standardization 
is the recently announced classification of electric 
motors according to their characteristics for specific 
applications and conditions of use, making for greater 
interchangeability of such equipment. A report on this 
development appears on page 110. 


Are you making full use of these monthly departmental 
features compiled especially to keep you informed on 
recent industrial developments? A selected list of new 
Trade Bulletins and Catalogs that are yours for the ask- 
ing (Page 14) and the illustrated summary of New 
Products & Ideas now available for the industrial buyer 
(page 152) will help you to keep up-to-date on these 
matters. 
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“KEY PEOPLE’- When You Need Steel 


Ryerson’s function is not only to supply your steel, but 
to deliver it on time. From the moment the Ryerson 
switch-board flashes your incoming call until the steel is 
laid down in your plant, a corps of helpful, intelligent 
employees well-trained in the Ryerson ‘“‘Immediate 
Steel’’ tradition are at your service. 

The likeable young women at the switch-board, 
phone-order salesmen, dispatchers, crane operators, 
skilled warehousemen who cut, shear and shape stock 
sizes to fit your specification, truck drivers—all of them 
are key people at Ryerson—key people in your service, 


when you need steel! 


In spite of shortages, we are putting forth every effort 
to serve all Industry to the best of our ability. Natu- 
rally, many sizes and certain products are out of stock. 
However, for the most part you can depend on Ryerson 


for immediate shipment of a wide range of steel products. 


PRINCIPAL PRODUCTS 


Bars—hot and Cold rolled Mechanical Tubing Tool Steel 
Boiler Tubes and Fittings Wire, Chain 
Allegheny Stainless— Bolts, Rivets 
sheets, plates, shapes, Babbitt 
Metal Working Tools 
& Machinery, etc. 


alloy steel 

reinforcing 
Structurals 
Plates— bars, tubing, etc. 

Inland 4-Way Floor Plate Sheets and Strip Steel 


JOSEPH T. RYERSON & SON, INC., Plants: New York, Boston, Philadelphia, Detroit, Cincinnati, 
Cleveland, Pittsburgh, Buffalo, Chicago, Milwaukee, St. Louis, Los Angeles 


RYERSON STEEL 
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URCHASING is one of the ma- 

jor functions of industrial man- 
agement, and it is being increasingly 
recognized as such in progressive 
companies. That this recognition is 
a comparatively recent development 
is due in large part to management's 
preoccupation with shop production 
and with sales. 

Now management is turning a 
searching eye on the buying end of 
the business. With labor costs fixed 
and entrenched at relatively high 
levels, there is new significance in 
the fact that about fifty cents of 
every dollar of product cost is spent 
for materials and supplies. And a 
good purchase makes a good sale. 

A purchasing departement headed 
by an organization-minded, cost con- 
scious, and personality-conscious ex- 
ecutive can be a very large contribu- 
tor to the company’s success. As in 
every other department, the purchas- 
ing agent must keep the interest of 
his company in the forefront of his 
thinking and action. From the very 
nature of his function, he is in an 
excellent position to do something 
about it. 

\While the purchasing agent does 
not have to know his vendor's costs, 
he must definitely know the cost of 
his company’s products and assist 
in keeping them in line, not only by 
competent buying, but by suggesting 

(Please turn to page 330) 
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Keep Pace With Your Job 


© By H. W. Macintosh 


For the past twenty-eight years, H. W. (Mac) Macintosh has been in charge 
of purchasing and stores control for L. O. Koven & Brother, Inc., Jersey City 
(N. J.) manufacturers and custom fabricators of ferrous and non-ferrous metals. 
His conviction that purchasing is an integral and important phase of manage- 
ment is well exemplified in his own position, for in addition to his title as Pur- 
chasing Agent he is a member of the Board of Directors of his company. 

His advancement in the management organization has kept pace with his 
continuing studies and his cqnsistent participation in Association activities. His 
basic training at the Newark Business College has been supplemented by ex- 
tension courses at LaSalle and Rutgers University. He joined the Purchasing 
Agents Association of New York twenty-three years ago, and soon became 
known as a diligent and efficient committee worker in varied phases of the 
Association program. As a_ natural 
consequence of this experience, he 
was elected to the Executive Commit- 
tee and went on to serve as President 


and National Director of the New 
York group—a progression that cul- 
minated this year in his election to the 
National Executive Committee as Vice 
President of the N.A.P.A. for District 
No. 8. In this capacity he is the rep- 
resentative in national councils for the 
Baltimore, Buffalo, Carolinas-Virginia, 
Eastern New York, Elmira, Lehigh Val- 
ley, New York, Philadelphia, Reading, 
Rochester, Syracuse, and Washington, 


D. C., Associations. 






































@ By Ralph O. Keefer 


General Purchasing Agent 
Aluminum Company of America, Pittsburgh 


E NGINEERS have been defined 
as “God’s journeymen who are 
continuing creation.”” And again, as 
“men who can do with one dollar 
what any darn fool can do with two 
dollars.” 

lake your pick of these two def- 
initions, neither of which is original. 
The purchasing agent prefers the 
latter because it speaks his lan- 
guage it touches a responsive chord ; 
it ties in with his proverbial Scotch 
nature. It probably reflects one rea- 
son why engineers get a kick out of 
helping the purchasing department, 
as they know that purchasing spe- 
cialists can assist them in keeping 
their costs down. 

How does the engineer help the 
purchasing department? In count 
less ways which are so natural that 
you have to stop and think a bit in 
order to list them. Here are a few 
that come to mind 

The functions of the engineer- 
ing and purchasing departments are 
complementary and supplementary, 
and close cooperation is essential if 
the best results are to be obtained. 
Engineers have definite ideas and 
requirements expressed in terms of 
strength; rigidity, toughness, hard- 
ness or other physical properties. 
Also they have a good working 
knowledge of the various materials 
which embrace these desired proper- 
ties. However, the purchasing de- 
partment’s training and experience 
are required in determining which 
of the suitable materials can be ob- 
tained most advantageously. This is 
especially true at the present time, 
when it is so important to incorpo 
rate in design every possible advan- 
tage that can be derived from intelli- 
gent purchasing 

Recognize Today’s Problems 
engineer will 
not definitely promise unreasonably 


job until he 
first checks with the purchasing de- 


The coopt rative 
early completion of a 


partment to find when the necessary 
equipment, materials, or services can 
be procured for that job. It is ap 
parent that if he guesses about such 
deliveries, he may later find that 


YO 





ENGINEERING versus PURCHASING 


The engineer and the purchasing agent are 
members of the same team, and by working 
together both of them can do a better job 





The assigned subject of this 


address, “Engineering versus 
Purchasing” suggests that there 
are innate antagonisms be- 
tween engineers and purchasing 
agents, | was tempted to change 
the title, for the theme of the 
paper is cooperation and mu- 


tual helpfulness. 


However, according to the 
dictionary, the preposition “ver- 
sus” is derived from a Latin 
verb meaning “to turn’. The 
same Latin root is in our verb, 
“to divert’. The dictionary indi- 
cates that a literal meaning of 
the word “versus” is “turned 
toward, or turned in the direc- 
tion of”. This definition is en- 
tirely suitable to my _ thesis, 
which is concerned with turning, 
or diverting, engineering talent 
toward the purchasing function. 

—R. O. K. 











only by emergency purchasing can 
the purchasing department help him 
meet the unreasonable completion 
date that he “pulled out of the air”. 
\nd emergency purchasing usually 
is not intelligent purchasing. At 
least it costs more. If needed rolled 
steel items must be bought at once 
from a warehouse, they will cost 
about 50% more than if there were 
time to wait for delivery direct from 
the mill. 

The cooperative engineer will keep 
himself up to date by belonging to 
at least one good professional society 
and reading a reasonable amount of 
current technical literature. If he is 
too lazy to do this, he is apt to rely 
on out-of-date handbooks and refer- 
ence data that he used years ago in 
college. No buyer can do a job of 
intelligent purchasing if he is asked 


to buy, for instance, fabricated steel 
tote boxes whose special design in- 
cludes a structural steel angle that 
is no longer on the revised standard 
list of steel mill rollings. 

As a matter of fact, even the 
various standard rolled steel items 
bear different price extras. Cooper- 
ation with the metal buyer enables 
the engineer to incorporate the more 
economical sizes and lengths of pipe, 
rod, bar or structural items into his 
designs. This is good engineering 
and permits intelligent purchasing. 

Quality Specifications 

The engineering department can 
be very helpful in promptly check- 
ing and approving the vendor’s shop 
drawings, so there will be no delay 
in starting fabrication or production 
of the order. Many engineers also 
like to help tabulate the data re- 
ceived in competitive bids, particu- 
larly on jobs they helped to design 
or specify. This is assistance of the 
highest order, as it is a check on 
the buyer’s efforts to evaluate differ- 
ences in shaft sizes, power require- 
ments, types of electric drives and 
speed reducers, etc. Working to- 
gether like this enables the purchas 
ing agent to buy the best values, 
which often means buying the more 
expensive, instead of cheaper, ma 
terial or equipment. 

A straight “price buyer” ob- 
viously needs no such help. But 
the mechanical procedure of always 
awarding orders to the low bidder 
is not purchasing. Listen to the 
advice that John Ruskin once gave: 

“It's unwise to pay too much, but 
it's worse to pay too little. When 
you pay too much, you lose a little 
money—that is all. When you pay 
too little, you sometimes lose every- 
thing because the thing you bought 
was incapable of doing the thing it 
was bought to do. The common 
law of business balance prohibits 
paying a little and getting a lot—it 
can't be done. If you deal with the 
lowest bidder, it is well to add some- 
thing for the risk you run. And 
if you do that, you will have enough 
to pay for something better.” 
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No matter how complete an en- 
gineer’s specifications and designs 
may be, they probably are not per- 
fect. They probably will have to be 
changed a bit here and there, par- 
ticularly after the purchasing agent 
takes them to the market place and 
shows them to prospective vendors 
or fabricators. If the engineer is 
flexible, open minded, cooperative, 
and appreciative of efforts to help 
him write more practical and more 
economical specifications, it is a joy 
for both vendor and buyer to work 
with him. Woe betide the buyer, 
however, who does not receive 
such cooperation from the engineer. 
[ challenge any P.A. to do a job of 
intelligent buying under such a 
handicap 

Technical Interviews 

[very purchasing agent is in a 
good position to sift information 
from visiting salesmen, and _ select 
that which might be helpful when 
passed on to the operating and en- 
gineering personnel. It is seldom 
right for a P.A. to let a salesman 
merely dump numberless sets of cat- 
alogs on his lap with the request 
that he not only show them to all 
his engineers in that office, but 
also write to all of his company’s 
plants at other locations, extolling 
the merits of the salesman’s wares. 
How much better it is, normally, to 
l up one of the engineers and 
say, “Bill, can you come down and 
help me talk to Mr. Jones of the 
XN YZ Equipment Company? He has 
something here that may be of in- 
terest to you and your gang.” 

\ cooperative response is very 
helpful to all concerned, and it is 
really fun to see how appreciative 
the salesman is after being given 
this kind of a reception. The en 
gineer, called in occasionally to help 
interview the salesman on technical 
subjects, is of tremendous help te 
the purchasing department, as well 
as to himself and to his company 
Sometimes he can help the P.A 
avoid buying a “gold brick” or, 
conversely, he may see something 
of value that escapes the P.A 
Frequently the P.A. 
gineers’ 


product 


needs his en 
help to have their own 
incorporated in the item 
being purchased, since it is apt to 
require some change in the original 


] 


design or specifications. 


guided buyer say, “I'll be darned if 
| ever go to the engineering depart 
ment and ask for advice if I can 
avoid it. I don’t enjoy showing my 
ignorance.” Any psychologist could 
tell you what is wrong with such a 
person, and I suspect that the words 


\ vear or so ago, | heard a mis- 
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“inferiority complex’’ would appear 
somewhere in his explanation. But 
that same psychologist could also 
give the engineers a few helpful 
pointers on how to encourage such 
a P.A. to overcome his reluctance 
to seek help and advice from them. 
After all, buyers and engineers are 
members of the same team, and 
they both have a real responsibility 
to develop and foster an attitude 
of mutual respect and helpfulness 
toward each other. 


A Sense of Values 

It is very helpful to the purchas- 
ing department if the engineer has, 
or can develop, a good commercial 
sense of values and can acquire some 
knowledge of business practice. Too 
many cub engineers come into in- 
dustry without this being 
developed. They have no knowledge 
or interest in the laws of economics, 
but think only in terms of pure 
science, formulae, and theory. Such 
cub engineers need much training 
before they satisfy the definition of 
engineers quoted above. 

They need to possess a convic- 
tion that our American competitive 
system of free enterprise is the best 
for the greatest number of our citi- 
zens. Then they will not thought- 
lessly prevent competition by com- 
mitting their employer to a pur- 
chase when all they intended to do 
was to seek information and advice. 
They will, in fact, make such out- 
side contacts through the purchas- 
ing department. Remember that the 
time to start fair and open compe 
tition on a project is at the begin- 
ning, and not half way through a 
job, when it is too late. Late bids 
are neither fair to the late bidders 
nor to the one who did all the orig 
nal groundwork. 


‘sense’ 





The purchasing department must 
frequently ask the engineering de- 
partment to send men to inspect 
new or scrap metal and new or 
second-hand equipment that is be- 
ing considered for rental or pur- 
chase. Inspection of a fabricating 
plant is often necessary to predeter- 
mine whether or not a prospective 
contractor is competent and prop- 
erly tooled to do a certain job effi- 
ciently. Trips must also be made 
for inspection of work in progress, 
or witnessing of final tests of equip- 
ment (prior to shipment) at ven- 
dors’ plants. This type of assistance 
just could not be dispensed with. 

Again, the engineer is the only 
one to whom the P.A. can turn for 
authoritative advice regarding boiler 
and pressure vessel codes, paint 
specifications, building codes, safety 
codes, specifications of refractories, 
sprinkler codes, tool steel standards, 
castings specifications, etc. 

Plant engineers have an oppor- 
tunity to furnish performance and 
service data on equipment and ma- 
terials, that is far more significant 
than that which a testing laboratory 
could furnish. If the plant engineer 
patiently keeps records of the life, 
repair cost, and tonnage handled by 
each conveyor belt, for example, and 
sees that his purchasing agent has 
access to this information, it is cer- 
tain that the P.A. can do a better 
job of intelligent purchasing when 
he is buying a new conveyor belt 

(Please turn to page 336) 


Address at the Second Annual Postwar 
Purchasing Conference, New Englard Dis- 
trict No. 9, N.A.P.A., Springfield, Mass., No- 
vember 6, 1947. The address originally ap- 
peared as an article in the September issue 
of The American Engineer, and is reprinted 
with permission. 


Mr. Keefer (right) talks over the purchasing situation with N.A.P.A. 
President Garnet Dickson at the New England Conference. 


































ETHICS OF PURCHASING 


N.A.P.A. standards of 
purchasing practice 
provide a code for 
ethical relationships 
with suppliers and their 
representatives 


By George P. Brockway 
Purchasing Manager 
The American Optical Company 


Southbridge, Mass. 


BUSINESS friend of mine, 

who spent many years as a 
patent attorney and is known by all 
of his friends as “Judge”, recently 
remarked, “We have all got to con 
sider the moral side these days or 
we will be exterminated by our own 
acts.” You have all heard the same 
thing from the pulpit on Sundays. 
Perhaps that is what prompted the 
program chairman to select this 
topic, using the word “Ethics” be- 
cause it sounds a bit more dressed 
up. 

This question of ethics or morals 
in purchasing was one of the cor- 
nerstones in the structure of our 
National Association of Purchasing 
Agents. It was called, “Principles 
of Purchasing Practice.” There are 
ten of these principles. Let us an 
alyze them one by one, for in so 
doing we can establish a very sound 
and ethical sales - purchasing rela- 
tionship. 


First Principle 


( onsider. first, the interests of 
your company in all transac- 
tions, and carry out and believe 
in its established policies. 

You must subscribe to this 100%, 
or you can't do justice to your com- 
pany or yourself, and you won't be 
happy in your job. Top manage- 
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The New England Conference was notable for the presence of five National 

Presidents. In this photo, the present leader of N.A.P.A. is chatting with four 

of his predecessors from the New England District. Left to right: Bob Swanton 

(1944-1945), George Brockway (1937-1938), Garnet Dickson (1947-1948). 
Al Hayes (1941-1942), and Charlie Sheldon (1945-1946). 


ment in most successful enterprises 
has established sound and_ honest 
policies, and if they are not fol 
lowed, it is due to someone down 
the line who is not measuring up 
to his required standard. If this 
principle is carried out, vendors’ 
salesmen will soon know where you 
stand and for what you stand. 

Do you think it ethical for a sales 
man to seek business on the basis of 
reciprocity ? This is a much argued 
question; it is one directly affected 
by company policies. The purchas 
ing agent should be acquainted with 
the users of his company’s products. 
If he has requirements they can fill, 
with the needed quality and at the 
right price, they should be given an 
opportunity to bid. This is sound 
reasoning ; it should be satisfactory 
to the salesman, although I[ am 
afraid it is not always so. A pur- 
chasing agent who is backed by 
management in a transaction of this 
kind knows that his company has 
sound and honest policies, and he 
should be ready and willing to sub- 
scribe to them. A sound business 
relationship cannot exist if it is on 
the basis of “You buy from me be- 
cause I buy from you.” 


Second Principle 
le receptive to competent coun- 
sel from your colleagues and be 





c oo 
guided by such counsel with 


out impairing the dignity and 

responsibility of your o fhe c. 

\t first sight, this does not seem 
to have much relationship to sales. 
but if you earn the confidence of 
your legal, manufacturing, develop 
ment, and engineering staffs, any or 
all of which may be called in on a 
purchase transaction, and if the 
salesman sees that you have the re- 
spect of these experts, you will also 
command his respect. This 1s impor- 
tant to both you and your company 

It is important to handle your job 
with such dignity and knowledge 
that your fellow executives respect 
you and do not seek to undermine 
your position by trying to make pur- 
chase contacts without your knowl 
edge. This same impression must be 
made on the salesman so that he, 
too, will respect you. In many in 
stances salesmen try to circumvent 
the purchasing department. Isn't 
this the fault of the purchasing 
agent in failing to organize and con 
duct his department so that it can- 
not happen, or because he has not 
properly impressed the salesman 
with the fact that he is master of his 
job and stands for fair play to all? 

It is essential in many cases that 
the salesman contact manufacturing 
superintendents in order to present 
the facts about his product at first 
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hand, but such appointments should 
be made with the knowledge of the 
purchasing agent and a report made 
to him afterwards. It is not always 
possible to be present at these inter- 
views, but care should be exercised 
to see that you have information on 
the meeting, either from your col- 
leagues or from the salesman, pref- 
erably from both. 


Third Principle 


Buy without prejudice, seeking 
to obtain the maximum ultimaté 
value for each dollar of expen- 
aiture. 

How many times have you let a 
salesman leave your office feeling 
that you were prejudiced? It should 
he very few, unless you have a good 
reason ; and if you have a reason, it 
should be explained. ‘Take time to do 
it, for you may need the good will of 
that day, maybe 
sooner than you think. I know that 
we are all crowded for time, but a 
brief honest explanation will often 
suffice until you have a chance for a 
longer 


> 


salesman some 


discussion. 


It is hard to keep free from pre- 
judice, especially if some piece of 
equipment has gone wrong and has 
been conden 
department, man, or 
one of the superintendents, but you 
owe it to the vendor to withhold 
uur verdict until he has had a 

to inspect it and give his side 


7 
Ot the story. 


ned by the engineering 
hnaintenance 


Vi" 
1 
' 


( 


Mance 


| recently had an experience ot 
that kind, and was inclined to con 
demn a product on the strength of 
complaint the maintenance 
Then I| thought, “It 
wont be fair to the vendor until | 


Nave 


Ss trom 
, 


department, 


make 
asked the maintenance 


eiven him a chance to 
eood ~ Sp J 
man to list his complaints, in writ 
ing, and | would pass them on for an 
explanation. It is but on 


doesnt find the complaints as many 


strange, 


or as serious when they are required 
to be listed on paper. The vendor is 
the first one who should know from 
you about complaints on his equip- 
ment or material. If he won't correct 
them to your Satisfaction, then it is 
time to find someone else. At Amer- 
ican Optical, we wouldn't want 
someone to condemn our spectacles 
because a temple dropped off, and to 
go to a competitor before he had 
come to us with his complaint. 
Don't be “penny-wise and pound 
foolish”, for price is not—or should 
not be—the first consideration. The 
Rotarians’ motto is “Service before 
Self”; the purchasing agent’s motto 
should be “Service before Price” 
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When the proper quality has been 
established and a dependable source 
of supply found, price will usually 
take care of itself. The purchasing 
agent has often been accused of be- 
ing price conscious only, but this 
condition is changing as he _ has 
learned, perhaps through some bit- 
ter experience, that the best is often 
the cheapest. 


Fourth Principle 


Strive constantly for knowledge 
of the materials and processes 
of manufacture, and establish 
practical methods for the con 
duct of your office. 

This sounds innocent enough, but 
in striving for knowledge you must 
be careful not to pass on information 
given in confidence or you will soon 
lose your supplier's respect and the 
door will be closed for future help. 
Most manufactures have methods 
peculiar to their own operation, 
which are more or less secret, and 
you should consider them as such. 

Visit your suppliers, meet their 
organization so they will know you 
and you will know them. If possible, 
choose a time for such visits when 
you have some real problem. A tour 
through a plant may reveal some 
worthwhile savings to both you and 
your supplier. When you under- 
stand each other’s problems, the so 
lution is often easy and economies 
result. | always try to visit a possible 
new source of supply, to become 
acquainted with their management 
and discuss our requirements. The 
impression you make will be reflect- 
ed in the service you receive. Also, 
you will be better able to decide if it 
is the proper source of supply for 
you. 

It is likewise important to have a 
representative of your supplier visit 
you and meet your colleagues. A re- 
cent experience is worth mentioning 
as it demonstrates the importance of 
making the right impression on a 
visitor. Here is a letter received 
after this particular visitor returned 
home : 


‘A midwestern hick arrived in South- 
bridge by devious ways and means and 
several busses, about noon. I had been 
previously misinformed in New York, 


carelessly permitted the infor- 
mation desk at the Pennsylvania Station 
to assure me that Southbridge was only 


where | 


miles from Boston and was 
really suburban Boston itself, and that it 
was easily 


a very tew 


reached by taxi. 

I was met by a young lady who, I be- 
lieve, is your secretary, and who was 
She arranged for a phone 
call I received from home regarding my 
eldest son, who was ill, and in every way 


showed unusual kindness 


kindness itself. 


and courtesy. 


The switchboard operator and 
tionist were equally gracious. 


recep- 


“Your secretary then took me te Mr. 
— and again I was met with a hospitality 
and friendliness that is a standout in my 
memory. I was shown your complete 
operation, not only on the reflecting 
lenses, but also on your regular lenses, and 
to say that the visit was interesting and 
instructive is putting it mildly. I am also 
completely amazed at the employee- 
employer relationship. Someone has done 
a very fine job here, and I feel that those 


responsible should be complimented.” 


This is a fair example of what a 
plant visit by a possible supplier can 
do, for he was properly impressed 
and would like very much to be one 
of our regular supply sources. 


Fifth Principle 


Subscribe to and work for hon- 

esty and truth in buying and 

selling, and denounce all forms 
and manifestations of commer- 
cial bribery. 

It doesn’t take long to establish a 
reputation for honesty, and you 
don't have to wear a badge either. 
Good everyday common sense, with 
a living example of the Golden Rule 
will do it. Don’t try to mislead a 
salesman by false statements or im- 
pressions. He may be smarter than 
you think, and then you will really 
look foolish. Be straight-forward in 
your dealings and make him be 
likewise. 

I am not going to say much about 
commercial bribery, for I can’t con - 
ceive that it exists to any degree 
among purchasing agents, judging 
from the character of the many I 
have met throughout the country. I 
abhor all forms of commercial brib- 
ery, and would call your attention to 
the stand our N.A.P.A. took in 
1922, helping to haul it out in the 
open and expose it. You can never 
command the respect of a salesman 
or his company by accepting bribes, 
and you certainly cannot rest with a 
clear conscience when you leave 
your desk at night. Pay your way as 
you go and the dividends will be 
greater in the end, even if the ex- 
pense sheet seems high at the time. 


Sixth Principle 


Accord a prompt and courteous 

reception, so far as conditions 

will permit, to all who call on 

a legitimate business mission. 

The salesman’s time is as valu- 
able as yours. You can’t see every- 
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one, but you should have qualified 
assistants who can help to gather 
information for you and make the 
salesman realize that he is being 
given his opportunity to sell. Try 
to have him leave your office with 
the desire to return even though he 
didn’t get the order. 

The purchasing agent should be 
one of his company’s best salesmen, 
for he has an opportunity to meet 
and know personally the repesenta- 
tives of many firms, from the top 
executive to the shipping clerk. 
What an asset to your company if 
you have all of these 


working for 
vour interests! 


See to it that all vis- 
itors are made welcome. A friendly 
smile by the receptionist helps. 
A cordial welcome by your secre- 
tary and an effort by everyone in 
your department to give prompt 
service reflects your character and 
makes a lasting impression on the 
visitor 


Seventh Principle 


Respect 


require that obligations to you 


your obligations and 
and your concern be respected, 
consistent 
practice. 


with good business 


What do you consider good bus- 
iness practice? Is it a contract with 
all the “ifs” and “whereases” prop- 
erly drawn up by the legal depart- 
ment? I don’t think so; again, | 
prefer the Golden Rule. I believe in 
contracts, for they describe in clear 
terms what you can expect to get 
on your purchase, but when you 
come down to a settlement, the con- 
tract is only as good as the company 
that signs it. 


You certain rights which 
you should expect to be respected, 
and which are respected by reliable 
concerns; and you in turn must be 
willing to give. It must be a two- 
way street, so that both can pass 
and make their respective profits. 
I was told in the early days with my 
present affiliation that the company 
did not expect to grow at some other 
company’s expense. On the other 
hand, they expected me to buy as 
cheaply as anyone buying the same 
quality and quantity. 


have 


It is not difficult to settle differ- 
ences with a reliable concern, if you 
are just in your claims and have 
built up a reputation for fair deal- 
ing. It is imperative in our com- 
pany that all allowable discounts be 
taken. As the discount date may 
be prior to receipt of material, the 
purchasing department is frequently 
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asked to approve invoices for pre- 
payment. There may be, possibly, 
a half dozen invoices held up over 
a period of a year, which means that 
we are dealing with companies in 
whom we have confidence, and we 
do our utmost to establish their faith 
in us. 


Eighth Principle 

Avoid sharp practice. 

When we were boys in high 
school, we thought it was fun to put 
it over on the other fellow. 
salesmen, and I am afraid some 
purchasing agents, too, have never 
grown up. It doesn’t pay to try to 
outsmart the other fellow, for if he 
loses the first time, he will make 
you pay the next. No person is 
smart enough to be always on the 
winning side. 

| remember an incident when | 
first came to New England, when 
I could easily have been outsmarted 
to the tune of several thousand dol- 
lars. But I was suspicious of the 
salesman, probably because he tried 
so hard to sell me some material 
with which I was not familiar. I in- 
sisted on learning something about 
the material, and refused to buy 
until I did. To make a long story 
short, I finally bought at 65¢ a vard 
as compared to the original quota- 
tion of 82¢. I always held that sales- 
man at arm’s length after that, and 
made him reach for the order. 

Some salesmen have quite a bit 
of latitude, but if you have estab- 
lished yourself in his estimation as 
fair and honorable, you can be pretty 
sure of getting the best price he has. 
Don't try to trick him into some 
procedure that is not customary, for 
he will resent it when he has to 
answer to his management and per- 
haps stand a reprimand. Written 
confirmations and agreed-on speci- 
fications usually eliminate such pos- 
sibilities or misunderstandings. 


Some 


Ninth Principle 


Counsel and assist fellow pur- 
chasing agents in the perform- 
ance of their duties, whenever 
occasion permits. 

How many times have you been 
up against some problem, when a 
call on a fellow purchasing agent 
has helped you to solve it? I don’t 
recommend calling him first, but 
only after you have exhausted all of 
your own resources. After all, you 
are hired to do the job. This fellow- 
ship was invaluable during the war 
period, and will always be so long 
as we are honest and frank with 
each other.. 


Don't disclose to a fellow purchas- 
ing agent confidences which have 
be . given you by a salesman, Nor 
io it wise to talk prices. In my 
twenty-nine years of experience as a 
buyer, I don’t recall ever hearing 
prices disclosed or discussed except 
in a very general way. It would be 
dangerous to do so, for we should 
soon be outcasts with every com- 
pany'’s salesmen. But there are 
many other ways in which you can 
help each other. 


Tenth Principle 


Cooperate with all organiza- 
tions and individuals engaged 
in activities designed to enhance 
the development and_ standing 
of purchasing. 

We must keep our profession on 
a high plane by constantly working 
through our organization for more 
knowledge of all problems pertain- 
ing to purchasing, marketing, inven- 
tory control, and general economic 
problems. We are doing that. Often 
| hear some executive say that he 
puts more faith in the opinions of 
the purchasing agents than in those 
of any other forecaster. \Ve must 
not let them down, for we are on 
the firing line and should know what 
it is all about. 

Do your share in the civic activi- 
ties in your community. You are 
trained in your profession to be 
a clear thinking, honest individual, 
and these attributes make you an 
asset to the service club or other 
organizations to which you belong. 
You have an obligation to the pur- 
chasing profession to do your part 
in these things. Your counsel can 
help in many ways, for your knowl- 
edge is broad and your daily 
routine consists of appraising and 
weighing information you receive 
from your colleagues, salesmen, and 
trade papers. Use your training to 
help your community, thereby living 
your profession and helping to make 
your profession respected. 


Conclusion 


These ten principles state nothing 
but what every purchasing agent 
should know. It is not enough just 
to know them. You must live them, 
for you have an obligation to your 
company, to your vendor, and to 
your profession. Let us ever keep 
as our motto: 

Loyalty to your company; 

Justice to those with whom you 


deal ; and 
Faith in your profession. 
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WHAT'S AHEAD 


Inventories and _ pur- 
chase commitments 
must be closely geared 
to current sales volume 


By 
George L. Meyer, 
Jr. 

Vice President 


Stewart-Warner Corporation 
Chicago 


the 3rd _ District 
N.A.P. 
October 15, 


Address at 
Purchasing Conference, 
A., Milwaukee, 
1947. 


N the latter part of 1946, we 

were very much concerned about 
the coal strike and its effect on our 
business structure. As the year end 
approached and we took stock of 
what we had accomplished during 
that year, we were pretty well satis- 
fied; but we were faced immediate- 
ly with the forecasting of what con- 
ditions would be during 1947. 

Our management then felt that 
the keynote of our thinking for the 
immediate future should be caution. 
We felt that the pipelines in many 
industries were filling up. Real 
estate sales then, that is at the end 
of 1946, were slowing up. — In spite 
of the much advertised housing 
shortage, people were reluctant to 
pay fantastic prices for houses. De- 
partment stores were again adver- 
tising sales—fur prices were down 
35% to 50%. We were worried 
about what labor would do. It was 
still difficult to obtain many ma- 
terials. Publicity was beginning to 
be given about the black markets in 
steel. On one hand we were con- 
cerned about getting materials to 
keep our plants operating; on the 
other, our need for balanced and 
conservative inventories. 

We began to plan then on les- 
sened activity; began to watch our 
commitments; began to reduce in- 
ventories. But business continued 
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to move up. Business activity in 
general reached a _ peak during 
March. One of the plants under 
my direction reached its peak in 
May—another in September. Our 
estimate or guess, if you want to 
call it that, on business for 1947 
was made on a conservative basis. 
Additional commitments for pur- 
chased items, tied in with actual 
sales and sales forecasts, were care- 
fully made as the year progressed. 

While it is true that business ac- 
tivity in general has receded from 
its March peak, reaching a low in 
July, it picked up considerably dur- 
ing August, and preliminary figures 
for September indicate still further 
improvement. This applies to both 
durable and non-durable goods, 
generally. 

Industrial incoming orders, moy- 
ing up from a low at the end of the 
war to a new high early in 1947, 
dropped quite rapidly from this 
spring peak. However, within the 
last several weeks they have been 
moving upward at an accelerated 
pace. Order backlogs are in some 
instances again moving upward. 

There is no need to point out the 
many changes which have already 
occurred in the major industries. 
Surpluses with lower prices on 
some commodities, even though 
few, and unfilled demand with high- 


er prices on others. These facts are 
known to you. They vary from in- 
dustry to industry. What you men 
buy and use undoubtedly will fall 
into both classes. 

A statement was made very re- 
cently by the head of one of our 
very large merchandising companies 
to the effect he was fearful that per- 
haps his buyers had been too con- 
servative in committing themselves 
for future deliveries and dropping 
their inventories to too low a level. 
He felt that some of his buyers, in 
driving too sharp a bargain, might 
have jeopardized their positions. 
Perhaps the source with whom they 
had contracted, because of rising 
costs might determine to sell their 
output at higher prices to other cus- 
tomers. This of course, would not 
be done by a reliable vendor ; never- 
theless, this very capable head of a 
large organization felt some con- 
cern about it. 

Exports have been moving down- 
ward. Whatever your views on the 
international picture, whatever they 
are on the Marshall or a similar 
plan, there is no question but what 
the amount of money voted to sup- 
port—or we might say, “revive’— 
European economy will, to a great 
degree, influence our export picture. 
Their requirements for food, farm 
products and fertilizers, run into 
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On iron and 
steel alone, Europe wants almost 
50% more during the coming year 
than they were able to get this year. 
On farm machinery—here again 
using large quantities of iron and 
steel—we are told that the Euro- 
pean demand is several times what 
was required during 1947, You 
can make up your mind that aid to 
Europe will be voted, and food and 
other goods taken from our supply 


tremendous figures. 


can reduce any surpluses we might 
have. Prices on such items will 
not weaken, 

Whether you agree with the Gov- 
ernment’s stockpiling of critical ma- 
terials or not, the fact that they are 
beginning to do so, particularly in 
metals, is not a bearish factor, at 
least for the next few months. 

Labor supply is still generally 
tight; it is still difficult to get the 
kind of labor one wants. There are 
too many job opportunities, creating 
a desire to change employment as 


well as creating absenteeism. Jobs 
are still too easy to get. People 
don’t have to stay on a job long 
enough to learn it. All of these 


things are fact 


duction 


ors in keeping pro 
Until people are 
willing to stay on the job and learn 
that job as they should. thereby in- 
creasing production, our costs of 
production will be higher than they 
should be. 

There are other conditions which 
should not be overlooked. Weather 
conditions in 1948 and the resulting 
crops, whether good or bad, will 
have tremendous influence on food 
prices and, consequently, wages. 
The healthiest thing that could oc- 
cur for all of us would be an ex- 
ceedingly heavy and lower 
prices. On the other hand, with 
bad crops and the continuing de- 
mand, both here and abroad, high 
prices would result with conse- 
quently increased demand for high- 
Cr wages. 


down. 


( rop 


Another thing we must not over- 
look is the demand for 
freight rates. While the railroads 
asked for a general 27% increase 
and have just been granted a 10% 
temporary the Interstate 
Commerce Commission still has 
their full 27% request under consid- 
eration. An additional increase to 
this figure, if granted, added to what 
has already been granted, would 
mean an increase of approximately 
50% in the average freight rate 
since the war ended. Here is an- 
other important factor which in- 
creases and creates another 
upward pressure on prices. 

The continuing increase in the 


increased 


increase, 


costs 
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cost of food, especially, and the 
consequent demand for increased 
wages again exerts an upward pres- 
sure on prices. Without question, 
continued rising prices and rising 
wages without increased production 
are not good in the long run—nev- 
ertheless, they are here now. La- 
bor’s position remains strong and it 
is doubtful even in the event of a 
recession that wages will show any 
appreciable drop. The old saying, 
“the higher things go, the harder 
they fall,” may still be true—but 
we are still living in the present. 

We must not overlook the fact 
that we are in more of a price boom 
than a production boom. 

A survey of more than 46,000,- 
000 spending units in the United 
States conducted early in the third 
quarter for the Federal Reserve 
Board by the Survey Research Cen 
ter of the University of Michigan 
indicated that there was a slacken- 
ing of demand as compared with a 
year ago, even though incomes are 
higher. This trend could build up 
momentum and extremely 
serious, but there are factors that 
should cushion the coming breaks 
and make it possible for business to 
absorb the shock and continue pros- 
perous operations in a better bal- 
anced economy. The coming price 
-when they come — will 
widen the market to include more 
of the two-thirds of American fam- 
ilies in the lower income groups 
who have many unfulfilled demands 
for goods, and who will buy when- 
ever prices appear to be within the 
range of their pocketbooks. The 
American Consumer Market is 
much larger than prewar based on 
population increase alone and with- 
out considering the higher standard 
of living of many of our people. 
The Census Bureau reports that the 
nation’s population since 1940 has 
increased 9,160,000. Nine million 
additional people require a lot of 
goods and services. 

One of the things I feel will be 
advisable when this downward 
movement in business occurs is the 
careful evaluation and comparison 
of the services between your old 
and new sources of supply. While 
every period of active prosperity 
ends with some sort of a letdown— 
a recession or a depression—never- 
theless, those trying periods are 
themselves followed by periods of 
better business, increasing demand 
and difficulty in getting deliveries. 
sefore you discard an old source 
who, because of conditions beyond 
his control, could not give you every- 
thing you wanted during the past 


bec« me 


breaks ’ 





sure 
take 


few years, think twice. Be 
that the new source did not 
your business because it was tem- 
porarily more attractive, and took 
it at the expense of an old customer 
who really should have had his 
capacity. Don’t be arbitrary and 
throw out your old source who over 
a period of years served you well 
and is ready to serve you again. 

Let us say something about in- 
ventories. That is a present as well 
as a future problem. This ts one 
phase where purchasing agents will 
eventually be judged. Management 
has for months been preaching, 
“Watch your inventories. This vol- 
ume of business can’t last.”” On the 
other hand, you men, particularly 
those who use certain types of steel 
such as sheet and strip, know that 
commitments to meet the estimated 
requirements of your sales depart- 
ment must be made and orders 
placed far ahead. There is nothing 
else for you to do. 

[ feel that that management is 
smart which requires its sales, pro- 
duction and purchasing departments 
to keep in closest touch with one 
another, not at irregular intervals, 
but continuously. Smart manage- 
ment recognizes this, and its organ- 
ization is so set up that the purchas- 
ing agent or director of purchases 
and his organization sits in on sales 
planning meetings. His knowledge 
as to possible deliveries of materials 
must be listened to. Heed must be 
given to his advice. 

[ cannot emphasize too strongly 
the need for watching your inven- 
tories. You always get plenty of 
hell when your factory is short of 
some item that ties up your produc- 
tion. But you will be criticized 
plenty as business volume moves 
down and you are caught with a 
large inventory. My suggestion is 
that you know your commitments, 
watch them carefully and gear them 
to your sales department’s open or- 
der balance. Study that constantly. 

There are still plenty of items in 
short supply. Constant pressure for 
those items above the available sup- 
ply certainly has had and will have 
a bullish effect on prices. Don’t 
overbuy and don’t hoard. If you 
find your inventories moving up 
because your factory is not produc- 
ing to schedule, regardless of the 
reason—if your finished goods in- 
ventory is increasing because of 
slow-down in sales—speak up and 
recommend to your management a 
reduction of operating schedules 
and a curtailment or at least a post- 
ponement of deliveries on commit- 
ments. This is a responsibility that 
is YOURS. 
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CASH DISCOUNTS? 


Historically a legitimate and desirable credit and collection de- 
vice, the cash discount in recent months has been eliminated or 
drastically reduced in numerous fields. In many quarters such 
moves have been interpreted as disguised levers for unjustifiably 
raising prices and adding to the dangers of inflation. To deter- 
mine the buyer's point of view ‘on and experience with the prac- 
tice, PURCHASING queried purchasing agents representing a cross 
section of industry in all parts of the country. The results follow: 


@ Has there been any decrease or 9 
increase in the number of your sup- 

: : : » 
pliers offering cash discounts 


NO CHANGE 
38 % 





@_Has there been any substantial 
change in the amount of discount 
allowed by those suppliers who fol- » EACREASE 
low the practice NO CHANGE 


43 % 


NOINIdO ONISVWHDYNd — 


€ All other things being equal, is the 9 
availability of a cash discount the de- 
ciding factor in your choice ofasupplier * 











© |s it your company’s policy to pay 
for goods before actual delivery in 9 
order to take advantage of a cash s 
discount 


@ Does your company offer cash dis- 9 
counts * 















@ Do you feel that the practice of 
offering cash discounts is economically 
sound s 








WHAT THEY SAY 


The tendency to abolish established discounts is 
vigorously opposed (by us) and in some stubborn 
cases new sources of supply offering cash discounts 
are acquired."’ 


“If a manufacturer allows a 2% ten-day cash dis- 
count and then adds it to his selling cost, if you 
don't take it you lose 4%."' 


“See no point in it except as an inducement for 
prompt payment . 


. . think that the bookkeeping 
required probably uses up all that is gained." 


‘In many instances we find that a 10 or 15 day 
discount period is not enough because it very often 
takes 3 weeks to a month for goods to arrive, even 
though the distance shipped is only a few hundred 
miles.” 


“If suppliers get their money they are able to take 
advantage of cash discount also. . .”’ 


“We did offer cash discounts, but immediately after 
O.P.A. we tried to eliminate them and have suc- 
ceeded on all but two or three customers.’ 
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Purchasing — 


A CHALLENGE 





The critical year of 
1948 will turn the spot- 
light on four phases of 
purchasing responsibil- 
ity — materials, costs, 
good vendor relations, 


efficiency of service 


By Albert J. Browning 


Viee President, Director of Purchases 
Ford Motor Company 


Address at the Fourth Annual Purchasing 
Conference, District No. 7, N.A.P.A, Louisville, 
October 16, 1947 


W: are nearing the end of a 
most trying and critical year, 
not just for purchasing alone, but 
for all phases of industry. In look- 
ing ahead toward 1948 much of the 
picture is still out of focus. And to 
my mind this raises an important 
question : 

\re we, as purchasing men, good 
enough for the tough year that lies 
ahead? Can we meet the challenge 
of 1948? 

Each of us is going to have to 
answer that question for himself. 
It's a big question and one well 
worth analyzing. For that reason | 
want to break it down into some of 
its component parts in order to 
study it more closely. 


A Four-fold Challenge 
One principal challenge will lie 
in the field of shortages of critical 
materials for example, in the 
automobile industry, as in many 


others, it is steel. Because we do 
face another year -or possibly 
two — of these shortages of some 


necessary materials, it is my con- 
viction that the purchasing agent 
holds the key to production in 1948. 
His efforts and his ingenuity in 
procuring those materials in short 
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AN OPPORTUNITY 








“Purchasing can play an active and dynamic role in encouraging sound and 


enduring business policies” 





supply will determine, in’ many 
cases, the final result in goods pro- 
duced. 

Another challenge exists now 
and will continue into the coming 
year — the the things we 
buy. Since there is a direct price re- 
lationship between goods produced 
and the demand for those goods, 
price is a factor of major impor- 
tance for 1948. Certainly the pur- 
chasing agent will play a major role 
in the battle of price control — and 
I mean control self-created by in- 
dustry, not by government regula- 
tion. 

A third challenge will be to our 
ability to choose the right vendors 
to supply our companies. In my 
opinion this is an aspect of purchas- 
ing that has often been seriously 
neglected. The company that makes 
the product is often as important 
as the price and the article produced. 
And in connection with this aspect 
of purchasing we ought to consider 
our use of small businesses. 

A fourth and equally important 


cost < yf 


challenge will be to our organizing 


ability and our selection and train- 
ing of personnel. How well we 
meet the test of developing our men 
and women and the framework of 


Browning 


organization within which they 
must work will have an effect on 
purchasing as a profession for years 
to come. 


The Immediate Opportunity 


| realize fully that these questions 
do not cover all the problems that 
are likely to arise in 1948 but they 
are key questions today. Each break- 
down of the main question offers 
points worth some discussion but 
before going into them further | 
would like to offer this viewpoint: 
Kach challenge offers an opportun- 
ity —the opportunity to meet a 
difficulty and overcome it. There- 
fore, there are a great many oppor- 
tunities ahead for purchasing men. 
Some are immediate and some long- 
range. 

It is a fact that in many industries 
purchasing has not been accorded 
the proper stature at the top man- 
agement level which it has earned 
because of its duties and respon- 
sibilities. So, generally speaking, 
purchasing can improve its position 
in the industrial family materially 
by doing its big job in 1948. 

We have immediately before us 
the opportunity to do a job for our 
manufacturing divisions by procur- 
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ing the materials they must have to 
produce goods. It will require every 
bit of fresh thinking and ingenuity 


that we can muster. We may even 
have to go out and help some of our 
suppliers to increase their produc 
tion. 

We have the opportunity to bring 
to bear on the question of prices all 
of our knowledge of buying and if 
we can succeed in even holding the 
price line at its present too high 
level it will have an important bear- 
ing on our national economy. 

We can start in tomorrow to use 
our best judgment in selecting those 
companies from which we intend 
to purchase materials and services 
during 1948, painstakingly selecting 
sound firms and making an effort 
to balance fairly the division of our 
orders between big business and 
small business. 

These are immediate opportuni- 
ties. On the long-range side we can 
begin to think in terms of sales. We 
can apply long-range thinking to 
the nature of consumer demand and 
the continual changes occurring in 
that demand so that we can be out 
in front in helping to develop better, 
more attractive and more salable 
products. 

We can begin to revise and 
strengthen our own organizations 
and thereby improve the overall 
operations on a continuing basis. 

We can develop and train both 
our present personnel and the young 
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Mr. Browning dem- 
onstrates the new 
aluminum running 
board that saves 
eighteen pounds of 
steel per car, at re- 
duced cost. 


people who will be coming into our 
companies so that in the years to 
come we will have enough properly 
equipped men and women capable 
of doing a better job than we have 
done. 


Analyzing the Purchase Function 


These are some of the challenges 
and the resulting opportunities. 
What can we do about them? 

We can plan now the actions we 
will have to take to meet the chal- 
lenges. But before we do any for- 
ward thinking I believe it is a good 
idea to take a look backward to see 
where we were and then examine 
our present status to see where we 
stand in relation to the past. As an 
example of this approach, our ex- 
perience at Ford during the past 
two years may be of interest. 

We in purchasing are a service 
group, serving the production, en- 
gineering and operating activities of 
our company so that they may carry 
out their functions. At Ford this is 
accomplished by the purchase of 
some 700 million dollars worth of 
materials, parts, supplies and equip- 
ment annually, representing more 
than half the total cost of the cars 
produced. Therefore, in June of 
1946, we feel we should review our 
situation with an eye to the future 
because of the size and importance 
of the job. 

We made a thorough and com- 
prehensive study of our purchasing 


activities to see if we could improve 
the organization, and its operations. 
I called in a management consulting 
firm to work with us in making this 
critical survey. 

The study took several months 
and revealed some weaknesses and 
faults in our system which we took 
steps to correct, but more important, 
it indicated the need of some staff 
and service departments to aid our 
buyers in doing their jobs and to 
take some of the routine burden off 
the shoulders of the administration 
heads. 

This survey told us where we 
had been and where we were. Now 
[ would like to give you a quick re- 
view of some of the more important 
changes and the departments we 
added to aid us in the years that lay 
ahead. 


Helping the Buyer 


We kept to the sound basic prin 
ciples of buying and simply revised 
and expanded. We organized a 
Commodity Research Department to 
make studies and provide both 
short-term and long-range informa- 
tion on basic commodities such as 
steel, copper, lead, and the like. 

A Purchase Analysis Department 
was organized to help our buying 
departments on product and price 
analysis. This included compiling of 
data on price and cost trends and 
analysis of this data; getting infor- 
mation about suppliers’ financial 
position and earnings; analyzing of 
products and manufacturing pro- 
cesses with a view to aiding buyers 
and suppliers in reducing their costs 
without sacrificing their profits; 
preparing information about cost 
accounting methods; and making 
analyses of parts and attempting to 
simplify and substitute less critical 
materials. 

After careful study, a Central 
Follow-up Department to schedule, 
release and follow-up shipments was 
established. 

To handle the flow of papers and 
materials from other company 
units ; to act as a clearing point for 
exchange of information; and to 
provide normal office services for 
purchasing, a service group called 
Procurement Services Department 
was formed. 

Besides the additions we also 
made some internal changes in the 
buying section of our organization. 
We divided the Director’s manage- 
ment and supervisory load by pro- 
viding for two purchasing agents to 
coordinate the buying groups; one 
for production parts and one for 
non-productive materials. Next, our 
ten buying divisions were condensed 
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into seven departments and items 
were reassigned to them on a more 
logical basis. Each of the heads of 
these seven buying departments was 
provided with a small staff of ad- 
ministrative personnel and purchase 
analysts to assist him and the buyers. 

With the framework of the or- 
ganization thus established, we were 
able to reassign personnel in accord- 
ance with their skills and our needs 
and where necessary we recruited 
additional personnel to fill those jobs 
which could not be filled from with- 
in the organization. 

Our goal was to set up an or- 
ganization which would give our top 
men as much information as possible 
and leave them as free of routine 
as was practicable so that they might 
exercise all of their thinking and 
skill on the actual problems of pur- 


chasing. 
Constructive Results 


Generally, the changes were put 
into effect with little difficulty and 
we have been operating on the new 
basis for about a year. That retool- 
ing job in 1946 has brought some 
interesting results. There is still 
plenty of room for improvement 
and we intend to continue the pro- 
gram. I'll come to that later; first, 
the results. 

Our Commodity Research De- 
partment has done a good job for 
us. It has kept buyers up to date 
on commodity trends—both as to 
supply and price, on a short and 
long-term basis. Formerly, buyers 
used such information as they would 
obtain from their reading of news- 
papers and magazines. 
They now receive a comprehensive 


business 


analysis of material and informa- 
tion gathered from a variety of 
sources and presented in usable 
form. Several studies have been 
made of basic commodities such as 
steel, lead and copper. We have 
used their recommendations as 
guides in making commitments for 
our requirements with excellent re- 
sults. This department also surveys 
industries of importance to our 
company for the purpose of making 
recommendations as to expansion or 
contraction of Ford’s direct interest 
in production of such things as steel, 
die castings, by-products and re- 
lated fields. 

Our Purchase Analysis Depart- 
ment has done an important job, the 
measure of which cannot yet be 
fully taken. There are two ways by 
which we could increase our pro- 
duction in 1948. One is to get more 
steel. We have decided to spend 18 
million dollars on our iron and steel 
producing facilities, but that is a 
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long range program which will have 
only a small effect on 1948 produc- 
tion. 

The other way is the substitution 
of other materials for the use of 
steel wherever possible. One such 
substitution was developed as the 
result of a strike in one of our sup- 
plier’s plants. We had been using a 
steel running board with a rubber 
covering bonded to the metal. The 
president of one of the large alumi- 
num companies was in my Office 
when the situation became critical 
and we were faced with a shutdown 
of our assembly plants. During our 
talk the possibility of using alumi- 
num was discussed. We decided to 
try it—and as a result we have a 
better looking and longer wearing 
running board at less cost. We saved 
eighteen pounds of steel per car and 
we also reduced the deadweight of 
the car by fifteen pounds. Another 
item was a headlamp housing in 
which, by substituting aluminum for 
steel, we saved three pounds of that 
now precious metal per car. That 
was just a month ago. 

As of today, our engineering divi- 
sion has approved nine additional 
parts where aluminum can be sub- 
stituted for steel, and those parts 
will be reaching assembly lines be- 
fore next month is over. The total 
savings in steel per car will run in 
the neighborhood of fifty pounds. 
And that means more automobiles in 
1948 

Don’t misunderstand me. We are 
not going to revolutionize the auto- 
mobile industry by the use of alumi- 
num or any other substitute, but 
where we can make sound, practical 
substitutions approved by engineer- 
ing and manufacturing to increase 
production we will make them dur- 
ing this shortage period, even at 
higher costs. 

Keeping Costs in Line 

The Purchase Analysis group 
has proved valuable in several other 
ways. It provides a service to the 
buyers in the form of analyses of 
vendor’s operations, including the 
review and interpretation of finan- 
cial statements and related operating 
data from various financial publica- 
tions, and the preparation of brief 
and concise reports of that data. The 
department also studies periodic re- 
ports of vendors’ operations, and 
buyers are promptly advised of 
significant trends or charges. Con- 
tinuous studies of cost and price re- 
lationships between “make” and 
“buy” items are made to assist buy- 
ers in negotiations with suppliers, 
in determining validity of prices 
quoted, and to assist suppliers by 


pointing up elements of costs which 
are in excess of Ford costs, thereby 
assisting suppliers in keeping theirs 
at a minimum. 

In addition to these specific func- 
tions, the Purchase Analysis group 
compiles data and reports and 
brings attention to pertinent infor- 
mation about price patterns. It also 
acts as a clearing point for the 
preparation of cost and price infor- 
mation required of the Purchasing 
Division by other company units. 

The Administrative Control De- 
partment, which was established as 
a new part of our organization, has 
developed a monthly progress re- 
port which keeps the department 
heads, the buyers, and myself in- 
formed as to how well we are doing 
on the one hand, and where we fall 
below standard on the other. We 
study this report carefully and our 
buyers are kept conscious of any 
item shown as being behind sched- 
ule. This department has also helped 
us greatly by simplifying our pur- 
chase order and releasing procedure 
to the point where our paper work 
load has decreased substantially. 
They also work with department 
heads on their organization, pro- 
cedure and personnel problems. 

The Procurement Services De- 
partment and Central Follow-up 
Department have relieved the buy- 
ing organization of much of the de- 
tail work, thereby releasing more of 
the buyers’ time for negotiations and 
giving them an opportunity to learn 
more about suppliers’ capacity, op- 
erations and methods. 

I have described the activities of 
the staff and service department in 
some detail because the services 
which they provide are—to my mind 
—essential to large scale purchasing. 
And this brings us up to where we 
stand today. 


A Continuing Program 


The test of any policy or opera- 
tion is results. To date the results 
of our program started back in 
1946 have been encouraging. We 
have improved our service to the 
company, cut costs and materially 
advanced our relationship with our 
suppliers, both old and new. I 
might add that without our vendors’ 
wholehearted cooperation, our 
plant-shutdown record would be 
much worse than it is. They have 
held prices pretty well, too. Request 
for increases have generally been 
reasonable and were made only 
where increasing costs that could 
not be absorbed forced such re- 
quests. And I want to say that we 
certainly want our suppliers to have 
a good profit relationship with us. 
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During times like these—when 
shortages put the supplier in the 
driver's seat, suppliers’ reactions 
toward the company are a particu- 
larly good yardstick for measuring 
your purchasing operations. 

That, briefly, is what we have 
done to date at Ford. We consider 
it as only a beginning. We are go 
ing ahead with the program. Spe- 
cifically, we plan to simplify and 
improve our follow-up activities by 
consolidating all follow-up in the 
Central Follow-up Department. At 
present, the follow-up on semi-fin- 
ished materials and sub-assemblies, 
which are shipped to our manufac- 
turing plants, is being done by the 
buying departments. We plan to 
separate from the follow-up and 
buying jobs the purely clerical and 
bookkeeping work and assign clerks 
to do that type of work. Our paper 
work and record keeping needs im- 
proving; we do too much _ paper 
work and most of what we must do, 
could be done in a still easier and 
simpler way. I am sure our com 
modity research and purchase analy- 
sis techniques cal 


be improved and 
used to greater advantage by our 
buyers. We will continue to ap 
praise personnel, try to use their 
abilities more fully and to provid 
better training tor all personnel, 
both on-the-job and other types so 
that we can develop more of our top 
men from within the company. For 
that purpose, we started a_ full- 
scale buyer development program 
just a few weeks ago 


Cultivating Supply Source: 


or the most part, I have been 
talking about the mechanics of our 
business, what we have been doing 
to get our organization geared to 
the 1948 challenge. Now I'd like to 
tell you a little about our thinking 
on our personnel—we want our 
purchasing agents and buyers to 
take a position of greater responsi 
bility, one allowing them more ini 
tiative in their operations. We be- 
lieve their best chance of doing the 
big job in 1948 is to be prepared on 
at least five basic points. 

Purchasing agents can play an 
active and dynamic role in encour 
aging sound and enduring business 
policies. In many cases this will 
mean a radical departure from the 
traditional role of the purchasing 
agent. They can do a great deal 
toward picking the right company 
for the right job. Their choice of 
suppliers will have a marked impact 
on the economy of the country and 
the development of small industries. 
If they place most of our orders 
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with large companies, the small com- 
panies will get only the remaining 
low volume business. 

[ realize that much of our busi- 
ness must be done with the big com- 
panies. They alone have the fa- 
cilities and the capacity to produce 
much of what we need. On the 
other hand there is a_ substantial 
part of our business which can be 
placed with smaller concerns at 
comparable prices for equal quality 
and often with resulting better ser- 
vice. It is worth remembering thai 
30% of total business today is done 
by small companies and they are an 
important factor in our economy 
the most productive the world has 
yet known. 

Having selected a supplier, it is 
the obligation of the purchasing 
agent to make full use of his re 
sources. Of course we have our 
own engineering and manufacturing 
teams—but each one of our sup 
pliers also has a team of his own. 
In total they have more skilled tech- 
nicians than we have. It will be a 
failure on our part if we do not 
make use of their 
brains, 


management 
merchandising knowledge 
and technical staffs. 

Buyers must make use of and de 
velop new techniques in buying to 
meet current conditions. They must 
parallel advances in production. One 
of those advances has been in the 
field of decentralization and | men 
tion it because we have been mov 
ing in this direction with our own 
operations. In a good many re 
spects we are buying closer to the 
sources of supply and the points of 
car assembly than ever before. At 
some of our more distant assembly 
points we have doubled and even 
tripled our dollar volume of annual 
purchases. To date, most of our 
purchases have been in the field of 
maintenance and repair materials, 
but we are definitely hopeful of ex- 
panding our decentralized purchases 
of some of our production items. 
All of you will recognize the many 
advantages to be gained by such 
procedures reduction in paper 
work, saving of time and greater 
flexibility. Here, too, we can make 
greater use of the small business. 


Buying Can Create Markets 


My next point is not new to most 
of you. I believe purchasing agents 
can play an active and useful part 
in the expansion of sales. Instead 
of merely looking at products that 
are already being manufactured, our 
buyers can be thinking in terms of 
what the customer of tomorrow is 
going to demand. The roles can be 
reversed and the buyer become the 


seller—the seller of new ideas. In 
their daily work purchasing men 
have an unusual opportunity in 
their constant contact with manu- 
facturers or their representatives. 
They don’t have to go looking for a 
prospective customer—he is knock- 
ing at the door. 

Certainly in all of our big depart- 
ment stores and mail order houses 
the buyers are thinking in terms of 
merchandising. This sales point of 
view for industrial purchasing men 
is one that is going to be more im- 
portant than ever in 1948, 

My last point is one that has 
greater scope than either the com 
pany or the supplier or both. It 
deals with price. The job that our 
purchasing agents do with current 
as well as future prices will have an 
effect on our entire economy. Let 
me illustrate my point. The indus- 
trial purchasing agent is spending 
at the rate of 50 billion dollars an- 
nually. The great amount of this 
expenditure automatically makes 
him an influence touching the eco 
nomic lives of every one of us. For 
instance, if we, the purchasing 
agents, permit an increase in the 
cost of purchases of only 5% it 
means a two and a half billion dol- 
lar rise in material costs and, assum- 
ing an unchanged percentage mark- 
up by distributors, a five to ten bil 
lion dollar increase in retail prices. 
On the other hand, if, working in 
close cooperation and partnership 
with suppliers, we can achieve a 
saving of 5% we will not only re- 
duce the retail cost to the consumer 
but appreciably expand the market 
for all goods and services. 

[ think it is safe to conclude at 
this point that we have an important 
job to do and I believe that Ameri 
can management is ready to ac 
knowledge that it can use all the 
help it can get from a dynamic, 
imaginative and aggressive buying 
organization. We occupy a key po- 
sition in the intricate spider-web of 
American industry and we can con- 
tribute a great deal to the increased 
efficiency and practical progress of 
industry as a whole. 

We are working out our own 
blueprint for this job at Ford and 
we are putting the plans into work 
as soon as we can be sure they are 
right. We feel that if our purchas- 
ing agents and buyers can help to 
build a team consisting of the com- 
pany and our suppliers working to- 
gether to get costs and prices down 
by smart manufacturing and smart 
management they will have done a 
first rate job for themselves, for 
the company, and for our number 
one customer—the American public. 
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“There is considerable doubt whether this country 
can stand the pressure of higher prices.”—McGill 


Prices will not break 
to prewar levels but a 
downward adjustment 
is essential to support 
a soundly balanced 
economy 


By H. N. McGill 


McGill Commodity Service 
\uburndale, Mass. 


BUSINESS AND PRICE TRENDS 


N view of the distorted economy 

of virtually every nation of the 
world and the tidal waves of dis- 
content resulting in the absence of 
international co-operative efforts, it 
is well to periodically revert back to 
the fundamental aspects. To start off 
with a few general observations, 
let us ask the question: What was 
the effect of the war on the United 
States? There was no bombing or 
destruction, or any hardships of 
importance. The war created an un 
precedented boom. The Federal Re- 
serve Index, which portrays the 
physical volume of output, jumped 
from 100 in early 1939 to a war 
peak of 247 in 1943. Even with 
the return to peace conditions, the 
Index now stands at 182. 

At the start of the War there 
were 42,400,000 persons employed 
and 8,680,000 unemployed. Em- 
ployment soared to a record peak of 
60,000,000, with unemployment 
diminishing to less than 1,000,000, 
and yet in the interim 12,000,000 
the “cream of the crop” were 
siphoned off into the military per- 
sonnel. The war brought unbeliev- 
able prosperity to this country. Now 
that the war is over we find the 
United States the strongest nation 
in the world—strong in money, pro- 
ductive capacity, natural resources, 
etc., whereas the great majority of 
the world, particularly Europe, has 
virtually nothing—starving for the 
need of food, lacking in raw ma- 
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terials and equipment, and financial- 
ly “broke”. So long as that condi- 
tion exists, there will be no world 
peace, and the necessity for reha- 
bilitation is a challenge to all na- 
tions. Communism will spread until 
the standard of living abroad is 
raised in a forceful manner. 


Managed Economy 


The next question is: What about 
economic experimentation? For 
over a decade all sorts of plans were 
employed to improve conditions, but 
it required a war to bring us out of 
the dumps. Many will recall the 
gold buying policy to raise prices, 
which quickly fizzled out. Then 
came deficit spending. From 1929, 
when our national debt was $16 
billion, the debt increased until a 
peak of $39 billion was reached in 
1938, and yet there were 8,600,000 
persons unemployed the same 
number as in the dark days of the 
early 1930's. In the history of the 
economic experimentation during 
the past decade, we find the WPA, 
the NRA, the philosophy of scarci- 
ty, the shorter work week to bolster 
employment, all of which quickly 
burned out like a skyrocket. We 
have learned the hard way that poli- 
tics and managed economy do not 
mix, and for many years to come, 
a 
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we are destined to pay the penalty 
for unorthodox economic experi- 
mentation. 

Next comes another important 
question: What about inflation? 
Serious inflation, which prevails in 
virtually every leading nation of the 
world, has by no means overlooked 
the United States. The latest Mc- 
Gill Price Index stands 179% above 
August, 1939, 96% above 1929, and 
78% above the base year 1926. The 
latest preliminary estimate of the 
Bureau of Labor places the cost of 
living approximately 60% above 
the base period 1935-39 equaling 
100. This simply means that the 
purchasing power of the dollar has 
shrunk in an alarming manner and 
has yet to reach rock bottom. Mean- 
while, the amount of money in cir- 
culation has climbed to the astound- 
ing figure of $28,563,000,000, repre- 
senting an increase of more than 
350% over the $6,320,000,000 in 
circulation in January, 1938. 

Our national debt in 1914 was 
$1,198,000,000. Ten years later in 
1924, as a result of World War I, 
the debt was $21,251,000,000. The 
subsequent increase was slow, but 
steady, and by 1934 was up to $27 
billion. Then, as a result of the de- 
pression and the attempt to finance 
our way back to prosperity, the debt 
increased to $42 billion. The cost 
of World War II was of an astro- 
nomical nature, and at the present 
time the debt is no less than $260 
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billion. It is argued that as long as 
this country does not owe money to 
foreign nations, it is unimportant 
to what extent the national debt 
grows, but it is plain common sense 
that the first $5 to 6 billion col- 
lected in taxes each year must be 
utilized for servicing the debt. 

We are _ iarily interested in 
commodity prices, and today we are 
confronted with a dangerous situa- 
tion, in that the price structure is on 
wobbly stilts—being as high if not 
higher than the great peak of 1920, 
following which there was a sensa- 
tional collapse of no less than 45% 
in less than two years. It is also 
important to note that after an ex- 
tended period of stability running 
from 1922 through 1929 there was 
another severe collapse, and when 
war broke out in August 1939 the 
price level of commodities was 
exactly as low as in August 1914, 


just prior to World War I. 
Inflationary Factors 


\t this point I would like to enu- 
merate the combination of factors 
that has created the precarious posi 
tion of prices since price decontrol. 
The list is long and impressive 

The huge amount af money in 
circulation, which cannot be alte ‘red 
except with the passing of time. In 
other words, there was no way of 
calling the money in. 

Shortages of key commodities 
metals, lumber, housing, automo- 
biles, etc. The backlog for steel 


automobiles, and new construction 
alone acts as a sound foundation 
under the general economy. 

Lack bY normal competition, 
which has led to huge waves of 
speculation and important black 
market operations. 

The feverish demand for mate- 
rials of all sorts. 

Unprecedented savings on the 
part of labor, and the farming 
groups in the strongest financial 
position in the history of the coun 


try. The tarmers are actually 
hoarding crops in the endeavor to 
avoid heavy income taxes. A huge 
tonnage of crops will be carried 


into 1948 in the hope of 
income 


a decreased 
taX next year. 

Personal incomes in July hit a 
new record for any month, aggre 
gating $197 billion. 

The pent-up demand for durable 
and nondurable goods, which is far 
from satisfied. 

The disastrous effect of strikes, 
particularly in 1946, and the danger 
of a new outbreak of production tie- 
ups as labor unions are contemplat- 
ing another drive for increased 
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wage rates in early 1948. Union 
ammunition is grounded on, first, 
the new peaks in living costs, and 
second, abnormally high earnings 
on the part of key industries. 

The extensive increase in wage 
rates which have virtually doubled 
the prewar levels. 

Subnormal production per man- 
hour of work, higher fuel, steel, 
and transportation costs. 

Legislation supporting prices of 
farm products through 1948. The 
Government is still the No. 1 pur- 
chasing agent for grains and other 
agricultural products for foreign 
relief. 

The disastrous effect upon prices 
by government bidding for supplies 
igainst domestic consumers. 

Foreign countries tacking on all 
that the tariff will bear on every 
commodity not produced in the 
United States—cocoa, coffee, shel- 
lac, varnish gums, burlap, ete. 

Heavy loans to foreign nations, 
supporting record-breaking export 
trade for a peacetime era. Exports 
this year will approximate $13 bil- 
lion which compares with an aver 
age during the past six years em- 
bracing the war period of $11.2 bil- 
lions. The Marshall Plan will be 

i pe in early 1948. Over a 
period of four years food and ma 
cestale Wl ill be shipped out of this 
country amounting to $20 billions, 
or an annual rate of $5 billion. The 
fact that we must pay all the bills 
for goods shipped abroad under this 
plan is bound to have a forceful ef- 
fect upon our economy. 

Finally, the peculiar philosophy 
that exists, a direct aftermath of 
‘ated by the 
war, premised on “something for 
nothing’; more pay and less work; 
feed and finance the world; unions 
stronger than government, and un 
orthodox price supports. Certainly 
these all form a background fan 


1 


ning the flame of inflation. 


the boom conditions cre 


Caution Signals 


However, there is another side to 
the economic ledger, and it is ex- 
tremely important to regard the 
caution signals now waving in the 
breeze, clearly indicating that it is 
time to put on the brakes and go a 
bit slower. It must constantly be 
borne in mind that inflation is not 
something that lies just ahead, but 
Isa prey uiling disease, eating deeply 
into the flesh of our economy. | 
repeat, prices are up 179% and are 
the highest ever known in the his 
tory of the nation. We know from 
experience, whether it be the United 
States, Germany, or China, infla- 


tion peters out sooner or later, and 
the subsequent consequences are 
extremely serious. We know that 
high prices encourage a maximum 
production effort, and there is hard- 
ly any question that this country is 
turning out the goods in an un- 
precedented manner for any peace- 
time era. 

Production is creeping up on de- 
mand, and no one can help but be 
impressed by manufacturers’ inven- 
tories involving both durable and 
nondurable goods in the past year. 
More than $15 billion will be spent 
this year in plant expansion. Con- 
sumer resistance to rising prices is 
coming more into prominence for 
the simple reason that the spread 
between consumer income and com- 
modity prices is steadily broaden- 
ing. It is plain common sense to 
state that with more and more con- 
sumer income being absorbed by the 
higher cost of foods tufts, less and 
less money is available for the pur- 
chase of durable and nondurable 
goods. Consumer credit and per- 
sonal debt have already reached top- 
heavy proportions, now at a new 
record high of $45 billion. 

[ have already mentioned the high 
cost of living, nearly 60% higher 
than a decade ago. This simply 
means that it is necessary to spend 
$1.60 to obtain what a dollar bill 
bought eight years ago. Earnings 
on the part of industry have 
mounted by leaps and bounds. 

Now we are definitely established 
in an era of mass production and 
rapid turnover, and the most inevit- 
smaller profit 
margins. Competition is on the in- 
rease, verified by the greater num- 
ver of salesmen on the road. Com- 


able step is toward 


I 
mercial and industrial failures are 
beginning to “catch fire,” with a 
total so far this year of 2652 in 
contrast to only 795 a year earlier. 
Building materials have, to an ap- 
priced themselves 
out of the market. This is verified 
by noting that despite the tremen- 
dous need for an extended building 
boom, contracts awarded during the 
first eight months of this year, 
based on the F. W. Dodge (¢ orpora 
tion, were down to $4,976,000,000 
in contrast to $5,335,000,000 a year 
earlier. Considering the increase in 
costs construction on a space basis 
is down anywhere from 15% to 
20%. It should also be borne in 
mind that less than 50% of the 
masses have participated in full in 
the increased wage rates obtained by 
the unions and the record breaking 
financial returns on the part of 
(Please turn to page 342) 


7 | _ 
preciable degree, 


PURCHASING 








Ol 





Seasoned purchasing men have 
a responsibility toward the 
younger men in buying and sell- 
ing who have never had the 
experience of working under 
normal business conditions 





By Robert C. Kelley 


Director of Purchases 
Dresser Industries, Inc, 
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BUYER =SELLER RELATIONSHIPS 


§ tire restlessness and instability 
- which are so prevalent in the 
business picture today are really 
nothing new except in the matter of 
degree. We see evidence of change 
in our markets today on every side. 
Inflationary pressure has _ forced 
prices, long held down by govern- 
mental controls, to new high levels. 
We do not yet know what the im- 
pact of these changes will be. Will 
the heavy demand for goods and 
services continue at these new high 
\lready we see signs that 
this market may be reaching its 
peak. Department store sales in 
our major cities dropped sharply in 
\ugust and have made less than the 
normal seasonal recovery. In cer 
tain areas in the country, failures 
have increased due to unbalanced 
inventories and saturation of mar- 


prices! 


kets with new, untried products. 
Economically the farmer and _ the 
laboring man are much better off 
than before the War, but the white 
collar workers are squeezed between 
rising living costs and _ stabilized 
salary levels. Certainly this is a time 
for purchasing men to stop, look, 
and listen, as it is no time to in- 
dulge in speculative buying of any 


sort. 


Unsound Cost Structure 


Speculation itself has taken a new 
turn. In basic commodities like 
steel we have the phenomena of 


th wy 
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maverick deals involving the pur- 
chase of ingots from one source, 
shipping to another for rolling into 
sheets, which, when all the profits 
along the line are added to the 
freight charges, results in a price 
twice or three times the prime mar- 
ket. 

Many concerns are buying in this 
manner today knowing full well the 
dangers involved, because the fin- 
ished product into which such ma 
terial is fabricated will stand the 
extra cost—in other words, the cus 
tomer will pay it. But let there be 
a drop in the demand for that fin 
ished product, then this picture can 
change very fast. If that happens 
all the material in process and on 
hand will depreciate to the nominal 
market price. In the same category 
we have several outstanding ex 
amples of purchase of marginal 
mills, both by large corporations and 
These ar- 
rangements have all been under 
taken with the full knowledge that 
they are merely stop-gaps to ride 
through the acute shortage period. 
\Vhen things return to normal they 
will undoubtedly be closed up and 
scrapped. 

[ will make only minor reference 


to the gray 


by cooperative groups. 


inarket in certain ma 
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terials. I believe that the volume 
of purchases through these chan- 
nels has been much less than is 
popularly believed. Many purchase 
orders for large tonnages have been 
issued, it is true, but very few of 
them have been filled. I believe 
that we in the purchasing profes- 
sion should discourage by every 
means possible the entry into the 
seller’s market of this type of opera- 
tor, for in no degree does he quali- 
fy as a legitimate source of supply 
as measured by N.A.P.A. standards. 


Expert Appraisal 


[ wish to call your attention to an 
article in the Autumn 1947 issue of 
the Harvard Business Review, en- 
titled, “Is your Company Prepared 
for Rough Weather ” by James C. 
Olson, a member of a management 
consulting firm. Let us see what he 
says about buying and selling. 

On the selling side he states, 
“Relatively few companies are pre- 
pared with a sales plan adequate to 
combat a declining volume. Sales 
objectives, programs, policies, or- 
ganization, budgets, recruiting, 
training, territorial layout, terri- 
iorial quotas, reports, sales corre- 
spondence, advertising, sales promo- 
tion, sales compensation, referred 
to as tools of sales management in 
too many companies are rusty with 
dis-use. They have not been sharp- 
ened in readiness for the tough job 
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that surely lies ahead. Market re- 
search is particularly weak when 
appraised against its task in a vast- 
ly changed market. During the war 
13,000,000 men were inducted in 
the Armed Forces. A total of 26,- 
000,000 individual citizens changed 
their county of address. Bureau of 
Census reports that over 6,000,000 
heads of families are now living in 
counties other than those in which 
they lived before the war. Substan- 
tial changes have taken place in con- 
sumer buying habits.” Only the 
most progressive managemenis are 
doing a practi job in developing a 
genuinely up-to-date sales program 
up-to-date information. 
Shear realities of today’s buyers’ 
market come as a shock to the sales 
managers of too many 
It is apparent that 
erally has not yet 


based on 


companies. 
nanagement gen- 
realized that its 
failure to deve lop a practical specific 
forward-looking sales program is 
t distressing of cur 
rent business weaknesses.” 

In the 


one of the mos 


procurement side he 
states, “In spite of the procurement 
which should have’ been 
mastered during the period of war- 


lessons 


time material shortages, many top 
executives still do not recognize the 
significance of the purchasing func- 
tion to the competitive position. of 
their company. In these companies 
production schedules are established 
without first checking the availa- 
bility of materials with the procure 
ment officer; designs are prepared 
without considering the cost data 
available in purchasing files; and 
engineers or technicians are per- 
mitted to commit the company to 
the purchase of expensive equip- 
ment without giving the procure- 
ment officer the opportunity to ne- 
gotiate the transaction properly. 
“In thus failing to make use of 
the information and skill possessed 
by their 
many 


procurement specialists, 
themselves 
with designs which require the use 
which often 
have to be revised to permit the use 
of available substitutes. 


companies find 


of costly materials, 
They are 
confronted with frequent changes in 
production order to 
keep their plants in operation and 
are saddled with excessive 
which invariably result from un 
sound procurement. Worse yet, the 
management of many of these com- 


schedules in 


. ; 
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panies insist that their procurement 
officers resort to purely ‘price buy- 
ing’ in order to bring costs into 
line. They neglect entirely the im- 
portant factor of judgment. As a 
consequence overall costs may ac- 
tually be increased by the necessity 
for closer inspection and more 
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elaborate controls over quality by 
higher buying costs which result 
from impaired relations with sup- 
pliers. Certainly these companies 
that neglect this area are dissipating 
their strength rather than mustering 
it im preparation for stormy 
weather.” 


A Management Responsibility 


It is interesting to observe that 
the criticism of today’s procurement 
activities is directed more at man- 
agement than at the Purchasing De- 
partment and it is also encouraging 
to note that concerns who make a 
business of analyzing business on a 
consulting basis are beginning to 
appreciate the importance of the 
procurement function. It is also 
very evident today that sales forces 
have not yet been recruited to the 
point where they can give the cov 
erage demanded by the potential 
future business. 

This is understandable and direct- 
ly traceable to the effects of the 
war. Many of the older and ex- 
perienced men have reached the age 
of retirement and sufficient time 
has not elapsed to train younger 
ones to take their places. Continu 
ance of the sellers’ markets have 
made many concerns reluctant to 
cover their accounts as they used 
to do in the past, and this hesitancy 
may prove costly to future business 
relations with their customers once 
this sellers’ market ends. 

It seems to me that in this field 
the purchasing officer has a very 
definite opportunity, as well as a 
duty, to assist in the restoration of 
normal buying and selling relation- 
ships by encouraging and assisting 
the young men who are now starting 
out in the selling field. Now, more 
than ever, a friendly and coopera- 
tive attitude towards salesmen will 
pay big dividends in the future. In 
fact it has been my observation after 
21 years in procurement that the 

ien who have reached the top in 

our profession are the ones who 
have been sales minded. In other 
words, by making it easy for people 
to do business with them provided 
they have the right quality, price, 
and delivery, they have built up 
good will for their concerns which 
has indirectly helped their sales de 
partment. 

Not that I am advocating even re- 
mote solicitation of business by 
purchasing officers, as this is not 
our function, and any intrusion into 
the selling field by purchasing 
agents would certainly be resented 
by our own Sales Departments just 
as much as the Engineering or Pro- 


duction Department would resent 
any intrusion into their field. So 
we must be realists in this matter. 
After all, sales are what make the 
business run. We must have sales 
before you can procure materials 
Judicious relations in the 
purchasing Department indirectly 
help to get sales. 


sales 


Need for Training 


Our buying staffs are in need of 
training too. We have many assist 
ants today who have never known 
normal buying and selling condi 
tions in competitive markets. We 
need to intensify our own educa 
tion and training programs. One 
of my purchasing agents was re 
cently asked to serve on the Educa 
tion Committee of one of our local 
associations. The first comment 
that he made, which | thought was 
a sound one, was that the N.A.P.A. 
educational program to date had 
paid too much attention to the tram 
ing of the student in purchasing and 
not enough to the education of the 
man who was already a purchasing 
agent. In other words, it was his 
observation that the younger pw 
chasing agent in our Association 
had rnuch to learn from the expert 
ence of the older man who had been 
through all kinds of markets under 
varying conditions. 

We who have been in the profes 
sion a long time are apt to take it 
for granted that many of our assist 
ants have more knowledge of pro- 
curement activities than they actual 
ly have. Whenever the opportunity 
presents itself, I have made it a 
point lately of sitting in on intet 
views between buyers and salesmen 
as an observer and then try to stress 
the deficiencies as I see them in 
their interviewing procedure. An 
enormous amount of time can be 
wasted for the buyer and the sales 
man by allowing the interview to 
wander from the discussion of spe- 
cific matters pertaining to the prod 
uct offered. The variation in the 
work load which can be handled by 
one buyer as against another is 
traceable to this deficiency in the 
art of interviewing. 

Then, of there is the 
problem ot wasting the salesman’s 
time by keeping him waiting. Re- 
member that sales cost is a part of 
the cost of your materials. We have 
gone part of the way toward cor- 
recting this inefficiency, but there 1s 


course, 


still room for improvement. Let’s 
keep plugging at it. 
[ also note in these days, defi- 


(Please furn to page 346) 
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BUYING THE RIGHT QUANTITY 


@® By William J. Roemer 


Purehasing Agent, The Bristol Company, Waterbury, Conn, 


Address at the Second Annual 
Postwar Purchasing Conference, 
New England District, No. 9, 
N.A-P.A., Springfield, Mass., 
November 6, 1947. 


] fl IS common practice in pur- 
chasing procedure to start a pur- 
chase with a requisition. Granted, 
many things happen before this re 
quisition is written, which probably 


involved the engineering, 


manutac 
turing, sales, and other departments. 
In addition, the purchasing depart- 
ment may have previously contacted 
vendors, visited their plants to be 
come familiar with the material in 
question, prepared purchase specifi- 
cations, or even obtained quotations. 
Chat in itself is a topic for discus- 
sion. For the present, let us analyze 
the requisition as it is received in 
the purchasing department, duly ap- 
proved and ready to go through the 
purchasing procedure. 

First of all, we know upon receipt 
of this requisition that a need has 
developed, and this requisition is to 
satisfy that need. The requisition is 
our authority to enter into a con- 
tract with a vendor. 

The description of the material 
may have been written from a stan- 
dard purchase specification or not. 
Other pertinent information may be 
included. That depends on the na- 
ture of your business and the rou- 
tines that have been established. 
The point I wish to emphasize is 
that we should carefully study and 
analyze the requisition to make sure 
that it is correct and that we are 
buying the right quantity and qual- 
ity at the right price. Take this re- 
sponsibility seriously, and do not 
rely on the writer of the requisition 
or someone else in the organization. 

[ once heard a purchasing agent 
say that if a requisition has the ma- 
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Inventory control is the application of 
practical purchase factors. Here is a 
simple formula that positively shows the 
cost and return on inventory investment 





Date Ther / 


Description 


194] Part No. 
\ 


Soo] Looo 


L imits 
1946 300 


S-b Mewths 


Usage: 


Lead Time 


Inventory controller’s action: 


Sime phar aed % 1500/2000 





terial specified, the supplier’s name 
stated, and the necessary approval, 
he passes the requisition as written, 
without a question. As long as all 
the pertinent information is there, 
he did not see why he _ should 
question, investigate, or analyze it. 
Personally, I don’t believe that is 
the way it should be done. He is 
not doing a good purchasing job, 
for he has let someone else make all 
the decisions regarding need, source 
of supply, quantity, and price. 

Here is a plan you may want to 
try. Some of us have several as- 
sistants — buyers, expediters, chief 
clerks, etc. Arrange a conference 
each morning with these assistants 
to discuss the requisitions of the 
day, each requisition to be passed 
around the table, studied and an- 
alyzed. You will be surprised at 
the different thoughts that are 
expressed, the questions that are 
raised, and the action taken. 

In addition, every one of the re- 
sponsible members in the depart- 
ment becomes familiar with and 
takes a definite interest in the items 
that are to be purchased that day. 
You may find a requisition for 1,000 
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feet of stainless steel tubing re- 
quired for production in one month. 
The known lead time may be two 
months. The combined thoughts 
from this conference may result in 
constructive action, ways and means 
of getting the material when needed, 
revision of specifications, or arrang- 
ing for a substitution with the en- 
gineering and manufacturing de- 
partments. An emergency trip to 
several vendors, phone calls or tele- 
grams, may be initiated to obtain 
the required results. There seems to 
be no end of the thoughts to be in- 
vestigated. We have had cases where 
investigation revealed that the need 
did not actually exist, and action 
could be delayed or cancelled. 

There are many points that should 
be checked. Your requisition should 
contain a statement as to the activ- 
ity of the material, such as usage for 
the past year or two, or the pro- 
posed consumption based on pro- 
duction schedules. 

The scourge of most purchasing 
departments is the impossible task 
of obtaining prompt delivery on re- 
cently placed orders for long lead 
time items. The only way to re- 
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MEMORANDUM FROM PURCHASING DEPAIL TMENT 





TO DATE 


, . 
SUBJ ECT FILE REF Cb. Mse- C2 


F URPOSE The analysis sheet below has been prepared in order to provide a means of setting forth the salient factors requir- 











ed for quick, positive determination of most profitable buying quantities 


FRINCIPLE The princip!- utilized is percentage of profit yielded on the extra immediate investment required to purchase the 
USED: larger quantity at the lesser unit price 
FORMLLA = (a) total cost of min: quantity (as specified on requisition) at the higher unit cost 
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(b) = total cost of larger quantity at lesser unit cost 


(c) = total ultimate cost of larger quantity if purchased in multiples of minimum quantity (at the higher unit 
cost) 
(x) = additional ultimate cost imposed by Purchasing the total (larger) quantaty at the higher unit cost 
(y) extra immediate investvert required to order the economical (larger) quantity 
(z) percentage of profit on the extra immediate investment 
By rking out the simple formula as follows the percentage of profit on surplus investment may be arrived at 
minus b x 
b minu - ¥ 
x divis y z 
ine ulank ioral) to be falled in as follows 








(a) quantity 500 fe. at unit prace 442 U pau CSP equals total cost #A2u. oo 





faa 
(b) juantity Z &. t unit price 3. 23.60 pO? equals total cost #396. oo 





(c) quantity LOCE Lf at unit price LZ Lf pos ae equals total cost Bf 2/. oo 


) Y2/. ee ) 336,00 


836,00 manus(e@ as//. a9 (2) oF 
re ae ny _taF S/O SFeo 
SF. 9 12500 750 


sooo 


od . % profit on extra immediate investment / coed 
Use per month SO Le 


Small quantity (a) soo ff = 5 month supply 
Larger quantity (b) sOCO LE : 6 onth s supply 


Purchasing Dept. recommends (ocd fz quantity be purchased at cost § 326,0C a 
7 
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Inventory Controller Decision ©. Ke. 
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duce these to an absolute minimum 
is to review them carefully at your 
daily conference and see to it that 
the re-order point conforms to the 
lead time required for delivery of 
the material in question. Where 
this is not the case, a “stock limit 
review” card can be filled out and 
sent to whoever controls the inven- 
tory or the requisitioning, with a 
suggested revision of the re-order 
point. The inventory controller re- 
views the activity of the item, notes 
action taken together with explana- 
tory remarks on the bottom of the 
card, and returns it to the purchas- 
ing department. 


Improves Stock Limits 


A simple -procedure like this will 
definitely improve the stock limits 
of many items, and this is a major 
contributing factor in attaining that 
ideal goal of all purchasing agents 

the receipt of material before it 
is needed. Likewise, your ven- 
dors appreciate receiving orders 
early enough to fill them without 
disruption of their schedules. 

It is not only important, but it 
is essential, to maintain a lead time 
record of all the active and pertinent 
items required for your products. 
This should be checked and cor- 
rected periodically. Pass it around 
each month to the parties interested. 
It should be the basis for your sales 
department to plan their delivery 
promises and schedules to their cus- 
tomers. 

These thoughts lead us to an- 
other phase of the subject—inven- 
tory control. This is the application 
of purchasing factors—rate of use, 
quantity to buy, lead time, market or 
price cycle. Regardless of whether 
you are actually the inventory con- 
troller of your company or a mem- 
ber of an inventory control com- 
mittee, as purchasing agent you are 
in an excellent position to do an 
effective job from this angle. 

The matter of figuring the right 
quantity is relatively simple. I have 
already stated that when a requisi- 
tion is passed to you, you should 
know the activity for the past year 
or two, or proposed production 
schedule, the amount of material on 
hand, and the lead time required to 
procure replacement. <A _ studied 
minimum and maximum limit 
should be set up to take care of that. 
But our biggest problem sometimes 
is to decide quickly which is the 
more advantageous quantity to buy 
from the price angle, on items or 
materials that are regularly used in 
production, where the price varies 
with the quantity purchased. 
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A year or so ago, W. C. Skuce 
prepared for the National Associa- 
tion of Purchasing Agents a 52-page 
booklet on “Control of Industrial 
Inventory”. I have read it many 
times. Mr. Skuce worked out sev- 
eral plans for inventory control, but 
my problem was how to apply them 
to my job. Not long ago, I was 
helping my daughter with her alge- 
bra homework. As we were work- 
ing out a problem of substitution, it 
occurred to me that I could simplify 
Mr. Skuce’s thoughts by converting 
them into a formula. That is ex- 
actly what I have done, with the 
sole purpose in mind of figuring the 
right quantity at the right price, in 
less than two minutes. 

The principle utilized is to deter- 
mine the percentage of profit yielded 
on the extra immediate investment 
required to purchase the larger 
quantity at the lower unit price. 
calculation is worked 
out on the analysis sheet shown 
herewith. It concerns a requisition 
for 500 feet of stainless steel tubing, 
quoted at $42.11 per hundred feet 
if purchased in that quantity, or at 
$33.60 per hundred feet if ordered 
in a quantity of 1,000 feet. The 
simple calculation shows that if the 
larger quantity (6 months’ supply ) 
were purchased, at a total cost of 
$336, as compared with two succes- 
sive orders of 500 feet each, at a 
total cost of $421, there would be a 
saving of $85, representing a return 
of 68% on the extra immediate in- 
vestment of $125 over the $211 re- 
quired to buy 500 feet. 


Atypical 


Take another example, involving 
etched nameplates, quoted at $30.75 
for 100 nameplates (2% months’ 
supply) or $40.38 for 250 name- 
plates. To buy 250 nameplates at 
the higher unit cost, in lots of 100, 
would cost $76.88. Using the same 
method of calculation, which is sim- 
plified by merely inserting the fig- 
ures on the prepared work sheet, 
we find that we can save $36.50 of 
total expenditure by buying 250, a 6 
months’ supply, by investing $9.63 
more of our money for the original 
purchase. This is a profit of 379% 
on the extra investment, and charges 
only 16¢ against the cost of our 
finished product for the nameplate 
instead of 31¢. 

$y working out this equation on 
any given item—and it can be done 
in about two minutes—you are able 
to translate the actual comparison of 
prices and quantities into practical 
purchasing terms, and determine the 
quantity you should order. 

You ought to know what it costs 
your company to maintain its inven- 





tory. If the figure is 15%, obvi- 
ously there is no advantage in buy- 
ing the larger quantity unless you 
get a larger return than 15% on 
your extra investment. If it works 
out at only 10% on the extra in- 
vestmerit, the thing to do is to buy 
the smaller quantity at the larger 
unit price. But if you can make from 
68 to several hundred percent on 
the extra investment, which is ac- 
tually what happens in many in- 
stances, you can well afford to buy 
the two or three months’ extra sup- 
ply. Then you have the material 
when you need it, and you have like- 
wise helped to reduce the cost of 
your product. You have made a 
profit on your purchase. Obviously 
this procedure does not apply on 
all items, but only on those where 
quantity affects the unit price. 

In advocating the spending of 
more money at time of purchase to 
arrive at a lower unit cost of prod- 
uct, I have suggested larger inven- 
tory quantities, which is contrary to 
some thinking in purchasing and 
management today. Too small an 
inventory of purchased items fre- 
quently results in increasing your 
inventory of work in process, and 
there is no more expensive form of 
inventory than that. 


Dollar Investment 


Production and stock men think 
of inventory in terms of physical 
quantity of materials. Purchasing 
and management should think of it 
in terms of dollar investment. 
When we are asked by manage- 
ment to reduce inventory, we are 
really being asked to reduce inven- 
tory dollars, which are made up of 
unit cost of materials. To justify 
the policy outlined, you need fore- 
sight, and faith in your product and 
your company. You need a confi- 
dent approach to the current times. 
Last but not least, you need to be 
able to justify the financial invest- 
ment. Surely your company must 
have a few dollars available for in- 
ventory investment. You may think 
your inventory is already too high; 
you may not be able to decide on 
the right amount of inventory you 
should have. On the other hand, 
business fluctuates, and inventory 
cannot always follow these cycles. 

We purchasing agents know that 
the purpose of inventory control i 
having material when we need it. 
If we do have the material when 
we need it, it is worth dollars in the 
bank. Cash produces little or noth- 
ing, but material does if you have 
it when you need it. 
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NEW MOTOR STANDARDS 
SIMPLIFY PROCUREMENT 


NDICATIVE of unusual prac- 

tical advantages to purchasing 
agents, as well as machine and prod- 
uct designers, operators and main- 
tenance men, new standards an- 
nounced by the National Electrical 
Manufacturers Association estab- 
lish for polyphase, integral horse- 
power, squirrel-cage induction mo- 
tors of one to 200 horsepower, 
values of torque, slip, and locked- 
rotor current. The new motors are 
in five basic types known as De- 
signs A, B, C, D, and F. 

The new standards provide a 
sound basis for selecting the right 
motor for an industrial application 
within the power limits indicated, 
simplify the specification of mini- 
mum acceptable limits of operating 
and performance. And of particular 
interest, they assure the _inter- 
changeability of motors made by 
different manufacturers. 

\s stated by Frank J. Geiger, 
vice chairman, Integral Horsepower 
Subsection, NEMA Motor and 
Generator Section, the standards, 
which become effective as of Jan- 
uary 1, 1948, are unusally signifi- 
cant because they place in the hands 
of industrial purchasers for the 
nrst time: 

(1) A ready means of specifying 
minimum acceptable limits of oper- 
aling performance. 

(2) An that motors 
made by various manufacturers will 
each start and drive the purchaser's 
load in a satisfactory manner. 

(3) An assurance that motors 
built to these standards will be ac- 
ceptable to most of the power com- 
panies to whose lines they may be 
connected. (The power companies 
are particularly interested in the 


assurance 


Operating performance classified and 
defined for five basic types so as to 
assure interchangeability of equipment 
made by different motor manufacturers 





Conditions of load and use are the determining 


factors of proper motor selection. 


amount of electrical current re 
quired to start a motor, Mr. Geiger 
said, as an excessive starting current 
in one installation causes light 
flicker and other difficulties to other 
customers on the same line. ) 

(4) Finally, a clear definition, and 
therefore a comparatively easy se 
lection, of five different electrical 
types to meet the varying types of 


loads encountered on _ different 
driven machines. For example, 
quite a different motor may be 


necessary for a high-speed centrif- 
ugal pump than for a slow-speed 











TABLE | 
Torque Locked-Rotor 
Design Locked-Rotor Breakdown Current Slip 
A normal high high less than 5%* 
B normal high low less than 5%* 
c high normal low less than 5% 
D high low low 5% or more 
F low low low less than 5% 


*Motors with 10 and more poles may have slip slightly greater than 5%. 
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rock crusher, although the motor 
horsepower and the speed might be 
identical. 

Table I shows the relative per 
formance characteristics of the five 
new design standards. 

The motors built to the new 
standards will be identified as so 
conforming by suitable designations 
on the nameplates. Not only will 
this identification enable the pur- 
chaser to readily determine if a par- 
ticular motor will meet his job re- 
quirements, but it will enable him to 
easily determine just what he is 
buying. 

It is emphasized that the new 
standards will assure the purchaser 
that motors built in accordance 
therewith will have torque charac- 
teristics not lower than those estab- 
lished by the standards. Also, they 
are assurance that locked-rotor cur- 
rents will not be exceeded. 

Persons who write motor specifi- 
cations and who must indicate cer- 
tain minima of performance, will 
find the new standards offer an easy 
method for so doing. Also, in the 
event of motor trouble, the stand- 
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ards make easy the selection and 
procurement of a replacement mo- 
tor. 

It was pointed out that the five 
motor types do not represent new 
departures in design, but rather the 
application of standard nomencla- 
ture to accepted practice in the elec- 
tric motor industry, which in turn is 
realistically based on the established 
requirements of industry. 

In explanation of the application 
of the new designs, it was stated 
that in the case of a light-duty belt 
conveyor, static friction and inertia 
to get the conveyor started are 
slightly affected by the loads carried 
on the conveyor. Either a Design 
\ or a Design B motor would be 
selected for such a job. The deci- 
sion between them rests on whether 
a need exists for a minimum locked 
rotor current, in which case Design 
B motor is applied. 

These motors are for use in driv- 
ing machine tools, blowers, 
centrifugal pumps, packaging ma- 
chinery, most textile machines, 
where slightly more than full-load 
torque for starting is sufficient, high 
speed, 1.e., low slip for running 
load, and relatively high-breakdown 


fans, 


torque to sustain occasional emer 
gency overloads. 


If the conveyor load, coal Or ri ck 


for instance, were the principal 
component affecting the demand on 
the motor which may have to start 
from standstill, the Design A motor, 
it was said, would not have sufficient 
locked-rotor torque to start the con- 
veyor. In this case, the Design C 
motor is applied because of its in- 
herent high locked-rotor torque 
characteristic. Design C motors 
are used for plunger pumps, com- 
pressors which are not unloaded be- 
fore starting, oven chain conveyors 
affected adversely by temperature 
conditions, machines needing high 
locked-rotor torque with low locked 
rotor current, but normally running 
within rated full load and not liable 
to high overload demands after they 
are up to speed. . 

The Design D motor is a motor 
which develops high locked-rotor 
torque and will ease off in speed 
instead of maintaining speeds close 
to synchronous speed when surge 
loads are encountered. It also de- 
velops high torque to recover speed 
rapidly. Design D motors are ap- 
plied to hoists, to machines with 
large flywheels, such as conventional 
punch presses, and to machines 
where heavy loads are suddenly ap 
plied and -removed at frequent in- 
tervals. 

The fifth type of Motor, Design 


(Please turn to page 336) 


Standardization of motor equipment makes for inter- 


changeability and wider choice. 
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Locked-Rotor Current 


Locked-rotor current is not 
identical with starting current, 
but it indicates the current that 
will be drawn from the line in 
starting. 


Breakdown Torque 


Breakdown torque is the maxi- 
mum torque that a motor can 
deliver without abrupt decrease 
of speed. It can ordinarily be 
considered as the maximum 
torque which the motor is cap- 
able of delivering. It is usually 
expressed as the percentage of 
the torque the motor would de- 
liver when operating at rated 
speed and horsepower. The 
percentage breakdown torque 
gives a direct indication of how 
much overload can be momen- 
tarily placed on a motor. 


Locked-Rotor Torque 


Locked-rotor torque is the 
torque developed by the motor 
while at standstill. It is also 
called the starting torque. It is 
usually expressed in percentage 
of full-load torque. 


Motor Slip 


If an induction motor is oper- 
ating at no load and then rated 
load is applied, its speed will 
decrease. This change of speed 
is known as its slip at full load, 
and is usually expressed in the 
percent of no load (or syn- 
chronous) speed. In most appli- 
cations a constant speed (low 
slip) is desired. 


Nameplate Identification 


The new standards recom- 
mend that the design letter 
which applies to a given motor 
be stamped on the nameplate. 
All. motors of a given design 
letter should be interchangeable 
from an operating standpoint. 
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PRICE CONTROL — PRO 


h x the last seve vears, about 
this time of the 


vear, the labor 
unions have initiated a_ series of 
studies and s ents predicting a 
sharp recession in the economy due 
to a drop in purchasing power. 
These statements have been a pre 
lude to demands for higher wages. 

Although the CIO now favors a 
return to price control and rationing, 
there is no suggestion that wage con- 
trols would be justified or accep- 
table by the union. Actually, the 
large CIO unions are preparing 
what they consider justification for 
further wage increases. 

This year there are two factors 
which complicate the pattern of the 
vears preceding. The first is the po 
litical campaign, with the various 
candidates scrambling for what they 


consider to be 


tenable positions. 
This generates a nun ber of loose 
statements, ranging from _ predic- 


tions of fatal failure 
a continued high level of prosperity. 


to forecasts of 


These political shenanigans re- 
flect on the price cycle, with sharp 
fluctuations developing in the price 
f commodities. It is important to 
note that basic material prices do not 


respond to the political cacophony 
These prices hold to an even line, 
with the trend constantly up. 

he second major impact on 
prices is the world food position, 
with the large dependence upon U.S. 
grains for sustenance 

lhe inner hub of the food price 
spiral is grains and meat. These 
commodities are causing the whole 
food price pattern to move up. 

Because of the shortage of grains 
tor foreign relief, the Government 
actively goes into the grain market 
and bids against other consumers. 
[his tends to shoot the price up. As 
the price of grain goes up, it carries 
along with it all of the protein sup- 
plements used for livestock feed. 
This, in turn, creates an added cost 
of producing meat, and higher meat 
prices result. 

The higher meat prices have tend- 
ed to establish a favorable feeding 
ratio for the farmer. It has been 
more profitable to feed cattle grain 
and market the meat than it has been 
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AND CON 


e Should America return to wartime controls 
to combat the economic problems of peace? 


to sell the grain. This, in turn, has 
made grain more scarce and higher 
in price. 

(his imner price spiral has re- 
sulted in much of the agitation for 
higher wages, and at this point the 
meat and grain prices have been a 
direct lever on industrial and raw 
material prices. 

Government etforts to reverse this 
cycle have not met with much suc- 
cess. The voluntary save-food pro- 
gram is primarily an attempt to get 
feeders to market their cattle now, 
reduce their herds, and in so doing 
to cut down on the feeding of grain 
to livestock. 

Likely result is that livestock pop- 
ulation will be reduced, and _ that 
shortage of meat will result by next 
spring, with prices higher than now 
The saving of grain by reducing the 
livestock herd will permit shipment 
abroad, but will not relieve price 





INCE early in its history, the 
Congress of Industrial Organ- 
izations has favored more Govern- 


ment regulations—rather than less. 
In the current high price cycle, the 
CIO has officially endorsed a return 
to price controls at every level from 
producer to consumer, and has rec- 
ognized that price control and ra- 
tioning are administratively inter- 


pressure on grains in this country. 

Wage pressure is expected to in 
tensify, and cost-of-living wage in 
crease demands will be made run 
ning about 30%, with the unions 
willing to settle at approximately 
12%. 

The food wage price cycle, if it 
develops as expected, will in turn 
reflect on steel and other basic ma- 
terial prices. The only alternatives 
to further price increases are a 
sharp curtailment of export ship- 
ments of food as one possibility, or 
strict price and rationing controls 
in this country. 

These two alternatives explain 
the positions of: 

The ClO—which favors resort to 
price and rationing controls, as 
against 

Senator Taft, who favors ration- 
ing Europe rather than the consum 
ing population of this country 


"Price controls are 


necessary" 
e 


says Emil Rieve 


Chairman 
ClO Full Employment Committee 


related by calling for rationing at the 
consumer level. 

The method urged for carrying 
out this plan is to reestablish a de- 
partment such as the Office of Price 
Administration. Such an agency 
would freeze prices as of an an- 
nounced date and issue a general 
maximum price regulation. Specific 
regulations would then be issued 
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selectively aimed at rolling back 
prices which were considered out of 
line. 

Even the most rabid proponents 
of the proposal recognize that the 
legislative barriers completely rule 
out such extreme measures. Never- 
theless, the CIO annual convention 
adopted a resolution calling on Con 
gress to reestablish “price control on 
all commodities and rationing for 
food, clothing and other necessities 
of life’. 

Emil Rieve, administration chair 
man of the CIO Full Employment 
Committee and president of the CIO 
Textile Workers of America, has 
been in the forefront in advocating 
the CIO price control and rationing 
plan. He claims that instead of 
prices being reduced when supply 
and demand come into balance, the 
tendency in the several fields where 
this has occurred—such as textiles 
and shoes—has been to reduce out- 
put. 

Union Leader Rieve maintains 
that we are on the brink of an ad- 
justment—how close to the brink, he 
refrains from forecasting—and that 
the higher we permit prices to go, 
the steeper will be the fall. 

Inversely, he recommends that a 
moderation of current price trends 
would tend to level out any adjust 
ment. It is significant that Rieve’s 
suggestion for controls are not as 
sweeping as those called for by the 
CIO convention resolution. Rieve 
would be satisfied with price con- 
trols over speculative commodities. 

His position is as follows: 

“Tt is vital for a continuing pros- 
perous economy that the purchasing 
power of our American people be 
protected. The only practical means 
to accomplish this is: (a) the estab- 
lishment of price controls over spe- 
culative commodities, (b) an all 
ocation system which will equitably 
set aside quotas for foreign needs, 
and (c) a rationing system based 
upon equality of sacrifice. “Price 
controls are necessary not only on 
food commodities but upon indus- 
trial products. Industrial prices, in 
the wake of the greatest profit tak- 
ing in American history have been 
unnecessarily and unwisely increas- 
ed. Profit margins on investments 
in many industries are currently 
more than enough to absorb increas- 
ed costs. 

“An equally important crucial 
area in our economy is industry’s 
control over prices and production. 
Early this year production in the 
textile, clothing, shoes and radio 
industries was curtailed because de- 
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mand slackened. In the past under 
less influence and control by mon- 
oply interests, prices were reduced 
to encourage production. 

“This trend toward a monoply 
controlled economy, where the 
greatest possible profits are made 
through limited production and high 





ENATOR ROBERT TAFT, 

candidate for the Republican 
nomination for President, is looked 
upon as the legislative spokesman of 
the groups favoring decontr« 1 of the 
economy during peacetime. 

The Ohio Senator sees no panacea 
in Government regulations. First of 
all, he maintains that the present 
price levels have not outstripped 
wage increases. Senator Taft claims: 

“According to the Bureau of La- 
bor Statistics, the cost of living is 
now 65% above that of 1939, the 
last prewar year. Wholesale prices 
are up 100%, which indicates a 
possible further increase in the cost 
of living over the present 65%. 

“However, the wages of 14,000,- 
O00 factory workers have gone up 
110%, so that such workers are dis- 
tinctly better off than before the 
war in spite of the increased prices. 
If we include all of the 42,000,000 
non-agricultural employees, their av- 
erage income has gone up 80% com- 
pared to a 65% increase in the cost 
of living. Some groups, however, 
are worse off than before the war, 
although it is hard to find any one 
who has not had a wage increase of 
at least 40°. Disposal income of 
all American consumers is nearly 
three times what it was before the 
war. 

“Taking the whole nation, there- 
fore, we have a much greater in- 
crease in income than in prices. 
This is shown by the greater con- 
sumption of nearly all goods today 
than before the war. The per capita 


prices, must be halted. It is essen- 
tial, if we are to continue a full em- 
ployment and full production econ- 
omy in America, that industry make 
its profits through maximum con- 
sumption. Maximum consumption 
means maximum production at low 
prices.” 


“Control of exports will 


balance domestic economy” 
@ 


says Robert A. Taft 


U. S. Senator 
from Ohio 


consumption of meat is 15% more 
than before the war, even though 
meat prices have notoriously in- 
creased more than most other prices. 

“The increased income has been 
greater in the case of farmers than 
in the case of labor. But the farmer 
started from a lower relative posi- 
tion. There has been an increase 
also in individual business and pro- 
fessional incomes, and in corpora- 
tion profits. These conditions give 
the basic reason for price increases.” 

Senator Taft maintains that the 
problem is to maintain the balance 
between the price level and the wage 
level. Such a balance would sustain 
purchasing power at the consumer 
level. To relieve current inflation- 
ary pressures, he would taper off 
our export program. 

The Taft position is that condi- 
tions in this country are not nearly 
so alarmist as the CIO and the Ad- 
ministration would make them ap- 
pear. 

He suggests the following steps 
as a means of inducing stability into 
the nation’s economy : 

1. Cutting the expenses of gov- 
ernment. 

Cutting taxes. 

Exercising the power to con- 
trol exports and approaching the 
Marshall Plan with the understand- 
ing that in the form and amount 
presented by the 16 nations, it is a 
serious threat to any anti-inflation 
program in this country. It is said 
that we cannot reduce our exports 

(Please turn to page 328) 
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BUYING AND SELLING 

At a recent meeting of business men, one of the 
speakers commented that “there are still some 
people in purchasing who have been nurtured on 
the theory that it is some kind of offense to try 
to sell something.” The speaker was not a dis- 
gruntled salesman. He was himself a purchasing man 
and the observation was his explanation of why 
some purchasing departments are doing consider- 
ably less than a 100% job for their companies. 

For there is no question in the mind of any 
successful industrial buyer that the strength of a 
purchasing program lies in the strength of its 
suppliers, and that cordial relationships with ven- 
dors based on mutual confidence ard respect provide 
the only sound basis for a purchasing policy. 

Any other attitude is a hangover from the old 
days when buyer and seller were traditionally 
regarded as adversaries rather than as allies. In 
the days when salesmen got all the recognition 
and credit, we used to argue loudly that every 
sale was also a purchase, and that without both 
functions there would be no commerce, That's a 
good point to remember still. 

After the experience of the past several years 
it is hard to imagine any buyer taking offense at 
the approach of a salesman offering goods to sell. 
Today's buyer is more inclined to roll out the wel- 
come mat. If trying to sell is a reprehensible 
act, most of us are very willing to become ac- 
cessories to the crime. 
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DO YOU SKUCE? 


There’s a new word in the vocabulary of indus- 


trial purchasing. It’s the verb “skucing”, as explained 
by Bill Roemer of the Bristol Company at the re 
cent New England Purchasing Conference. 

The word is derived from the name of Walter 
Skuce, who wrote a pamphlet on irventory contro! 
for the N.A.P.A. In this treatise he suggested, 
among other things, that the determination of the 
right quantity to buy depends on a comparison of 
the cost of carrying stock and the savings made 
in larger quantity discounts. 

At Bristol, this comparison has been expressed 
in a simple formula, showing the percentage of 
return on the extra investment for buying the 
larger quartity at the bigger discount. This is 
set over against the average inventory cost. if 
they are close, there’s no advantage to be gaired 
by quantity buying. But there are many cases in 
which the return runs from 50% up to 200% on 
the extra investment. 

So it is stardard practice in that company for 
the buyers to “skuce” all requisitions for items on 
which quantity discount is a factor, The process 
takes about two minutes per item. It’s an excellent 
guide to good purchasing, and a potent argumen® 
in persuading stock men and inventory committees 
to revise stock quantities for maximum dollar ef- 
ficiency. 
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PRODUCT DELIVERY INFORMATION 


T HIS month’s report is marked by the addition of items are dropped as soon as reported. In several im- 





- several new items with a wide variety of delivery portant lines, however, notably steel and products em- 
times. Gradual filling of pipelines on many products ploying steel and chemicals, shortages and tight deliv- 
included in the report is reflected by the increasing eries remain the rule. It is again emphasized that 
number of manufacturers reporting “stock” or im-_ the figures shown below usually represent the range 
proved delivery times. “Stock” or “immediate” delivery of delivery time reported by several manufacturers. 

DELIVERY TIME DELIVERY TIME 
Standard Products Special Order Standard Products Special Order 
ADHESIVES CHEMICALS 
l to 3 weeks To 1 month “General shortage of rubber drums, steel drums, fibre 
drums and carboys; manufacturers taking on little 
AIR COOLED ENGINES additional business requiring new containers.” 
10 months 15 months Carbolic Acid 
; Tight: Annual production committed under contract. 
“ATIIDMEWT Shipments restricted to customers’ monthly quotas. 
AIR EQUIPMENT Nitric Acid — Sulphuric Acid 
Compressors, Below 30# * * Same 
2 weeks 2 months Formaldehyde 
Pumps, Vacuum Very short supply. Cannot accept additional orders. 
2 weeks 2 months : . “ka? 
Chemical Process Equipment 
ALUMINUM 12 months 16 months 
Sheet & Coil Products . CLEANERS 
10 to 12 weeks 12 weeks Parts Cleaners 
Extrusions 10 to 15 days 20 days 
4 to 5 weeks 6 weeks 
; Rod and Bar COATING EQUIPMENT, INDUSTRIAL 
2 to 4 weeks 3 to 5 weeks : 
Baking Ovens - P ' 
, ne 6 weeks to 24 weeks 
BEARINGS Booths, Dry Type Spray; Water Wash 
Ball Bearings 6 weeks —_— 
3 to 4 months 4 to 6 months 
Bearings, Roller CONTAINERS 
3 to 4 months 4 to 8 months Bags, Paper 
_ . . —o 30 - 60 day 60 - 90 day 
BRASS & COPPER MILL PRODUCTS —" Gini _ 
B Pine —_— — 4 months 
1 to 2 weeks ee Te Ai, Current reports indicate that immediate deliveries can 
Brass Strip (Gauges over .016) be made in standard sizes by some companies, 
2 os 8S woele = Boxes, Solid Fibre 
eeee Sheet eer 89" 8 weeks Spl. orders not accepted 
8 weeks 5 See Boxes, Fibre, Cleated 
Brass Sheet, over 12” 12 weeks 2 to 5 months 
5 to 7 weeks i tena Boxes, Paper, Folding ‘ . 
C - Standard Pipe Sis Prompt months 
© nite opper, Standard Pipe Size ay Cleated Plywood, Shook 
Seamless Copper Tube 8 weeks 6 weeks 
3 to 5 weeks wsiaie: hts Box Shooks 
Soft Copper Tube, Coils, under 1” As 6 weeks 
S weeks siti sia Boxes, Crates, Wirebound 
Soft Copper Tube, Larger Diameter —— 2 to 4 weeks 
4 weehke Boxes, Wooden 
e —_ — 6 to 8 weeks 
BRONZE PARTS Crates, Wooden 
siiaias in 2 months 
Extruded Bronzes Cooperage, Tight 
2 to 3 weeks 3 to 4 weeks » ve 4 weeks 12 weeks 
Light and Heavy Bronze Castings 
2 to 3 weeks 3 to 5 weeks CONDENSER APRONS 
BRUSHES —_— — Chrome 30 days 
Power Driven ELECTRICAL 
1 to 3 weeks 4 to 8 weeks 
Cables, Wire 
“HIAIN 5 to 6 months 5 to 6 months 
CHAT Cable, Insulated 
Steel 6 to 8 months 6 to 8 months 
1 to 12 months 1 to 6 months Cables and Wire 
Malleable Iron Chain 1 to 3 months : : 5 to 6 months 
10 to 30 months 14 to 36 months Bare Copper Wire 
Machine Finished Roller 20 to 24 weeks . - 20 to 24 weeks 
oes 26 wneiie Poe Weatherproof Wire 
re : 20 to 24 weeks 20 to 24 weeks 
ns Welded Wiring Devices 
1 to 12 months ee ee 3 months 6 to 8 months 
Weldless Conduits, Flexible 
3 to 12 months —_ — 1 to 5 months 1% to 6 months 
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DELIVERY TIME 


Standard Products Special Order 


DELIVERY TIME 


Standard Products Special Order 





Raceway-Fittings 
60 days 90 days 
Open Gen. Purpose Induction Motors (1-200hp) 
Stock to 3 months 7 to 10 months 
Fan-cooled Gen. Purpose Induction (1-25hp) 
Stock to 3 months 7 to 10 months 
Open Gen. Purpose d-c Motors and Generators 
Stock to 3 months 6 to 8 months 
Fan-cooled or Encl. Non-Vent, d-c Motors 
— — 6 to 8 months 
Open Motor Generator Sets 
— — 6 to 8 months 
Large a-c Alternators and Synchronous Motors 
_— 8 to 9 months 
Fractional hp 
All fractional except aircraft—12 months 


SWITCH GEAR 


Breakers 
Air Oil 
Up to 2.3 K.V. 45 weeks 45 weeks 
2.3 to 6.6 KV 52-85 weeks 45 weeks 
Over 6.6 KV 85 weeks 85 weeks 
Up to 600 volts 16 weeks 
Capacitors 


Up to 180 days, depending on rating of units desired 
in series parallel combination. 
Transformers (Distribution ) 

1% to 50 KVA — on allotment 

75 to 100 KVA — 12 to 15 months 
100 to 500 KVA — 15 to 18 months 

(Power) 

66 to 5000 KVA — 15 to 18 months 
5000 KVA and over — 2 years 


ELECTRODES 


3 to 4 weeks 6 to 8 weeks 


ENGINES, GASOLINE 


Air-Cooled 
10 to 12 months —_— — 
Single-cylinder Engines 
6 months 10 months 
Four-cylinder Engines 
10 months 15 months 


FASTENERS 


Bolts, 4%" and under 
3 to 15 months 3 to 6 months 
Bolts, Larger 
1 to 6 months 2 months 
Bolts, Stove 
1 to 24 months 
Nuts, Self-Locking 
Stock Semi-Std. 45-75 days 
Specials 60 to 150 days 
Nuts, M/Scs Size 


Stock to 16 months 3 months 
Nuts, Bolt Sizes 
Stock to 12 months 3 months 
Machine Screw Nuts 
10 to 12 months 12 months 
Semi-Finish Nuts 
2 to 3 months 2 to 3 months 
Cap Screws 
2 to 30 weeks 3 months 


Thread Cutting Screws 
30 to 40 weeks 30 to 40 weeks 
Sems Fastener Unit (up to #12 dia.) 
8 to 10 weeks 14 to 16 weeks 
Sems Fastener Units (%4. 5/16, %") 
30 to 40 weeks 30 to 40 weeks 
Machine Screws 
1 to 10 months 2 to 9 months 
Milled Specials 
—_ — 2 to 3 months 
Headed Specials 
5 months 
Phillips Machine Screws 
7 to 8 months 5 to 7 months 
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Phillips Wood Screws 
5 to 6 months 5 to 6 months 
Sheet Metal Screws 
1 to 18 months oe 
Self Tapping Screws 
1 to 8 months 
Headless Set Screws 
1 to 2 months —_— — 
Square Head Set Screws 
6 to 7 months —_—- — 
Hollow Head Set Screws 


4 weeks 6 to 8 weeks 
Speed Nuts and Speed Clips 
Stock 2 to 6 months 
Rivets 
3 to 26 weeks 4 months 


Washers, Flat 
Indefinite —_- — 
Lock Washers 
1 to 2 weeks 4 to 6 weeks 
Wood Screws 


Stock to 6 months 2 to 6 months 


FITTINGS 


Brass, Bronze 
Stock to 12 months 30 to 60 days 
Copper or Bronze, Solder Type 
Stock to 60 days 
Tube Fittings, Brass & Steel 
Stock to 1 month 5 weeks 
Malleable Iron 
Small quantities Stock to 60 days 
Large quantities 6 months 
Malleable & Cast Iron Screwed Pipe 
Immediate to 4 months (depending on item) 
Stainless Steel Fittings 
60 to 90 days 90 to 150 days 
Steel Tube Fittings 


Stock to 60 days to 4 months 


FORGINGS 
—_ — Brass or Aluminum 3 to 4 weeks 
FURNACES 
Heat Treating 
4 to 10 weeks 8 to 32 weeks 
Ovens, Industrial 
6 to 10 weeks 8 to 24 weeks 


Metal Fabrication 
—_—- _— 2 to 6 weeks 


GASKETS-PACKINGS 


Leather 
2 weeks 4 weeks 
Oil Seals 
2 weeks 12 weeks 
Cork Composition Sheets 
1 to 2 weeks 3 to 4 weeks 
Felt Products 
2 to 3 weeks 3 to 4 weeks 
Rubber, Synthetic, Extrusions 
2 weeks 2 to 3 weeks 
Molded Parts 
3 weeks 4 to 6 weeks 
Sheets-Rolls 
2. weeks 
Die-Cut 
3 to 4 weeks 
Blackrock Rings 
5 to 7 weeks 
GAUGES 
2” Pressure 
Immediate to 30 days 60 days 
2%" Pressure 
Immediate to 30 days 60 days 
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DELIVERY TIME 


Standard Products Special Order 


DELIVERY TIME 


Standard Products Special Order 





2” Oxy-Acetylene 


Immediate to 30 days 60 days 
24%" Oxy-acetylene 
Immediate to 30 days 60 days 
Vacuum Gauges 
Immediate to 30 days 60 days 
Compound Gauges 
Immediate to 30 days 60 days 


Recording Gauges & Thermometers 
4 to 6 weeks 6 to 8 weeks 
Pressure, Temperature Controls 


4 to 6 weeks 6 to 8 weeks 
Recording & Controlling Pryometers 

1 to 6 weeks 8 to 10 weeks 

Linear Measuring Air Gauges 

2 to 4 weeks 8 to 10 weeks 
Linear Measuring Electronic Gauges 

2 to 4 weeks 8 to 10 weeks 

GEARS 
2 to 8 weeks 10 months 
Differentials 
oe 10 months 


GRINDING WHEELS 
2 weeks 3 weeks 
UNIT HEATERS 
1 month —_—— 
HOSE, FLEXIBLE, ASSEMBLIES 
Stock to 2 weeks 30 to 90 days 


HOSE 


Molded, Braided 


60 to 150 days 150 days 


Wrapped Hose 
30 days 30 days 
Rubber Hose, All Types 
10 to 60 days 
INSULATION 
Mineral Wool Industrial 
1 to 3 months —_— — 


LEAD 


2 to 3 weeks 4 to 6 weeks 


LIGHTING EQUIPMENT 


4 to 6 months 8 to 12 months 


LUMBER 
Fir 

2 to 3 months Unobtainable 

White Pine 
Delayed Delivery — Mills oversold 

Yellow Pine 
2 months 

Cypress 
l to 2 months Unobtainable 
MAGNESIUM 

4 weeks Sheet — — 


MATERIAL HANDLING EQUIPMENT 
Industrial Storage Batteries, Lead acid 
Stock to 4 weeks 6 to 12 weeks 
Casters, Truck 
1 to 3 months 3 to 4 months 
Casters, Semi-Steel Plate 
2 to 3 weeks —_— 
Casters, Welded Steel Plate 
3 to 4 months 
Assembly Conveyors, Belt 
3 weeks 10 weeks 
Conveyors, Belt 
6 weeks 12 weeks 
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Conveyor Belting 
Stock to 6 months 3 weeks to 10 months 
Conveyor Belting, Rubber , 
5 to 6 months 6 to 9 months 


Conveyors, Coal 


6 weeks 12 weeks 
Conveyors, Roller Gravity Light, Medium 
2 weeks 6 weeks 
Conveyors, Sand, Gravel 
8 weeks 12 weeks 
Conveyors, Inclined Belt, Stationary, Horizontal 
6 weeks 12 weeks 
Elevators, Bucket 
4 months 5 months 
Elevators, Hand 
1 month 4 to 6 months 
Elevator Belting, Rubber 
6 to 9 months to 9 months 
Elevators, Portable Hand 
3 weeks 6 weeks 
Elevators, Portable, Electric 
3 months 6 months 
Elevators, Electric 
2 months 4 to 6 months 


Elevators, Portable, Tiering 
1 to 4 months 2 to 7 months 
Trucks, Hand, 2 wheel 
2 to 3 months 3 to 4 months 
60 to 90 days 


MOTORIZED LIFT TRUCKS 


Stationary Platform 
30 days 60-90 days 
Low-lift Platform 


Jack & Skid Systems 
30 to 60 days 


10 to 30 days 30 to 60 days 

Low-lift Pallet 

10 to 30 days 30 to 60 days 

High-lift Platform 

10 to 30 days 30 to 60 days 
Tilting and non-tilting Fork 


30 to 45 days 60 to 90 days 
Tractor 
10 days 30 to 60 days 
POWER INDUSTRIAL TRUCKS 


Tractors, Gasoline Industrial 
1 to 2 months 2 to 5 months 
Tractors, Electric Industrial 
1 to 7 months 8 to 10 months 
Trailers, Factory Warehouse 
6 to 12 weeks 10 to 24 weeks 
Platform Trucks (Stake Trucks) 
6 months 10 months 
Lift Trucks, Electric (Platform) 
1 to 7 months 8 to 12 months 
Fork Lift Trucks, 3,000# cap. 


7 months 
Fork Truck, 2,000# cap. 
2 to 3 months 


5 months 


30 to 60 days 
Fork Truck, 4,000# cap. 
1 to 6 months 2 to 8 months 
Fork Truck, 6,000# cap. 
1 to 7 months 2 to 9 months 
Low Lift Platform, 6,000#% cap. 
5 months 7 months 
Fork, 7,000 to 16,000# 
2 to 7 months 10 to 12 months 
Baggage Trucks 
7 months 10 months 
Crane Trucks 
3 to 8 months 8 to 10 months 
Dump Truck, Gasoline 
90 days 90 days 
Shovels, Gasoline 


30 days 90 days 


PIPE 


Pipe, Fabricated 
Carload, 3 to 4 mo. 
LCL, 6 to 8 weeks 


1 month 
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Standard Products Special Order 


DELIVERY TIME 


Standard Products Special Order 





PIPING 
Exhausts and Blow 


—— 1 to 3 months 
Steel, Welded, Riveted 


3 months Indefinite 
Prefabricated Piping 
Indefinite 
PLASTICS 
Mold, 8 to 20 weeks — Parts, 4 to 6 weeks 
PUMPS 
Centrifugal 
Stock to 8 weeks 8 to 24 weeks 
No motor — 12 weeks 24 weeks 
Power Pumps 
16 weeks 24 weeks 


Pumps, Hydraulic 
24 weeks 
Turbine 
Stock to 4 weeks 12 to 16 weeks 


RETAINING RINGS 
Stock to 3 weeks 12 to 14 weeks 
SCALES 


Platform, Portable 
Stock to 2 months 6 to 12 months 
Truck, Wagon 
3 to 6 months 6 to 1l months 
Platform Dormant 
2 to 4 months 1 to 8 months 
Crane 
2 to 4 months 
Counting, Portable & Bench 


2 to 4 months 1 to 6 months 
SCREW MACHINE PRODUCTS 


Brass, Aluminum, Steel 
— -- 2 to 3 weeks 


SPRINGS 


Extension, Compression, Torsion 


2 to 4 weeks 1 to 2 weeks 


6 months 


Spring Stampings 
— — 90 to 120 days 
Flat Springs and Small Wire Forms 


6 to 8 weeks 1 to 2 weeks 
STAMPINGS 
6 to 8 weeks 
STEEL 
“On a quarterly quota basis” 
SPEED REDUCERS 
8 weeks 10 to 14 weeks 


SPROCKETS 
4 to 6 weeks 6 to 8 weeks 
Cut Tooth Steel 
6 to 12 months a 
Cut Tooth Cast Iron 
8 to 15 months a See 


TAPES 


Electric 
Stock to 2 weeks 4 to 6 weeks 
Cloth Back 


Stock to 2 weeks 4 to 6 weeks 


TEXTILE EQUIPMENT 


12 months 18 months 
Textile Finishing Equipment 


12 months 16 months 
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TOOLS 


Twist Drills 
1 to 2 weeks 3 to 4 weeks 
Reamers 
1 to 3 weeks 4 to 5 weeks 


TRANSMISSION 


Belting 
Stock to 30 days 1 to 2 months 


V-Belt Sheaves 


Stock to 4 months 1 months 
Steel Pulleys 
6 months 8 months 
Friction Clutches 
2 to 6 months 6 months 


Pillow Blocks 
Ball and Roller Bearing 


Stock to 3 Mo. 6 months 
Babbitted 
Stock to 2 months 1 months 
TUBING 
Aluminum 
1 weeks _—_— 
Alloy 


2 to 3 weeks ao 
Stainless Seamless and Welded Tubes 

2 months 4 months 
Seamless, Hot Finished 

1 to 5 weeks —_- — 
Seamless, Cold Drawn 

6 to 8 weeks so 

Boiler Tubes 
3 to 4 months _-- 


VALVES 
Bronze, Threaded 
Stock 45 to 90 days 


Valves, Iron 


Stock to 60 days 2 to 3 months 


Valves, Steel 


Stock to 120 days 2 to 3 months 


Valves, General 
Stock to 30 days 60 days 
Stainless Steel 


30 to 60 days 120 days and up 


WIRE 


Stainless Steel Wire 
1 to 6 weeks 5 to 6 months 
Carbon Steel Wire 
3 weeks to 5 months 


Chain Link Fence 


1 to 7 months 


1 to 5 months 

Gas Welding Wire 
5 to 6 months 

Card Wire 
6 to 8 weeks 10 to 12 weeks 
Wire Forms 
—- om 3 to 4 months 
Iron 

20 weeks —_—_- 


Platinum 
10 weeks — 


WIRE CLOTH 


Copper, Bronze, Aluminum 
Beyond 10 months 
Standard Hardware Cloth 
6 to 8 months 6 to 8 months 
Coarse Industrial Cloth 
1 week to 3 mos. 2 wecks to 3 mas. 
Fine Industrial Cloth 
1 to 12 weeks — Some immediate 1 week to 3 months 


10 months 
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PACIFIC PURCHASING CONFERENCE 
SURVEYS WESTERN RESOURCES 


Chairman Mote 
ealls the  con- 
ference to order. 


Pacific In 
Conference ot 
Agents, sponsored by 
the Utah, Los Angeles, and North- 


HE Second Annual 
ter-mountain 
Purchasing 


ern California Associations, was 
held at the Hotel Utah, Salt Lake 
City, October 31 and November 1. 
Seibert W. Mote, Purchasing Agent 
for the University of Utah and a 
former District Vice 
N.A.P.A., served as 
ference Chairman. 
Theme of the meeting was ‘““West- 
ern Natural Resources”. This sub- 
ject was de veloped thre ugh a broad 
presentation by Dr. Carl J. Chris- 
tensen, Dean of the School of Min- 
eral Industries, University of Utah, 
followed by a series of papers and 


President of 
General Con- 


panel discussions on specific com- 
modities, which were summarized at 
the closing session, thus providing 
a comprehensive and well-rounded 
picture of the current situation with 
respect to a varied list of basic ma- 
terials, keyed to the pre duction and 
needs of the western area. 
Chairman Mote called the confer- 
ence to order at a luncheon meeting 
on Friday noon. The invocation was 
pronounced by President George 
Albert Smith of the Church of Jesus 
Christ of Latter-Day Saints, and 
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Second annual meet- 
ing of California-Utah 
group at Salt Lake City 
devoted to study of 
varied industrial com- 
modities 


the conference delegates were wel- 
comed by Governor Herbert B. 
Maw, Mayor Earl J. Glade, and 
by the President of the Utah Asso- 
ciation, Orson W. Kasteler, Pur- 
chasing Agent of The Lang Com- 
pany. 


Exploration of Resources 


Dr. Christensen’s address stressed 
the need for scientific exploration 
and mapping of natural resources as 
the basis for intelligent use and 
planning in industry, and as a guide 
to national policy. Some mineral re- 
sources of the United States are 
headed toward depletion, he de- 
clared. Exploration indicates that 
they may run out over the next 15 
to 30 years—a generation hence 
which is not so very far off. Any- 
one planning business that far ahead 
should keep himself informed on the 





situation and keep in touch with 
the solutions that may be suggested 
or developed. That means more 
exploration, search and discovery. 
During the war, under the stress 
of a national emergency, we squan- 
dered minerals and metals, to an 
extent that fear has been expressed 
in some quarters that we might soon 
find ourselves among the “have not” 
nations instead of leading the world 
in natural resources. The situation 
is not actually that critical, he de- 
clared, but it may become so unless 
we establish a sound national policy 
in the near future. 

There are ample deposits of iron 
ore and of bauxite for aluminum, 
but chiefly of the low-quality, high- 
cost grades. Supplies of the better 
grade ores and those which are eco- 
nomically available, are being rap- 
idly exhausted. 

Our 
known 


petroleum 


sources, is 


supply, from 
equivalent to 
about 15 years’ supply at present 
rates of use, but this it not a major 
worry now. It is expected that ad- 
ditional sources can be found and 
developed, and eventually, if neces- 
sary, synthetic gasoline can be pro- 
duced from coal; our coal deposits 
are sufficient to assure us of a plen- 
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tiful supply for hu arene of years. 
The supply of natural gas is harder 
to evaluate, and no seediialiee es- 
timate can be made, but the experts 
believe that there is enough for many 
years 


Mineral Deposits 


Survevs of known deposits indi- 
cate that the following minerals are 
plentiful: lignite magnesium, nitro- 
gen, phosphate rock, potash, and 
molybdenum. Minerals that are cur- 
rently in ample supply but are be- 
ing rapidly depleted include: copper, 


lead, zinc, antimony, tungsten, man 





Iron & Steel Forum, 


ganese, vanadium, chromium, mer- = 15 
cury, fluorspar, gold and_ silver. 
A third group that is critical in that 
only a few known deposits exist in 
the United States at the present 
time, includes: tin, nickel, platinum, 
flake graphite, and quartz crystals. 

The water situation is also im- 
portant in any broad view of our 
natural resources, for water is es- 
sential to many industrial purposes, 
and the supply—qualitatively as well 
as quantitatively—is not 
for industry in many localities. 
Water comes from rivers, which are 
often polluted, and also from under 
ground wells where volume and 
coolness are factors to be considered. 
As industries expand and move into 
new they are likely to 
unexpected water problems. 
These problems, too, can be solved 
by more study, and research is go- 
ing forward to this end. 

The time-t 
haustion of 


adequate we 


areas, lace 


some 


able of probable ex- 
various mineral re- 
sources depends on several variable 
factors, such as the rate of use, the 
cost of extraction, and the like. 
Basing their estimates on known 
factors and reasonably high-grade 
ores, the experts say that we may 
reach the point of exhaustion on 
iron ore in 25 to 30 years; copper, 


» Iron & Steel Forum attracted a large group. 
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4 
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years ; 
years. 
longed 
better methods of production 
utilization, 


As a nation, we 
spendthrift policy with regard to our 
natural 
tion that we 
thing. 
do 
and how 
of the 





T=: y 
we” 


Al Tietjen presiding. 


lead, 13 years; zine, 22 
These estimates could be pro 
by new discoveries, or by 
and 


A Nationa! Problem 


have followed 
resources, on the assump 
have plenty of every 
The fact of the matter is that 
not accurately know what 
much we have. Only 7% 
United States has been fully 


Dr. Carl J. 


Christensen 





mapped geologically. Russia is far 
ahead of our nation in this respect, 
and Great Britain has done a 100% 
job of geological mapping. 

The remedy lies in scientific ex- 
ploration to discover hitherto un- 
known deposits of varied minerals 
and to estimate the cost of produc 
ing from them—whether high-cost 
or low-cost—so that we may know 
the facts and plan ahead. Substitutes 
for existing metals and minerals 
indicated in advance, and 
steps taken for their utilization. The 
west and the south stand to benefit 


may be 


Dr. Walter Mathesius 
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Containers Group, George Aljian presiding. 


most by new discoveries of this sort. 

A program of exploration would 
require five years to get started on 
any significant scale, and from 15 to 
20 years for completion. Legislation 
is now pending that will authorize 
such exploration by the Department 
of Interior, working with industry. 
It is a matter of national import, 
for in the event of another war, we 
might be badly pinched for metal 
supplies. 


Commodity Sessions 


Following the luncheon meeting, 
the conference reconvened in the 
Junior Ball Room, where David H. 
Thomas of Utah-Idaho Sugar Com- 
pany presided over a session de- 
voted to five major commodities. 
The speakers at this meeting were: 

“Oil,” by George T. Hansen, 
President of the Utah Southern Oil 
Company. Mr. Hansen _ reported 
that drilling activity in the Rocky 
Mountain district in 1947 is 50% 
greater than a year ago, forecasting 
a sharp increase in production. De- 
velopment of oil 
complex process, involving geologi- 
cal surveys, test drilling to deter- 
mine whether a field has commercial 
possibilities, and the provision of 
adequate transportation facilities to 


resources is a 


E, O. 


Larsen 


make the oil available to markets. 
The difficult terrain of the Moun- 
tain region has made this process a 
slow one, but it has now reached 
the stage where accelerated develop- 
ment may be expected. 

“Coal,” by B. P. Manley, Execu- 
tive Secretary of the Utah Coal Op- 
Association. Utah coal 
seams generally have an inclination 
of 5% to 10% from horizontal. 
Mine entrances are by drifts or 
slopes, and as the operations pro- 
gress, penetration becomes deeper 


erators 


and deeper into the seam, so that 


District 1 notables at the spéakérs’ table: Mote, Tietjen, Selby, Aljian, Renard, 


Weaver, Affleck, Ten Eyck, and Pingree. 
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B. P. Manley 


the passageways in the larger mines 
are several miles in extent, requir- 


ing forced ventilation on a large 
scale. The mines are highly mechan- 
ized—90%—largely with electric- 


ally operated equipment, permitting 
a production of close to 8 tons per 
man day, the national 
\nalysis of carloadings in 
Utah shows coal and coke leading 
all other commodities by a wide 
margin, nearly equal to the tonnage 
of all other mineral and agricultural 
products combined 


well above 


average 


“Ferrous Metals,” by Dr. Wal 
ther Mathesius, President of Gen 
eva Steel Co. Dr. Mathesius has 


been a leading figure in the steel 
industry for the past thirty-five 
years. He is recognized as an out 
standing technical authority in me 
tallurgy and blast furnace operation, 
and has spoken before the American 
Iron & Steel Institute, American 
Institute of Mining and Metallurgi 
cal Engineers, American Society for 
Metals, and the Society for the Pro- 
motion of Engineering Education. 
He is a Director and member of the 
Executive Committee, U. S. Steel 
Corporation of Delaware. He is re- 
garded as being responsible, more 
than any other individual, for the 
achievement of uniformity in iron 
and steel quality 

“Non-Ferrous Metals,” by D. D. 


Oil Buyers Group, Buck Weaver presiding. 


Moffat, President of the Kennecott 
Copper Company, Utah Division. 
Mr. Moffat came up through the 
ranks to his present position as op- 
erating head of America’s largest 
single copper producer, providing 
about 25% of the nation’s newly 
mined copper. Under his direction, 
production for the past ten years 
has exceeded the total production of 
the previous 33 years of the com- 
pany’s existence. He is a Director 
of the American Mining Congress 
and the American Institute of Min- 
ing and Metallurgical Engineers. 
“Water,” by E. O. Larsen, Re- 
gional Director, Bureau of Reclama- 
tion, District 4. Availability of 
water for irrigation, power, and 
mining, has been a prime considera 
tion in the location of western 
plants, the development of agricul- 
tural and mineral resources, and 
keeping with the increasing 
population. In some areas a “water 
ceiling” has already been reached, 
and the present problem is to divert 
additional supplies from the major 
river basins to the points of need. 
At the present time, some 134 po 
tential irrigation and power projects 
are under consideration in_ the 
Colorado River Basin alone. Long 
range planning is necessary, and 
public interest and support are es- 
sential to support Federal and State 
programs of water development. 
The conference banquet was held 
at the Salt Lake Country Club on 
Friday evening. The banquet pro 
gram was followed by dancing. 


pace 


Saturday Morning 


The Saturday morning program 
started with a special organ recital 
at the Mormon Tabernacle. 
R. TenEyck, Purchasing Agent of 
the Geneva Steel Company, was 
general chairman of a series of panel 
discussions that were held concur- 


(George 


rently, covering several fields of in 
terest. 
Gerald A. Selby of the Los An- 


geles Association directed the group 
considering “Heavy Chemicals”. 
Joseph Parmley of the Utah Asso- 








Heavy Chemical Group, Jerry Selby presiding. 


H, 





ciation led a discussion 
“Fuel Oil and Coal”. 

George W. Aljian of the North- 
ern California Association was in 
charge of the discussion on ‘Con- 
tainers and Packaging”’. 

Al B. Tietjen of the Los Angeles 
Association led the forum on “Iron 
and Steel”. 

E. G. Bergren of the Northern 
California Association conducted the 
panel on “Transportation”. 

At the conclusion of the separate 
group meetings, a brief general ses 
sion provided the opportunity for a 
summary of these discussions by the 
respective leaders. 

The closing event of the conter 
ence was a luncheon, featuring an 
address by National Secretary 
George A. Renard of New York, 
covering current developments in 
the economic situation, politics, and 
international affairs, that are shap- 
ing the course of business and af 
fecting purchase policies 

On the domestic front, the 
problem is to find a workable pat 
tern that will balance and 
prices at the new levels. The fallacy 
in most thinking on this subject to 

the assumption that | 
ducers can continue to absorb these 
additional costs without advancing 
prices in an industrial 
where © of our 
wage earners. 


group on 


big 
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SOUTHWESTERN 


PURCHASING CONFERENCE 
HELD AT TULSA 


PURCHASING AGENTS of 
District No. 2, comprising the 
Dallas, Fort Worth, Houston, 
Oklahoma City, Tampico, Texas 
Panhandle, Tulsa, and Wichita As 


sociations, gathered at the Hotel 


Tulsa on October 2nd and 3rd for 
the First \nnual Southwestern 
Purchasing Conference. Attendance 
and interest were high, and were 


well sustained throughout the two 
day program which featured na 
tional officers, authoritative 
ers on regional purchasing prob 


speak 


lems, informative plant visits, and a 
that 
practical 


series of group meetings 
vided for 
discussion. 
laxation and = entertainment 
provided at the conference banquet 
on Thursday evening and a cocktatl 


pro 
intimate and 
(On the lighter side, re- 
were 


party and buffet at the Tulsa Club 
following the Friday afternoon ses 
sion 

ben RK. Newberry of the lone 
Star Gas Company, Dallas, Past 
President of the National Associa 
tion of Purchasing Agents, was 
General Chairman of the Conter 


ence Committee, with able assistance 


from many members of the host 
\ssociation at Tulsa. Chairman of 
the several local committees which 


were responsible for arrangements 
were: 


Program—WV. L. James, Stano 
lind Oil & Gas Company. 
Attendance—E. R. Welch, As- 


sistant Secretary of the Tulsa As- 
sociation. 

Hotel Arrangements 
Lewis, Dowell, Inc. 

Registration—Herbert M. Logan, 
Rockwell Manufacturing Co. 

Finance—]. C. Nicholson, Treto 
lite Company. 

Publicity—H. M. Cosgrove, Ex- 
ecutive Secretary of the Tulsa As- 
sociation and Editor of the Mid- 
Continent Purchaser. 

Banquet—F. P. Nopper, Gulf Oil 
corporation. 


Virgil M. 
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G. C. Heidinger. President of the Tulsa Association, confers with 

Conference Chairman Ben Newberry of Dallas, National President 

Garnet Dickson of Toronto, and N.A.P.A, Secretary George A. Renard 

of New York, with Program Chairman Bill James of Tulsa in the 
background. 


Resolutions—O. le. MecClatchey, 
Barsdall Oil Company. 

Reception—k. G. Manning, The 
Texas Company. 

National Officers Speak 

Chairman Newberry called the 
conference to order on Thursday 
morning, and introduced Carl 
Wuerpel of the Community Public 
Service Company, Fort Worth, a 
Past Vice President of N.A.P.A., 
who presided at the opening esssion. 
G. C. Heidinger of the Stanolind 
Oil & Gas Company, President of 
the Tulsa Association, welcomed the 
delegates to the city. 


Garnet T. Dickson of Toronto, 


National President, in the opening 


address, gave a down-to-earth ap- 
praisal of the purchasing function 
and stressed the cumulative influence 
and responsibility of purchasing 
men in the economic scheme through 
their Association | membership. 
Turning his attention to the inter- 
national scene, he called attention 
to the various “isms” in the world’s 
political thought, pointing out that 
only in capitalism and the free en- 
terprise system, where freedom of 
choice and negotiation are per- 
mitted, does the purchasing man 
have scope and opportunity to do 
his job, 

George A. Renard of New York, 
executive Secretary of the National 
Association, was the next speaker. 
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His analysis of economic and po- 
litical trends affecting business and 
purchasing, “From One P.A. to 
Another’, was one of the highlights 
of this conference, as of the other 
regional meetings where it has been 
presented. 


The Railroad Picture 


“The Future of Transportation in 
the Southwest” was the subject of 
an address by Clark Hungerford, 
President of the St. Louis & San 
Francisco Railway Co., St. Louis. 
It is generally conceded that the 
railroads are the essential basis of 
our national transportation system, 
and this fact was forcefully estab 
lished by the testimony cited in Mr. 
Hungerford’s presentation. During 
the war, he pointed out, more than 
90% of all military freight and 
more than 97% of all military travel 
was handled by the railroads. 
the end of the war the railroads 
have been called upon to handle the 
heaviest peace-time traffic in their 
history, and they are doing it suc- 
cessfully with one-third fewer loco- 
motives and one-fourth fewer 
freight and passenger cars than they 
had twenty They are 
moving the biggest wheat crop in 
the history of the world—nearly 
60% above the ten-year average of 
1936-1945, and considerably greater 
than the previous high of 1946. Coal 
is being moved in near-record quan 
tities. These are but typical ex 
amples. Not even in any war year 
did the railroads move so many car- 
loads of freight in the same elapsed 
portion of the year. 


Since 


years ago. 


The cost of railroad operation has 
mounted. Since 1939, rates 
have advanced 52% and a further 
increase of 30% has been requested 


wage 


Prices of materials and supplies, in- 
cluding fuel, are up 87%. In the 
same period, freight rates have ad 
vanced only 1714% and passenger 
fares 12%. A _ petition has been 
filed with the Interstate Commerce 
Commission for an average rate in 
crease of 27%. 

“The simple arithmetic is this,” 
said Mr. Hungerford. “‘A business 
cannot come out on the right side 
when what it pays out is more and 
more, and what it is able to earn 
becomes less and less. 

“During 1946, the railroads 
handled the heaviest peace-time traf 
fic in their history, and yet had a 
return of only 2.75% on their in- 
vestment. With freight traffic run 
ning even heavier in 1947, the net 
earnings for the twelve months 
ended June 30, 1947 were at an 
average annual rate of only 3.69%. 


124 


Compare this with the return en- 
joyed by most other industries. For 
public utilities other than railroads, 


the average return was more than 
8%, and for manufacturing gen 
erally, over 12%. 

The Supreme Court has _ held 


many times that a return of 6% is 
fair and reasonable for public 
utilities. The rates, the Court 
pointed out, should be high enough 
to service debt, pay dividends, and 
insure sufficient confidence in the 
financial integrity of the enterprise 
to maintain its credit and attract 
capital. These, then, are some of 
the reasons why it is necessary that 
the railroads receive an increase in 
rates promptly, if they are to make 
needed improvements and maintain 
their credit standing. 


Private Enterprise At Stake 


“There are other 
pelling reasons why 


urgent, 
our railroads 
should receive the support and co- 
operation of the public generally. If 
our nation is to rely on its railroads 
first line of defense against 
economic and political aggression, 


com 


as a 

Ss 
as a bulwark against the encroach 
ments of anti-democratic forces in 
the world, if we expect to preserve 
for ourselves our free enterpris 
system, and to show the world that 
under it all can prosper, then our 
railroad industry must be permitted 
to operate as a strong and solvent 
one. American experience has dem- 
onstrated that the best way to have 
such an industry, and to keep on 
having it, is by private investment 
and private operation.” 

Stating that America now has the 
“last exhibit” of free enterprise in 
the world, Mr. Hungerford pointed 
to the railroad industry as one of 
the keystones of this exhibit. “We 
\tlantic and see the 
British railroads ready to pass into 


look across the 
government ownership and opera- 
tion on the first of the year,” he 
said. “It is a sobering thought to 
realize that after 1947 the railroads 
of the United 
road in 


States and one rail 
Canada will be the only 
private owned and operated rail- 
roads in any major country on the 
face of the earth.” 

The speaker declared that public 
opinion must be awakened to the 
fact that the obstacles confronting 
the railroads are not simply “the 
railroads’ problems” but present a 
situation in which every citizen has 
a direct interest, that if they are 
starved financially into government 
ownership other business and indus 
trial enterprises would inevitably 
follow the same pattern. 


“The railroads are the strong- 


hold of free interprise,” he con- 
cluded. “You can’t have a_ free 
\merica without free, financially 


healthy railroads. Given a reason- 
able opportunity, the railroads will 
meet and solve their problems. The 
railroads ask no favors, no prefer 
ential treatment. They do not feel 
they are entitled to any special con- 
sideration. But they are entitled to, 
and have the right to expect, a fair 
and equal chance to earn the sort of 
living that will provide employment 
and investment opportunities, and 
furnish the country with the finest 
transportation yet seen.” 


Plant Visit 


Conference delegates were given 
the opportunity Thursday noon to 
visit the plant of the Bethlehem 
Supply Company, where a _ buffet 
luncheon was served, followed by a 
conducted tour through the various 
departments 


Scarce Material 

C. M. Taylor of the Cities Service 
Oil Company, Bartlesville, Vice 
Chairman of the Oil Company 
Buyers Group, N.A.P.A., presided 
at the afternoon session. He intro 
duced C. P. Parsons, President of 
the Sparton Tool & Service Com 
pany, Chairman of the Scarce Ma 
terials Committee, National Petro 
leum Council. Mr. Parsons spoke 
on “The Materials Situation in the 
Oil Industry.” He said: 

“The demand of the American 
people for more petre eum pre ducts 
means more wells, more crude oil, 
more cycling plants, more pipe lines, 
more pump stations, more refineries, 
more tank cars and tank trucks, and 
more products pipe lines. That out 
look means that the petroleum in- 
dustry and all of the manufacturers 
and suppliers of critical materials 
face a tremendous job.” 

The following reports were given 
on critical materials that still 
far short of demand: 

Seamless Oil Well Casing. This 
is being supplied in greater volume 
than ever before, but not equal to 
the greatly expanded demand. Dis- 
tribution is “considerably 
fused”. 

Line Pipe. All sizes are short in 
supply, especially in the 1%” to 4” 
range and 16” to 32”, on which the 
mills are sold out well into 1949 and 
1950. In the smaller sizes, other 
consuming industries are competing 
for the available supply. The large 
sizes are in demand for extension 
of natural gas lines. The situation 
is aggravated by shortages of steel 
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plate, which prevents the mills from 
operating at full capacity. 

Plate, Structurals, Sheets. De- 
livery on mill ordered plate, fabri 
cated structurals, and exchangers, is 
now at Y months; on drums, frac- 
tionating towers, reactors and re 
generators, 12 to 15 months. Addi- 
tional sheet and strip mills are due 
to start rolling by the end of this 
year. Labor incentives based on 
tonnage discourage production of 
thin plate used for large diameter 
line pipe. 

Tin Plate. Shortage — largely 
caused by government allocation of 
125,000 tons per quarter for ship 
ment abroad. 

Electrical Equipment. Balance be 
tween supply and demand is not 
expected until late 1948 or early 
1949, 

Caustic Soda, Soda Ash. Still 
tight, but should ease by the end of 
the present year. 

Pipe Line Felt. Will continue to 
be in short supply until well into 
1948 


Three-Point Program 


Mr. Parsons’ suggestions for ap- 
proaching a better balance between 
supply and demand covered the fol 
lowing points : 

The government should refrain 
from exporting casing, line pipe, 
and other critical materials to for- 
eign areas in which Americans have 
little or no petroleum interests, and 
should defer the construction of 
public works in which such critical 
materials are used. 

Petroleum operators should re- 
[rain from purchasing casing for 
inventory until a better supply bal 
ance is achieved. They should re- 
view their orders on a realistic 
basis, thereby reducing the theoret- 
ical backlog and long delivery dates 


now quoted. They should demon 
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strate to suppliers and manufac- 
turers the trend of increased de- 
mand and the outlook for continua- 
tion of that demand. 

Suppliers should give serious con- 
sideration to the need for expansion 
of manufacturing facilities, and 
should maintain the regular estab 
lished distribution of their products 
to serve the operating industry, with 
particular attention to eliminating 
the devious irregularities in dis- 
tribution which are taking advan 
tage of the present ecrtical situation 
and the confusion which exists 
among the smaller operators to 
exact premium prices for oil coun- 
try materials. 


National Directors’ Meeting 


C. S. Worley of the Consolidated 
Gas Utilities Company, Oklahoma 
City, National Vice President for 
District No. 2, presided at a meet 
ing of National Directors and Asso- 
ciation Presidents, devoted to a dis- 
cussion of Association matters. 
\mong the topics considered were 
the following: 

“Membership Promotion and 
eligibility,” led by K. G. Manning 
of The Texas Company, Tulsa, 
and Jess Pate, Amarillo City Pur- 
chasing Agent. 

“Program and Attendance,” led 
by Robert Whitten of Gifford, Hill 
& Company, Dallas, and H. H. 
Juday of Robberson Steel Company, 
Oklahoma City. 

“Plant Visits and Social Activi- 
ties,” led by Carl Wuerpel of Com- 
munity Public Service Company, 
Fort Worth. 

“New Association Organization 
and Activities, Selection of Com- 
mittee Chairmen,” led by Del Ros- 
kam of Cessna Aircraft Company, 
Wichita. 

“Rotation vs. ‘At Large’ System 
of Selecting District Vice Presi 
dents.” 





The Topaz Room of the Hotel 
Tulsa was filled to capacity for the 
banquet on Thursday evening. W. 
L.. James of Stanolind Oil & Gas 
Company, Tulsa, was master of 
ceremonies. Highlight of the pro- 
gram of music and entertainment 
was a humorous address by Col. 
Jack Major of Paducah, “The Ken- 
tucky Colonel’. 


Friday Meeting 


earl R. Cobden of Hughes Tool 
Company, Houston, presided as 
the conference was called together 
again on Friday morning. Three 
speakers were on the program for 
this session, 

H. N. McGill, President of the 
McGill Commodity Service, Au- 
burndale, Mass., gave an interesting 
and timely analysis of “Business 
Trends and Commodity Prices”, 
which is reported in detail elsewhere 
in this issue. 

“Purchase Contracts” were dis- 
cussed by Marshall Newcomb, Gen- 
eral Counsel of the Lone Star Gas 
Company, Dallas, and R. C. Todd, 
Vice President of the American 
Rolling Mill Company, Middletown, 
Ohio, spoke on “The Basing Point 
System”. 

The Gaso Pump Burner Man- 
ufacturing Company was host to 
the visiting purchasing agents at a 
luncheon and plant inspection tour. 

Friday afternoon was devoted to 
a meeting of the Public Utility 
Group, with Charles F. Wilson of 
Lone Star Gas Company, Dallas, 
National Group Chairman, presid- 
ing. The principal address at this 
meeting was by Fred Q. Caster, 
President of the Aero Exploration 
Company, Tulsa, who spoke on 
‘Aerial Surveys”. 

Concluding event of the confer- 
ence was a cocktail party and buffet 
dinner at the Tulsa Club. 


The Hotel Tulsa’s 
Topaz Room was 
filled to capacity 
at the conference 
banquet. 
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THIRD DISTRICT 


PURCHASING CONFERENCE 


HELD 


Mi MRE THAN 300 purchasing 
1 agents gathered at Milwaukee, 
October 14th and 15th, for the First 
Annual Conference of District No. 
3, N.A.P.A. The registration list 
showed delegates from ten states in 
attendance Wisconsin, Illinois, 
Michigan, Missouri, Kansas, Ne 
Colorado, Minnesota, In 
diana, and Kentucky. In addition 
to an outstanding program featur 
ing practical discussion of purchas- 
ing, economic, and commodity top 
ics, the conference was notable for 
the postwar resumption of the Mil 
waukee Association's “Products of 
Industry” exhibit with 160 booths 
showing a wide variety of industrial 
supplies and equipment, including 
actual demonstrations of envelope 
manufacture and the welding of 
spouts to aluminum kitchen utensils. 
The exhibit overflowed the large 
\rena of the Milwaukee Audi- 
torium, into the adjoining halls and 
onto the mammoth stage, and at- 
tracted thousands of interested visi 
tors in addition to the purchasing 
men. 


braska. 


Conference activities started on 
Monday evening with a pre-confer 
ence Get-Together Party at the 
Wisconsin Hotel. Milwaukee hos 
pitality set the keynote of good 
fellowship which characterized this 
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AT 


MILWAUKEE 


@ Reported by John E. Hubel 


with cards, entertain- 
ment, refreshments and song. Ken- 
neth FE. Groth of Stolper Steel 
Products Company, chairman of the 
entertainment Committee, acted as 
master of Musical 
honors were divided between Harry 
|. Hernsheim, Purchasing Agent of 
Sivyer Steel Casting Company, at 
the piano, and Marge 


vathering, 


ceremonies. 


with her 
accordion. 


Hamaker on Steel 


Block of Unit Drop Forge 
Division, 


Fuller Manufacturing 
Company, chairman of the General 
Conference Committee, called the 
gathering to order at the Tuesday 
morning session in Plankinton Hall. 
Greetings were voiced by Fred Sy 
burg of Chain Belt Company, presi 
dent of the Milwaukee Association ; 
Paul O’Brien of Frank Adam Elec- 
tric Company, St. Louis, District 
Vice President; Hon. John L. 
Bohn, Mayor of Milwaukee; and 
Lyall C. Stilp of Kimberly-Clark 
Company, Neenah, Wis., 
Chairman. 
Charles E. 


Program 


Stone, President of th 


Interstate Drop Forge Compar , 
Milwaukee, and a former Vi.2 


resident of N.A.P.A., introduced 
the principal speaker of this session, 


L. S. Hamaker, Assistant General 


Sales Manager of Republic Steel 
Corporation, Cleveland, who dis 
cussed the outlook for steel. 

Mr. Hamaker discounted the op- 
timistic predictions of an early bal 
ance between supply and demand, 
and declared that the present tight 
situation will not be 
the middle of 1948. This is in 
spite of the fact that steel produc 
tion and shipments are at the rate of 
62 million tons, one-third more than 
prewar, because demand 
creased even faster. 


eased before 


has in- 
“There are no 
appreciable steel inventories in the 
country now, he said. “While most 
companies are getting more steel 
than they ever did, all are still starv- 
ing for steel.” Many expedients are 
being used to increase production. 
Citing his own company as an ex- 
ample, he stated that Republic 1s 
squeezing 17% more tonnage out 
of its facilities than was obtained in 
prewar times. Nevertheless it is 
doubtful if 1948 steel production 
can exceed that of 1947. One of 
the difficulties is a lack of sufficient 
metallurgical coal. Experiments are 
being made with Taconite as a sub- 
stitute, but this has not advanced 
far enough for wide use at this time. 
The scrap shortage is another item 
holding up production. 

“We must face the realities,” Mr. 
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Speakers table at the banquet. (Left to right) C. E. Stone, J. W. Nicholson, L. C. Stilp, W. H. Pritchard. 
G. L. Meyer, Jr., L. M. Sanford, W. Grede, F. G. Syburg (Milwaukee Association President), Carl F. 
Garny (Toastmaster), Dr. James Shelby Thomas (Banquet Speaker), E, L. Block, E. H. Jones, A. C. 
Eschweiler, William Wagner, Rex Reeder. 


Hamaker continued, “and ask if our 
present capacity is adequate for nor 
mal needs. Between 1920 and 1941, 
the industry operated on an average 
of 62.7% of capacity, and in six of 
those years at 40% or less. It 1s 
hard to believe that the permanent 
demand for steel will be so great as 
to warrant greatly increased facili- 
ties. Earnings in the steel industry 
in 1947 are averaging about $3.08 
per ton capacity, as compared with 
$6.42 per ton in 1939, 

“Then there is the tremendous 
cost of new facilities. At present 
cost levels, we would have to sell 
steel for $50 more a ton above the 
current market to show any return. 
And the facilities couldn't be com- 
pleted before 1949 or 1950 at best. 
You don’t build with that kind of a 
return. I am not saying that the 
steel industry is going broke, but 
there are no big pools of money to 
be used for expansion.” 

Assuming that expansions were 
undertaken, he continued, there 1s no 
labor reserve to man the new facili- 
ties. The country was combed dur- 
ing the war for scrap which would 
be vital to the new operations, and 
adequate reserves of coal having the 
necessary metallurgical qualities are 
non-existent. 

“The ore implications are par- 
ticularly far reaching. Only one 
steel company in the country has 
enough reserves to last for 20 years. 
Most of us would be in trouble with- 
in 10 years at our present rate of 
use. The Mesabi Range is approach- 
ing depletion. While substitutes are 


being worked on, there seems to be , 


no single substitute for the Mesabi 
ore.” 

South America has tremendous 
ore deposits, he reported, with the 
greatest reserves in this hemisphere 
located in Brazil. But transporta- 
tion problems and expense are all 
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but insurmountable. Many in the 
steel industry believe that, as a re 
sult of the location of these re- 
sources, future expansion of the 
steel industry will be along the At- 
lantic and Gulf coasts. 

“| don’t say this to alarm you,’ 
he said, “but to show the problems 
and the reasons why the steel in- 
dustry seems to resist pressure for 
the expansion of facilities.” 


Questions and Answers 


\ lively discussion period fol 
lowed Mr. Hamaker’s address. 
\mong the questions raised were 
the following: 

Ouestion: Will f.o.b. Milwaukes 
prices on steel be increased due to 
the increase in freight rates? 

Answer: If railroad labor gets a 
wage increase and freight rates go 


~ 


up, a 10% increase in steel prices 
for the Milwaukee area may be ex 
pected. 

Question: What effect does the 
“gray market” have on the price of} 
steel? 

Answer: There is a gray market 
and it is hard to eliminate. Republic 
Steel does not sell to brokers. If 
some jobber appears to be selling in 
the gray market, he is cut off the 
kepublic list. In some instances a 
letter of credit to cover shipment of 
steel to a foreign country expires 
hefore the steel, already shipped 
from the mill, can get to the sea- 
board. Such steel is sometimes sold 
for domestic consumption, although 
it had been earmarked for export. 
Some steel companies have agents 
out to re-purchase such steel to 
avoid having it fall into gray mar- 


Group of St. Louis purchasing agents at the conference. Three of these men 
have represented District No. 3 on the National Executive Committee — 
Erwin H. Doht, Lee J. Bussmann, and Paul O’Brien, 
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General view of the “Products of Industry” Exhibit. 


kets, but the results are thought to 
be negligible. Much of the 
shipped for foreign use is hard to 
trace after it leaves this country. 

Question: What effect will the 
Marshall Plan have on steel produc 
tion and deliveries in this country? 

Answer: It will have a bad effect 
on domestic deliveries, depending on 
the amount of steel that will be ex- 
ported under the Marshall Plan 
However, industry may be able to 
go on in steel as it has in 1947, 

Ouestion: How will steel foun 
dries be affected under the Marshall 
Plan? 

Answer: Very seriously. 

Ouestion: How are blast furnaces 
being affected by the present de- 
mand for steel? 

Answer: Many furnaces are 
breaking down under the hard wear 
they are getting, and many must be 
shut down for repairs. 

Question: lohat is the scrap out- 
look for the future 

Answer: The situation is 
bad now. Some steel companies, 
including Republic, have been pur- 
chasing little scrap lately, in the 
hope of keeping the price down be 
low $50 per ton. 

Question: What is the 
for steel sheet? 

Answer: The demand for this 
product is so great that most mills 
are unable to keep up with it. Some 
new mills are being planned or 
started—one in the and one 
out west. This will help sheet pro- 
duction in 1948, and next year may 
see an all-time record in this par- 
ticular line. 


steel 


scrap 


outlook 
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Hlow is the 
qualit yal this time: 
Answer: The quality is off a lot, 
due to the quality of the coal that 
is now obtainable. Sheets that would 
not have been accepted as seconds, 
and would have been thrown back 
into the furnace in other days, 
now being used. 
now 


. ] >; " 
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are 
Some customers 
use sheet steel with ripples; 
these would have been rejected when 
steel was more plentiful. 

Ouestion: Is the switch to alumi- 
num an important factor? 

Answer: The aluminum tonnage 
is not large enough to affect steel 
demand seriously. It is estimated 
to be only L'A% to 2% of steel 
production. Some automobile build- 
ers are thinking of making running 
of aluminum, but this 
affect the total demand 
for steel a great deal. 

Question: What about pipe? 

Answer: More pipe is now being 
made than ever before, and the de- 
mand is still enormous; it is really 
fantastic. 

Ouestion: How is the production 
allotted among customers? 

Answer: Republic uses 1940 as 
a base, and allots 40% of that year’s 
shipments to customers. 

Chairman Block presided at the 
luncheon session. The speaker was 
George A. Renard of New York, 
xecutive Secretary of N.A.P.A. 
Under the familiar title, “From One 
P.A. to Another’, Mr. Renard 
gave a keen appraisal of the eco- 
nomic and political trends affecting 
the business and industrial situation. 
His talk has been a feature of all 


be yards, uC... 
would noi 


seven of the District Conferences 
held this year, and was reported in 
last month’s issue. 

At the afternoon session, N. A. 


Schowalter of West Bend Alumi- 
num Company introduced’ H. 
Mayne Stanton, Secretary-Man- 


ager of the Chicago Builders Asso- 
ciation and the Building Construc- 
tion Employment Association, who 
spoke on “Building and Construc- 
tion “Trends”’. 

Mr, Stanton exptessed the regret 
of his industry that some of the con- 
ditions in the construction field are 
far from satisfactory. In spite of 
an all-time high in construction ac- 
tivity, it is the common experience 
that buildings cannot be completed 
within the time specified or ex- 
pected, due to material shortages 
and labor conditions. Currently, 
shortages are found in sheet steel 
ducts, soil pipe, plumbing fixtures, 
and electrical supplies. 

As to the labor situation, he de- 
clared that even a 48 to 56 hour 
week has failed to achieve comple- 
tion of many buildings on schedule. 
Much of this difficulty he attributed 
to a slowdown on the part of labor. 
There is also a bad condition in re- 
spect to apprentices, of whom ap- 
proximately 5,000 are employed in 
the Chicago area, which the indus- 
try has not been able to correct up 
to this time. All apprentices must 
be given one day per week for 
schooling, so that they can work 
only a four-day week on the job. 
Mr. Stanton was hopeful that the 
Taft-Hartley Law might improve 
conditions, but this must wait for a 
court test before its effects can be 
accurately appraised. 

J. A. Friend of the Nordberg 
Manufacturing Company introduced 
the next speaker, Robert C. Kelley, 
Director of Purchases for the 
Dresser Industries, Cleveland. Mr. 
Kelley’s topic was “Buyer and Sell- 
er Relations’. His talk is reported 
elsewhere in this issue. In the dis- 
cussion which followed, he attribu 
ted many of the present [ 
business failures to “maverick con- 
ditions and policies” in steel buy- 
ing. One of the chief difficulties in 
regard to personnel is that the older 
men are retiring since the war and 
not enough new men can be trained 
fast enough to take their places. As 
to supply and demand for materials, 
he saw considerable improvement 
since V-] Day, but pointed out that 
conditions are quite different than 
after World War I, particularly be- 
cause of more rigid controls. 

The final talk at the afternoon 
session was by E. A. Throckmorton, 
President of Container Labora- 
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tories, Chicago, and Vice President 
of the Packaging Division of the 
American Management Association. 
He was introduced by O. M. Bone 
sho of Hummel & Downing Com- 
pany. Mr. Throckmorton discussed 
the question : “Can the Paper Indus- 
try Meet the Packaging Demand ?” 
He pointed out that there has been 
a great increase in demand and vol- 
ume throughout the paper industry, 
and that the largest increase has 
been in packaging paper and paper 
board. Pre-packaging of merchan- 
dise is a way of cutting distribution 
costs, making it easier for jobber, 
dealer, and consumer. The paper 
industry is highly competitive, and 
the paper business is very fluctuat 
ing. Due to the limitations of wood 
pulp supply, the supply of packag 
ing materials may not increase 
greatly. The long trend is for high- 
er prices on these products. The 
short term angle is unpredictable, 
but because of the greater volume 
production prices for wrapping 
paper may come down. 


Wednesday Morning Session 


Speakers at the Wednesday morn 
ing conference were two 
past Vice Presidents of District 3 
George L. Meyer, Jr., Vice Presi- 
dent of Stewart Warner Corpora- 
tion, Chicago, and Lee J. Bussmann 
of the Bussmann Manufacturing 
Company, St. Louis. Presiding at 
this session was another former Dis- 
trict Vice President, Walter H. 
Wenzel, Director of Purchases for 
the Twin Dise Clutch Company, 
Racine. Mr. Meyer's paper on 
“The Future of Purchasing” is re 
ported elsewhere in this issue. 

Mr. Bussmann was introduced by 
J. F. Bode, Vice President in 
charge of Purchases for the Briggs 
& Stratton Corporation. In his dis- 
cussion of “Non-Ferrous Metals”, 
Mr. Bussmann stressed the fact that 
the ever-changing business cycles 
1924, the price fluctuations 
and the wide variety of conditions 
under which the purchasing agent 
has had to carry on his work of 
procurement, have been a_ tough 
school of experience and a real chal- 
lenge to every buyer. He also 
pointed out that there is a serious 
shortage of labor in the non-ferrous 
lines at present. 

Commenting on the metals in this 
group, he stated that there is too 
little inventory of copper now, but 
that the period of scarcity is about 
over. Prices in 1948 may run from 
161%2¢ to 18¢ a pound. Zine is in 
good supply. Use of aluminum has 
broadened as many have turned to 
this metal on account of steel short- 
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EXHIBITORS AT THE 
PRODUCTS OF INDUSTRY EXHIBIT 


Third District Conference, N.A.P.A. 
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A-C Supply Co. ..... siete 
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Allen-Bradley Co. .............05 
American Brass Co. ......... 
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Beil-Well Sales Ce 
Benlo Chemicals 
Carpenter Brothers, Inc. 
A. M. Castle & Co 
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Corp. . “¢ 
Chicago Steel Service Co. 
C. L. Cole Engineering Co 
Continental Engineering Cc. 
Cordes Supply Co 
Cutler-Hammer, Inc. 
W. L. Deckert Co 
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Dictaphone Corp. 
Durant Mfg. Co. 
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Filmite Oil Corp. 
F. G. Findley Co. 
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Lion Chemical Co. 
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Multigraph Sales Agency .... 
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Pate Oil Co. 
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Pittsburgh Plate Glass Co. 
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Putrow Industrial Service .... 
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Jos. T. Ryerson & Son, Inc. 
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Western States Ervelope Co. 
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The Women’s Group of the Chicago Association was represented by 

Kathleen Cummings, P. A. for the Chicago, Aurora & Elgin Railroad, and 

Ruth Dux, P. A. for Lenz Electric Manufacturing Co. The middleman is 

Arthur G. Pearson, Director of Purchases, American Meat Institute. and 
past president of the Chicago Association. 


ages; aluminum is in good supply. 
Tin is still in short supply, and ship 
ments from Malaya may be small 
until 1949, 

The question of 
stockpiles of 


rovernment 
non-ferrous metals 
was raised during the discussion 
period. Little specific information 
is available on this subject, since it 
is probably considered “top secret”, 
but the speaket declared that we 
should insist on getting better in 
formation on stockpiling 


\. J. McIntosh, Chief Economist 
Vacuum Oil Com 
York, addressed the 


afternoon 


of the Socony 
pany, New 
Wednesday session on 
“Supply and Demand in Petroleum 
Products”’. He was introduced by 
Cc. W Failmezger Purchasing 
\gent of the Wadhams Division of 
Socony Vacuur Milwaukee. Mr 
MeIntosh expressed the belief that 
supplies would be sufficient to 
“squeak by” this winter, but that it 
might not be easy. Some limitation 
and allocations may be necessary in 
certain areas, depending on _ local 
conditions. The condition is so 
tight, and the margin of supply SO 
small, that the balance could readily 
be upset \n unusually severe win- 
ter would cause a serious condition. 
\nd any greatly increased demands 
from the military agencies would 
have to be squeezed out of industrial 
or civilian users 

Basically, the reason for this is 
the tremendous growing use and 
wider applications of petroleum 
products. The number of trucks on 
the road has increased 33% over 
prewar, the number of buses by 
50%. Farm tractors have doubled 
in the past nine years. Aircraft are 
using three times as much aviation 
gasoline as prewar. Miscellaneous 


uses Of gasoline in motor boats, con- 
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struction and stationary engines, are 
rapidly Kerosene for 
space heating and cooking in tem- 
porary housing, and as a replace- 
ment for wood and coal, is in great 
demand f oil-burning 


increasing. 


Sales ot 
ranges for the first six months of 
1947 are equal to the whole of 1946. 
Oil burners for home heating will 
increase by more than 20% in 1947 
itlone. Tobacco curers have turned 
\lmost 100% of the new 
locomotives are of the diesel type. 
Navy and other ocean going vessels 
are predominantly oil burners. In- 
dustrial users of heavy fuel oil are 
calling for more and more Bunker 
C because of higher coal prices and 
high costs of handling coal. Road 
construction, delayed because of the 
war, is now under way, including 
many petroleum asphalt roads and 
roads sprayed with oil. Liquefied 
petroleum gas is used for areas be- 
yond gas mains and to supplement 
natural or manufactured gas sup- 
plies. On top of all this, the chem- 
ical industry is turning to petroleum 
is the raw material for many of its 
products. 

To meet this situation, the petro- 
leum industry is producing at an un- 
precedented rate, but the real an- 
swer lies in conservation. Mr. Mc- 
Intosh urged all users to conserve 
and stretch their supplies, and to 
reconsider carefully any plans for 
additional or expanding use of any 
petroleum product during this sea- 
son. “It is within the power of the 
people to provide the necessary mar- 
ein through conservation,” he de- 
clared, and added that this was the 
only way in which the industry 
could hope to catch up with the con- 
stantly increasing demand. 

The long term history of petro- 
leum prices has been downward, due 


chiefly to technological improve- 
ments and getting more product out 
of every barrel, he said. There is 
every reason to believe that such 
improvements will continue. On 
paper, the industry is making a good 
profit, but a great deal of it is being 
plowed right back into high priced 
equipment. Operating costs are 
higher, as in every line of business. 
The percentage of direct labor costs 
is somewhat lower than the general 
average, but the labor costs of sup- 
plier industries, though on other 
payrolls, are being felt. Construc- 
tion costs are a large factor in this 
industry, and they are very high 
today. In conjunction with high 
demand, this may presage a prob- 
able price increase in the nearby 
period. 

Ouestion: What is the outlook foi 
prices on fuel oil? 

Answer: The price of fuel oil 
may have to go up before that of 
other oil products. This is in order 
fo encourage oil companies to pro- 
duce more fuel oil. Fuel oil and 
gasoline can both be produced from 
the same barrel of crude, but fuel 
oil is the least profitable petroleum 
product. 

Ouestion: Do oil companies en 
courage the change from coal to oil 
in modernization projects? 

Answer: Not at present, except 
where some new use of equipment 
is foreseen by the user. 

Ouestion: What is the outlook 
for fuel oil from Venezuela and 
VWexico? 

Answer: Those countries have 
also been behind in oil production. 
Their supply is now improving, but 
they have no processing facilities 
and must ship the crude in_ bulk. 
There is a greater import of crude 
oil to this country than ever before. 
The East Indies may also help out 
with crude oil. One trouble is that 
many ships formerly used for car- 
rying oil were destroyed during the 
war, but the government is now re- 
leasing tankers for use in bringing 
in the oil, which should help in re- 
lieving the shortage. 

L. C. Stilp of Kimberly-Clark 
Corporation next introduced Jack 
H. Price, Assistant to the President 
of Truax-Traer Coal Sales Com- 
pany, Cincinnati, who discussed the 
coal situation. The industry faces 
the dual problem of high cost pro- 
duction and a shortage of cars to 
carry the coal to consumers. The 
industry is keenly aware of its re- 
sponsibility to maintain its competi- 
tive position as a vital industry 
within the American economy, said 
Mr. Price. 

“The answer to this problem in- 
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volves several practical questions, 
most of which have already been 
posed and to which many of the 
answers are already taking shape. 
The history, so fresh in our minds, 
of how the coal industry, in facing 
overwhelming demands during the 
war period fulfilled its responsibility 
without outside help or subsidy is 
most heartening. The actual figures 
show that in 1939, the last prewar 
year, the bituminous coal industry 
produced 390 million tons with 
440 thousand productive workers, 
whereas in 1944, at the height of 
our war effort, we produced 623 
million tons with approximately 390 
thousand productive workers. This 
is proof positive that the coal in- 
dustry can and will accept its re- 
sponsibility of producing adequate 
coal and keeping its products com- 
petitive, entirely within the capital 
and practice of the industry. The 
country should realize, however, 
that the productive working hours 
in the mines were 
proximately 16% under the terms 
of the contract entered into by 
miners and operators in July, and 
additional men are needed to sustain 
production. 


reduced by ap- 


“Many coal operating companies 
have by no means recovered from 
the wartime shortages of materials 
and manpower during the prolonged 
drive to maintain maximum output 
at the expense of sound mine main- 
tenance and development. These 
ravages must be repaired from with 
in the coal industry and in an era of 
high taxes. Rehabilitation of mines, 
new development, new mechaniza- 
tion, and new preparation plants 
must come out of current earnings, 
and the labor for such improve 
ments, together with the materials, 
must be paid for at peak price levels 
and with 1947 dollars. 

“The coal industry is thoroughly 
aware of the shift away from the use 
of coal, and is apprehensive as to 
the future of coal that must be pro- 
duced by the highest wage contract 
in history and moved to market at 
mounting freight The one 
hope rests on higher productivity in 
the mines. This can be arrived at 
only gradually, because urgently 
needed equipment is still hard to 


get. 


rates. 


Economic and Political Trends 


The concluding speaker was A. 
W. Zelomek, President of the In- 
ternational Statistical Bureau, New 
York, introduced by G. L. Hart- 
man, Vice President and General 
Manager of the Milwaukee Flush 
Valve Company. Mr. Zelomek sur- 
veyed the economic and _ political 
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trends in the present situation. He 
predicted that, because the United 
States is now producing a larger 
physical volume of goods than can 
be consumed indefinitely at current 
price levels, a decline in both pro- 
duction and prices can be expected 
soon. 

“Tn all past history,” he said, “the 
first postwar inflation has always 
been followed by a relatively sharp 
setback in production and whole- 
sale prices. I can find nothing in the 
situation to make me believe that 
history will not repeat itself. Never 
in history, however, has this first 
reaction degenerated into a depres- 
sion of major magnitude such as 
accrued in 1929-1932. I can see no 
danger of such a major depression 
within the near future. 

“The period preceding these price 
and production declines will not be 
free from risks. No market breaks 
until it becomes seriously oversold, 
and during the process of oversell- 
ing it seems to be growing stronger 
and stronger. All of you who were 
in business in 1920, or even in 1937, 
will recall how suddenly and out of 
what clear skies these sharper and 
more general adjustments can de- 
velop. I am happy to say that most 
purchasing agents have not been 


swept away during the recent re- 
vival of inflationary psychology. 
There are, of course, a few real 


scarcities left. Buyers are fully jus- 
tified in covering farther in advance 
in such cases. But it would be 
fatal at this stage if we failed to 
distinguish between the few scar- 
cities that are real and the many 
that only seem real. 

“The simplest and most practical 


Approximately 


350 purchasing agents 


rule is that price inflation will con- 
tinue as long as price increases do 
not prevent a further increase in 
unit demand. In fact, speculation is 
quite capable of carrying prices up 
for a few months beyond that point. 
But the minute unit demand begins 
to decline, any further advance in 
price acts twice as rapidly in closing 
the gap between supply and de- 
mand.” 


Banquet and Committees 


The conference banquet was held 
in Mechanics Hall on Wednesday 
evening, with an attendance of 350. 
J. W. Nicholson, Milwaukee City 
Purchasing Agent, was at the piano 
for community singing. Speaker of 
the evening was Dr. James Shelby 
Thomas, nationally known educator, 
lecturer and writer. In an address 
that ranged over the whole history 
of buying and selling from the days 
of Adam and Eve to the present 
day, he spoke of the importance of 
the purchasing function and the 
purchasing agent, with many inter- 
esting sidelights on merchandising 
and other business activities. 

The success of the conference 
was due to the enthusiastic and effi- 
cient work of the committees. Some 
twenty members of the Milwaukee 
Association were formally listed for 
such service, and as many more 
took an active part in the arrange- 
ments and in the proceedings. E. L, 
Block was General Conference 
Chairman; Lyle Stilp, Program 
Chairman; L. M. Sanford, Exhibit 
Chairman; Kenneth E. Groth, En- 
tertainment and Banquet; Karl 
Kattner, Hotels and Registration ; 
R. Brick and H. Berry, Publicity. 


attended the conference banquet. 
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SOUTHEASTERN PURCHASING AGENTS 


CONFER AT LOUISVILLE 


ig a thought provoking conference 
that featured speakers of nation- 
al prominence, purchasing agents at- 
tending the Fourth Annual Con- 
ference of the “Lucky Seventh Dis- 
trict”, (so dubbed by President Gar- 
net T. Dickson of the NAPA), held 
at Lousiville, Ky., October 16th and 
17th, were told that the principal 
challenge of 1948 will lie in short 
ages of critical materials along with 
price changes; that the next 12 
months will witness some develop 
ment that will break the price struc- 
ture 15 to 20%; that today’s big 
problem is one of timing; and that 
the proposed Marshall plan of aid 
to Europe, if and when put into 
effect, will further hamper procure- 
ment efforts of industrial purchas- 
ing agents. They were also told that 
current definitely marked trends in 
inventory condition, production, de- 
mand, and employment, 
good business for the 
months 

The Conference was held in the 
Kentucky Hotel under the auspices 
of the Purchasing Agents Associ- 
ation of Louisville, and the con- 
vention register showed a total reg- 
istration of 211, with representa- 
tives of all Associations in 
the District—Alabama, Chattanoo- 
ga, Florida, Georgia, Louisville, 
Memphis» and New Orleans —as 
well as several non-members. 

Though heavy rain marred the 
golf and plant visitations that had 
been scheduled by the Louisville As- 
sociation for Friday afternoon, the 
Thursday evening ‘Pause for a Bit 
of Recreation”, featuring a cocktail 
hour, the annual banquet, and spe- 
cial entertainment, proved highly 
enjoyable. Speaker at the banquet 
meeting which was presided over 
by T. A. Corcoran of Louisville, 
was Colonel Jack Major of Padu- 
cah, Ky., whose humorous talk on 
“Taxes, Women and Hogs” evoked 
much applause. 
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® Reported By George E. Henry 


On invitation of the New Or- 
leans Association, the Fifth Annual 
Conference of the Seventh District 
will be held in the Crescent City 
next year. 


Looking to the Future 


With George H. Cole, purchasing 
agent, Alabama Power Co., Birm- 
ingham, presiding, the conference 
was formally called to order on 
Thursday morning, October 16th, 
by William H. Kerrick, Director of 
Purchases, The Mengel Co., Louis- 
ville, and general chairman of the 
Conference. The Thursday morning 
session was dedicated to the theme 


of “Southern P.A.’s Look to the 
Future.” 
Mr. Kerrick stated that while 


purchasing is a profession that justi- 
fies a high place in our business and 
economic setup, it will occupy a still 
higher position in the recovery 
period ahead, and that if men in 
purchasing are to maintain the 
standing they have so ably estab- 
lished, it behooves them to equip 
themselves with a purchasing knowl- 
edge that will enable them to hold 
this position. “With all the informa- 
tion available through our local 


Bill Kerrick called the Conference 
to order. 


oF 


ag 


associations, our national associa- 
tion, our national convention, dis- 
trict conferences, and other sources, 
there is no reason why we should 
not reach higher standards in our 
respective enterprises,” he said. 

Following invocation, J. T. Kin- 
berger, president of the Louisville 
association, puchasing agent, Gulf 
Refining Co., formally welcomed 
the delegates to the Conference. 

H. N. McGill, president of Me 
Gill Commodity Service, Auburn- 
dale, Mass., was the first of the 
scheduled Conference speakers, his 
subject being “An Economist Looks 
at the Future.” Mr. McGill, whose 
analysis appears in this issue of 
PURCHASING, reviewed current con- 
ditions that have created an 
mic fog’, the effect on our social 
economy of aid to Europe and the 
Marshall plan, the price situation, 
and varied other factors 

In response to a question in the 


“econo 


ensuing discussion period led by 
B. Y. Heazlitt, purchasing agent, 
K. & I. Terminal Railroad, Louis- 
ville, Mr. McGill stated that he 


could visualize by the first quarter 
of 1948, lower prices in copper, 
lead, zine, lumber and other build- 


George Cole gets a warm greeting 
from “Cork” Corcoran 
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ing materials. “My point is,” he 
said, “that our economy cannot 
stand the pressure of higher prices. 
There may be a break of 15, 20. or 
5 7? 


( 


\lbert J. Browning, vice presi- 
dent and director of purchasing, 
Ford Motor Company, Dearborn, 
Michigan., was the next speaker, his 
subject being “A Year of Challenge 
and Opportunity.” His interesting 
and informative paper also appears 
in this issue. Among the high spots 
of his talk, was an explanation of 
the substitution of aluminum for 
steel in the production of various 


‘Ford parts, by which his company 


expects to save 300 pounds of steel 
per car. If this can be done; he said, 
it would permit the company to 
make 100,000 more cars. Among the 
aluminum parts exhibited’ were a 
running board, seat track, head- 
pump housing and several small 
parts. 

In response to an inquiry during 
the following discussion period led 
by J. L. Watson, Purchasing Agent, 
Florida Power Corporation, St. 
Petersburg, Mr. Browning stated 
that purchase specifications are 
written in the engineering depart- 
ment. “They are reviewed in the 
purchasing department,” he said, 
“and in many cases are sent back to 
engineering for revision because our 
men have an intimate knowledge 
of production and are familiar with 
various means of doing a job.” 

Commenting on an inquiry on the 
offered through de 
centralization of purchasing activi 
ties, and the extension of wider 
authority to district purchasing 
agents, Mr. Browning said, ‘The 
closer you can place responsibility 
and authority to the point of action, 
the better off you will be. Freight 
rates are going up. The spread 
between the delivered cost and the 


advantages 


Part of the Atlanta delegation — C. R. 
Wilson, J. E. Clark, J. M. Elliott, R. N. 
Patrick, H. W. Frick and E. C. Bayken, 





local purchase cost will continue to 
erow greater. As the local man 
develops and expands, he will do a 
better job. The man close to a job 
can do a better job than a central 
office in many things, and of course 
the various branches collaborate in 
procurement matters. The local 
man is in a better position in many 
cases than the ‘master mind’ at 
headquarters.” 

Mr. Browning declared that it is 
poor policy to have an $8,000 man 
do detail office work that a $2,400 
girl can do. Over half the buyers’ 
time, he said, was formerly spent in 
doing routine work that somebody 
at a much lower salary could do 
as well and in many cases even better 
than they could. Under the pro- 
gram of decentralization a great deal 
of paper work and detail has been 
eliminated, and the branch men are 
able to concentrate on the important 
job of procurement. 

The Thursday afternoon session, 
with A. Grant Clark, purchasing 
agent, McWilliams Dredging Co., 
New Orleans, presiding was opened 
with an address by Executive Secre- 
tary-Treasurer George A. Renard 
of the National Association, under 
the general theme “From One P. A. 
to Another.” 


Today’s Big Problem—Timing 


Garnet T. Dickson, president of 
the National Association, manager 
of purchasing and customs, Good- 
vear Tire & Rubber Co. of Canada, 
New Toronto, Can., was next in- 
troduced by Conference Chairman 
Kerrick. His subject was “The Job 
Ahead for the Purchasing Agent.” 

Mr. Dickson declared that were 
he able “to foresee our future in 
minute detail” he would cease to be 
a purchasing agent, and would be a 
super-excellent economist or a fore- 
caster instead. Our first job he 


GEORGIA 
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The Information Panel at Thursday Meeting 





said, is to scan the past with a view 
to applying and passing along the 
experience we have gained par- 
ticularly in the past five years; and 
most important, we must assure our 
position with management to make 
our companies stronger, and _ this 
country and the world a better place 
in which to live. 

“We must go back far enough” 
he continued, “to remember that 
there was time, when under our 
system of free enterprise, the law 
of supply and demand governed the 
interchange of goods and services, 
and was the basic consideration in 
purchasing agent thinking. In those 
days a purchasing agent could 
analyze trends and use statistical 
knowledge, and arrive at a reason- 
able opinion of what future com- 
mitment policy should be. Market 
indices and charts and forecasts 
from sources usually meant some- 
thing, and purchasing agents were 
able to negotiate without the 
shackles of bureaucratic regulations. 

“Incident to the war effort pur- 
chasing agents lost the basic right 
to negotiate according to their best 
judgment, and were subject to con- 
trols, allocations, priorities and other 
regulations. Some of these regula- 
tions were helpful and some were 
not. Many times I felt that my 
friends could have been of more 
assistance to me in my war pro- 
curement problems than were the 
official controls. 

“We have disposed of most of 
our wartime restrictions, but some 
of these have been replaced, as in 
the steel industry, with industrial 
peacetime allocations and other 
measures that still shackle the pur- 
chasing agent and do not permit 
him to operate on the old basis of 
supply and demand, and first-come, 
first-served. 

“Without doubt we will be faced 


with the current restriction until 
such time as production catches up 
with demand. Then the factors of 
labor disputes, restrictive thinking, 
allocations and other restraints can 
be eliminated from 
Che 

one great 
4 ] 


our 
timing on 


considera 
this is the 
It is one 


tions. 


question today. 


of the purchasing agents’ greatest 
problems timing. Ido not know 
the solution, but concentrated 


thought and effort and proper utili 
zation of the resources of the N. A. 
P. A. will help solve this great prob- 
lem. 
“If we are loyal to our friends 
need not be 
a combined industrial and economic 
encyclopedia Loyalty makes for 
ind friendships repre- 


and our association, we 


friendships, 


sent a cross-section of knowledge 
that no one individual can possibly 
true friends 
fundamentally 


Sa fely accept their 


have 
thinking is 


possess If vou 
whose 


sound you can 


advice Chis is the psychology of 
top management of which we are 
a part.” 
Opportunities in South 
“National progress means new 


developments. We must know what 
is going on locally, nationally, and 
even internationally. The South is 
developing rapidly. The Southern 
purchasing agent has a wonderful 
opportunity and a great responsi- 
bility. To a great extent Southern 
industrial development was on a 
branch plant basis. However, cen- 
tralized purchasing in many large 
industries is now a matter of 
tralized policy control. 


cen 
This is true 
In each branch plant 
we have a purchasing agent who is 
free to function under local condi- 
tions and is only guided by our cen 
tralized policy. 


in Goodvear. 


“The South has many ad 
vantages. It has much room for 
expansion and this will create 
greater markets It has vast 
natural resources and a reasonably 
fine supply of labor and cheap 
power. To my mind the purchas 


ing agent has unlimited opportuni- 
ties in the South and possibly the 
opportunity of someday soon find- 
ing that the South may turn out 
to be home office and not just branch 
territory. Watch your opportuni 
ties and follow through. 

“Along with top management, we 
have another job ahead. Free enter 
prise in 
slowly 


this world appears to be 
shrinking to the confines of 
this continent. Russia prior to the 
war was considered to be the only 
integrated nation other than the 


U.S. A. In many quarters it was 
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that these two would 
follow opposite courses. 


realized 
naturally 
We can well see the development of 


this today. Russia’s sphere of in- 
fluence is growing rapidly. She has 
added over 100.000.0000 to her 
sphere since the war, and I do no 
think she means to stop at less than 
‘One World.’ 

“We purchasing agents have a 
job ahead with such a threat abroad. 
We are basically negotiators, and 1f 
we hope to perpetuate this function 
we must oppose individually and col 


lectively any effort looking to the 
extension of communism and state 
planning that would eliminate the 


need and opportunity for negotia- 


tion 


Information Panel 


Calvin H. Marcus, Edward Mar 
cus Paint Co., Louisville, Ky., pre 
sided at an Information Panel ses 
The panel consisted of the 
following: Ted Oldenburg, Norge 
Div., Borg-Warner Corp., Chatta- 
nooga; James Pidgeon, Pidgeon 
Thomas Iron Co., Memphis; D. W. 
D’Alemberte, Board of Commis 
sioners of State Institutions, Chat 
tahooche, Fla.; J. E. Clark, Gulf Oil 
Corp., Atlanta; Frank B. Shannon, 
American Cast Iron Pipe Co., Birm- 
ingham; and Secretary George A. 
Renard of the National Association, 
New York. Members of the panel 
expressed their opinion as follows 
on‘ various questions: 

Building costs: Mr. Pidgeon said 
that he did how building 
costs could come down; that they 
are too high, but will not come down 
within the next 12 months. 

Steel: Mr. Shannon stated that 
with steel mills operating at 96% 
capacity, he saw no reason why an 
increase in the supply of pipe and 
sheet should not be expected within 


s10n., 


not see 


George Renard and A. J. Browning, 
vice president and director of pur- 
chases, Ford Motor Company. 
















































































the next few months. 

Electrical Supplies: Mr. Shannon 
also said that delivery have 
been much improved within the past 
six months. In many 
livery has been improved as 
as 60%. Ina few cases there are 
surplus inventories. It is expected 
that electric equipment will be in 
better supply. However, it is not 
reasonable to expect 
in prices within the 
future. 

Inventory reserves: Mr. 
“In the matter of protecting inven 
tories against price advances the 
procedure being followed is to set 
up depreciation reserves t 
reasonable depreciation. If we get 
reasonable reserves set up, | 


dates 


Cases de 


much 


any decrease 


f rreseeable 


Renard: 


~ 
be 


see where we can have anv real 
serious crash in 1951.” 

Aid to Europe: In response to a 
question as to how the 
situation in Europe will attect 
ing policies in the United States, 
Mr. D’Alemberte tl 
outlook revolves entirely around the 
Marshall plan. The number of na 
tions that might benefit b such a 
plan is 18, I believe. The questior 
is: What will Congress do? Cur- 
rent thinking has set a figure of 
$20 billion over the next four vears 
if Europe does get back on its feet 
This nation cannot exist as an eco 
nomic island. We can keep on onl) 
if Europe does vet back on its feeet 
If that figure is adopted by Con 
gress they may get along on a $5 
billion shorter position than today. 
The amount of 
chinery and grain that must go to 
Europe will seriously hamper our 
procurement efforts.” 

Priorities and allocations \n- 
swering a question as to whether 
priorities and allocation programs 
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buy 


said: “I think the 


steel, coal, oil, ma 


would again be inaugurated, Mr. 
George Cole formally opens the 
Conference. 
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and allocation program. 





Renard declared that if we adopt 
the Marshall plan even for a year, 
we will have some sort of priority 
“We can- 
not have them”, he said, “unless 
Congress so authorizes. We have 
no law now that enables the govern 
ment to issue such regulations. This 
will have to be passed on by Con- 
OTeSS before it can take effect. This 
will not come within the next three 
or four months, and will not come 
we have the Marshall plan.” 
“The rubber 
is an unknown quantity,” 


situation: 
Sai Mr. Clark. ‘“‘My experience 
as been on finished products and 


parts. ‘There have been price in 
creases \t present we are getting 
re rubber from the Far East, and 
re is being used in rubber prod 
ucts \s far as government stock- 
11] 1 1S concerned. rubber has 


umped 4¢ a pound in the past few 
days. It is my understanding that 
hose and other products before long 
will increase 10% to the consumer. 

entually the rubber situation will 
be like the farm set up parity 
\s soon as the govern- 
lent mixes in it, the cost will in- 
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I:scalator Clauses Mr. Olden 
uirg, in reply to a question as to 
means are being used to avoid 
escalator clauses, said: “We are 
running into them every day. They 
are beginning to fall off a little bit. 
Our only means of avoiding them 
lies in individual resistance. Some 
of our suppliers are changing their 
clauses, giving us the benefit if there 
are reduction in prices. We should 
make every etfort to resist escalator 
clauses even one case out of 50 
will pay big dividends.” 

\nother speaker said that one of 
his suppliers wanted to firm out- 
standing orders, many of which 


Grant Clark of New Orleans intro- 
duces Secretary Renard of the 
National, 


could not be delivered for several 
months, and that his company took 
the position that it would like to 
escalate on the way down as well 
as on the way up. 

H. B. Borders of the Reynolds 
Metals Co., Louisville, said: “On 
our purchase orders we type a state- 
ment to the effect that the prices 
shown are firm prices and that we 
will not accept higher prices unless 
previously negotiated. In the event 
of shipment without prior negotia- 
tion, prices shown on the order will 
prevail. In the event of shipment 
without negotiation, suppliers have 
no way to some back at us for 
higher-prices. If the supplier takes 
exception to the statement, then we 
attempt to arrive at a fair and equit- 
able price arrangement for both 
partis hy 

Robinson-Patman Act: On _ the 

discrimination under 
the Kobinson-Patman Act, Mr. 
Renard siated that the act does not 


1 
up1ect ol 


say in any place that there cannot 
be price discrimination. It says 
there can be types of illegal dlis- 
crimination. Discrimination has to 
be illegal to become an offense 
under the Act. There is nothing 
to keep a supplier from selling at 
50 prices if conditions make such 
prices desirable. The Act was 
basically designed to benefit the 
small retailer. It was never in- 
tended to cover the industrial field. 
It was also aimed against the ad- 
vertising discount being paid to 
certain retail outlets, which amount- 
ed often to 10%. The Act says if 
the offer is made to one retailer it 
must be allowed to all. Cancella- 
tions referred to in the Act, he ex- 
plained, do not apply to industrial 
buying and selling. 

Taking Bids: Inquiry was made 
as to whether there is a maximum 


Harlan Cross tells about the proposed 
directory of industries in the Seventh 
District. 








below which it does not pay the 
purchasing agent to contact more 
than one supplier. Mr. Oldenburg 
replied that this is an individual 
problem with each purchasing agent, 
in determining the amount of money 
involved before starting to take 
bids, the amount of paper work, etc.., 
that go into overhead, and the pos- 
sible savings. 

Packaging: Mr. Clark stated that 
the use of wire strapping on boxes 
lighter than those formerly used has 
proved a means for saving money. 
Mr. Oldenburg said that packaging 
is about 5% to 10% of the cost of 
finished product made by his com- 
pany. He stated that packaging 
engineers had helped his company 
solve packaging problems, and that 
he would like to see a testing labora- 
tory set up in the South, where a 
proposed package can be thoroughly 
tested. “We have gone to great 
lengths to palletize our units,” he 
said. ‘We have found it is cheaper 
for us if we make the pallet a part 
of the finished package. We start 
the unit on a pallet which is a part 
of the finished package. At the end 
of the line it is bolted to it and 
ready for shipment. This has ma- 
terially reduced our packaging cost.” 
He stated that the outlook is not too 
bright for the next 6 to 9 months 
in the corrugated industry, though 
the wirebound situation is loosening 
up. 

Fuel situation: Mr. Renard de- 
clared both coal and oil would be 
tight during the coming winter, and 
that purchasing agents would have 
a hard time getting all they need 
through the winter. 

Feature address at the Friday 
morning session, was by Robert C. 
Swanton, chairman of the NAPA 
Business Survey Committee, pur- 
chasing agent, Winchester Repeat- 


J. T. Kimberger, president of the 

Louisville Association; Garnet T. 

Dickson, president of the National, 
and Louis Kirchhofer. 











ing Arms Company, New Haven, 
Conn. 


The Committee is composed 
of about 200 purchasing agents with 
every type of industry and public 
service on this continent. District 
No. 7 is well represented on the 
committee 

“To forecast the supply demand 
situation for the future with 
any reasonable degree of accuracy,” 
said Mr. Swanton, “we must use a 
lot of ‘ifs’ for there are many things 
that can happen to materially change 
the current trends. My remarks 
are based, in the main, on the trends 
shown by the NAPA 
Business Committee. 

“Before we look into the future, 
we must look back at the past 
and not very far back. For years 
to come everything will date from 
the end of the war and, for business, 
the end of Government controls. 
The supply-demand picture at the 


near 


reports ot 


Survey 


end of the war was, to say the 
least, a futuristic daub which only 
government soothsayers’ could 
understand and interpret. They 


said: ‘It will take many months for 
industry to convert to peace-time 
production — 11 million workers 
will be unemployed We must cut 
the work week to 40 hours to speed 
the work We must raise wages 
to compensate for the shorter hours 
We the strong, ex- 
perienced, capable hands of govern 
ment by bureaucrats to guide the 
business ship during the perilous 
postwar years.’ Remember ? 
“Well, it did not take that long 
to reconvert. Mr. Ford announced 
civilian cars would be rolling off the 
assembly line in 60 days. Your 
own Business Survey Reports indi- 
cated that 75% of industry had no 


must have 


insurmountable reconversion prob- 
lems 1 could be 
quickly available, and many of them 


raw materials 
could be from the greatly expanded 
war facilities 
“The trouble lay in the demand 

the heaviest demand we have ever 
known all the pent-up require 
ments of the restricted war 
Now in that demand there was a 
fictitious element, as natural as it 
is for an American to be an opti 
mist With the pipe [ 
goods empty, management 
set their sights at production capac- 


years. 


lines of 
civilian 


ity “plus”. Such optimistic plan 
ning required that material be 
abundant it was not; that labor 


be fully productive and tranquil 
it was not. So that first demand 
was inflated by whatever percentage 
actual production fell under the un 
realistic production schedules. 

“As purchasing agents went out 
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to cover for this over-stated de- 
mand, they found they could get, 
say, 6 out of 10 needed items in the 
quantities desired, but the other 
four were long delivery or on allot- 
ment by the seller. The result 
unbalanced inventories, and by the 
first of this vear, inventories began 
to come down. They have con- 
tinued to drop each month. The 
trend was probably strongest in 
May, indicating that a large per 
centage of industrial inventories had 
reached their bottom operating 
level. 


Inventories Being Balanced 


“With the reduction of 
tories to practical production §re- 
quirements, came the reduction in 
the backlog of orders—no recession 
from increasing production, but a 
decrease in the unfilled order books. 
The over-optimistic demand 
washed out and with it the multiple 
orders placed with the idea of get 
ting earliest delivery from one or 


inven- 


Was 


two oft several sources. | believe 
we can confidently say inventories 
are now better balanced and in 


closer relation to definite production 
schedules than at any time since the 
war 

“Production has increased, month 
by month, all of this vear. True, 
there has been some labor unrest. 
but nothing like 1946. Higher pro- 
ductivity per hour is being obtained. 
\ representative group of indus- 
trialists in 1946 estimated that 
worker productivity was as low as 
60% of prewar. That leaves a ver 
wide margin for improvement. A 
recent survey made by the magazine 
Will and lactory showed 
reporting higher productivity 
put per man hour than in 1946. 
How much is not determined, but 
69% of these reporting commened 


92% 


out- 


Tom Corcoran of the Louisville As- 
sociation makes an announcement 
at the closing session. 























that they expected increased man 
hour output in the coming months. 
Our Business Survey Reports; too, 
indicated this last month. This 
means greater availability of goods 
that have been short, helping supply 
catch up with demand. 

“The General Business Condition 
our survey has shown 
consistently a continuing high pro 
duction and sales level, with the 
advantage on the up side. June 
was the only exception. A slightly 
lower volume of new business was 
indicated. August, however. changed 
to a distinct note of optimism. Those 
reporting outnumbered 
the decreases 2 to 1, with 60% re- 
porting maintenance of high level 





section of 


increases 


of production and shipments. Sep- 
tember really went to town, with 
increases overbalancing the _ de- 
creases 31% to 1, and backlogs 


were reported building up again in 
some directions. Coupled with this 
trend vou have an_ increasing 
number of reports that competition 
is showing up, a trend, towards a 
buver’s market. 


Changing Commitments 


“The Business Survey Committee 
report on Buying Policy that 1s, 
the length of time of forward com 
mitments the first quarter of this 
vear, Was a complete reversal of th 
last quarter of 1946, with a drive 
to reduce inventories to practical 
levels; with the fictitious element 
of demand washed out. With in 
creased production, many materials 
Buyers could 
take a shorter view of com 
mitments, and they did. Each 
month this year, up to September, 
the procurement policy 


became easier to get. 
safely 


has become 


shorter and shorter. In August, 
90% were under three months 
That changed in Sepiember. \With 


Clyde Porter of Birmingham, W. 5. 
Flinn of Chattanooga, and Harlan 
E. Cross of Birmingham. 
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increased business, and back-orders 
building up, a slight longer view was 
reported. While 80% showed a 
‘hand to mouth’ to 90-day coverage, 
many more of them were on the 
90-day side of the bracket. 

‘There are many things which can 
happen that could materially change 
the current trends war, strikes, 
another wave of wage increases, 
consumer resistance to high prices 

but the one most disturbing is the 
European problem, the requirement 
of Europe for American products, 
as well as foreign commodities 
which must be paid for with Ameri- 
can dollars. The Marshall Plan, if 
approved by Congress, with 22 bil- 
lion dollars of American aid with 
\merican products over the next 
four vears, is bound to make more 
critical materials now in _ short 
supply and create new shortages in 
others, for many of the products 
Europe is critically short of are the 
ones we are short of steel for 
instance. 


Down to Date 


“This brings us down to date. 
definitely 
marked for the next three months. 
First, we have demand, clear of its 
impurities continuing at high levels 
and tending to increase. 

“Second, we have high produc- 
tion with a trend to increased worker 
productivity, and we have the 
highest employment in our history. 

“Third, we have better-balanced 
inventories, with indications that 
they are about at the practical bot- 
tom. 


The trends are very 


“Fourth, we have buying policy 
well restricted and non-speculative, 
inclined to little longer commitments 
of 90 days and over. 

“To me that adds up to good 
demand, easing 


business, strong 


E. V. Bulleit and H, J. Laufer scan 
the program. 


supply for the immediate future.” 

The next speaker was Dr. C. W. 
Williams, head of Economics De- 
partment, University of Louisville, 
whose subject was “The Supply and 
Demand Picture for the Long 
Term.” He said he was rather du- 
bious about prices having reached 
their peak, saying he expected an in- 
crease of another 10 or 15 points 
over present prices. 

Other speakers on the Friday 
morning session, which was _pre- 
sided over by W. S. Flinn, pur- 
chasing agent, Simplicity System 
Co., Chattanooga, were District 
Vice President W. E. Rier of Mem- 
phis, Rotary Lift Co., and Harlan 
Ik. Cross, Sloss-Sheffield Steel & 
[ron Co., Birmingham, chairman 
of the Seventh District Activities 
Committee. 

Mr. Rier reviewed the growth of 
the District, stating that five vears 
ago there were only four associa- 
tions. Today there are seven as- 
sociations with a total membership 
of 564 practically double that of 
three years ago. He said there is a 
possibility of an association being 
organized in Mississippi that will 
become affiliated with the N.A.P.A., 
and the Seventh District. 

The close tie of the Seventh Dis- 
trict with the National body, Mr. 
Rier stated, is revealed by the large 
number of members affiliated with 
various of the NAPA committees. 
Kach association has one to three 
representatives who make regular 
reports to Chairman Robert C. 
Swanton of the Business Survey 
Committee ; the Lumber Committee 
is headed by Jim Alexander, a 
member of the Chattanooga associa- 
tion; Fred Lind of New Orleans 
represents the district on the Edu- 
cational Committee; Spence Flinn 
of Chattanooga, represents the dis- 





trict on the Public Relations Com- 
mittee; and T. A. Corcoran of 
Louisville is chairman of the Na- 
tional Committee on Paper. 


District Seven Activities 


Harlan E. Cross, chairman, re- 
viewed the purpose and work of the 
District Activities Committee. This 
committee consists of a chairman 
and one representative from each of 
the associations within the district. 
Its purpose is to formulate recom- 
mendations relative to policies and 
projects directed to advancing the 
interests of the respective associa- 
tions and their members. It func- 
tions under the authority of the 
District Council. One of the proj- 
ects of the committee is the com- 
piling of a file or binder of state 
directories of industrial manufac- 
turers published by the various 
Southeastern states. It is felt that 
such a file will be a means of ac- 
quainting purchasing agents with 
the wide diversity of products made 
in the Southeast. Other plans re- 
late to educational projects, public 
relations, and collaboration with the 
NAPA in a plan of establishing 
District chairmen for National 
Committees. 

Concluding the meeting, Clyde H. 
Porter, chairman of the Resolutions 
Committee, presented the report of 
that committee. Mr. Porter is pur- 
chasing agent for the Alabama By- 
Products Co., Birmingham. Other 
members of the committee were: 
M. A. Stepherson, Jr., Memphis 
Packing Co., Memphis; Dan 
D’Alemberte, Board of Commis- 
sioners State Institutions, Chatta- 
hooche, Fla.; Arthur Nides, Rheem 
Mfg. Co., New Orleans; R. N. 
Patrick, Plantation Pipe Lines, 
Atlanta; and Lee Benson, Cavalier 
Corporation, Chattanooga. 


The District Activities Committee in session at the 
Conference. 
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tion, keved to present day conditions 
and looking to the future, featured 
the Second Annual Postwar Confer- 
ence of New England Purchasing 
\gents at Springfield, Mass., No- 
vember 6th. The full-day session at 
the Hotel Kimball started on time 
and ran smoothly on schedule, with 
out haste, curtailment, or awkward 
pauses, a tribute to the careful plan- 
ning and efficient coordination of 
Conference Chairman Charlie 
Healey and his aids in the four 
] 


New Englan 
registration desk reported 225 pur- 
chasing agents on hand, and attend- 
ance at the meetings throughout the 
day was close to 200, while the ban- 
quet attract d considerably more. 

Karly arrivals enjoyed a pre-con- 
dinner on 
Wednesday evening, with a diversi- 
fied entertainment program in which 
many of the members were called 
upon to participate. 

The business of the conference 
got under way on Thursday morn- 
ing, when Chairman Healey called 
the meeting to order. Delegates 
were welcomed by Carl A. Tootill, 
President of the Western Mass- 
achusetts Association, Mayor Daniel 
B. Brunton, and President W. Lee 
Costigan of the Springfield Cham- 
ber of Commerce. Mr. Costigan 
was for many years an active mem- 
ber of the Western Massachusetts 
group, and served as chairman of 
the Aldermanic committee that es- 
tablished centralized purchasing for 
the City of Springfield. 

John S. Dickson of Crown Mfg. 
Co., Pawtucket, National Director 
of the Rhode Island Association, 
presided at the morning panel which 
introduced the conference theme: 
“New England Purchasing Pre- 
pares for the Future.” Joseph C. 
Andrews of the American Hard- 
ware Co., New Britain, Conn.. 
N.A.P.A. Vice President for Dis- 
trict No. 9, spoke briefly on Associa- 
tion affairs, reporting healthy 
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Conference Co-chairmen Raymond W. Fleury and Charles M. Healey, Jr., 
welcome National President Garnet Dickson, as Treasurer John B. Donovan 
of the Western Massachusetts Association looks on. 


growth and activity throughout the 
District, and stressing the signifi- 
cance of associated effort in the im- 
provement and advancement of the 
purchasing function. 

William J. Roemer of The Bris- 
tol Co., Waterbury, Conn., present- 
ed a practical paper on “How to 
Buy in the Approaching Market”. 
He confined his subject to the fun- 
damentals of purchasing practice, 
with particular emphasis on inven- 
tory control and a simple, scientific 
method of determining the most 
economical purchase quantities—a 
factor of special importance when 
a sliding scale of quantity discounts 
is involved. Mr. Roemer’s address 
is reported in detail elsewhere in 
this issue. His presentation was 
clarified by the distribution of 
actual work sheets on which typical 
examples were calculated to show 
the application of his plan. A lively 
discussion ensued. 

George P. Brockway of The 
American Optical Co., Southbridge, 
Mass., a past president of N.A.P.A., 
next addressed the meeting on 
“Ethical Sales-Purchasing  Rela- 
tions.”” His talk, which is also re- 
ported in this issue, followed the 
outline of the “Purchasing Agent’s 


Code” with its ten cardinal princi- 
ples. 

No. official conference luncheon 
was scheduled for Thursday noon, 
but two groups took advantage of 
this opportunity for special meet 
ings. The Governmental Buyers 
Group of District 9, under the lead- 
ership of George J. Cronin, Pur- 
chasing Agent for the Common 
wealth of Massachusetts, lunched at 
the Highland Hotel and had an in- 
formal discussion of surplus pro 
perty disposal. Meanwhile, at the 
Colony Club, the officers of the 
Western Massachusetts Association 
honored National President Garnet 
T. Dickson and presented him with 
a handsome Savage rifle as a typical 
Springfield product. 


Up the Management Ladder 


Lloyd A. Lowe of C. H. Sprague 
& Son Co., Boston, National Di- 
rector of the New England Associa- 
tion, presided at the afternoon ses- 
sion. He introduced as the first 
speaker, William R. Murray, Gen- 
eral Purchasing Agent of the Bige- 
low-Sanford Carpet Co., Thomp- 
sonville, Conn., whose subject was: 
“Ascending the Management Lad- 
der.” 
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Tracing the evolution of the pur- 
chasing function as a specialized 
branch of management, he stressed 
the fact that whereas accounting, 
sales, and production responsi- 
bilities were so recognized and 
delegated at an early stage in the 
development of industrial organiza- 
tion, the owner-manager typically 
retained personal supervision of the 
treasury and purchasing functions 
for a much longer period. This in 
itself demonstrates, he said, the im- 
portance that is attached to policies 
affecting expenditure and the values 
received in return. As the volume of 
purchases increased to the point 
where procurement became a full- 
time job, the need was seen for 
specialized training and qualifica- 
tions in this field, but is has not 
always been easy to achieve the 
necessary independent status and 
authority for the purchasing func- 
t10n. 

Mr. Murray pointed out that in 
the development of purchasing 
science, all the ideas that have con- 


practical purchasing men. Wartime 
purchasing, with its many special 
difficulties and problems, forced 
buyers to greater and more intensive 
effort and accelerated the process of 
development. Within the past 15 
years, Association membership has 
grown from 3,400 to 11,000, and 
the number of college courses in 
purchasing has increased from 9 to 
approximately 130. 

Purshing is still closely allied to 
management, a determining factor 
in profitable operation. The big 
question that arises is how that re- 
lationship can most effectively be 
expressed and achieved in the real- 
istic terms of organization and 
administration. 

“What does management expect 
of the purchasing department?” he 
asked. Quoting a definition of “seri- 
alized procurement” by Howard 
Lewis, he pointed out that the com- 
plete procurement responsibility in- 
cludes (1) determination of the 
requirement; (2) location of a 
satisfactory supplier; (3) negotia- 


with the corollary action of issuing 
the order that defines the quality 
and quantity wanted and the terms 
of purchase. Also to be considered 
is the fact that there is a limit to the 
extent to which administrative con- 
trol can be effectively delegated. 

In view of this close relationship 
between purchasing and _ overall 
management policies, and the broad 
profit opportunities in corellating 
and extending the executive respon- 
sibilities of purchasing, the speaker 
concluded, “Management is finding 
it profitable to invite competent 
purchasing men to ascend the 
management ladder.” 

In answer to a question as to 
what related courses of study are 
recommended to help the purchasing 
man in qualifying for this larger 
responsibility, Mr. Murray cited 
the curriculum of the Harvard 
School of Business Administration, 
including courses in Accounting 
Management, Production Manage- 
ment, Marketing, Personnel, Labor 
Relations, and Administrative prac- 





The New England Governmental Buyers held a luncheon meeting during the Conference, 
Front row (left to right): Frank P. Free, State of Vermont; Gen. William I. Rose, City 
of Boston; E. C. Geissler, State of Connecticut; John T. Higgins, State of New York; 
Franklyn A, Adams, State of Rhode Island; George J. Cronin, Commonwealth of Mas- 


sachusetts. 


Second Row: Thomas Barry, City of Lawrence; Herman Landgraf, State of 


Rhode Island; Charles Thornton, City of Boston; John P. Jaworski, State of Rhode 


Island; W. H. MeGinnis, City 


of Cambridge. Rear Row: 


Charles 


M. Healey, Jr., 


City of Springfield; Cyril Buckley, City of Medford; Henry Saumsiegle, City of Waltham; 
Joseph Fogarty, State of Rhode Island; William Oates, City of Watertown. 


tributed to better buying policies 
and methods, and all the impetus for 
specialized education for buying, 
have originated from purchasing 
agents themselves, and have been 
crystallized through collective dis- 
cussion and interchange of opinion 
and experience, through the medi- 
um of the Association. Of the many 


articles and books on the subject, 


the great majority are also by 
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tion of mutually acceptable terms; 
(4) follow-up for delivery; (5) 
approval of the vendor’s product; 
(6) receiving; (7) storing; (8) 
settlement of the vendor’s claim for 
delivered. While this total 
procedure must be considered, the 
special and characteristic operation 
of purchasing, involving the highly 
specialized buying skills, lies partic- 
ularly in the third step—negotiation, 


cy 
got ds 


tices. The purpose of these courses, 
he said, was not to make the pur- 
chasing agent an expert in account- 
ing, marketing, etc., but to give him 
an understanding of these functions 
and why persons in such positions 
“sometimes act in ways that may 
seem unreasonable from the pur- 
chasing standpoint.” 

Ralph O. Keefer, General Pur- 
chasing Agent of the Aluminum 
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William R. Murray addressing the 
Conference. 


Company of America, Pittsburgh, 
next spoke on “Engineering vs. 
\ trained engineer, 
with several years of experience in 
the engineering department of his 
company before coming to the pur- 


Purchasing 


chasing desk, Mr. Keefer is well 
qualified to discuss the relationship 
between these two industrial func 
tions and how they can help each 
other. His remarks appear else- 
where in tl 

Robert C. Swanton, Director of 
Purchases, Winchester Repeating 
Arms Co., New Haven, and Chair 
man of the N.A.P.A. Business 
Survey Commitee, spoke on “The 
Supply-Demand Picture for the 
Immediate Future.” His address 
followed closely the presentation he 
had made two weeks earlier at the 
District 7 Conference in Louisville, 
and is summarized in connection 
with the report of that meeting. 


ls Issue 


Purchasing Forum 


The afternoon session closed 
vith a question and answer forum 
on purchasing topics. Stephen J. 
Kennedy of the Springfield Gas 
Light Company presided as “Quiz- 
master’, assigning the questions to 
a panel including the four Asso 
ciation presidents: Kendrick Burns 
of S. D. Warren Co., Westbrook, 
Maine (New \ssn.) ; 
Thomas W. Speidel 
Corp., Providence (Rhode Island 
\ssn.); W. A. Towle, Jr., of Wal- 
lace Barnes Co., Bristol (Conn. 
Assn.) ; and Carl C. Tootill of the 
Van Norman Co., Springfield 
(Western Mass. Assn.);_ also 
Franklyn A. Adams, Rhode Island 
State Purchasing Agent: Stuart F. 
Heinritz, Editor of PURCHASING 
Magazine; and George A. Renard, 
executive Secretary, N. \.P.A, 


England 
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Attentive buyers hear Past President Bob Swanton’s analysis 
of the business situation. 


Ouestion: Will the entry of for- 
eign purchasing commissions under 
the Marshall Plan into the U. 5S. 
market, affect either the present 
price or present supply of copper 
for electrical use in 1948? 

Ur. Heinritz: Copper will be no 
exception. There will be a large 
demand for central station and 
transmission equipment, calling for 
large quantities of copper. It may 
delay getting an adequate balance 
between supply and demand by as 
much as two years. Since the Mar 
shall Plan aims to help other coun 
tries to rehabilitate their own in- 
dustry, it may be that copper for 
these purposes will be furnished 
from British and Belgian sources, 
thus conserving our domestic sup- 
ply and production. 

Question: How can purchasing 
agents help to keep distribution of 
materials in established channels 
and eliminate gray markets? 

Mr. Adams: One reason why 
purchasing agents sometimes have 
to buy in gray markets, against 
their own wishes, is that emergency 
requisitions do not give them time 
to do a real purchasing job. Per 
suading management and engineers 
to allow a proper lead time for 
purchasing would be a great help. 
The producer should also be kept 
informed of what is happening in 
his market, so that better control 
may be exercized over distribution. 

Ouestion: What is the situation 
in respect to relative use of coal and 
oil in industry ? 

Mr. Seavor: There is an exodus 
away from coal toward fuel oil, in 
spite of the cost differential which 
is still in favor of coal. This is 
partially offset by greater costs of 
handling and storage of coal and 
disposal of ash. There is also a 
tendency to supplant coke. In view 


of the tight situation on oil, it is 
important to have a vendor relation- 
ship established to insure getting a 
supply of oil before changing over 
to an oil burning installation. 

Question: In buying spare and 
replacement parts for machinery, 
how can the purchasing agent 
verify manufacturers’ prices to be 
reasonable and correct ? 

Mr. Burns: Most of such pur- 
chases are for standard machines 
and parts, and most of the ma 
chinery manufacturers are repu- 
table, maintaining published price 
lists. Frequently, such purchases 
are of an emergency nature, and 
the price of the part is less im- 
portant than avoiding a shut-down 
in production. 


Coal Car Shortage 


Ouestion: There is a shortage of 
coal cars for domestic shipments 
because of the large quantities 
being moved for export; and when 
Lake shipments stop for the season, 
still more cars will be needed. Can 
the limited number of available cars 
be allocated for domestic use first? 

Mr. Renard: Government agen- 
cies will have great influence here. 
The State Department, Interior, 
and Defense, will all be  con- 
cerned, because the export of coal 
is part of the Marshall Plan, under 
which we ship coal across the At- 
lantic at a delivered cost of $22 per 
ton in England, whereas British 
coal could be produced at a cost of 
$8 per ton at the pithead if British 
miners would go back to a six-day 
week. The phase of greatest im- 
portance to New England coal 
buyers is that a large part of the 
coal for this area is water-borne, 
and is thus the most convenient to 
be diverted at Eastern ports for ex- 
port. It happens that these ship- 
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Purchasing Information Panel. 


W. Seavor, Franklyn A. Adams, 





































































(Left to right): Carl C. Tootill, Thomas 
Kendrick Burns, 


W. A. Towle, Jr.. 


Stuart F. Heinritz, George A. Renard, and Chairman J. Kennedy. 


the 
steam 


ments represent high-grade 
metallurgical and coals that 
becoming less available for the 
eneral buyer as the are 
being taken up by steel companies 
as Captive mines. Something could 
be done to check the diversion of 
these grades and the depletion of 
vur limited supplies. 
What is the delivery 
copper magnet wire? 
Production has been 
‘ strikes at the 
mines, and delivery promises have 
been extended during the past six 
months \s schedules for 


are 


sources 
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Situation on 
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delivery 


the various types and sizes become 
more definite, realistic ordering will 
help the situation. :xpanding facil- 
ities due to come into production 
within the next several months 
should also bring relief. 

(tC StlO} \re the steel com 
panies doing all they can to elim 
inate the OTay market ? 

Towle: No. The chief dif 
ultv lies in the allotment of steel 
to brokers : the steel companies lose 
control over the distribution of this 
Llonnar Brokers’ stocks could be 
limited, or even eliminated until a 
better supply is available through 
regular channels to regular cus 
tmneea 
Ouestion: Have you any sug- 
gestions as to proper inventory 


policy during this period? 

Mr. Heinritz: Basically, we must 
that factories need ma- 
terials in order to operate. If a flow 
of materials cannot be maintained 
because of shortages, the alternative 
is an adequate inventory reservoir 
to cover known requirements. As 
to the financial risk involved, some 
companies have established inven- 
tory depreciation “open 
end” contracts providing for down- 
ward price adjustment in line with 


remember 


reserves; 
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changing markets afford the buyer 
the same protection as _ escalator 
clauses gave the seller in rising 
markets. Supply and delivery con- 
ditions vary greatly in respect to 
different materials. Every buyer 
should maintain his own tabulation 
of lead times on all major items of 
purchase, based on specific ex- 
perience and suppliers’ delivery 
promises. 

Ouestion: To what extent is the 
production of low grade sulphite 
paper increasing ? 

Mr. Tootill: Additional facilities 
are coming into production. Three 
major producers—Hammermill, St. 
and International—all have 
increased their capacity. The actual 
extent of this and how 
nearly it will expanding 
demand, is not known. 

Question: To what extent is 
“last in, first out” pricing of in 
ventories used ? 

Mr. Seavor: The practice is quite 
prevalent. When our recent pur- 
chases are at the highest price, it is 
advantageous to use such stock first 
in pricing our product, keeping in- 
ventory valuation at the lower level. 
Of course, we are not permitted to 
change cost accounting methods at 
will, and the authorization of tax 
authorities is needed. (A show of 
hands on this question indicated a 
fairly even division on inventory 
pricing practice; a slight majority 
do not use the “last in, first out” 
system, ) 

Ouestion: The salesman of an 
established supplier quotes a higher 
price than his competition. Would 
you tell the first what the 
lower quotation is? If he meets the 
price, would you tell the second 
salesman ? 

Mr. Adams: 
tions. 


Regis, 


increase 
satisfy 


source 


No, to both ques- 


Ouestion: How can purchasing 
agents best combat the rising spiral 
of inflation ? 

Mr. Renard: In a word, by being 
good purchasing agents. Specifically, 
by following the principles that 
have been expressed in the various 
papers presented at this conference 
and in the questions and answers 
of this forum. It is not an easy 
road. The most disturbing factor of 
the situation is that some pur- 
chasing agents do follow the easy 
road and accept inflationary prac- 
tices without the full resistance of 
which they are capable. More than 
a year ago, when escalator clauses 
were almost in universal use, one 
purchasing agent reported that by 
negotiating with his vendors he was 
able to eliminate the objectionable 
features of such clauses in every 
case but one. Today we have dif- 
ferent problems, and they must be 
met by applying the principles of 
good purchasing. See that escalation 
works downward. Scale inventories 
to your needs and to suppliers’ 
delivery schedules. Price your in- 
ventories soundly, as by the “last in, 
first out” system. Don’t buy in the 
black market. Don’t buy through 
brokers at a premium over the fair 
market price. Insist on getting your 
share of materials from suppliers. 
[f a jobber or broker gets an allot- 
ment based on your purchases and 
then diverts the material to other 
outlets at higher prices, let the pro- 
ducer know what is happenning. 
Resist greed and hidden price in- 
such as the unwarranted 
reduction of cash discounts and 
bigger margins for less service. 

Question: Some heavy chemicals 
are sold on the gray market. What 
can be done about it? 

Mr. Burns: We have experienced 
some of that, and have been forced 
to pay several times more than the 
contract price when we needed the 
material very badly, though the 
situation seems to be drying out 
now. Go to the producers and let 
them know about it. In many cases 
the producers themselves do not 
know how it happens. Also be sure 
that your contracts cover your 
needs. There are cases where any 
purchases beyond the contract quan- 
tity commands a premium over the 
contract price. 

Question: What is a fair per- 
centage return on the disposal of 
obsolete and surplus goods ? 

Mr. Seavor: There is no standard 
percentage that can be expected. In 
the case of obsolete equipment, the 
floor space is generally so valuable 
(Please turn, to page 332) 
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Purchase Requisition (triplicate) is 
initiated by Material Control Depart- 
ment, where upper portion of form is 
filled in and one copy is retained as 
record that a request has been issued. 
The Purchasing Department fills out 
lower portion of the form when order 
is placed, returns blue copy to the 
Material Control Department as ad- 
vice that purchase has been made, 
retaining original copy in a numerical 
file for future reference. 
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When a Request for Quotation is used, 
all of the favorable quotations that are 
received are posted on Quotation Sum- 
mary & Price Analysis Form, which pro- 
vides a comprehensive summary of current 
price information. This is placed in the 
Kardex file along with the appropriate 
Purchase Record card and the Follow-Up 
& Delivery ‘record, so that all pertinent in- 
formation on a purchase item is readily 
available in one place for immediate ref- 
erence whenever it comes up for attention 
or action. (The other Kordex forms are 
shown on the following paces.) 
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The Purchase Order is made out in 
quadruplicate. 


The Original (Vendor's) copy has a 
perforated bottom section, whereby 
the vendor acknowledges the order 
and provides delivery information at 
the same time. This device has been 
successful in securing prompt ac- 
knowledgements and in most cases 
eliminates the need for the first fol- 
low-up on the order. 


The Receiving Department copy and 
Purchase file copy are ruled for a 
record of deliveries against the order. 
Purchasing Department copy is kept 
in the “Active Order File” until order 
is completed. 


Fourth copy is routed through the 
Material Control Department, where 
postings are made, then initialed and 
returned to Purchasing. 


Approval by the Inspection Depart- 
ment is required on all deliveries of 
direct material before material is 
finally accepted; this approval is 
noted on the Receiving Report. Two 
copies are routed through the Mate- 
rial Control Department to Purchasing, 
where they are posted and attached 
to the original and file copies of the 
vendor’s invoice to show receipt of 
the material. 
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INSTRUCTIONS—To Be Followed im Connection With This Order: 
Notify us immediately if you cannot furnish materials as ordered 

Do not ship materials in excess of quantines specited 

Mail invores in Captions and shipping documents not later than the day following oh + Show our purchase order number on invoice, bill of 
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without ovr consent 


see that the acknowledgment shp below ws Glled out and L ovmmned wnbout 
ig exactly when order will be filled 


fad the day the order & 
Pomtuvely no cartage 


aDowance for bowing 
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We hereby acknowledge receipt of your order of 
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A Delivery Schedule Change Notice, 





in mimeographed form, saves time 








and letter writing when delivery 
schedules are revised. The form is 
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H & A Selmer inc. 
Goon Froneh 6 Soe 


NEW “CASTLE. INDIANA 
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When are you Shipping 





Gentlemen: 











TO: Dac 
Gentlemen: 
This is an IMPORTANT REQUEST POR INFORMATION concerning shipment agains our Purchase 
Order No. . dated —s 
Shapeents PLEASE ANSWER ITEMS CHECKED Reply 
1. When will you ship? nat 
2 Did — 
Ui aipaanr Co ew ese sivas iw shipped qo 
or pro sumber, dete and rovung ) 
3 Will you ship as per promise o 
4. In what quantity will you ship? oO 
5. Make your delivery promise more specific oO 
6. When will you ship balance of order? nimeilen 
7. Do you consider order complete with shipments made? .... [) 








form and return it to us. Any additonal 





tab ee It will not be necessary to reply by letter, merely Gil in this 
can be made in the space below. Please reply promptly 


H. & A SELMER Inc. 
By 








Remarks 


MAS-1156 1008 Bets 3-44 DP 





Follow-up requests for delivery infor- 
mation, invoice corrections and price 
adjustments require a minimum of 
clerical effort when handled with pre- 





TO: 
Vendor 
ITEM 

-_-_ 
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pared forms such as those shown on 
this page, and substantial savings of 
time are effected. An extra copy of 
the Price Change Notice is made for 









PURCHASE ORDER NO. 


Date 


Up to this writing we have not received any of the merchandise 


covered by cur Order No. 


Sialiccetiehistateihiei aiiei ens enn cia bina in teh 


ere in urgeng need of these goods. 


Very truly yours, 





Involee Correction Notice 


6... 


The Amached Invoice Is Returned to You for the 
Reason Marked (X) Below: 


———— Show Purchase Order Number 
—_——— Purchase Order Number Incorrect 
———— Render Invoice in Triplicate 
—_—_—— Error in Extension 





—_—_—— Render Separate Invoice for Each Order 

















informing the Material Control De- 
partment of such changes. The record 
of follow-up action is combined with 
the Purchasing Department's record of 
deliveries received and balance due. 
This sheet folds over the Purchase 
Record card in the Kardex file, thus 
becoming part of the composite record 
that covers each purchase transaction. 
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The Purchase Record card is the basic . 
record in the Kardex file. It gives com- et staan — 
plete information on every order —e CHAM ACCT 99 
placed and data for consideration of "VENDOR ADORass surrine rom | ‘ey | sovrme | rome | ORR enerne 
future orders. There is space for list- Sac 
ing up to five alternative approved . :ee-naimananee | SAO 8A — 
supply sources, with terms and ship- ‘ : 1 awl a 
ping instructions. It also includes a oe | “SR” | AER [om [comers | ter Tomoom] an Town Tree | oie —_ mn 
notation and record of special pat- - 
tern, mold, or die equipment required 
in filling the order. ee : —— 
re ere — 
| | 
TTC TT ATTA TT TTT TTT TT ITT: 
Fass ta0r avst av caan. seu tuts rervh wr scass ou omes porees So Sores ee sot he 
NOTICE OF CANCELLATION ee oe 
TO 
REQUISITION NO. PURCHASE ORDER NO. 

The Notice of Cancellation, which is 
wane - issued against the vendor to effect can- 
eaians ad - cellation of an order, is made up in 
Og OR ce ad five copies. One of these copies goes 
teem No. m4 of —__—— to the person or department who 

nee originally requisitioned the material 
— Se and one copy to Material Control. 
Mas 
—wees| 2 O DEBIT MEMO NO. 9499 Debit Memorandum forms are 


DATE issued by Purchasing and pro- 
cessed by the Accounting De- 
partment in the case of all 

OMPeIMAL . 

— poomenase shortages or other adjustments 

with vendors. 














REQUEST FOR SHIPPING ORDER 


bit hititanaasitlitagatniiengiiiaiiiailial Ship To 


























en 
ey Stet No. it 
City and State sedeaniiidetigcaAeaisleaiuanamacaoaal 
Vie . ee a a 
H. & A. SEL Customer's Purchase Order No. son 
FACTORY BRANCH ELKHART, Pet Ne. Deceriptics 
251 FOURTH AVENUE 





NEW YORK. 10. N. Y. 



































If shapment ia to be no charge or memo, you should so indicate in remarks cobumn. If this is not © shipment against « 
; customer's purchase order, reason for shipment must be stated in full below: 
When materials are to be returned to a 


vendor, sold for scrap, etc., the Purchas- 
ing Department makes out a Request for 
Shipping Order. One copy is routed to 
the Accounting Department for invoicing, Dam consent by Sie Po See 
and the second copy is sent to the Stock 

Room as authorization to ship out the 
materials. 























BAS-2199 3800 Bets b- 4s DP 
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SELLER’S LIABILITY FOR 
VERBAL PROMISES 


KEW days ago a reader wrote: 

“When can I rely upon verbal 
statements, as guarantees, made by 
a seller or his salesman ?” 

Since the answer of this ques- 
tion is important to all readers, we 
shall review late and leading higher 
court decisions illustrating all 
phases of the law on this subject. 

Generally speaking, a seller is 
liable on a verbal statement or 
guarantee made by himself, or auth- 
orized agent, (1) if no written 
statement contradicts the verbal 
agreement; (2) if the seller knows 
the intended uses of the subject of 
sale; (3) if no written or verbal 
guarantee is expressed; (4) if no 
clause in the contract prohibits a 
guarantee; (5) and if the verbal 
contract can be performed within 
one year. 


Agent's Liability 


For example, in Walston v. Whit 
ley & Company, 39 S. E. (2d) 375, 
reported January, 1947, one Wal- 
ston purchased from a manufac- 
turer, certain oil burning heating 
and drying equipment. Before 
making the purchase contract Wal- 
ston explained to the manufacturer’s 
agent that he was a grower of to- 
bacco and was unable to procure 
wood to cure his tobacco, and that 
he wanted oil burning heaters that 
would properly cure his tobacco. 

Later Walston sued both the 
manufacturer and its agent to re- 
cover damages based on breach of 
warranty of the contract of sale of 
the oil burning heaters. Walston 
alleged that because of defective 
manufacture the heaters failed to 
cure his tobacco crop properly, and 
within a reasonable time. Walston 
further alleged that he purchased 
the heaters relying on the skill and 
judgment of the manufacturer with 
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respect to their character, capacity 
and efficiency. Walston also proved 
facts, as follows: That the heating 
equipment would not generate more 
than about 100 degrees of tempera 
ture; whereas, about 180 degrees of 
temperature are required for proper 
and efficient curing of the tobacco; 
that when forced above 100 degrees 
temperature, the burners and flues 
filled with smoke and soot and be- 
came stopped up so they had to be 
cleaned out almost constantly; that 
due to their inefficiency, the heaters 
required 13 days to cure tobacco in 
stead of four days and five nights 
normally required in curing tobacco 
with sufficient heat properly gen 
erated. 





4 


Since neither the manufacturer 
or his agent had guaranteed the 
heaters and had not stated that the 
heaters were not guaranteed, the 
higher court held the manufacturer 
liable in damages to Walston for 
breach of the “implied” warranty, 
and said: 

“The alleged representations and 
warranty went to the quality and 
capacity of the machines purchased, 
and were in effect a representation 
of their essential character, such as 
have, with marked uniformity, been 
regarded as warranties for the 
breach of which damages are recov- 
erable.”’ 


@® By Leo T. Parker 


However, the higher court re- 
fused to hold the manufacturer's 
agent liable and said: 

“Ordinarily, an agent is not 
liable in an action by a third party 
(purchaser) for breach of warranty 
upon a sales contract in which he 
has acted fully within his authority 
or within its apparent scope, and 
contracted only in that capacity.” 

For comparison, see North Caro- 
lina Company v. Spears Company, 
192 N.C. 377. Here the higher 
court explained that it has been 
uniformly held by all higher courts 
that an agent will be held liable on 
a contract where the principal or 
manufacturer has not been disclosed 
to the purchaser. This court also 
held that an agent who contracts on 
behalf of a disclosed manufacturer 
and within the scope of his author- 
itv, is not personally liable if the 
manufacturer breaches his ex- 
pressed or implied contract. 


Writing Contradictory 


Although a seller may be liable 
on an implied guarantee, if no writ- 
ten or verbal statement negatives a 
verbal guarantee, yet it is certain 
that an ordinary verbal statement or 
guarantee is rendered void by a 
written clause in the contract of 
sale which contradicts an alleged 
verbal guarantee. 

For illustration, in McKay v. 
Clark, 178 Pac. (2d) 679, reported 
May, 1947, it was shown that the 
McKay Motor Company sold an 
automobile under a written guaran- 
tee, which contained a clause: “It is 
understood that I (purchaser) have 
examined said motor car and accept 
it in its present condition and agree 
that there are no warranties or 
representations expressed or im- 
plied, not specified herein . . .” 

The purchaser suffered serious 
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injuries when a defective tire blew 
out and the car overturned. He 
sued the seller for damages. 


—— 
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he higher court held the seller 
not liable although the purchaser 
testified that an official of the motor 
company had verbally guaranteed 
that the tires were in good condi- 
tion. This court said: 

“It is clear that under the terms 
of the written contract, into which 
all prior oral negotiations were 
merged, there was no warranty by 
appellee (seller) as to the condition 
of the tires.”’ 


Jury Believes Seller 


Considerable discussion has arisen 
from time to time over the legal 
question: When the litigation in- 
volves a buyer and seller who testify 
to opposite facts, who wins the 
suit? This answer is: The one be- 
lieved by the jury. 

For illustration, in Williams v. 
Paul F. Beich Company, 40 S. E. 
(2d) 92, reported December, 1946, 
it was shown that a purchaser or- 
dered and received certain “‘can- 
dies”. The purchaser refused to pay 
the contract price and _ testified: 
“This candy is wholly worthless and 
useless. It is unwholesome. Within 
a few days after it arrived it began 
to get syrupy, and the colors to run 
together. It broke dewn. It is a 
kind of candy known as suckers and 
was bought as such, and as such, 
should last indefinitely. I have 
never seen any run like this before. 
My other candy keeps all right in 
this candy room and the other can- 
dies are mostly chocolate, while 
this is a taffy.” 

But the seller testified that the 
candy was good quality, and that he 
used good quality sugar when manu- 
facturing the candy. 

The jury decided that the pur- 
chaser must pay for the candies. 
The higher court approved the ver- 
dict, saying : 

“Juries are not bound to refrain 
from exercising their judgment and 
blindly adopt the statement of a 
witness ... The jury could, if they 
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saw fit, draw a conclusion based 
upon reason that the candy was 
suited for the use intended or, in 
other words, they were authorized 
to infer or find that it was a reason- 
able deduction from the evidence 
that the candy was reasonably suited 
for the use intended.” 

Thus where the buyer and seller 
testify to opposite facts, and the 
seller made neither a written nor 
verbal guarantee the jury may de- 
cide whether the seller is liable to 
the purchaser. 


Agent's Authority 


As previously mentioned in these 
pages an ordinary salesman’s sole 
implied legal authority is to accept 
orders and send them to his em- 
ployer for approval. If the em- 
ployer is not satisfied with the offer 
submitted, he may reject the pro- 
posal or, simply refuse to deliver 
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the goods. And conversely the buy- 
er always is privileged to send his 
cancellation of an order at any time 
before the salesman’s employer 
acknowledges the same and accepts 
the order or contract. Hence the 
law is established that a salesman is 
merely a special agent, whose im- 
plied authority is merely to solicit 
orders or “proposals” to purchase 
merchandise. Moreover, verbal 
promises made by a salesman have 
little or no legal effect of increasing 
this ordinary liability of his employ- 
er on a written contract. 

For example, in Portland Com- 
pany v. Whitmore Company, 150 S. 
E. 607, the testimony showed facts, 
as follows: A salesman obtained 
from a purchaser a contract which 
had printed thereon the following: 
“Orders are not binding on this 
company unless accepted by the 
general office.” 

The order or contract was “ac- 
cepted” and the merchandise was 
shipped. The purchaser refused to 
accept the shipment on the conten- 
tion that the salesman had made 
verbal promises which the seller 
failed to fulfill. The seller sued the 
purchaser and the lower court held 


the latter not liable. However, it is 
important to know that the higher 
court reversed the verdict, stating 
the following important law: 

“The defendant company (pur- 
chaser) had notice from the order 
blank itself that the agent did not 
have authority to contract, but only 
to aecept orders. But, even had he 
such authority, the fact that the de- 
fendant (purchaser) has signed the 
written order, the law presumes that 
all preliminary negotiations were in- 
cluded and merged in the writing, 
if it purports to contain all of the 
contract, and parol evidence cannot 
be introduced to vary its terms. 
The order in the present case was 
clear on its face and contained no 
notation suggesting any other under- 
standing than that contained there- 
in.” 

Therefore, according to this de- 
cision a purchaser is bound by 
printed notifications on orders and 
contract forms. And, also, a pur- 
chaser is expected by the law to 
know that verbal statements and 
guarantees made by a purchaser are 
included in a subsequently made 
written contract. 


Fails To Read 


A very common source of con- 
troversy is where a buyer endeavors 
to cancel a contract and contends 
that he was not fully informed of 
the contents of the agreement when 
he signed it. It is well established 
that a contract is not rescindable or 
void, although it is proved that the 
purchaser was mistaken with re- 
spect to his obligations. And a pur- 
chaser who signs a contract of sale 
without taking the necessary cau- 
tion to carefully read it, cannot 
avoid his obligations. 

For example, in a recent case 
(298 S. W. 918) it was shown that 
a purchaser negligently and care- 
lessly signed a contract of sale 
without reading it. Later he re- 
fused to accept the merchandise on 
the contention that the contract 
contained certain stipulations that 
were not directed to his attention by 











the seller when the contract was 
made. The seller filed suit and the 
buyer contended that he was mis- 
taken of his obligations, and that he 
was deceived because the seller 
failed to explain the details of the 
obligations expressed in the con- 
tract. Notwithstanding these con- 
tentions the court ordered the buyer 
to fulfill the terms of the contract, 
and said: 

“In the absence of fraud, mis- 
representation, or concealment, the 
rule is well established that one who 
can read and who signs a contract 
without reading it will not be heard 
afterward to say that he did not 
read it and did not understand its 
provisions.” 

Obviously, this rule of law is not 
applicable where the testimony 
proves that the purchaser was in- 
duced to sign a contract, without 
reading it, by fraud, duress, or de- 
ceit on the part of the seller or his 
authorized agent. 


Effect of Fraud 


An important and well established 
rule of the law is that irrespective 
of whether a contract is written, or 
partly written and partly verbal, or 
purely verbal, proof of fraud en- 
titles the purchaser to immediate re- 
lief and a favorable verdict. 

For instance, suppose that a 
buyer and a seller enter into a writ- 
ten sales contract and before the 
contract is signed the seller makes 
certain fraudulent statements or 
promises contradictory to the writ- 
ten term by which the purchaser is 
induced to enter into the contract. 
Under these conditions the pur- 
chaser is entitled to sue and recover 
damages from the seller, solely on 
the verbal testimony showing that 
the seller used fraudulent means to 
cause the purchaser to make the con- 
tract. However, it must be remem- 
bered that the alleged fraudulent 
statements intended to be used as 
evidence may not contradict the 
written terms of the contract. 

For example, assume that a writ- 
ten contract specifies that a machine 
shall weigh 2,000 pounds but the 
seller verbally states that actually it 
will weigh 3,000 pounds. Later 
when the machine is delivered the 
buyer cannot complain because it 
weighs 2,000 pounds and the court 
will not hear or consider testimony 
to prove that the seller verbally 
promised something that contra- 
dicted the written contract. 

On the other hand, suppose that 
a written contract does not specify 
the weight of a machine, and the 
selle - promises that it will weigh 
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3,000 pounds. Under these latter 
circumstances the purchaser is en- 
titled to rescind the contract and 
the court will listen to the testimony 
proving the verbal promise, because 
such testimony will not vary the 
terms of the written contract. 

For further comparison assume 
that a written contract specifies that 
a new machine will be delivered to 
the purchaser, and the seller verbal- 
ly states that the machine will be 
new. If the seller fails to deliver a 
new machine the purchaser may re- 
scind the contract and recover dam- 
ages from the seller. 


Oral Agreements Merged 


Another important point of law 
is that all oral agreements are 
merged in a final contract which has 
been reduced to writing, and oral 
evidence is not admissible to vary 
the legal import of the’ written 
words. 

See Mapes v. Santa Cruz Fruit 
Packing Corporation, 173 Pac. (2d) 
182, reported January, 1947, where 
a seller sued a purchaser and alleged 
that he delivered 246,312 pounds of 
strawberries, of the reasonable 
value of $36,946.80, for which he 
was paid $29,557.44, leaving a bal 
ance of $7,389.36 due and unpaid. 
The purchaser proyed that the 
strawberries were sold under a 
written contract which provided that 
the price was to be 12 cents per 
pound for the season. 
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The seller attempted to testify 
that there was an oral agreement 
with the purchaser to the effect that 
if the Office of Price Administration 
did not limit the price of the mer- 
chandise to 12 cents a pound, the 
price specified in the written con- 
tract would not be effective. The 
higher court refused to listen to this 
oral agreement, saying : 

“In the final analysis, the question 
always resolves itself down to this: 
Does the parol testimony actually 
vary or change the terms of a writ- 
ten contract. If it does, it is not 
admissible.” 


Although the courts may not lis- 
ten or consider verbal testimony to 
vary the terms of a written contract, 
yet a verbal contract is valid by the 
terms of which both the buyer and 
seller agree to cancel the written 
contract, and then the parties may 
proceed to make a perfectly valid 
verbal contract. 





For example, in a leading case 
(288 S. W. 898), two parties had 
made a valid and binding written 
contract by exchange of letters. 
Several days later the contracting 
parties met and verbally agreed to 
cancel the prior written contract, 
and they orally agreed upon entirely 
new obligations. 

Later legal controversy arose and 
the seller argued that testimony was 
not admissible to vary, alter, or 
cancel the original written contract. 

However, the court decided that 
the verbal contract was valid by 
which the written contract was can- 
celled and a new oral obligation as 
sumed. This court stated law, as 
follows: 

“The rule that parol evidence is 
not admissible to contradict, vary, 
or alter the terms of a written in- 
strument does not exclude the intro- 
duction of evidence to show that a 
written contract has been modified, 
altered, or in fact entirely rescinded 
by a subsequent oral agreement. 
This evidence is not for the purpos« 
of varying the terms of the written 
instrument, but to show that it has 
become inoperative either in whole 
or in part by reason of a subsequent 
and independent agreement.’ 


Salesman Deceives Purchaser 


Modern higher courts consistent- 
ly hold that if a salesman deceives 
or defrauds a purchaser, or makes 
false statements, not contradictory 
to the written contract, by which 
the purchaser is induced to make a 
contract of sale, the latter is not 
bound to accept the goods and pay 
for the same, or he may rescind the 
contract when he discovers the 
fraud at any time. See 279 S. W 
530. 


Moreover, some courts have held 
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This is no idle promise. It is a proved 
fact, demonstrated day after day in the 
production of widely varied parts and 


products. Three tons of N-A-X HIGH- 
TENSILE are yielding as many finished 
units as were previously yielded by four 
tons of carbon sheet steel. 


This “new arithmetic in steel” is help- 
ing overcome steel shortages for scores 
of manufacturers. They are taking ad- 
vantage of N-A-X HIGH-TENSILE’S greater 
strength and corrosion-resistance to re- 
duce sections an average of 25%—and still 
provide greater strength and durability 


than can be obtained with thicker sec- 
tions of mild-carbon steel. 


At a time when America must make 
fullest use of its steel-producing capaci- 
ties and conserve its natural resources, 
the trend to N-A-X HIGH-TENSILE has 
national significance. Each ton produced 
represents a potential 339% increase in 
finished goods. Each ton used enables 
the manufacturer to get 33% greater 
usefulness out of his steel supply. 


Investigate the opportunity to make each 
ton of sheet steel go farther—through the 
superior quality of N-A-X HIGH-TENSILE. 


GREAT LAKES STEEL CORPORATION 


COPYRIGHT 1947, GREAT LAKES STEEL CORPORATION 


149 





N-A-X ALLOY DIVISION, DETROIT 18, MICHIGAN e UNIT OF NATIONAL STEEL CORPORATION 








that although a written contract 
clearly specifies that verbal promises 
of the salesman are not binding, yet 
the purchaser may cancel the con- 
tract if the salesman made false or 
fraudulent statements before the 
purchaser signed the contract. Ob 
viously, the mere fact that a sales- 
man states that his merchandise is 
“good” quality, or “‘best’’ or “better 
than competitors’ merchandise” is 
not fraudulent, because such state- 
ments are mere assertions which 
any purchaser may expect from a 
salesman. Hence, fraudulent state- 
ments which entitle a purchaser to 
cancel a contract of sale must relate 
to a definite assertion, or statement, 
which was false and caused the pur- 
chaser to enter into the contract. 

And, of course, a seller is not 
liable on a false or fraudulent state- 
ment where the testimony fails to 
show that the purchaser was in- 
duced by such statement to enter 
itno the contract. See Campbell, 21 
N. W. (2d) 427, where the higher 
court refused to hold a seller liable 
for alleged fraudulent statements 
because the purchaser failed to 
prove that the seller made the state- 
ments before the contract was 
signed, and also that he, the pur- 
chaser, relied on the alleged false 
statements. 


Validity of Printed Notices 


It is certain that a printed notice 
on a salesman’s order blank is im- 
portant evidence in a controversy 
involving the latter’s authority. For 
example, in a recent case a manu- 
facturer was held not liable for an 
unauthorized guarantee made by his 
salesman, where it was disclosed 
that the salesman’s order form con- 
tained a notice saying in effect: 
“Our salesmen have no authority or 
power to enter into binding con- 
tracts for the sale of merchandise, 
or extend guarantees, or alter this 


agreement, or to bind us by verbal 
agreements.” 

Therefore, it is quite apparent 
that purchasers who deal with a 
obtain 


salesman should a written 








statement from his employer that 
the salesman has authority to make 
binding contracts. Otherwise, an 
order solicited and taken by a rep- 
resentative may be rejected by the 
manufacturer. Moreover, all verbal 
and written guarantees, agreements, 
and promises are subject to repudia- 
tion by the employer. Obviously, 
however, a manufacturer is bound 
by any written guarantee inserted, 
by the salesman, in a printed order 
contract provided the manufacturer 
approves the order. Moreover, a 
seller is responsible for all fraudu- 
lent acts or promises made by his 
salesman not in conflict with the 
written contract although the latier 
acts outside the regular scope of his 
authority. In other words, an em- 
ployer cannot avoid responsibility 
for direct fraudulent acts of his 
employe while performing his regu- 
lar duties. 

But, as previously explained, a 
seller is not liable on any guarantee 
or false statement that contradicts 
the terms of the written agreement. 

In Continental. Company _ v. 
Smith, 7 S. W. (2d) 1060, a pur- 
chaser refused to pay for a ship- 
ment of electrical devices, on the 
contention that the salesman mis- 
represented the quality of the goods. 
However, since the testimony 
proved that the quality of the goods 
was clearly specified in the contract 
of sale, the court held the buyer 
liable, saying: 

“Solemn written contracts cannot 
be evaded or set aside at the will of 
one of the parties without the con- 
sent of the other. The time for a 
buyer to consider consequences of 
this act is before he attaches his 
signature to a written contract, and 
not thereafter...” 


Employer Is Deceived 


Sometimes a salesman deceives 
his employer with the result that the 
purchaser may rescind the contract. 
Various courts have held that a 
salesman is bound to impart com- 
plete information to his employer 
regarding a sale transaction. Fail- 
ure to do so renders it impossible 
for the employer to accept the pur- 
chaser’s offer, whereby a valid con- 
tract cannot result. 

For example, in Floor v. Mitchell, 
41 Pac. (2d) 282, it was disclosed 
that a salesman entered into a writ- 
ten sale contract with a purchaser. 
In addition to the regular printed 
contract, and without knowledge or 
authority of his employer, the sales- 
man and the purchaser made a sep- 
arate written agreement in which 
the salesman guaranteed the mer- 





chandise to satisfy the purchaser. 

The regular contract was sent by 
the salesman to his employer for 
acceptance. However, he did not 
send the written guarantee to his 
employer. 

The purchaser was not satisfied 
with the goods. He refused to make 
the agreed payments and cancelled 
the contract. The salesman’s em- 
ployer filed suit to enforce the con- 
tract but the court held that since no 
valid contract had been completed 
the purchaser was entitled to rescind 
all obligations. This court said: 
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“The purchaser made an offer 


through an agent which consisted of 
two contemporaneously drawn 1in- 


struments. The plaintiff's agent 
failed to transmit one of the instru- 
ments Since the offer of the 
defendants consisted of the two in- 
struments, failure to accept the 
whole of the offer was no acceptance 
at all.” 


Distinctions Explained 


Since numerous litigations over 
sale contracts arise from misunder- 
standing or uncertainty of the 
agent’s authority, it is well to know 
that in Company v. Phillips, 167 So, 
271, the court said: 

“A general manager has broad 
powers and implied authority to 
control the affairs of the company. 
. . . The manager of a specified 
bratich of a business likewise has 
general charge, direction, and con- 
trol of that branch. And an 
assistant manager carries the idea 
of subordination to the manager. It 
implies that his authority is subject 
to the limitations imposed by the 
manager. ... Ordinarily a salesman 
is not impliedly vested with author- 
ity.” 

Therefore, it is well settled that 
a sales manager has broad authority 
to bind his employer on all contracts 
relating to sales of merchandise, 
whereas an assistant sales manager 
merely has authority granted by the 
sales manager, and an ordinary 
salesman has no implied powers, but 
can only transmit orders for his 
employer’s approval. 
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n your plant, a complete “Featherweight” 85% Magnesia installa- 

tion—such as the one pictured above—will show by substantial savings that 

d “Featherweight” Magnesia is the most efficient insulation ever developed 

° for temperatures up to 600° F. And that provides the true basis for deter- 

7, mining the actual cost of the insulation. 

d . . , : , 

ef For example, a mid-western chemical company started operating without 

a. insulation on the steam lines. Obviously, heat losses and fuel bills were high. 

™ Finally, they called in K&M engineers to make a survey, and followed their 

it recommendations ... applying “Featherweight” 85% Magnesia insulation. 

ct The first year of operation showed a fuel saving of $1,055... nearly $50 

on more than the cost of the “Featherweight” 85% Magnesia insulation! 

n 5 o 

- K&M Distributors, located strategically throughout the country, are experts 
on the application of K&M insulation materials. Let them show you how 

at “Featherweight” Magnesia can help save heat and money in your plant. 

ty . : 

ts ¢ NATURE MADE ASBESTOS... Keasbey & Mat- 

ec, tison has made it serve mankind since 1873 
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Finishes, Equipment, etc. 


Purchasing Agents and their Assistants are invited to check 
the pre-paid “Ask Purch” postcards on Pages 19 and 20 
for late catalogs and bulletins on New Products, Materials, 








BELT BUCKET ELEVATOR 


PORTABLE 
belt bucket elevator 
has overall length 
of 12'11”, and is 
with a 
raising and lower- 
that 
the maximum el- 
evation is 11’ and 
the minimum el- 


equipped 


ing device so 





evation is approx 
Unit can be pivoted with- 
Belt is 10” buckets 
and spaced 12” apart. The 
machine is equipped with electric moto: 


imately 7’ 6”. 
in small area 
10” wide x 5” 


wide, 


drive; and can be furnished with a belt 
speed of 100 FPM to 250 FPM as re- 
quired. Trowbridge Conveyor Co. Clifton, 
N. J 
NEW TYPE SMOOTH bore 
WATER water suctidn hose 
SUCTION is of the chernack 
HOSE loom type con 
struction. The re- 
intorcement con- 
sists of woven yarn carcass with in- 


terwoven round spiral wire, making it a 
high quality, light weight hose. Due to 
type of construction, if crushed or 
kinked, it can be easily reformed to 
shape. Iiezwitt Rubber Division, Hewitt 
Robins, Inc., Buffalo 5, N.Y. 


STAMPING TIME RECORDER 


[ILLUSTRATION 
shows the Tym-an- 
Dater time control 
unit that gives ac- 
curate to the minute 
recording of arrival 
or departure. It is 
completely auto- 
matic, light in 
weight, and a 
portable unit that 
can easily be moved from place to place. 
It can be used as an attendance recorder, 
job timer, garage timer, order department 
timer, etc. Time Recorder Co., 1733 
Central Ave., Cincinnati 14 Ohio. 
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SHOWS DUO-TEMP in- 
DIFFERENTIAL door-outdoor ther- 
TEMPERATURE mometer has indus- 
trial and commer- 
READINGS cial applications 
where differential 


temperature readings are desired. Face 
of the thermometer is divided into two 
separate temperature ranges; outdoor 
temperatures are shown in black, indoor 
temperatures in red. It is 
en easy to read precision 
Jas. P. Marsh Corp., 
lve., Chicago 14 Ill. 


described as 
instrument. 
Southport 


2035 


COLORSLIDE PROJECTOR 





SPENCER Delineascope, a 2” 


lu 


MK 


x 2” colorslide projector is said to give 


brilliance, even il- 
lumination, coolness of operation and slide 
safety. It is available in 150, 200 and 30U 
models, with all surfaces of the 
optical scientifically hard-coated 
to assure maximum brilliance and image 
contrast. Maker states projector's spiral 
focusing is rapid and precise (refocusing 
unnecessary) and that efficient heat-ab- 
sorbing glass assures slide safety. Ameri- 


greater screen more 


watt 
system 


can Optical Ce Southbridge, Mass 
WAX PRE-CURE wax 
FINISH FOR finish for molded, 
RUBBER extruded or calen- 
PRODUCTS dered rubber prod- 


ucts is known as 

No. 3037 Pre-Cure 
Finish. It prevents sticking during stor- 
age of pre-cured stock, and also serves 
mold Manufacturer says 
there is no mold “build-up” through car- 
bonizing, and the finish also eliminates 
a final cleaning operation. May be ap- 
plied by spray, dip or flow-coat methods. 
S.C. Johnson & Son, Inc., Racine, Wis. 


as a release. 





EXTERNAL COMPARATOR 


EXTERNAL 
comparator No. 
951, has a range 
of 0 to 4” and 
measures by .0001” 


to .00001”. The 
setting requires 
only one master. 





The anvil. is re- 
versible and pro- 
vides a narrow 


surface for small parts or work of ir- 
shape. It has adjustable meas- 
uring pressure and is self-checking, so 
that it can be checked without gage 
blocks or other masters. Furnished with 
a diamond gaging point. Literature avail- 
Sharpe Mfg. Co., Provi- 


regular 


able. Brown 


dence, 1, R. I. 


ALUMINUM ALUMITEL 1s 
ALLOY the name of an alu- 
TELEPHONE minum alloy No. 
WIRE 12 BWG (0.109” 

dia.) wire proc- 


essed for telephone 
service. It has direct current resistance 
of approximately 1/3 that of galvanized 
iron per loop mile of circuit. It is rust- 
proof and highly resistant to attack by 
sulphur fumes such as encountered along 
railroad right-of-ways. It is furnished in 
mile paper wrapped coils. Nichols 
Wire & Steel Co., Davenport, lowa 


SMALL MICROSCOPE 


MICROSCOPE 
no larger than a 
pocket fountain pen 
is adjustable to 
give 40, 50, or 60 
power _ self-illumi- 
nating magnifica- 
tion. The instru- 
ment can be em- 
ployed for exam- 
ining minute detail 
in shop, office or laboratory. Microscope 
has satin nickel finish, and comes with 
leather case. E. W. Pike & Co., Eliza- 
beth, N. J. 
(Please turn to page 154) 
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equipment for plants that... 
PROCESS LIQUIDS 























ALL BRONZE « ALL IRON 
INDUSTRIAL XACTO 
METERS 





ALL STAINLESS STEEL 
INDUSTRIAL XACTO METERS 


ereanns come EVERY BOWSER PRODUCT IS DESIGNED TO 
IMPROVE SOME INDUSTRIAL PROCESS! 


Practical knowledge of liquid processing operations in 
hundreds of plants is reflected in the design of every 
Bowser product. 





ROTARY HAND PUMPS Wherever liquids are measured, handled or processed, 
Bowser equipment saves time, labor and storage space 
... eliminates shortages . . . leads the way to improved 
methods at lower costs. 


SALES AND SERVICE IN ALL PRINCIPAL CITIES 


BOWSER, INC. 
1334 CREIGHTON AVENUE + FORT WAYNE 2, INDIANA 











Liguid. Control Spectatista Since 1885 








ELECTRIC TESTING, INSPECTING 


- ~~ 


Loy 8 


EI ECTROFI UX is a precision in- 
strument for the measuring of corrosion 
and wall thicknesses from one side of 
as designed for the 
nondestructive inspection and testing of 


metallic containers, vessels and piping, 


metallic surface. It 


while in service. It measures thicknesses 
within 3% of actual thickness, and meas- 
ures steel thicknesses from 0.125 in. to 
2.250 in. In its practical form it com- 
bines a 4-electrode probe, a small 6-volt 
battery, an electronic voltmeter and pow- 
er supply for measuring the low voltage 
output from the probe. Scott Electrolua 


( Waltham, Mass 

ALUMINUM CENTRIFUGAL 
BRONZE pumps made of 
CENTRIFUGAL c or rosion-resisting 
PUMPS aluminum bronze 


are suitcble for 

handling acids, 
salts, alkalies, etc. Sizes are 1%” x 
1%”, 2% x 1%" and 24%" x 2, with 
capacities ranging up to 240 and the 
leads to 170 ft. The pumps are single 
stage, single section, closed impeller mod- 
els. Available in close coupled and ped- 
estal types. Pedestal type enaltles wer 
to connect electric motor, turbine, or 
gas engine. Ampco Metal, Inc., 1745 S. 
38th St., Dept. P-12, Milwaukee 4, lVis 


BENDING MACHINE 





MULTI-PURPOSE Di-Acro Bender 
No. 1A will form and duplicate an wun- 
limited variety of parts and pieces on 
a production basis, and will create shapes 
and outlines impossible to obtain with 
regular production dies, manufacturer 
says. Its range of contour forming in- 
cludes all types of ductile materials such 
as round, half-round, hexagon and square 
rod, tubing, angle, channel, molding, 
strip stock and bus bar. Literature avail- 
able. O’Neil-Irwin Mfg. Co., 305-8th 
Ave., Lake City, Minn. 
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PORTABLE PORTABLE 
GLASS glass electrode pH 
ELECTRODE meter combines 
pH METER maximum accuracy 


and versatility with 
the convenience of 
full a-c operation. It can be plugged into 
any standard 110 v 50/60 cycle a-c line; 
is easily transported or can be installed 
permanently. Model H covers the full 
scale of 0 to 14 pH, and also can be u ed 
for making millivolt readings within the 
r. nge of 0 to plus or minus 410 millivolts 
Measuring of pH can be made to an 
accuracy of 0.03 pH unit, and millivolt 
readings to 2 millivolts. Instrument meas- 
ures 12” x 914” x 8! overall, weighs 
14 lbs. National Technical Laboratories, 


820 Mission St., So. Pasadena, Calif. 


HIGH CURRENT RESISTORS 





EDGEOHM high current resistors are 
applicable for use as starting, dynamic 
braking, field discharge and plugging re- 
sistors on d-c or a-c motor controllers 
and for other intermittent duty high 
current applications. They are also suit- 
able for duty in load banks, battery charg- 
ing, welding and plating rheostats and 
numerous other equipments. Resistors are 
rated at 2,200 watts for continuous duty 
being available with resistance from 0.32 
to 4.35 ohms and with continuous current 
capacities from .21 to 79 amperes. A 
single Edgeohm resistor with a duty cycle 
of five seconds on out of each 80 seconds 
is rated at 17,000 watts, based on 375°C 
temperature rise. Single units are avail- 
able with stamped steel brackets while 
multiple units up to four can be furnished 
in single frame. ]Vard Leonard Electrik 
Co., Mt. Vernon, N. Y. 


CONSTANT SELENIUM rec- 
VOLTAGE tier is said to 
SELENIUM maintain constant 
RECTIFIER voltage regardless 


of the changing 

amounts of current 
drawn from it. It was constructed to han- 
dle large gangs of low voltage d-c mag- 
nets in varying loads of from 0 to 20 
amps. with no appreciable varianee in 
voltage. Maker says that user will always 
be sure of a constant d-c voltage that is 
exactly right for the load—for instance, 
whether one magnet or a thousand are 
connected. There are no moving parts. 
The rectifier is a full-wave bridge type 
suitable for any ac frequency and a line 
voltage of 115 to 230. It occupies akout 
a cubic foot of space. La Marche Mfg. 
Co., 6525 Olmstead Ave., Chicago 31, Ill. 





HEAVY DUTY DIE TRUCK 





ILLUSTRATED die truck, rated at 
eight tons, is designed for high produc- 
tion shops and factories where heavy dies, 
stampings, forgings, jigs or fixtures are 
continually moved from one location to 
another. It is built of heavy steel plate, 
welded throughout. Truck is furnished 
with rubber-tired or metal wheels 
equipped with Timken taper roller bear- 
ings. Palmer-Shile Co., 12625 Mansfield 
Ave., Detroit 27, Mich. 


AIR \IR-cooled line of 
LUBRICATED pneumatic hammers 
PNEUMATIC features air lubri- 
HAMMERS cated units. New 


tool has a loose or 

sloppy fitting pis- 
ton and requires only a few drops of oil 
monthly or so to prevent internal corro- 
sion. Models are so constructed that tool 
sets are interchangeable. Two models 
are being produced, one a light, general 
purpose hammer for riveting, scaling, 
scraping, cutting, etc., and a medium 
weight hammer for breaking plaster, chip- 
ping, peening and special work requiring 
a medium work hammer. Special head 
permits use of either fixed or loose tool 
sets. Dow Pneumatic Tool Co., 39 So. La 
Salle St., Chicago, Ill. 


PORTABLE ELECTRIC DRILLS 





PORTABLE electric drills in two ca- 
pacities, 44” and %”, drive twist drills, 
wood drills, hole saws, counter-sinks, 
wire brushes, abrasive pads and sleeves. 
They are powered by universal motors 
which use either a-c or d-c. The %” 
drill is close-coupled for close corner 
work. The %” drill has a spade end 
handle and removable pipe handle. Bench 
stands for each model convert the drills 
into drill presses. Black & Decker Mfg. 


Co., 664 Pennsylvania Ave., Towson 4, 


Md. 
(Please turn to page 156) 
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Yes, electrolytic tinplate is here 
to stay. Its acceptance, won in wartime 
in the effort to conserve tin, is further 
strengthened by years of experience 
highly satisfactory to can maker, canner 
and consumer alike. 

Youngstown Electrolytic Tinplate is 
made from special open hearth steel, 
cold-reduced with precision accuracy to 
the exact gauge desired. It is tempered 
to that delicate balance of ductility and 
tensile strength which best meets the 


fabricator’s forming operations. Then in No other material is available in the 


an endless sheet, speeding at approxi- 
mately 500 feet per minute, it receives 
an electrolytic seal-coat of pure tin. The 


vast quantities needed at such low cost. 
For your products which need sure and 
lasting protection, you can depend on 














result is a superior product, delivered in 


cans made of Youngstown Electrolytic 
increased volume at lowest possible cost. 


Tinplate. 

















General Offices Youngstown 1, Ohio 
Export Office-500 Fifth Avenue, New York 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


ELECTROLYTIC TIN PLATE - COKE TIN PLATE - PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS - 


COLD FINISHED CARBON AND ALLOY BARS SHEETS PLATES WIRE TIE PLATES AND SPIKES. 





FIBERGLAS INDUSTRIAL TAPE 
INDUSTRIAL 


adhesive tape, No. 
263, combines two 
materials: a Fiber- 
glas cloth backing 
having exceptional 
strength and resist- 
ance to deteriora- 
tion, and a vulcaniz- 
able adhesive mass 
that more than 
doubles its strength after curing. It is 
described as a very thin, light, super- 
strong fabric tape that gives a firm, 
permanent seal. The tape is said to be 
suited for insulating, sealing, and re- 
inforcing many forms of pressurized air 
ducts, couplings, flues, etc. Bauer & 
Black, 2500 S. Dearborn St.. 





Chicago 


16, Ill. 

RUBBER & \MERCOAT 
COTTON plastic coating was 
BELTING developed for use 


COATING on rubber, rubber 


belting and. cotton 

belting. Called 
Amercoat No. 40 it combines the proper- 
ties of synthetic rubber with the chemical 
resistance of vinyl resins to produce a 
film of unusual toughness and flexibility. 
It will stand continuous flexing and has 
excellent adhesion. It is recommended for 
conveyors and other belting subject to 
abrasion, spillage of water, grease, oil and 
other chemical solutions and cleaning 
agents. Two grades available. Maker 
states they are non-toxic and non-con- 
taminating and can be used in the food, 
chemical and other industries where con- 
tamination is a factor. American Pipe & 
Construction Co., PO Box 3428, Terminal 
Annex, Los Angeles 54. Calif. 


CASTING HOLDING MAGNET 





ELECTROMAGNET, named the 
Hold-Tite magnet, is used for holding 
heavy castings in position under a swing 
grinder. It is said to eliminate need for 
blocking, wedging, or clamping. It is 
claimed to reduce overall grinding time 
as much as 25%. It is built in two sizes 
with the magnet face 16” x 294”, or 16” 
x 16”, current consumption of former is 
600 watts, and of the latter 400 watts. 
Hand or foot switch is provided. The 
magnet is available mounted on a tilting 
trunnion with 7 positions controlled by 
a foot lever, or can be supplied as a base 
magnet. Dings Magnetic Separator Co., 
Milwaukee, Wis. 
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HAND- WEIGHING only 
HELD 3 Ibs., hand-held 
ELECTRIC electric t: chometer 
TACHOMETER gives accurate and 


direct reading of 

linear speeds from 
10 to 10,000 fpm, and of rotational speeds 
from 100 to 10,000 rpm. Using acces- 
sories, rotational speeds from 10 to 100,- 
000 rpm may be measured. Instrument 
consists of the head, which is placed in 
contact with moving object, and indi- 
cating unit, to which the head is at- 
tached by a cable. It cannot be dam- 
aged by overspeeding, and vibration does 
not affect the reading. General Electric 
Co., Schenectady 5, N. Y. 


MATERIALS HANDLING TRACTOR 





ILLUSTRATION shows JackTractor 
which is built to tow trailer trains and 
may be used as a pushing unit. It is 
powered by the 6000 Ib. capacity power 
JackLift master drive unit and hs a 
maximum draw bar pull of 500 Ibs. 
Features claimed include: vertical h: ndle 
operation; electric brake applies instan 
taneously when the handle triggers are 
relezsed. All controls are electrically 
operated and are in the handle head for 
easy access. The tractor is powered by a 
storage battery providing a work span 
of 8-10 hours with maximum loads 
Lewis-Shepard Products, Inc., 297 Wal- 
nut St., Watertown 72, Mass 


VISIBLE NEW gas-air mix- 
GAS- er permits visible 
AIR operation. It is de- 
MIXER signed to premix 


any commercial gas 

natural, manu- 

factured, or liquid petroleum gases—with 
air in any desired proportion and quan- 
tity within the capacity of the unit. Mix- 
ture is then delivered to the burners under 
constant pressure. Mixer is said to assure 
accurately controlled combustion mixtures 
for all types of heating processes. Mix- 
ture ration is independent of fluctuations 
in gas pressure or changes in output de- 
mand. Unit is available in models of 
varying capacities, from 3000 to 18,000 
cu. ft. per hour. Bulletin 852 describes 
mixer in detail. Gas Appliance Service, 
Inc., 1211 Webster Ave., Chicago 14, Ill. 


ROCK DRILL 


AITR-O PER A- 
TED rock drill 
known as the J-10 
Utility Jackhamer 
is built for gener- 
al utility and plant 
maintenance work, 
and features light 
weight and ease of 
handling. It has 
strong automatic 
rotation and uses standard Jackbits. By 
using adapter, star drills can be used 
to drill holes 144” and under. By remov- 
ing rotation pawls or using round 
shanked tools it can be used as a light 
paving breaker or for chiseling and 
channeling. It has a built-in oil reservoir. 
Bulletin available. Jngersoll-Rand, 11 
Broadway, New York 4, N. Y 





ANNOUNCE PORTABLE new 
PORTABLE air gage designed 
AIR for faster and more 
GAGE economical inspec- 


tion weighs only 

12 pounds. It is 
known as the CompAlIRator. It is 7” 
wide, 8 deep, and 712” high. The air 
gage measures without mechanical con- 
tact and maker says no special skill is 
needed to operate it. It may be used for 
checking bores, external diameters, and 
concentricity, and also for extension gag- 
ing and other special applications. It will 
function at air supply pressures from 30 
to 60 pounds. Repeatability is made pos- 
sible by a_ high-precision indicator 
mechanism. Accuracy of the unit is not 
affected by the flow of coolant upon the 
work during gaging. The Taft-Pterce 
VUfg. Co., Woonsocket, R. I. 


BORING HEADS 





TWO new boring heads incorporate 
the use of EVEREDE boring bars fea- 
turing triangular tool bits. With the use 
of bushings, furnished with the head, it 
is possible to use straight jig boring 
bars. Bar can be adjusted for shallow 
or deep boring. The heads come in two 


sizes, No. 2-50 with a %” boring bar 
capacity capable of boring holes up to 
2%” in diameter, and the No. 4-50 with 
a 1%” boring bar capacity capable of 
boring holes up to 6” in diameter. Re- 
placeable shanks for use on various types 
and sizes of machines are made for use 
with these heads. Everede Tool Co., 
2000-06 North Parkside Ave., Chicago 
39, Til. 
(Please turn to page 158) 
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Operators can om” the 
nose” by setting planer and shaper tools 
with Starrett No. 599 Planer and Shaper 
Gage. Used with a micrometer or Vernier 
Caliper, it will gage with extreme accuracy 
within its range of 4% to 614 inches. Also 
serves as a universal height gage and gap 
gage. Alignment and parallelism of ends, 
sides and work contacts held to close limits 
— lateral play eliminated by angular slide 
ways. Note handy level. 








Write for Complete Starrett Catalog No. 26 “P” 
Buy Through Your Distributor 


THE L. S. STARRETT CO. - ATHOL, MASSACHUSETTS - U.S.A. 
World’s Greatest Toolmakers 
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SOLDERING GUN WITH SPOTLIGHT 
TIP 





SOLDERING gun has a “spotlite” 
tip, which keeps the work in plain sight. 
Light when the 
current is switched on for heating. Tool 
features 5-second heat and makes the gun 
excellent for intermittent jobs. Power is 
on only while the gun is in use. The tool 
operates on standard a-c only, 100 watts, 
110 volts, 60 cycles. 
available—one with a single heat of 100 
watts; the other being a dual heat model 
with 100 watts normal and 135 watts for 


goes on automatically 


Two models are 


short-time intermittent duty. [Weller 
Vanufacuring Co., 815 Pa } vy 
Feast nN, Pa. 

HIGH- PACKAGED 
PRESSURE high-pressure 
STEAM steam generating 
GENERATOR unit, called the \ i- 


tropak, consists of 

boiler, oil burning 
vaporizing oil burner. It is 
suitable for use in industrial establish 
quantities of 
required. It is built in tw 


base and 


ments where moderate 
Steam are 
and packaged with a water feed 
pumping unit. Plastic-insul:ted toilet 
has standard fittings and gauges, and 
features a low-water cutoff and pump 
control. The boiler is A.S.M.E. stand- 
ard. Oil burner has a capacity of from 
3 quarts to 1 gallon per hour. Kresno- 
fa. Co., Palisades Park, N. J. 


sizes, 


Sfamm 


CRANKSHAFT MICROMETER 





TUMICO Micrometer makes it pos- 
sible to measure journal diameters with 
out removing crankshaft from engine 
block. Primarily designed for combus- - 
tion engines it is recommended for use 
on all types of crankshafts, and may 
be used on compressors, pumps and simi- 
lar equipment. It insures measurements 
accurate to .001”; capacity 2 to 3 inches 
Tubular Micrometer Co., St. James, 
Vinn. 


(Please turn to page 160) 
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HOMESTEAD 4-WAY VALVE WILL DO... 
YOU WILL SAVE THE COST Aly 
Pes 























= Homestead 4-Way Quarter- 
Turn Valve will do the work of 
three ordinary shut-off valves when 
used as a fluid “flow changer” or as a 
“switching” valve. Homestead 4-Way 
Valves are also ideal for use as operat- 
ing valves to control single or double 
acting pistons that travel the full 
length of their stroke. Their use thus 
saves initial valve and installation 
costs, cuts Operating time, reduces 
maintenance expense. Added advan- 
tages are the long, trouble-free opera- 
tion and dependable service typical of 
all Homestead Valves. 


Homestead 3-Way or 4-Way Valves 
can be furnished in sizes 14" to 12", in 
brass, acid-resisting bronze, semisteel, FLUID FLOW-LINES SHOW HOW YOU CAN USt 
steel, monel, Ni-Resist and other HOMESTEAD 3-WAY AND 4-WAY VALVES 
alloys for specific temperature, pres- Bi. Rtn fal a 
sure and fluid conditions. ads ck ~ +. 

Write today for complete informa- ’ ‘ . ‘ 


_ 
First Position First Position First Position First Position 








tion and copy of Valve Reference 3-way—Style "D" 3-way—Style "E"  3-way— Style “F" 4-way 
Book No. 38. —2 oor plug —3 “the plug -3 -_ plug a 2 
(Be sh oo OR 
Second Position Second Position Second Position Second Position 
HOMESTEAD VALVE MFG. CO. 
P.O. BOX NO. 93 CORAOPOLIS, PA. 








Z 
Filet Tesable 
Saunge? 


YOU CAN GET 
THEM FROM 
“ILLINOIS”... 


@® ALL TYPES 
@ ALL SIZES 
© ALL MATERIALS 


44 
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We'll Design Them for 
You or Make Them Ex- 
actly to Your Specifi- 
cations 


Either way, you'll be assured of pre- 
cision workmanship — of getting 
springs that are all ways good — all 
ways uniform — that fit in as they 
should in assembly and perform as 
they should in service. 

Where We are allowed to help in the 
design and engineering, our special- 
ized experience often develops better, 
simpler ways of meeting spring re- 
quirements — substantially reducing 
costs on many jobs. 

Try us and see. Prompt service, 
large orders or small. 


Inquiries Invited 





BERKSHIRE 6464 
2100 N. MAJOR AVE., CHICAGO 39, ILL. 





EXTRA SMALL STEEL BALLS 


ALTHOUGH 
ofily about half the 
a pinhead, 
these high-carbon 
chrome alloy balls 
are held to a size 
tolerance of plus or 
minus .00005”, and 


size of 


superfinished to a 
surface within’ 20 
millionths of a per- 
fect sphere. Applications anti- 
friction bearings, ball-pens, instruments, 
and a wide variety of industrial uses. This 
new line of extra-small precision grade 
steel balls, in sizes 1 mm (.0394”) and 
3/64” (.0469”) dia. is announced by New 
Hampshire Ball Bearings, Inc., 1 Granite 
St., Peterborough, N. H. 





include 


AROMATIC rHE General 
SYNTHETIC Weed  Extermi- 
WEED nator, it is claimed, 
EXTERMINATOR will destroy any 


common to 

industrial sites, air- 
ports, etc. It may be applied to wet or 
dry weeds with equal effectiveness. One 
gallon of the exterminator mixed with 
four water will destroy as 
many weeds, without injuring the soil, as 
five gallons of commonly used distillate 
fuel oils, it is claimed. Product is de- 
signed for spraying. General Petroleum 
Corp., 108 W. 2nd St., Los Angeles, Calif. 


weed 


gallons of 


ABSOLUTE PRESSURE GAUGE 


ILLUSTRA- 
TION shows 
absolute pres- 
sure gauge 
with a range 
of 0-150 milli- 
meters of mer- 
cury absolute. 
The gauge is 
designed to in- 
dicate on a 
inches or millimeters 
pressure or 
measured. The gradua- 
tions are the same as used on barometers 
to accurately measure atmospheric pres- 
sure. The case is of black molded pheno- 
lic material. United States Gauge, divi 
sion of American Machine & Metals, 


Inc:, Sellersville, Pa. 





units of 
of mercury, the 


dial, in 
absolute 
vacuum to be 


QUICK- COLD liquid glue 
SETTING for bonding all 
WOODWORKING types of plywood 
ADHESIVE and wood, known 


as Wood-Tite, is 

easily applied and 
sets quickly. It has been used for lami- 
nating bowling pins. Ready to use, it re- 
quires no additional mixing or heat or 
other special application. Features claimed 
include: resistance to extreme heat and 
cold; easily sanded off all wood; dries 
transparent; free from obnoxious odors; 
stability in storage. Midland Glue Prod- 
ticts Co., 1478-88 Madison Ave., Detroit, 
Mich. 


(Please turn to page 162) 








PURCHASING 


hd watchin, 





This “CHICAGO” Dial 
= will tell 

you if 

he’s on 

the job 

Or not 


Reduce Insurance Costs! 


So accurate, so tamperproof, se depend- 
able, that insurance rates drop when you © 
adopt this economical, easy -to- install 
CHICAGO Watchclock System. (Approved 
by The Under- 
writers Laborator- a 
jes, Inc., and The a 


Factory eee LF 














for a sample dial, 
tegether with full 
details on the new 
CHICAGO Spartan 
model. 


The irst-and still the frst! 


CHICAG WATCHCLOCK 


Corporation 
Offices in Principal Cities 


1522 $. Wabash Ave., Chic 
TR Ta 











KEEP 
PRODUCTION 
ROLLING ON 
BEARINGS FROM 


Lé&s 


Two-Fold Source of 
Supply—L & S man 
ufactures 
thrust, roller 
ings, and 

blocks.—L 

tributor for 
manufacturers. 


Write Today List 
quantity. number 
and brands of bear 
ings you need. You 
will be advised im 
mediately. 
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yc L & § BEARING 
Whrite Ri: COMPANY 
Today Dept. M-3 P.O. Box 1072 
: 7-5501 
OKLAHOMA CITY 
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TWICE THE METAL 
AT THE SEAT 
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SAFELY WITHSTANDS 
OVER-TORQUEING 


Assures leakproof, pressure-proof joints 


TUBING BUYERS who want super-strong joints should get a 


good look at the Bundy double flare. 


You can see why this flare is superior. It is Bundyweld* 


2 STEP PRODUCTION 





Leakproof, pressure-proof joints are assured by Bundy double flare. 
Frequent removals and replacements of fittings are also possible. 
This flare is made by hand or machine tools to accommodate any 
standard fitting. 





— BUNDY 
Standard Tube Sales Corp. 
76-01 Woodhaven Blvd. 
Brooklyn 27, N.Y. 


Pacific Metals Co., Ltd. 
3100 19th St. 
San Francisco 10, Calif. 


TUBING DISTRIBUTORS AND 
Lapham-Hickey Co. 
3333 W. 47th Place 404 Architects Bldg. 3628 E. Marginal Way 
Chicago 32, Illinois 
Peirson-Deakins Co., 823-824 Chattanooga Bank Bldg., Chattanooga 2, Tenn. 


Tubing formed to double thickness at the seat, and always 
held to close tolerances. 

The result is added strength to overcome stresses due to 
over-torqueing, hizh pressure or excessive vibration. With 
Bundy double flare, joints are leakproof and pressure proof. 


10 million a month 
Up to 10 million double flares a month are produced by 
Bundy. It has proved its worth in more than 16 years of 
usage. Furthermore, it has been adopted as a standard by 
the Society of Automotive Engineers. 
But that isn’t all about Bundyweld! 


Stove makers, Diesel engine manufacturers, makers of 
refrigeration and cooling device equipment, and many other 
manufacturers have picked Bundyweld Tubing with its 
unique, double-wall construction. 

Are you on the hunt for superior tubing? Investigate Bun- 
dyweld. Available in steel, Monel and nickel. Call or write 
Bundy Tubing Company, Detroit 14, Michigan. 


BUNDY ,TUBING 


ENGINEERED TO YOUR EXPECTATIONS 






* 
REG. U.S. PAT. OFF. 
U R 


REPRESENTATIVES: ss ee 
Rutan & Co. Eagle Metals Co. Alloy Metal Sales, Ltd. 
861 Bay St. 


Phila. 3, Pa: Toronto 5, Canada 


+’ Seattle 4, Wash. 
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DID THIS BRIDGE Cost? 


This first wire suspension bridge in the 
US.A—built in 1815-cost only $125! The wire 
was drawn in the Hazard Mill, parent 

ACCO's Hazard Wire Rope Division. Along 
with ACCO’s American Cable Division, 
\ Hazard now produces millions of feet 























aT KIND OF SAFETY COMES INA 


wy, Winter driving safety. Weed American 
@ ‘i V Bar-Reinforced Tire Chains provide 
better traction —- reduce danger of 
skidding accidents on ice or hard- 
packed snow. They're made and | 
packed in bags by ae American 
Chain Division. 















The dictionary says “a 
highway reserved for high 
speed vehicles. ACCO says, 


also a new, light weight, = ~ 


electric hoist which helps —. 
speed up production: “ae 
The Speedway hoist is «= 
made by Wright 
Hoist Division. ; 
ACCO Products Include: AMERICAN Chain * TRU-LAY and LAY-SET 
Preformed Wire Rope * TRU-LAY Cable and TRU-LOC Swaged Termi- 
nals for Aircraft * PAGE Wire, Chain Link Fence and Welding Rods + 
CAMPBELL Abrasive Cutters * READING-PRATT & CADY Valves and 
Fittings * PENNSYLVANIA Lawn Mowers * MARYLAND Bolts & Nuts 
* “ROCKWELL” Hardness Testers * WRIGHT and FORD Hoists + 


¢o HELICOID Pressure Gages * MANLEY Automotive Service Equipment + 
OWEN Silent Springs. 








PURCHASING 
DECORATIVE ABRASION-re- 
MICARTA sistant, acid, alco- 
BONDED TO hol and burn-proof 
PLYWOOD decorative Micar- 


ta, a high-pressure 

laminate, is being 
distributed bonded to plywood of 7%” 
and 1%” thicknesses. It comes in 48” 
x 96” panel sizes, ready for immediate 
use. Previously, it had to be laminated 
to another surface by users. Extreme 
durability is claimed for the product. 
Micarta is manufactured by Westinghouse 
Electric Corp. Distributed by U. S. Ply- 
wood Corp., 55 W. 44th St., New York 
18, N. Y. 


ALL-PURPOSE CUTTING MACHINE 


CUT-MASTER 
model has easily 
visible, single de- 


gree, calibrated 
scale for miter, rip 
and bevel cutting. 
Simple mechanism 
alignment adjust- 
ments maintain the 
accuracy of every 
setting on the ma- 
Kickback device featuring mul- 
tiple dogs which can be put into opera- 
tion with a flick of the wrist is safety 
feature for ripping. Model comes in 3, 
5, and 74 hp sizes for any voltage, 
cycles and phase. Catalog available. De- 
Walt, Inc., 63 Fountain Ave., Lancaster, 





chine. 


Pa 

SMALL DESIGN of small, 
LIGHT light, compact dis- 
DISTRIBUTION tribution trans- 
TRANSFORMER former emb« dying 


light weight con- 

struction tech- 
niques, represents a 17 to 46% saving in 
weight with corresponding reduction in 
size. It is engineered to meet all of the 
recommendations included in revised sec- 
ond report of the EEI-NEMA Joint 
Committee on the standardization of dis- 
tribution transformers from 1% to 100 
kva, 2,400 through 15,000 volt classes. 


Allis-Chalmers Mfg. Co., Milwaukee, 
Wis. 


CARBIDE TIPPED GROOVING TOOL 





CARBIDE tipped tool for production 
grooving is designed for machining A, B, 
and C belt size pulleys. Nose widths and 
angles are held to close tolerances. 
Shanks are hardened and treated to pre- 
vent rusting. Shank sizes range from 4” 
to 1” square. Wendt-Sonis Co., Hannibal, 
Mo. 


(Please turn to page 166) 
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From Little Acorns.... 


The industrial history of this country is made 
up of “success stories” in the American tradition 
—of small businesses which, through the years, 
have flourished and expanded and become 
world famous. 

Common to all these has been the foresight 
and the will of the founders to pioneer and the 
determination of succeeding generations to 
make their particular product the best in the 


world. So it has been with the Greenfield Tap 
and Die Corporation, the world’s leading maker 
of taps and dies today. 

But “Greenfield’s” reputation is built not 
alone on its products. Through a world-wide 
organization of “Greenfield” Distributors and 
“Greenfield Men”, this company supplies to cus- 
tomers the tools and the “know-how” for every 
job, wherever threading tools are used. 


The “Greenfield” Distributor brings our shipping room 
into your backyard, providing you with quick, expert 
service at all times. When you want threading tools or 


gages, no need to writea letter... 


. Just pick up your 


phone and call the "Greenfield”’ Distributor. 





GREENFIELD 








For a high Safety factor... 


the Springs are of SEYMOUR 
PHOSPHOR 
BRONZE 


Springs: 
Wallace Barnes 









Safety Valve: ! 
Beaton & Cadwell i 
1 


With the pressure on and temperature mounting in a modern hot water 
storage tank, everything depends on the reliability of the safety valve. Be- 
cause positive and dependable operation is vital, Seymour Phosphor Bronze 
is a natural choice for the springs used in this assembly. Seymour Phosphor 
Bronze will undergo long-continued flexures and tension without loss of 
efficiency. Highly corrosion resistant, of excellent spring qualities, Seymour 
Phosphor Bronze is the ideal alloy where a high safety factor is imperative. 


Seymour Phosphor Bronze is available in Sheet, Wire, 
and Rod. Write for catalog containing specifications. 


THE SEYMOUR MANUFACTURING COMPANY, SEYMOUR, CONNECTICUT 
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and pulling for you! 
Latest-type new Road Diesels 


Here’s the power Katy promised you—New three-unit, 
4500 bh. p. diesel giants to speed your merchandise to 


MKT 


destination many precious hours ahead of schedule. KATY NOSE OAD 
Fast, dependable, on-time service between St. Louis, 
Kansas City and important points in Missouri, 
Kansas, Oklahoma and Texas—on the 
stepped-up schedules of the Southwest's 


Main Supply Line. O. K. KATY! 


| MISSOURI - KANSAS -TEXAS LINES 
so Serving the Southwest 








166 PURCHASING 


1200 LBS. SMALL | air - hy- 
CAP. AIR- draulic press has 
HYDRAULIC capacity of 1200 
PRESS lbs. The press does 


assembling, flang- 

ing, broaching, 

forming, marking, 

riveting, crimping 
staking, etc. It has a 6” throat, 2%” 
stroke, 44” ram, 5” sq. platen. Lugs in 
base make it suitable for bench mount- 
ing. Spring or power return optional. 
Unit is constructed with heavy ribbed 
castings and a solid steel shaft that af- 
fords a vertical adjustment up to 6”. Atr- 
Hydraulics, Inc., 401 Broadway, New 
York, N. Y. 


to INDUSTRY 


SUPPLYING 


WASHERS 


and 


STAMPINGS 


OF EVERY DESCRIPTION 
FOR EVERY PURPOSE... 
UTILIZING MORE THAN 
22,000 SETS OF DIES 


Let Us Quote On Your Needs! 








DRILLING MACHINE 


WwW 
) 


WROUGHT WASHER mrc. co” 


THE WORLD’S LARGEST PRODUCER OF WASHERS 








HIGH speed 20” drilling and tapping 
machine is an all-purpose tool for sen- 
sitive drilling and tapping operations, and 
its construction and 2 hp motor furnish 
power to drill 1%” in mild steel. Fea 
tures claimed include: controls are con- 
veniently arranged; selection of geared 
power feeds is made by turning a knob; 
speeds are changed quickly by positive 
release lever; 8 spindle speeds. Catalog 
No. 67 available. Sibley Machine & 
Foundry Corp., South Bend, Ind 


p— Handy Packages of POWER— ALL- DISHW ASHING 





PURPOSE and all - purpose 

CLEANING ‘leaning compound 

FEATURES @ PARKER VISES, famous for their rugged con- COMPOUND vf recently per- 

Tool steel jaws struction and extra useful features, now come to fected detergents 
— renewable. you individually packed, protected in transit and and water softener 
Solid cast underportion ready to go to work. Check the many Parker is designated Paxall Wonder-Working 
bes slack. features that will speed up jobs and cut production Granules. It can be used in varying dilu- 
Oversize steel screw and : ; apap? tions for floors, painted or tile walls, 
malleable iron nut. costs in your plant. Next time ask your distributor scedieasc, paleael dit wales tnd 
Tension spring hendle. for Parker, the packaged vise. The Charles machinery, venetian blinds, windows, 
Saint Samm, 560: suing, Parker Co., Meriden, Conn. plastic-like fabrics, enameled furniture 


ositive auto-type lock. : , 
P si etc. Contains no soap, does not streak or 


leave dulling film, and can be used in 

PA R 4 E R VW t S 3 Ss either hard or soft water. Literature avail- 

able. G. H. Packwood Mfg. Co. 1545- 

55 Tower Grove Ave., St. Louis 10, Mo. 
(Please turn to page 168) 





America's First Vise Maker 
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Housing for the exhaust fan which serves as a 
mammoth lung to provide fresh air to this 
West Virginian coal mine. 


THE ““BLOWHARD” THAT SAFEGUARDS MINERS’ LIVES 


Another top performance by a BWH product 


In the busy 1943 days of peak war 
production, a big West Virginia coal 
mine needed a transmission belt for 
its giant exhaust fan. 

Because this fan supplies fresh air 
to workers far underground, high 
speed operation with no shutdowns 
was vitally important. Tragic disaster 
may stalk tunnels where heavy, gas- 
laden air accumulates, and workers 
get out of a mine as fast as possible 
if the ventilating system breaks down. 

To handle this responsible job, 
BWH engineers specified a 36-inch, 
9-ply Bull Dog Cord Belt with qual- 
ity-controlled friction. The rugged 


silver-hard duck cover adequately 
protects the low-stretch cord carcass 
of the belt. As a result, resiliency and 
recovery factors are assured under 
peak loads... trouble-free operation 
is maintained at maximum efficiency. 

Working at a speed of more than 
a mile a minute, this rugged belt has 
chalked up an outstanding perform- 
ance record ... and it’s still driving 
this huge safety fan, after four years 
of hard service. 

Made by the exclusive ROTOCURE 
process of continuous vulcanization, 
BWH Belts have no “weak links” 
caused by press overlaps. And that 


Another Quality Product of 


means they assure steady operation, 
long life and low maintenance costs 
on the toughest jobs. 

All BWH Industrial Rubber Goods 
are engineered for just one purpose 
... that is, to do a specific job extra 
well. Leading industries know they 
can always look to BWH for depend- 
able ruggedness — to BWH distribu- 
tors for dependable service. 


HAVE YOU A JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems — we’re 
specialists in solving them. Consult your 
nearest BWH distributor, or write directly 
to BWH. 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 


PLANT: CAMBRIDGE, 


MASS., U.S.A. ¢ 


P.O. BOX 1071, 


BOSTON 3, MASS. 
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BRE'S WHY 


@ AHLBERG 
BALL BEARINGS 












BORE AND QUT 
me SIDE DIMEN- 
m SIONS ARE HELD 
= TO EXTREMELY 
me CrOSE TOLER. 
i ANCES 


BALL RACEWAYS 
ARE GENERATED 
TO TRUE GEO- 
METRIC CURVA- 
TURES. 


















: BALLS ARE AC. 
i CURATE IN 
*, —— SPHERICITY TO 
MEE ACES ; 25 MILLIONTHS. 
ARE ' 
+ PARALLEL ' 


BALLS ARE IN 
MATCHED SETS 
ACCURATE TO 
25 MILLIONTHS. 


RACEWAYS ARE ‘ 
POLISHED FOR 
» SMOOTHNESS 
AND QUIET PER- 
» FORMANCE 


RETAINERS ARE 
STEEL... BRONZE 
AVAILABLE FOR 
HEAVY DUTY. 


Ahlberg Ball Bearings 
are precision assemblies of these 
quality components, engineered 
and manufactured for top perform- 
ance. Ahlberg Bearing Com- 
pany, 3039 West 47th Street, 
Chicago 32, Illinois. 


Ahl bers 


BALL BEARINGS + ROLLER BEARINGS + PILLOW BLOCKS 





PURCHASING 
ROTARY CONCRETE Ter- 
ACTION mite rotary drill 
MASONRY for drilling cleanly 
DRILL through concrete, 


marble, tile, brick, 

etc., is featured by 
rotary pulverizing action rather than cut- 
ting edges or hammer-like blows for 
drilling. Tool is used with any electric 
drill. Pounding, air compressor, noise 
and re-sharpening time are said to be 
eliminated. No water is necessary. Maker 
reports three inches of concrete can be 
drilled in less than 50 seconds using a 
VY" drill. Concrete Termite Sales Co., 
2301 Main St., Santa Monica, Calif. 


MECHANICAL DEAERATION 


¥ ~ MECHANICAL 
Ge. deaeration of boil- 
T er feed water with 
ahtacn oxygen reduction 
2 to less than 0.06 cc 


per liter is claimed 
for deaerator type 
feed water heater. 
Variations of the 
system can be 
readily incorpo- 
rated into any open type return system. 
Completely automatic equipment includes 
gauges, thermostats, and regulators, as 
well as the vent condenser and spray 
header. It is available in sizes from 100 
to 1000 hp rating. Fred H. Schaub En- 
gineering Co., Inc., 2110 So. Marshall 
Blvd., Chicago 23, Il. 





SELF- PLASTIC tile de- 
ALIGNING sign features a 
PLASTIC tongue - and-groove 
WALL TILE type lap joint on 


two sides of the 

tile with a center 
notch which fits a “dot” lock in the ad- 
jacent tile. The dot lock secures each tile 
as it is set in correct vertical or hori- 
zontal alignment with surrounding tile 
and the lap joint eliminates possibilities 
of setting tile askew or with too wide a 
joint. Construction also eliminates need 
for grouting joints. Pittsburgh Tile Co., 
Terminal Bldg., Pittsburgh 19, Pa 


GAS-FIRED UNIT HEATER 


MODEL CS-95 
gas-fired unit heat- 
er is designed for 
commercial and in- 
dustrial application 
in new or old 
structures. Com- 
pact design, eco- 
nomical operation 
and long life are 
claimed for the 
unit. Features include cast iron ribbon 
type burners; cast iron heat exchangers 
with internal as well as external fins 
and a 5-year guarantee against burning 
out; automatic controls; easy accessibili- 
ty to every part. U. S. Air Condition- 
ing Corp., Como Ave. S. E. at 33rd St., 
Minneapolis 14, Minn. 


(Please turn to page 170) 
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UP-SEE-DAISY GOES TWENTY-THREE TONS 





With apparent ease, the world’s larg- 
Electric Fork and Ram 
Truck lifts a 46,000 pound load. This 


est Battery 


is 50% greater than its rated capacity 
of 30,000 pounds. And its mighty 
power is supplied by Exide-Ironclad 
Batteries. 
Practically everything you buy is 
handled by Battery Electrie Trucks. 
They are lifting, hauling, stacking 
goods of many kinds ... with greater 
ease and safety, in less time, and 


often at a saving of 50° or more... 


and a large percentage of these 
trucks are powered by Exide-[ron- 


clad Batteries. 


Whatever the need, there are Exide 
Batteries of the right size, capacity 
and construction. They are used by 
telephone and telegraph companies 
and radio stations...on railroads, 


aon ee 


Exide 


BATTERIES 


airplanes and marine craft 





Diesel 


cranking. And on millions of cars 


emergency lighting, engine 
they continue to prove that “When 


it’s an Exide you start.” 


For 59 years the name Exide has 
stood for dependability, economy and 
long life. Information regarding the 
application of storage batteries for 
any business or industrial need is 


available upon request. 


THE ELECTRIC STORAGE BATTLRY COMPANY 
Philadelphia 32 
Exide Batteries of Canada, Limited, Toronto 








£70 





Right from the plating barrel flashing 
bright comes zinc-plated work processed 
this new H-VW-M way. Finished prod- 
ucts plated by the BBZ-200 Bright Barrel 
Zinc Process stay bright longer, too .. . 
don’t oxidize readily, resist tarnish. 
Developed by H-VW-M expressly for 
barrel zinc plating only, this process pro- 


Zinc plating comes out of the barrel 


777-11) hae 
duces its characteristic brilliant deposits 
over a wide range of current densities. 
Subsequent bright dipping is not neces- 
sary. Low concentration of BBZ-200 
Brightener in the bath and low consump- 


tion add ECONOMY to the process’s 
other virtues. 





At no cost, you can learn how to get 


FINER RESULTS WITH YOUR PRESENT SOLUTION 


Almost all existing cyanide solutions can 
be readily converted to yield the superior 
results that set the BBZ-200 Process apart. 
Send sample of your present solution to 
H-VW-M—without obligation or cost— 
for chemical analysis and recommendations 
for conversion. 

Or, you can get the required chemicals, 


HANSON-VAN WINKLE-MUNNING COMPANY 


MATAWAN, NEW JERSEY 
Manufacturers of a complete line of electroplating and polish 


PLANTS: MATAWAN, NEW JERSEY - ANDERSON, INDIANA 


the BBZ-200 Brightener and the recom- 
mended ZA Anodes . . . together with in- 
structions .. . from H-VW-M. 

Get acquainted with this new way to 
brighter zinc deposits. Send sample of 


your present plating barrel cyanide solu- 
or better yet, 


tion for free analysis . . . 
write for full details today. 





quip t and lies 





SALES OFFICES: ANDERSON ~- CHICAGO - CLEVELAND - DAYTON ~- DETROIT - GRAND RAPIDS 
MATAWAN - MILWAUKEE - NEW HAVEN - NEW YORK - PHILADELPHIA - PITTSBURGH - ROCHESTER 
SPRINGFIELD (MASS.) - STRATFORD (CONN) - SYRACUSE 





TWO FINE Metal Cutting Fag Saws 


FOR PRODUCTION AND 
GENERAL UTILITY 


















No. 8 j 


with wet cutting system 





WELLS No. 12 


with automatic cutting cycle 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
2400 JACKSON AVE., 


THREE RIVERS, MICH, 





PURCHASING 


AIR DIFFUSER 





sonst’ 4 hos. 


ILLUSTRATION shows 
adjustable ceiling air diffuser, with the 
air volume control, a cylindrical, sleeve- 
type damper within the neck of the dif- 
fuser, which permits rapid balancing of 
the system, and increasing the air supply 
at individual points or zones. The lower 
cone of the diffuser is shown lowered 
for horizontal diffusion of the air supply. 
It can be raised with a screw driver for 
vertical diffusion. W. B. Connor En- 
gineering Corp., 114 E. 32nd St., New 
York 16, N. Y. 


Kno-Draft 


LOCKING TERMINAL BLOCK 





TERMINAL “lock-in” 
arrangement which eliminates perma- 
nently the danger of spade lugs pulling 


block features 


out. The block has solder-type spade 
lugs which are recessed into the body 
of the device. When the binder screws 


are tightened, 
plac e 


each lug is held rigidly in 
against a shoulder of the plastic 
material forming the terminal block 
Factory assembled in any desired num- 
ber of terminals from 1 to 18. Bulletin 
DS-114 available. Curtis Development & 
Ufg. Co. 1 N. Crawford Ave., Chicago 
24, Ill. 


PNEUMATIC INDOOR-OUTDOOR 
WHEELED TRUCK 





STANDARDIZED truck is designed 
for indoor and outdoor work, 
matic wheels especially 
where 


and pneu- 
adapt it for use 
quietness of operation, cushioning 
of load are required and where floors are 
unsatisfactory. Truck has rated capacity 
of 2500#; height floor is 22”; 
width 30”; loading space 60” long. 
Wheels with pneumatic tires are mounted 
on roller bearings. It hes balanced pull- 
ing handle, and may be fitted for hauling 
by tractor, truck or auto. Market Forge 
Co., Everett, Mass. 

(Please 


above 


turn to page 172) 
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WHEN you CAN COUNT ON EVERY FASTENER THATS 


It’s the cost of using a fastener that counts 


The saving you can make by being able to depend upon your 
supplier’s ‘‘quality control” and by reducing inspection in 
your own plant, invariably amounts to a greater saving than 
could be effected if a lower price were available. 


RB & W Machine Screws and Stove Bolt 
Made to One Qua 





ity Standard 





At each RB&W plant, quality control is effective at every 
stage of manufacture—beginning with laboratory analysis 
of raw materials—not just at the end of the production line. 
The finished product that is delivered to you can be de- 
pended upon for uniformly high qualities—giving you a 
fastening device that assembles at high speed, provides 
maximum desired holding power and, in terms of finish, is a 
credit to the appearance of your assembled product. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


102 years making bloc ng Che things 


thal make vimevrtca shong 


RB&W bolts, nuts, screws, rivets 
and allied fastening products are 
manufactured in a broad range of 
styles, sizes and finishes. 
>. = . 

Plants at: Port Chester, N. Y., 
Coraopolis, Pa., Rock Falls, Il!., Los 
Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, 
Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to 
coast. By ordering through your dis- 
tributor, you can get prompt ser- 
vice from his stocks for your normal 
needs. Also—the industry’s most 
complete, easiest-to-use catalog. 


i713 





True 
fastener ' 
. gconomy: 
a te 











You Get T. F. E. When You 
Reduce assembly time to a minimum by savings through 
use of accurate and uniform fasteners 


Make your men happier by giving them fasteners that make 
their work easier 


Reduce need for thorough plant inspection, due to confi- 
dence in supplier’s quality control 


Reduce the number and size of fasteners by proper design 
Purchase maximum holding power per dollar of initial cost, 
by specifying correct type and size of fasteners 
6. Simplify inventories by standardizing on fewer types and 
sizes of fasteners 
7. Save purchasing time by buying larger quantities from one 
supplier’s complete line 
8. Contribute to sales value of final product by using fasteners 
with a reputation for dependability and finish 
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EL-TRONICS Inc. 


for your 
Requirements In 
The finest, Highly specialized 


Electronic 


Equipment 


We design and construct 
according to specifications 
and manufacture, one unit 
or thousands. 








We are one of the 
foremost manufac- 
turers of 








iL 


Geiger-M iller 


counter apparatus, 
Electronic Burglar 
Alarms, Transmitters, 
High Fidelity Audio 
Equipment, Electronic 
Bridges, Regulated 
Power Supplies, High 
Fidelity Radio Re- 
ceivers, Electronic 
Church Chimes and 
Scaling Circuits. 


El-Tronics Ine. 


El-Tronics Inc. new 
in mame only. A 
combination of two 
old organizations— 
Electronic Radio 
Alarm Inc. and Her- 
bach & Rademan Inc. 
Mfg. Div.—15 years of 
experience in Creating 
and producing highly 
specialized Electronic 
equipment. 

WRITE TO DEPT. P. 











INC. 


1920 LINCOLN LIBERTY BLDG. 
BROAD AND CHESTNUT STREETS 
PHILADELPHIA, PENNSYLVANIA _) 

















“TRI-POWER” DIE CUTTING PRESS 





NEW TRI-Power die cutting press is 
featured by power and rigidity. Power is 
transmitted to the 1000 lb. head from a 2 
hp motor via a 24” 4704 flywheel revolv- 
ing at approximately 600 rpm. Maker 
says die press head cannot give or twist 
under normal conditions, and that it is 
adaptable to wide variety of industries 
by virtue of a clutch and brake which al- 
low several operation, from 
joggling to continuous run or 
stroke. 

The press is available in two sizes— 
24” x 38” and 24” x 44”. Booklet A9I1 
gives complete information. Hobbs Mfg. 
Co., 26 Salisbury St., Worcester, Mass 


types of 


single 


BONDING KRISTON resin 
RESIN FOR is said to be an 
CUTLERY economical and 
HANDLES practical replace- 


ment for litharge- 
elycerine cement to 
bond handles to knife blades, forks and 
sharpeners. This thermo-setting resin has 
a low-shrinkage during cure and is de- 
scribed as having a bond three times 
stronger than litharge-glycerine cement. A 
100-Ib. pull is necessary to separate the 
elements after the bond is ruptured. It has 
no sensitivity to humidity and is highly 
resistant to boiling water and food acids. 
B. F. Goodrich Chemical Co., Rose 
Bldg., Cleveland, O. 


MANDREL RELIEVER 





DERODDER or mandrel reliever, 
Model GAI, is for use where metal tub- 
ing is drawn by means of mandrels. The 
unit relieves the tubing after the tube 
and mandrel have passed through the 
die. The machine, operating at speeds up 
to 120 ft. per minute, will handle ferrous 
tubing in sizes up to 74” in diameter, with 
wall thickness up to .065, and non-fer- 
rous tubing in diameters up to 1”. Glen- 
garry Machine Works, Inc., Bay Shore, 
N.Y. 


(Please turn to page 176) 





PURCHASING 


FREE 
CATALOG 


You'll find the SALES- 
MAN'S SAMPLE CASE & 
you're looking for in this | 
Catalog. Send for it—it’s @ 
FREE! : 


If it’s not in the catalog, 
we'll design it for you. 


Write for Catalog 110 today! 


FIBRE PRODUCTS MFG. CO. | 











CUSTOM MADE 
TO YOUR 
REQUIREMENTS / 

* \ 


Inquiries Solicited 


FRAMINGHAM, MASS. 


SINCE 1838 
261 Fifth Ave., New York. N. Y. 
, 173 W. Madison St., Chicago. Il. 
121 Second St., San Francisco.Cal. 

Distributed by 

JACK C. KERN Co. 
2100 McKinney Ave., Dallas. 
Texas 

5618 Lake Shore Dr., Knoxville, 
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The text below is reproduced from an advertisement 
we ran almost two years ago. It is still our policy 
and we are reiterating it in the leading industrial 
magazines read by your customers. 





Nicholson 
sells only through 


Industrial Distributors 
and 


Hardware Wholesalers 




















Here’s how this system benefits you 


as an industrial user 


The distributor of industrial tools and supplies per- 
forms a very necessary function in the commercial 
economy of a nation whose industries are huge, varied 
and located over a vast area. 

He is both a gatherer and a distributor. 

He scours the earth for the things you need. He 
examines and studies them; weighs their merit and 
value; helps determine which brands will serve you 
best. Thus he becomes expert on selection, application 
and proper use. He stocks or warehouses countless 


2 


eo NICHOLSON FILE CO. ¢ 28 ACORN ST., PROVIDENCE 1, RHODE ISLAND 


U.S.A. In Canada, Port Hope, Ont.) 


items — and patiently awaits your pleasure as to when 
you may want how much of what. 


He takes over sales, credit, delivery and other services 
which, if handled by the manufacturer himself, would 
increase the latter’s supplying costs — and consequently 
your purchasing costs. 


Yes, your industrial distributor does these and many 
more things in both your and the manufacturer’s behalf 
which it would be uneconomical for either to do 
independently. 


The more support he gets — from both manufacturer 
and user — the more useful he becomes to all concerned. 


Nicholson believes firmly in this policy. 
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NICHOLSON FILES for every purpose 
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PURCHASING 





LANCEIING 
lime— 


D. R. PERCIVAL, Electrical Engineer, Machine Division, Norton Company 





BEN B. BRESLOW, President, Utility Appliance Corp. 
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“Tl think many designers will 
save time in the long run if they 
will decide, at the start of 

job, to use standard motors.’’ 
Thus speaks D.R. Percival, Elec- 
Machine Divi- 
“We'll 


eliminate the exhaustive engi- 


trical Engineer, 
sion, Norton Company. 


neering tests we used to make on 
With 


service factor, breakdown torque, 


fractionals. horsepower, 
and starting current all rated on 
a clear-cut, uniform basis we'll 
whether the 
motor will handle the job.” 


know in advance 


“The big thing about the new 
small-power motor standardiza- 
tion plan, to me, is the promise 
it holds of increasing the avail- 
ability of all makes of motors,"’ 
‘says Ben B. Breslow, 
Utility 


President, 
“We'll 


stand a better chance of getting 


Appliance Corp. 


‘off-the-shelf’ delivery of motors 
if they area big-production item, 
instead of a special. We cut a few 
production corners, too, by using 
standards. We eliminate special 
and the need 
for making universal mounting 
bases and adapter plates. We can 
‘standardize’ 


jigs and fixtures, 


more of our own 
assembly methods.” 


GENERAL 








More for your money with 
; STANDARD 


__ fractional- 
hor sepower 


MOTORS 


FOR EXAMPLE, the General Electric machine tool motor gives you a 
fractional engineered specifically for rough and tumble industrial service. 
Totally enclosed, these motors have a rigid base and ball bearings which 
make them suitable for jobs where thrust is encountered. Firmly anchored 
windings stand up under frequent start-stop service, plugging, and 
momentary overloads. Descriptive bulletins on this and the 10 other main 
groups of standard G-E motors shown below may be obtained by writing 
to your nearest G-E office or Apparatus Dept., General Electric Company, 
Schenectady 5, N. Y. 








> 


Machine Tool 


SS 





Gas Pump Hermetic Refrigeration Belted Fan 


. 
_ a 


Coal Stoker 





Jet Pump 


Shaft-Mounted Fan Sump Pump General Purpose 


THE NEW MOTOR INDUSTRY STANDARDS for defining motor 
rating and performance and the new dimension standards for small-power 
general-purpose and definite-purpose* motors were not set for the conven- 
ience of General Electric—or any other electrical manufacturer. They 
were arrived at after careful study of thousands of motor orders and 
months of co-operative work by industry associations and the National 
Electrical Manufacturers’ Association. They represent the best possible 
co-ordination of motor design with the current needs of small-power 
motor users. And—these standards will be modified as design trends 
change, to keep in step with user needs. Standardization is not static! 


GENERAL ELECTRIC offers you three definite advantages as a source of 
fractional-hp motors. First we give you the widest variety of standard 
general-purpose and definite-purpose motors to choose from — some 1600 
in all. Second, General Electric motor-exchange and repair-service plans 
have been developed on a country-wide scale to give prompt, low cost 
motor repair or replacement service to your customers. Finally, in all G-E 
motors you get the quality extras which standards can’t cover. You get 
the benefit of the newest developments in bearing design, insulation, and 
winding techniques. You get the best possible protection against electrical 
breakdown and mechanical wear and tear. 


* Definite-purt tors ave standat tor thica desiened for jobs where gens 
P t tdeally suited 











ELECTRIC 


700-82 
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Hoy tO Keep your supply sources right ot hand VIBRATOR TYPE MOTOR 


























SMALL a-e vibrator motor, driving 
upon a “one-way” clutch, is described as 
having high starting torque, high overload 
capacity and good speed regulation. It 
creates no radio interference as _ there 
are no burhes or contacts to spark. It 
is built for use on 115 volt, 60 cycle, 
a-c lines. Manufacturer states that the 
motor is adapted to <ny application re- 
quiring a low cost motor where nor- 
mally a shaded pole motor of the geared 
head type would be indicated. Piqua Ma- 
chine & Mfg. Co., Piqua, O 


SOLID CARBIDE CENTER-LAPPING 
TOOL 





ILLUSTRATION 


shows solid car- 


With Air Express cutting delivery time from any L.°. 
point to a matter of hours, it’s like lassoing your supply 


bide center-lap- 
ping tool used in 
standard center- 


sources and keeping them within quick reach. lapping = machine 


You get the fastest possible service with Air Express. 
Special pick-up and delivery service is included. And since 
Air Express goes on every flight of the Scheduled Airlines, 
shipments keep moving — fast. If you’re faced with over- 


Tools are made in 
standard sizes, ss 
x 1%” and 3%” x 
1'44”"-60° including 
angle. Maker states 
tool makes possible faster and cheaper 
production because it saves costly man- 





seas shipping problems, Air Express can save you weeks 
of delivery time. Use this speedy, inexpensive service 
regularly hour lost in dressing, also that it can be 
Cc J° ye . “4 . 
reconditioned from 25 to 60 times with no 
change in quality of operation. It can be 


Specify Air Express-its Good Business en nar cme png machines 


or drill pressed in working metal up to 


e@ Low rates — special pick-up and delivery in principal U. S. 9 — R ro iar rgae-sg mages 
towns and cities at no extra cost. @ Moves on all flights of all Mich. Ee Pe ae en 
Scheduled Airlines. e Air-rail between 22,000 off-airline of- 
fices. e Direct air serviceto and from scores of foreigncountries. 

Just phone your local Air Express Division, Railway Express CONTACT FOOT CONTROL 

Agency, for fast shipping action ... Write today for Schedule SWITCHES 


of Domestic and International Rates. Address Air Express, 
230 Park Ave., New York 17. Or ask for it at any Airline or 
Railway Express Office. 









GETS THERE FIRST 


Fastest delivery — at low rates 





MOMENTARY contact foot control 
switches developed for appliance and in- 
dustrial use may be mounted either on the 
floor or a machine by means of two 


Memphis, Tenn. manufacturer re- 
quested fast delivery of spare parts 
(34 lbs.) located in San Angelo, Tex. 
Picked wp 11:50 AM the 2lst, de- screws or used unmounted. Design per- 
livered same day at 5:40 PM. 668 mits loadings from 0 to 35 amps—115/230 
ae ming og laa volts, and variations in design allow for 
weights, any istance, Similarly inexX- . . . , ~ 
RAILWAY EXPRESS AGENCY a and fast. td special applications. The Hart Mfg. Co., 
A SERVICE OF 207 Bartholomew Ave., Hartford, Conn. 


tue scueouteon AIRLINES of rue uniteo states (Please turn- to pege 178) 


AIR EXPRESS DIVISION, 
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“T’ve telephoned Chase... 


their warehouse is shipping the first part of that order” 


URE, Chase fills BIG orders . . . sheet 
brass by the carload...copper nails by 


until the mill order comes through. 


For brass and copper in any quantity 
the ton. But orders like those take time 


to fill. 


. .. from a few lengths of rod to a million 
silicon-bronze bolts... you can count on 





That's why .. . when production lines 
can’t wait...it pays to contact your Chase 
warehouse for a small part of your order 


...enough to keep your production rolling 


Chases 


WATERBURY 91, CONNECTICUT 


THIS 1S THE CHASE NETWORK 


NEWARK NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTER 


Wee Naléons He 


Chase for the best possible service. 

Chase Brass & Copper Co. Incorporated, 
Waterbury 91, Conn. A subsidiary of 
Kennecott Copper Corporation. 


Cadguadens for 


BRASS & COPPER 


SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


handiest way to buy brass 
BALTIMORE BOSTON CHICAGO CINCINNAT! CLEVELAND DETROIT HOUSTON? INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES MILWAUKEE MINNEAPOLIS 


SAN FRANCISCO SEATTLE ST. LOUIS WASHI:.GTON 








«x pos 
keystone 7 


DRAFTING MATERIALS 





FREE 


REQUEST FOR 1948 CALENDAR 
THE FREDERICK POST COMPANY 


3650 North Avondale Avenue - 


Chicago 18, Illinois 


Detroit * Houston * CHICAGO ~ Los Angeles - Milwaukee 








W 


™ 


ELECTRIC WHEEL CO., 


Quincy, Illinois, Est. 1890 








PURCHASING 


ALL WELDED SOLENOID 





al 


SMALL all-welded solenoid is for use 
where powerful pull is needed in a small 
space, such as in appliances, safety de- 
vices, trip mechanisms, vending machines, 
etc. It develops a maximum pull of .26 
Ib. in a half-inch stroke, and operates on 
110 v, 60 c. L-shaped bracket permits 
horizontal or vertical mounting. The re 
movable coil is sealed inside a_ plastic 
housing. New type of pole shader, brazed 
in place, provides maximum quietness. 
Control Divison, General Electric Co., 
Schenectady, N. Y. 


WATER- UNUSUAL quali- 
SOLUBLE ties of uniformity 
AMBERLITE and stability, ad 
POLYMER 1esion, compatibili- 


ty and ability to 

be insolubilized are 
claimed for water-soluble polymer called 
Amberlite W-1. It is said to be suitable 
for use in the manufacture of wet- 
strength paper, adhesives and cements, 
as a thickener for latex and Neoprene, 
and to have potentialities for reproduc- 
tion operations, printing techniques, siz- 
ing and all types of coatings. The Resin- 
ous Products & Chemical Co., Washing- 
ton Sq., Philadelphia 5, Pa. 


SHEET METAL WORKING UNIT 





COMPLETELY equipped with sheet 
metal working shop is mounted on a 
heavy gauge steel stand nearly 6 ft. long. 
Each tool will process up to 20 gauge 
sheet steel. Heavier gauges of aluminum, 
zinc, pewter, copper, plastics and other 
softer materials can be worked. The unit 
includes five tools, nibbler, 12” slip roll, 
hand punch, 12” brake and shear. Manu- 
facturer claims tools are comparable to 
larger equipment and have wide applica- 
tions in metal working shops and experi- 
mental departments. Berkroy Products, 
Inc., Oakland, Calif. 


(Please turn to page 180) 
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for stronger, safer assembly... 





ae 


(jobbers: Dealers --- / 


story 
\Here’s 2 strong 


) ou se 
\that helps Yo vers 
| CLEVELAND FASTEN 


——— 


Double Extrusion—the manufacturing method applied The most all around satisfactory fastener you can obtain 
to fastener production through the Kaufman Process — is the Cleveland High Carbon Heat Treated Cap Screw 
works the steel with less strain and distortion to grain —a dependable fastener of maximum strength and good 
structure; toughens surface sections while preserving appearance. Its black satin-like finish has rust-resisting 
the interior ductility. Heads will not shear or crack. qualities. It’s more than worth the slight extra cost 
Size and shape are held to remarkably close tolerances. over 1020 bright screws. Write for catalog and prices. 


The Cleveland Cap Sore Company 


2917 EAST 79TH STREET * CLEVELAND 4, OHIO FASTENERS 
Warehouses: Chicago and Philadelphia : 


FOR GREATER STRENGTH AND ACCURACY 





























































New, Improved 
ACCO Hooks 


Designed from Years of Experience 





a 


; These Acco Sling Hooks and Sling Grab Hooks are 
made of fine grain steel—drop forged—normalized 
—heat treated—tempered. Material around the eye 
is heavier, so as to give extra strength where it is 
4 needed. 
Acco Sling Hooks are made for chain sizes from 
34” to 1%4"—Sling Grab Hooks from +4” to 1’. 
Get in touch with your AMERICAN CHAIN dis- 
° tributor. Whatever your chain needs, buy AMERICAN 
—the complete chain line. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 
In Business for Your Safety 















Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 








PURCHASING 


PALLET RACK & NESTING RING 





ALL-metal, single face pallet rack and 
nesting ring for use with power or hand 
truck can be furnished with nesting ring 
permanently welded to pallet, if desired. 
The rack is designed for heavy industrial 
use. It is made of rolled channel steel 
with reinforced, all welded channel sup- 
port. Legs provide adequate height to 
permit complete accessibility from all 
four sides. Palmer-Shile Co., 12625 Mans- 
field Ave., Detroit 27, Mich. 


ANNOUNCE NEW fire resistant 
FIRE- paint is named 
RESISTANT “Fire Stop”. Mak- 
PAINT er states wall cov- 


ered with it mere- 

ly formed brown 
blisters when exposed to blue flame of a 
Bunsen Burner at 3000 deg. F. for a full 
minute, and flames extinguished them- 
selves within 8 to 15 seconds after re- 
moval of burner. The paint is ready- 
mixed and self-sealing, and covers con- 
crete, steel, brick or wood, plaster, etc. in 
one coat, it is said. It comes in five pastel 
tones plus, dries to a fine textured flat 
finished, and is washable. Plicote, Inc., 
Pittsburgh Pa. 


SEATLESS VALVE 






- 


VALVE seat, washer and all wearing 
parts are eliminated in “20th Century 
Seatless Valve”. According to the man- 
ufacturer, the valve opens without me- 
chanical pressure, cannot jam, and no 
dirt, scale, or abrasive can affect its op- 
eration. Shut-off is said to be positive. 
No gland packing is necessary. No fluid 
can come in contact with the threads. As 
pressure builds up gradually, there is no 
hammering or chattering. Knozwdles-Fish- 
er Corp., Towanda, N. Y. 

(Please turn to page 182) 
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HILE design engineers could un- 
W join think of a much more 
practical way of shoveling snow, they’d 
probably agree with one fact brought out 
by Mr. Goldberg’s cartoon. Only steel 
can do so many jobs so well. 

When a product needs rugged strength, 
toughness, light weight and high resist- 
to corrosion—when it must with- 
stand intense heat or cold—when protec- 
tion against fatigue, sudden shock or 
abrasion are imperative — when good 
looks and low price are important factors 

. then steel will usually provide the 
most practical and economical solution. 


ance 















R BUNCH OF 
A- SNOWSHOE RABBIT JUMPS -* wens 


CARROTS, BLOWING AUTO FOO vip PLATFORM. G~100-LB. 


AUSING GEARS TO T LE 
cue 2 TOSSED EROM PLATFORM, THROWING SWITC 


D- SWITCH TURNS ON ELECTRIC MOTOR EQUIPPED WITH 
AUTOMATIC SHOVELS. 


Steel can be polished to mirror surface, 














Its use involves no unfamiliar fabricating 


plated, galvanized, painted, or perma- 
nently coated with porcelain enamel to 
add more beauty and to increase sales 


problems. 
Our steel specialists will be glad to 
assist you in applying special purpose 













appeal. 

It can be deep drawn, forged, cut, 
twisted and bent. You can weld it to per- 
fection, rivet, punch and even stitch it. 


U-S-S Steels to your products to help 
make them more durable, more efficient, 
less costly to manufacture, and easier to 
sell. 


CARNEGIE-ILLINOIS STEEL CORPORATION 
Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco, Pacific Coast Distributors 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham, Southern Distributors 
UNITED STATES STEEL SUPPLY COMPANY, Chicago, Warehouse Distributors 


UNITED STATES STEEL EXPORT COMPANY, New York 
7-1079 





Have you explored the possibilities of these special purpose U-S-S Steels? 


‘S'S STAINLESS AND HEAT-RESISTING STEELS 


to assure high resistance to corrosion and heat, 
and to reduce weight. 


‘S:-S CARILLOY STEELS—Alloy steels for the 


special jobs of industry. 

S-S HIGH STRENGTH STEELS to resist atmos- 
pheric corrosion, to increase strength without 
adding weight or to maintain strength with 
reduced weight. 


‘SS COPPER STEEL to give at least twice the 


atmospheric corrosion resistance of regular 


} steel at little additional cost. 


& 


IUNITED 


IT TAKES SCRAP TO MAKE STEEL . . . PLEASE TURN YOURS IN! 


















U-S-S ABRASION-RESISTING STEEL to combat 
wear and friction. 

U-S-S HOT-ROLLED AND COLD-ROLLED STEELS 
to provide the basic advantages of steel, plus 
maximum economy in each job. 

U-S-S PAINTBOND—A galvanized, Bonderized 
sheet that permits immediate painting and 
holds paint tighter. 

U-S-S VITRENAMEL—Sheets designed 
especially for porcelain enameling. 

U-S-S ELECTRICAL SHEETS for motors, 


generators and transformers. 


Diincs out of 10 


STEEL 
will do it better 


Seem STEEL 
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LIGHTWEIGHT AIR GAUGE 
STREAMLINED 


air gauge is 7” 
wide, 8'4” deep, 
7%" high, weighs 
only 12 pounds and 
is known as Comp- 
\irator. Operator 
has but to attach 
to air line; gauge 





measures without 
mechanical contact 
all dimensional variations such as taper, 
out-of roundness, bell mouth and barrel 
shape conditions. Readings are free of 
counter-flutter. Magnification 2500 to 1: 
air pressure: 30 to 60 Ib. psi; air con- 
sumption less than 10 cu. ft. per hr. It 
may be adapted to special gaging appli- 
cations. The Taft-Pierce Mfa. Co., 
Woonsocket, R. I. 








PLASTIC VINYL plastic 

6 , , , LINED lined steel pipe com- 
, 5, Sl OS? 0 goto fiorid last weeR but ne it : : 

He we upp ed t g ie Fl rida 09 aged o oe STEEL bining structur- 

tear himself away from the General Electric Water Cooler. PIPE al strength of steel 


with the chemical 


A General Electric Water pomical to operate, too. resistance of vinyl 


Cooler goes a long, long way Check with your G-E Dealer resins was developed for handling of 
toward keeping employees today. General Electric Company, strong chemicals. The pipe is suitable 
comfortable and refreshed. Air Conditioning Dept., Section for use in chemical plants, pulp and paper 

é . - mills, coal mines, and other industries 
They're attractive and eco- 2912,Bloomfield, N. J. 


where pipe corrosion is a problem. A 
plastic tube is bonded to the inside of 


GENERAL @ ELECTRIC sp dl ag ik Meecha Bie 


coat Division, American Pipe ¢» Con- 


Water Coolers struction Co., P. O. Box 3428, Terminal 


Annex, Los Angeles 54, Calif 


¢ HIGH TEMPERATURE FLEXIBLE 
AGE FENCE“: = 
W270 NEW flexible tubing made In- 


with 


© AMERICA’S FIRST WIRE FENCE eo conel innercore and braid is available for 


temperatures up to 1700°. Its name is 




















Titeflex Inconel tubing. It is supplied 





the Right Metal 


@ Your property can be protected by a Page Chain Link Fence made of the metal best 


- 


suited to your needs... rust-immune Page Stainless Steel... corrosion-resisting Page Alumi- with wal Guchecsess of G20 to O50 

7 : 3 i inches. The thinner tubing is recom- 
num ...Page Copper-Bearing Steel, heavily galvanized. . . long-lasting Page-Armco Ingot mended where the pressure is not over a 
Iron. Our nearby member knows local conditions affecting fence and will confer with you few hundred pounds psi and the weight is 
on metals and styles, and submit cost estimates without obligation. His firm is long- critical. It may be supplied with flat rib- 


, : : : : ‘ bon or round wire braid. Flat braid is 
experienced and reliable. It will engineer and erect your fence expertly. Write for illus- recommended for higher pressures and 


trated information and we will send his name. resistance to fatigue especially to sizes 


For name of nearest member firm, write to PAGE FENCE ASSOCIATION in Monessen, Pa., Atlanta, of 1” or more. Titeflex, Inc., 533 Freling- 
Bridgeport, Chicago, Denver, Detroit, Los Angeles, Philadelphia, Pittsburgh, New York or San Francisco huysen Ave., Newark, N. J. 


FRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE e BRIDGEPORT, CONN. (Please turn to page 184) 
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Special Disston Philbrickf Cutter 
Head, 14-inch cutting diameter, 18 
knives, made of Disston High 
Speed Steel. 

tReg. U.S. Pat. Off, 





Hartwell Brothers of Memphis, Tennessee, had been 
using 14-inch, 6-gauge circular saws on their 13 copy- 
ing machines used for turning out hickory axe handles. 
Saws required sharpening twice daily... with down 
time of 30 minutes per machine, per day... and had 
to be replaced every two weeks. 


A Disstoneer* recommended the use of a special 
Disston Philbrick Cutter Head, with these results: 
sharpening was reduced to once a week, and knives 
were replaced only once a month; a smoother finish 
was obtained, eliminating one sanding operation; 





uniformity in size and shape of handle was easier to 
maintain; production was greatly increased and, as the 
manager said, “costs were reduced 10%."’ This is typical 
of many instances where a Disstoneer has helped manu- 
facturers solve their cost problems. He may be able 
to do as much for you. 


*DISSTONEER—a man who combines the experience of Disston 
leadership and sound engineering knowledge, to find 
the right tool for you—to cut wood, to cut metal 
and other materials—and TO CUT YOUR COST 
OF PRODUCTION—anot only on special work but 
on ordinary jobs as well. 





— eo —— 





Your cutting operation may be different. If you use band saws you'll be interested in... 


DISSTON METAL CUTTING BAND SAWS 





Regular type, for normal 
low speed cutting. 





Buttress Tooth Pattern, for speeds of 
2000 f.p.m.and over . Recommended for 
aluminum and magnesium. 





Supplied in Two Types 


HARD EDGE FLEXIBLE 
BACK (blades hardened on 
tooth edge only) for low speed 
operation in general metal cut- 
ting. Teeth are milled (not 
punched) and accurately set by 
machine. Supplied cut to ma- 
chine length and joined ready for 
use and in coil lengths. 100 ft. 
coils %”’ to %"’ wide, packed in 
the handy new Disston Safety 
Reel. 






HARDENED THROUGHOUT 
for high speed cutting of non- 
ferrous metals, plastics and many 
other materials. Also recom- 
mended for friction cutting of 
ferrous metals at speeds of not 
less than 12,000 f.p.m. 


Regular type, for normat 
high speed cutting. 






Keinjorced type for heavy duty 
high «s:,eed cutting, 





The Disstoneer will be gad to help you solve your cutting tool problems. Write to us regarding your problems or contact your local Disston Industrial Distributor. 


HENRY DISSTON & SONS, INC., 1233 Tacony, Philadelphia 35, Pa., U.S.A. 
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Continental’s specialization is based not 
only upon long experience — 44 years of it 
— but also upon continuous research and 
the development of specialized equipment. 
These factors mean that the Continental 
hose you buy is built specifically to meet 
your requirements — is built to give you 
maximum service. Whenever you need air, 
welding, water, steam, or suction hose, 
why not consult Continental? 


See Our Catalog in Sweet's 


v 


Rubber by CONTINENTA 


Baltimore, Md BRANCHES New York, N.Y 
Boston, Mass Philadelphia, Pa 
Buffalo, NY Dayton, Ohio Kansas City, Mo Pittsburgh, Pa 
Chicago, Il Detroit, Mich Los Angeles, Cal Rochester, N.Y 
Cincinnati, Ohio Greensboro, N C Lutz, Flo St. Louis, Mo 
Cleveland, Ohio Hartford, Conn Memphis, Tenn 


L 


San Francisco, Cal 


Dalias. Texas Indianapolis, Ind Milwaukee, Wis Syracuse, N.Y 


CONTINENTAL RUBBER WORKS - ERIE, PENNA, U.S.A. 
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A-C ARC WELDERS 


LINE of P & H a-c are welders are 
supplied with P & H “Dial-lectric” con 
trol, eliminating the need for moving 
coils or cores, worm gears, sprockets and 
chain or lever adjustments. Manufac 
turer claims there is no moving part in 
the machine. Current selection is made 
by turning a single dial which requires 
only a three-quarter turn to cover the 
full welding range. All industrial models 
are designed for remote control. Liter 
ature available. Harnischfeaer Corp., 
Wielding Dizitsion, 4400 West National 
loe., Milwaukee 14, Wis 


AXIAL FACE KENNAMILL 
LLUSTRATION shows “Axial Face 
Kennamill”, designed for production mill 
ing of cast iron, and suitable for light to 





medium cuts on solid or cored castings. 
The mill is said to incorporate the ad- 
vantage of solid blade face mills with 
maximum number of blades. Easy set-up, 
long cutter life between grinds, simplified 
sharpening, and versatility are other fea- 
tures claimed for the mill. Avzilable in 
6”, 8”, 10”, 12” and 14” sizes. Kenna- 
metal, Inc., Latrobe, Pa. 
(Please turn to page 186) 
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i PITTSBU RGH ad Complete integration of its manufacturing facil- 


ities plus economical water borne supply of its 
Own principal raw materials, make Pittsburgh 
Coke & Chemical Company a reliable source of 
supply for Coal Chemicals and associated prod- 
ucts. Inquiries for any of the products listed 
below are invited and, for special applications, 
technical assistance and recommendations are 
available for the asking. 


COAL CHEMICALS 


RBONS: 
APHTHALENE 


OcA 
Tic HYDR 


ANHYDRIDE 
ACTIVATED CARBONS 


OTHER PRODUCTS: 


_NEVILLE CO t 
PIG IRON G CEMENTS—CONCRET 


GREEN BAG © TONE provucts 


AL— 
RALD CO 


Pittsburgh Coke & Chemical Company 


Grant Building - Pittsburgh 19, Pennsylvania 
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“Look, Hotchkiss . . . we re- 
placed set-up wheels with 
Armour belts to increase 
production, not to help you 
keep up with the Book - of- 
the-Month Club!” 


1. THEY ARE MORE ACCURATE! 
2. THEY GRIND FASTER, BETTER! 


3. THEY ARE MORE ECONOMICAL! 


The need for faster, better production is responsible for 
the conversion to the abrasive belt backstand method 
of grinding and polishing from the set-up wheel method. 

Here’s why coated abrasive belts are able to boost 
production while lowering costs. Belts . . . 


e when worn, take 75% less time to replace than is 
needed to dress a wheel. 


© Greatly reduce danger of discoloring, warping and 
flowing caused by frictional heat. 


@ Never vary in accuracy of work regardless of wear. 


© Do not require personnel needed to dress set-up 
wheels. 


® Reduce inventory problems due to elimination of 
wheels, glue cements, and various grains. 


® Improve quality of work with less operator fatigue. 
Armour’s uniform, factory-made abrasive belts are only 
part of Armour’s complete line of abrasives designed 
No uneven surfaces ! for better performance, longer wear, greater economy. 


ARMOUR and Company 


Coated Abeasives Division 





1355 WEST 31ST STREET ° CHICAGO 9, ILLINOIS 
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HEAVY DUTY FLOOR 
 s 





TRADE marked Acolon, new heavy 
duty floor material for use in the trans- 
portation field, is a wear-resistant abra- 
sive-resistant synthetic polymer calen 
dered onto a quality burlap becking. 
Manufacturer claims non-skid surface. 
long wear, dimensional stability and easy 
installation. Flooring will not stretch or 
peak up at the seams. It is available in 
seven colors in ribbed or plain surface 
design. IJndustrial Division, Armstrong 
Cork Co., Lancaster, Pa 


NEW FIRE FIGHTER 


——— NEW 40. gallon 


- foam fire fighter 
= discharging 450 

| ie gallons of focm 
L will smother Class 

‘ \ fires (ordinary 
combustible mate 

rials) and Class B 

fires (flammable 

co liquids ) It is 
mounted on 50 
steel tires. Hoss 
rack carries 50 ft. of 1144” coupled chemi- 
cal hose with a shut-off discharge nozzle 
Indoor model occupies floor space 31 x 
50 in.; yard type is identical except for 
wider gauge carriage; airport model 
has dual tread ties and wheels mounted 


inch wheels with 2 


on double roller bear:ngs. Il’a/ter Kidde 
Co., Inc., Belleville, N. J 


HIGH SPEED AIR DRILL 


HIGH) speed air drill, Model 7022, is 
specially designed for use on small drill- 
ing applications. It has a speed of 26,000 
rpm, and is equipped with 0—'4” chuck 





and lever throttle, and will accommodate 
drills from 0 to 4” shank size. It 1s rec- 
ommended for drilling wood and non-fer- 
rous metals. Makers says it is suited for 
cleaning stamping dies and molds. Also, 
it is adaptable for multiple mounting in 
jigs or fixtures. Because of its small size, 
drills can be mounted closely. Length 
5144”; weight 8 oz. The Aro Equipment 
Corp., Bryan, Ohio. 
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KRON 


There's real economy in moving and high- 
stacking material with Yale-power instead 
of man-power. Whether it be beef, steel, 
flour, cement or castings, the results are the 
same: more output per manhour, increased 


production, lower unit cost . . . faster, safer, 


more efficient handling. Piece-by-piece re- 


handling is eliminated, time and effort saved, 


ceiling-high stacking saves storage space. 

Find out today how Yale Trucks can help 
you save money on your material handling 
operation by cutting your handling costs. 
Telephone our nearest representative, or 
write direct to: The Yale & Towne Manu- 
facturing Co., 4575 Tacony St., Philadelphia 
24, Pennsylvania. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS.. 


AE, OP a 


INDUSTRIAL SCALES + HOISTS 


HAND AND ELECTRIC 


. SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


Aas ci Ss SaaS a 


TRUCKS 





HAND LIFT AND ELECTRIC 
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@ Outstanding welding performance and service is the hallmark of 
weight low-cost § General Electric’s new WD-40 series of heavy-duty industrial welders. s 


oe Operating at 3500 rpm, these full-capacity NEMA-rated machines ; 
provide the same advantages of durability and minimized mainte- i 
nance long associated with G-E welders; in addition, their welding : 
performance is superior in many ways. The arc is easily struck and c 
maintained, and steady welding current is provided over a broad ; 


current range. 


Available in 200-, 300-, and 400-ampere ratings, the WD-40 line is 
described in detail in bulletin GEA-4852; ask your G-E Arc-welding 
Distributor for your copy. 


“A-C or D-C... there’s G-E arc-welding 
equipment for virtually every application!” 


GENERAL @ ELECTRI 











VA 
AR 
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Other W-32 CHARACTERIS- 
TICS: Elimination of underbead 
cracking on hardenable steels. 


Substantial reduction of hydro- 
gen content of the weld metal 
produces welds that can be suc- 
cessfully enameled without heat 
treatment. 


Marked decrease in tendency for 
surface holes to occur when base 
metal is high in sulphur content. 
Excellent appearance of finished 
welds. 

Spatter is minimized, deposition 
efficiency is high, and penetra- 
tion is adequate but not exces- 


sive; reverse polarity d-c or il 


W-94—This recently introduced 
electrode is particularly designed 
to provide unusual resistance to 
shock and severe abrasion. Op- 
erating on either reverse polarity 
d-c, or a-c, its deposits will work- 
harden to a minimum of 50 
Rockwell C scale. 


Many other special-purpose elec- 
trodes are also available. 


STAINLESS STEEL—Whatever 
your stainless application, you'll 
likely find an electrode to do the 
job better from among the com- 
plete G-E line of 27 types of 
stainless steel electrodes—avail- 
able in two coatings, lime-type 
for d-c operation and titania-type 
for a-c or d-c. 


ARC WELDERS. 


THESE EASY-TO-USE ELECTRODES 








































W-32—for welding formerly “hard-to-weld” steels—a \ime- 
ferritic electrode especially developed for production weld- 
ing of cold-rolled, high-carbon, and high-sulphur steels, and 
steels of high hardenability which are susceptible to under- 
bead cre cking. Stable arc characteristics provide good direc- 
tional control. 





While comprising only a part of the 
complete line of General Electric 
arc-welding equipment, electrodes, 
and accessories, WD-40 welders and 
these electrodes are designed to pro- 
vide maximum performance on those 
welding applications for which d-c 
is best suited. Call your G-E Arc- 
welding Distributor for a demonstra- 
tion—of these, or anything else in 
the G-E welding line. Apparatus 
Department, General Electric Company, 
Schenectady 5, N. Y. 


-- ELECTRODES... ACCESSORIES 





190 





NON-CORRODING “ALLENS” 
for applications where steel is 
subject to excessive moisture, 
chemical fumes or corrosive 


vapors. Made of “ 


18-8 Type”’ 
Stainless, non-heat treated, non- 
magnetic. Set screws: stock 
sizes #6 to 14” diameter; cap 
screws: #8 to 4” 


only. Class 3 fit; Allen pre- 
cision fastenings... 
your local Allen Distributor, 
or write us for samples and 


literature. 


THE ALLEN MFG. COMPANY 


MARTFORD 2, CONNECTICUT, U.S.A. 





N.C. threads 


Order of 





WIREBOUND OVERPACK SHIPPER 
SOLVES INDIVIDUAL PACKAGING 


The accompanying illustration shows 
“overpack” wirebound box shipper used 
by the Pittsburgh Taximeter Co., to solve 
the problem of individual packaging of 
meters formerly felt necessary to provide 
maximum protection to their glass win- 
dows and high precision mechanism. The 
wirebounds were especially engineered 
for the purpose in two sizes, one to hold 
six taximeters and the other to hold 





The overpack wirebound shipper makes 


for shipping asd shipping room 
economies. 


four. The overpack method permits of 
more safely stacking, and the hazard of 
pilferage during storage is practically 
eliminated since the wires must be cut 
before the box can be opened. And it 
supplies adequate protection and shipping 
economies 


NOMOGRAPH PROVIDES CORRECT 
RADIATION SIGHTING LOCATIONS 


\ nomograph which determines correct 
ghting angles and locations for radia 
tion measurement of extreme processin: 
temperature has been designed ty Brown 
Instrument Company, Philadelphia. 

The nomograph will replace, said John 
R. Green and Joseph Adams, designers, 
former hit-and-miss methods for defining 
correct positions, such as height and an- 
gularity of a sighting element. As a re- 
sult, it was added, an accurate indication 
will be obtained of the area being meas- 
ured without resorting to the 
of working out the 
cally. 

The original purpose of the nomograph, 
according to the designing engineers of 
the industrial division of Minneapolis- 
Honeywell Regulator Company, was to 
provide 


necessity 


problem mathemati- 


a simplified means of correctly 
positioning their Radiamatic radiation 
detector to sight on the top course of 
checker-brick in regenerative furnaces. 
The nomograph, further developed be- 
yond the original plan, can give speedy 
knowledge of correct sighting angles and 
locations which, it is added, will favor- 
ably affect fuel economy. 
(Please turn to page 194) 





PURCHASING 


HEF-LINE ENGINES 





Model BB 
2.5 to 4.3 hp. 


In Volume Production 


Prompt Delivery 
These 4-cycle, air-cooled gasoline 
engines are thoroughly service-proved 
in many applications. Light weight, 
compact design, and wide power range 
mean ready adaptability to many types 
of equipment and powering problems. 
Backed by 28 years of engine building 
experience, including manufacture of 


the famous Kinner aircraft engines. 


LLL 





CORP. 


635 W. Colorado Blrd., Glendale 4, Calif. 











KENNAMETAL 


CEMENTED CARBIDE 


TOOLS, BLANKS, 
and SPECIALTIES 


@ FOR FAST, ACCURATE METAL- 
CUTTING . . . complete selec- 
tion of single-point tools and 
milling cutters. 





@ RESIDENT TOOL ENGINEERS 
in 24 cities available for expert 
help in proper selection and 
correct use. 


rs WAREHOUSES in Chicago, 
Cincinnati, Los Angeles, New 
York, and San Francisco to ex- 
pedite delivery. 


a 


4 KENNAMETAL 


SUPERIOR CEMENTED CanBiogse 
ory 
ee rer oF 


KENNAMETAL DPnc., 


LATROBE, PA. 
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DECEMBER, 1947 


COMPLETE ... EVER' 


a 
} ) 


Products Manufactured 
Pipe and Tube Fittings 
Engineered Pipe Hangers 
Prefabricated Piping 
Grinnell-Saunders Diaphragm Valves 
Thermolier Unit Heaters 
Job Work Casting 


Automatic Sprinklers and Special 
Hazard Fire Protection System 


Amco Humidification and 
Cooling Systems 


Other Piping Specialties 
Supplier of... ; 
Pipe, Valves and Fittings 


Specialties for Plumbing, Heating, 
Water Works and General Piping 


Contend 
€rTous Prac- 


f 


) SACRAMENTO 
\ OAKLAND 
SAN FRANCISCO 


ae ANGELES 


a 
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® Literature on the import- 
ance of flexible pipe supports 
and the method of determin- 
ing supporting forces and 
also material that is helpful 
in calculating hanger loads 
has been recently prepared 
by Grinnell Company and is 
available on request. 





. y rs ¥ , 
:\ | ~¥ Ne ch 


GRINNELL COMPANY, INC. 
Executive Offices 
PROVIDENCE 1, RHODE ISLAND 


ZA, lot 

MINNEAPOUS «°° raw PROVIDENCE 
MILWAUKEE J Cevpianpe™ YORK | 7 
KACO 


PHILADELPHIA y 


KANSAS CITY 
ST. LOUIS 
CHARLOTTE 
ATLANTA 
HOUSTON a“ 
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STOREROOMS 
& WAREHOUSES 
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Engineered to carry almost any load which can 
be placed on the shelves. One basic unit—3 ft. 
wide, 34 in. high and 11% in. deep—will 
carry over 600 Ibs. evenly distributed over the 
three shelves—9 sq. 
ft. of shelf area! Item 


comes knocked down 





and completely car- 
ton packed for easy 


handling. 





EDWARD HINES LUMBER CO. 
2431 So. Wolcott Ave., Chicago 8, Illinois (12P47) 


Please send me complete information on Hines-Shelves for 0 warehouse, oO stockroom, 


oO store, oO displays. 
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R/M makes a complete line of rubber sheet packings, designed to meet 
operating conditions in chemical and oil processing plants where high 
temperatures prevail, as well as general purpose rubber sheet packings 
for cold-water service at low pressures. 


R/M Red Rubber Sheet Packing, Style No. 625, is one of the most popular 
sheets. It is made of long-lasting, tough red compound that conforms to 
rough surfaces. Recommended for air, cold or hot water, and steam up 
to 150 pounds. 


Resilient Flexlastic Sheets for cold water, low pressures, general service 
and for pipeline gaskets are supplied in three different styles . . . “C. 1.” 
Sheet, Style No. 635, with one ply of cloth for each 1/16” of thickness . . . 
“C.0.S.” Sheet, Style No. 638, same as Style No. 635 but reinforced with 
an additional ply of fabric on one side . . . and “C.B.S.” Sheet, Style 
a | Ms sr ‘al No. 641, same as Style No. 635 but reinforced on both surfaces. 


R/M Diaphragm Sheet, Style No. 645, for damper regulators, is a high- 
tensile, square-woven duck covered with Flexlastic, compounded to resist 
air, water, steam and oil. 


These specialized sheet packings are typical of the many packings of all 
types which your authorized R/M distributor can supply to meet the pack- 
ing needs in your plant. Call him today for reliable packing service. 


Style No. 625 


Style No. 635 





Style No. 645 





RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE & PACKING DIVISION 
MANHEIM, PA. + BRIDGEPORT, CONN. + NORTH CHARLESTON, S.C. + PASSAIC, N. J. 


IT’S “PACKED WITH SATISFACTION’ WHEN you use R/M 














































of performance and quality 


based on your requirements. 


Leading canners and food proc- 
essors insist on KANRY-TEX— 
the outstanding conveyor 
belting for their needs. 


That means finer products and 
lower costs, of course. We'd like 
to send along, without obliga- 
tion, some facts to prove these 
statements. Write today to your 
mill-supply house—or to us 
direct. 





CALL for a SPECIALIST! 
YES! CALL for KANRY-TEX 


KANRY-TEX was made ’speci@lly for you who process 
food. Globe research and exhaustive tests by Globe engi- 


neers have produced KANRY-TEX to exact specifications 








Some KANRY-TEX Features: 


@ Does not impart odor 
or taste. 


@ Resists moisture, al- 
kali, fats, oils. 


@ Easily washable with 
hot water, live steam, 
or sterilizing agents. 


@® Long lasting — Eco- 
nomical. 
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BANTAM UTILITY TRAILERS 
HANDLE FLOODLIGHTS 


To provide adequate lighting for night 
construction projects, Arrow Supply Co., 
Pittshurgh, Pa., has developed a_port- 
able 3000-watt light tower and genera- 
tor rig. Mounted in half-ton all steel Ban- 
tam utility trailers manufactured by the 
American Bantam Car Co., Butler, Pa., 
these new lighting outfits already are be- 
ing used on some Pennsylvania state 
highway projects. 

The welded steel tower operates on a 
hinge fastened to the trailer canopy. On 
top of the tower are two 1500-watt clear 
globes in reflectors. When erected, the 
tower is 18 ft. in height; when fold d, 
it has approximately 9 ft. road clearanc« 
The lights are pivot-mounted and have 
adjustable heam and spread. 





Portable lighting outfit folded 
ready for transportation 


Welded to the stecl bed of the traile: 
is a gasoline-powered generator, manu- 
factured by D. W. Onah & Sons, Min- 
neapolis, Minn. It has a five-gallon fuel 
tank and can be started automatically, 
providing a-c power for the lights. A 12- 
volt circuit for battery charging also is 
included. 


DEVELOPMENTS IN FIBERGLAS 
INSULATION MATERIALS 


Developments in Fiberglas insulation 
materials and their applications, according 
to Roy J. Black, manager, Electrical Di 
vision, Owens-Corning Fiberglas Corp.. 
include a “link”? system which makes i 
possible to carry on a telephone conver 
sation over a rural power line whi 
serves as a link between the subscriber 
and the nearest telephone pole line. From 
this point on the conversation is trans 
mitted over the regular telephone line. It 
is known as the Western Electric M1 
line carrier telephone system, and a single 
system will serve approximately 50 sul 
scribers through a single power line. 

The John A. Manning Paper Co., Troy, 
New York, he said, is working on the 
development of a high-inorganic-content, 
low-cost paper using Fiberglas fibers to 
replace about 80% of the organic fibers, 
to supplement other Fiberglas insulation 
materials. The development is still in 
progress, though, he declared, if the mate- 
rial lives up to expectations it will pro- 
vide an essentially inorganic base which 
can be varnished or coated to obtain the 
necessary electrical properties for use as 
cable tape, slot liners in motors and gen- 
erators, phase insulation, etc. 

Mr. Black said that standard Fiberglas 
continuous filament tapes, cloths, sleev- 
(Please turn to page 19.) 





DECEMBER, 1947 


A year of promise 


\ 1TH the arrival of another Holiday Season, 

we find ourselves looking forward to 1948 
as—A Year of Promise. This good feeling comes 
from the knowledge that the steel industry is 
already engaged in the greatest expansion pro- 
gram in its history. 

The benefits of increased supply from added 
producing facilities will naturally be gradual, 
but we go into 1948 fully expecting to do a 
better job of taking care of your steel require- 
ments. 

We have already improved our facilities for 
service by erecting new modern warehouses in 
Cleveland and St. Louis. We have also opened a 
new warehouse in Los Angeles which will go a 
long way toward supplying the needs of steel 
users on the West Coast. And we expect to make 
other improvements and additions to our service 
facilities during 1948, so that our name will 
continue to be a “Symbol of Service” to steel 
users. 

Meanwhile, we extend to you our cordial best 
wishes for a happy Holiday Season and a suc- 
cessful, prosperous New Year. 


UNITED STATES STEEL 


SUPPLY COMPANY 


BALTIMORE - BOSTON - CHICAGO - CLEVELAND 
LOS ANGELES : MILWAUKEE ' NEWARK 
PITTSBURGH - ST. LOUIS - TWIN CITY (St. Paul) 








196 





Tape no.263 beats 


heat and pressure 


mee SOSSHSSSHSOSHSOSHOSSOSSSOSSSSSOSOSOSSCSCOSSSSS 


underground 










Read how tape helps 
recover lost oil well pipe 


under gruelling conditions 








Shown here in operation is McCullough 
Tool Company’s ‘‘Magna-Tector,”’ an elec- 
tronic oil well tool. It will locate, within 
one foot, the point at which pipe in a 
deep hole or well is stuck. Cut above this 
point, pipe can be recovered. 


Terrific heat and pressure, deep down, 
would damage the tool’s delicate coils. But 
they’re wound with heat-resistant Bauer 
& Black Industrial Adhesive Tape No. 263 
—made of Fiberglas.* Under conditions 
that would burn up ordinary tape, No. 263 
keeps the Magna-Tector operating 
efficiently! 


The right tape can save you money 


The right tape for your job may save you untold 
time and money. We probably have exactly the 
tape you need, in a line comprising more than a 
hundred “‘specific tapes for specific uses.’’ If neces- 
sary, and to our mutual advantage, we’ll make 
the tape you need! Write Dept. 9-12 today for 
FREE catalog. 

*Fiberglas is the trade name (Reg. U.S. Pat. Off.) 


of a variety of products made of, or with, glass 
fibers by The Owens-Corning Fiberglas Corp. 








Products of 


-CBAUER & BLACK) — 








Division of The Kendall Company, 2500 S. Dearborn St., Chicago 16 


Industrial Adhesive Tape 


PRESSURE SENSITIVE 














PURCHASING 
(Continued from page 194) 


ings, and cords, used in electrical applica- 
tions, can now be processed to double 
their resistance to high temperatures. 
Standard Fiberglas textiles withstand 
temperatures up to 1000 deg. F. The new 
high-temperature textile materials are 
not affected by continuous operating tem- 
peratures up to 2000 deg. F. The new 
materials are now in limited production. 

Low - pressure, Fiberglas - reinforced 
electrical parts have now entered the 
electrical field, he said, making possible 
applications of plastics which previously 
have been impractical. The development 
will permit complex-shaped — electrical 
parts to be molded and formed economi- 
cally. Low-pressure Fiberglas-reinforced 
laminates are already being used for slot 
sticks, insulating motor spiders, motors 
and bells, brush holders electrical strain 
insulators, ete. 

‘A number of companies are develop 
ing the new plastic laminates”, he con- 
tinued. “One of them is Laminated Plas 
tics, Inc., Cleveland, which offers its 
laminates under the tradename “Glastic.” 
Glastic has exceptional strength, rigidity 
and dimensional stability. It has excellent 
punching and machining properties. Its 
resistance to heat, acids and many sol- 
vents, and its non-tracking properties are 
high. Its moisture absorption is low. It 
shows no change in toughness, and shows 
slightly improved surface glass, after ex- 
posure to 150 degrees C. for 100 hours.” 

Mr. Black said that space and weight 
savings, and dependable performance un- 
der severe operating conditions, are fac 
tors that are responsible for growing use 
of Fiberglas ‘insulation in machine tool 
motors. Where conditions permit, Fiber- 
glas insulation makes possible an approxi 
mately 40% increase in motor reversal 
capacity. Even where winding space in 
the motor is limited, Fiberglas insulation 
will usually give a motor reversal capac 


ity gain of approximately 25 
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PAINTING SYSTEM PREVENTS 
CORROSION OF EQUIPMENT 


The C. A. Woolsey Paint & Color 
Co., Inc., 229 E. 42nd St, New York 
17, N .Y., has developed new types of 
protective coatings, called the “Metalast’’ 
system of pamting, which are said to 
prevent the corrosion of industrial equip 
ment. Strong adhesion to all types of 
metals, high resistance to abrasion and 
impervious properties are said to he 
among the attributes of the system. 

The washcoat primer is the first of 
three elements in the system and is ap- 
plied as a single coat to serve as an 
anchor for subsequent coatings. Second 
is the Metalast anti-corrosive, which pro- 
vides a barrier coat with tight inner- 
coat adhesion and which is said to be 
highly resistant to exterior corrosive ele- 
ments. The last step is the Metalast top 
coat which varies according to color de- 
sired and usage. The coatings all air 
dry within 15 to 20 minutes and may be 
brushed or sprayed. 

(Please turn to page 202) 
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lt shouldn’t happen to a log 


Many a piece of fine timber comes 
to an early end—chewed up by 
insects or destroyed by wood- 
rotting fungi. This shouldn’t be. Yet, 
it happens every day, causing un- 
told damage and loss that could 
have been prevented by using San- 
tophen 20 as a wood preservative. 


Santophen 20 is Monsanto’s 
Pentachlorophenol — widely 
recognized as a uniform, highly- 
effective wood preservative. Its 
toxic value never varies—it is 
always constant—-always exactly 


SERVING 1 


NDUS TRY 


duplicated — because every pound 
of Santophen 20 is manufactured 
by Monsanto to meet laboratory- 
controlled specifications. 


Long used by industry and public 
utilities to protect huge invest- 
ments in wood, Santophen 20 
formulations can also be applied to 
all kinds of lumber—either by 
pressure treatment or open-tank 
immersion. 


Useful data on comparative tox- 
icity, killing concentrations, water 
solubility, vapor pressure, labora- 


WHICH 


SERVES 





tory and field tests will be furnish- 


ed promptly on request. ‘gv'srprds 
MONSANTO CHEMICAL COMPANY 
St. Louis 4 
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Buy, Specify or Install Seamless Welding Fittings 


This new Ladish catalog is full of up-to-the- 
minute information on fittings and piping 
design and merits the place of prominence 
on your desk and in your files. 

Logically organized and intelligently in- 
dexed for speedy reference . .. its 112 


PAGES OF NEW TECHNICAL 





For engineers this handbook provides a wealth of 
carefully integrated new technical data to simplify 
and speed up solutions to complex piping system 
design and operating problems. 


FRICTION LOSS DATA—-first presented here in handy 
table form to eliminate tedious computations from 
existing formulae, these data give instant solutions 
to problems of friction and allowable velocities in 
water piping. 


pages are packed with listings, specifica- 
tions, charts, diagrams and tables which 
place at the finger-tips of Engineers, Speci- 
fication Writers and Purchasing Agents the 
detailed information each needs most about 
Ladish Seamless Welding Fittings. 





DATA SIMPLIFY DESIGN PROBLEMS 


PRESSURE-TEMPERATURE RATINGS—new, simplified 
tables give direct readings of allowable working 
pressures for any size, weight or schedule number 
of pipe at temperatures common to power, oil, gas, 
air and refrigeration piping. 

PROPERTIES OF PIPE TABLES—comprehensive data 
on physical characteristics of pipe assist in cal- 
culating stress, heat loss, insulation, support and 
anchorage problems. 
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SPECIFICATIONS AND LISTINGS 
ASSIST IN SELECTING FITTINGS 


For buyers and specifiers this catalog 
provides in convenient form the de- 
tailed information they require on 
types, sizes, weights, dimensions to 
assist in selecting the proper fitting 
for any piping application. 

Included are data on American Stand- 
ards, Stainless Steel and Alloy Fittings 
as well as details about new Ladish 
developments such as Seamless Redue- 


ing Elbows and Tapered Tee Design. 
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MARSH ALONE HAS 
THE "'RECALIBRATOR" 


—quickest and best way 
tO correct a gauge that 
has been knocked out of 
adjustment by improper 
handling. 


*Subsequent advertisements will cite 


additional examples of this. 








of hydra 


Hydraulic service imposes extra-heavy demands 
on pressure gauges. Applied to hydraulic machin- 
ery, gauges must be extremely accurate, yet suffi- 
ciently rugged to stand up under the high pres- 
sures and unpredictable shocks which character- 
ize hydraulic operation. 

As a result, manufacturers in this field are 
highly critical in selecting gauges. So there could 
be no more impressive tribute to Marsh quality 
and stamina than the preference accorded Marsh 
Gauges in this particularly difficult field. 

Here is a field in which firms are large in size, 
but small in number; yet Marsh Gauges are cur- 
rently used by 59 leading manufacturers whose 
output, conservatively estimated, represents a sub- 
stantial majority of the nation’s production of 
hydraulic machinery. The products include every 
type of equipment—testing, lifting, forging, form- 
ing, broaching and forcing presses applying pres- 
sures up to thousands of tons. 





“THE STANDARD 


The 
Lo 


PREFERRED / 
by 59 leading makers 


ulic machinery 






PURCHASING 








Yes, the designers of hydraulic equipment have 
recognized in Marsh Gauges the same combina- 
tion of qualities that they have so well mastered 
in their own equipment—the combination of ac- 
curacy and stamina. A significant tribute, this, but 
merely one more example of the preference ac- 
corded Mash Gauges, in many fields.* 

For your pressure gauge needs, why settle for 
less than the instruments preferred by the most 
critical users of pressure gauges? 


JAS. P. MARSH CORPORATION 
Dept. G, Skokie, Illinois 
Export Dept.: 155 E. 44th St., New York 17, N.Y. 


Jas. P. Marsh products include: A full line and range of 
gauges in pressure, compound, altitude, hydraulic, sprin- 
kler, ammonia, ounce-graduated retard, test, and dia- 
phragm types. Dial thermometers in rigid stem and remote 
reading types. A broad line of steam and hot water heat- 
ing specialties. Ask for literature. 
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C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 





“f) \ 
18 RAWHIDE is tops 


for ‘“‘soft’’ mallets and hammers. 
And you can’t beat Chicago 
Rawhide. Tightly coiled, speci- 
ally treated C/R surfaces won't 
split, crumble or mushroom. 
They absorb shock, deliver 
powerful blows, protect delicate 
surfaces, and stand up under 
tough use. Always ask for 


Chicago Rawhide. - 


CH aco amide MFG.CO. 





1203 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings, 
geors, pinions and geor blanks; aprons and hand leathers ; hydraulic packings. 





PURCHASING 


IMPROVED BRIGHT CADMIUM 
PLATING PROCESS 


An improved bright cadmium plating 
process, announced by the Hanson-Van 
Winkle-Munning Co., Matawan, N. J. 
is said to have the following advantages : 
a remarkable increase in brightness of 
deposit, a higher tolerance for im 
purities, higher permissatle current den- 
sities, and improved covering power and 
appearance on rough and imperfect sur 


faces. The process is known as_ the 
Cadux HS Process. 

\ Technical instruction manual has 
been tssued in which fo. mulae are given 
for the preparation of both still and 
h rrel soluti 1s 

2 7 5 A 


LIGHTWEIGHT, ELECTRIC HANDTOOL 
AND PORTABLE GRINDER 





\ccompanying illustration is of the 
Precise 40, a lightweight, electric hand- 
tool and portable grinder made by Precis« 
Products Co., Racine 1, Wis. The tool is 
built for high-speed precision work on 
stee!, cast iron, brass, bronze, aluminum, 
plastic, wood, and most other materials 
It can be used as a hand tool or mounted 
in stand, vise, lathe, or milling machine 
Idling speed of the tool is 40,000 rpm, 
and underload 20,000 to 40,000; 1/5 hp, 
or 3.7 watts per ounce of weight. The 
tool has an interchangeable collet chuck: 
collets available from .250” diameter to 


062” 


"  #F 


NEW “LESSONS IN GRINDING” 
ANNOUNCED BY NORTON 


“Grinding Carbide Tools” and a com 
panion film on “The Diamond Wheel, Its 
Care and Use” are the names of two 
new educational films announced by th 
Norton Company, Worcester, Mass., to 
replace the company’s first motion pi 
ture on the grinding of cemented carbides 
which was made in 1944. The pictures 
can be used separately if desired or can 
be used one to supplement the other. 

The films are loaned without charge 
with the understanding that they will 
be handled and projected by experienced 
operators with dependable equipment, and 
returned in good condition, express pre- 
paid. They are shipped from Worcester 
express prepaid. 

The films are on 16mm. Kodachrome 
(color) stock, with sound and cannot b« 
projected on a silent projector 

(Please turn to page 204) 
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100) PRODUCTION INCREASE... 


with STANDARD 
ee WALKER-TURNER 
WE ODRILL HEADS 









Eight separate operations are consolidated into one by using four STAND- 
ARD Walker-Turner 20’ Power Feed Drill Heads, mounted horizontally, 
to drill both ends of two double end tube closures simultaneously. 


“We have been amazed at the economies obtained by in- , : 
corporating standard Walker-Turner 20” Power Feed ——— 
Drill Heads in a special set-up which we designed,” says 
Mr. A. G. Stahl of the Engineering Department of the 
Tube Manifold Corporation, Buffalo, N. Y. 

“In drilling double end tube closures, eight operations 
were consolidated into one. With a single operator, pro- 
duction has been increased 700%. 

“We prefer Walker-Turner Drill Presses because of the 
added advantages of the ten spline spindle with no play, 
the six inch spindle travel and wide speed ranges. The low 
initial cost of these machines and their adaptability for 
special set-ups have solved many of our production cost 
problems.”’ 





Five standard spindle speeds, 400 to 2 
r.p.m. with 1740 r.p.m. motor. fie ge, 
Price, less motor... «> «xu ee 


TWENTY-FIFTH YEAR Write for catalogue with : 
1922 1947 complete specifications 








SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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Planned Materials Handling Will Save Time 
And Manpower In Industry 


Planned materials handling promises 
spectacular savings in time and manpowe1 
Johannsen 
the Hyster 
Portland, Ore at the Fall 
Meeting of The American Society of 
Mechanical Engineers at Salt Lake City. 
Mr. Johannsen advocated the unit load 


for industry. declared John | 
manager, export division « 


L ompan\ 


principle of arranging and handling goods 


in standat ickages but said that there 
universal metl lw icl an be used 
ill industri é limiting fac- 
tors su as floo space and ceiling 
height, as well as weight and bulk of 
commodities. 
Lhe method eve ( rapid alk 
derly deliver sential goods to the 
fronts during the war can be applied t 


industry, according to the speaker, who 


stated that materials handling accounts 
for almost 22 percent of the ave rage cost 
of producing and almost 30 percent of tl 


time used to produce all manutacture 


oOods 
i 


9 
Ty j j | rf ] ] 
Phrough the development and stand 


ardized use of what is known as the ‘fork- 


truck-pallet’ system, it was found that 


unit loads of material, in package form 
could be handled practically and_ effi- 
ciently without breaking the bulk packages 
anywhere along the main arteries of sup 
ply from factory to battlefront,” he dis 
closed 

‘There is only one way, according t 
the economists, to reduce cost per unit 
and that is to increase the number 
units produced.” 

Che standard unit adopted by an indus 
try may be of weight, measurement or 
volume. It may consist of only one crat 


or case or of a number of cases, bags 
etc., grouped together and strapped to a 
pallet as a standard unit e explained 
Che more pieces or pounds collected to 


gether al moved as one unit in a singel 
operation, the less time will be required 
to move each piece oO! pound In some 


» redesign the 


rroducts so that the various pieces can 


: ] 
e nested on top of another and 
| 


ed wit 1 fork litt tru without 


Advantages of Unit Loading 


\vailable Space in Sst wrehouses can be 
more efficiently utilized by having stand- 
ardized packages. Stock checking and in 
ventory taking become simpler and mors 
accurate when contents of unit loads ca 
be calculated from the geometrical pat 
tern, Mr. Johannsen pointed out. In addi 
tion, unit loading reduces breakage, sim 
plifies fire and vermin control, provides 
better ventilation when perishable goods 
are stored, lowers accident risks, and 
makes work less arduous for employees. 

The reduction of terminal time for 
loading and unloading rail cars, motor 
trucks, ships, etc., permits maximum 


mileage and savings of capital cost of 


ships, rail freight stock and the like. 
To demonstrate what savings can be 


obtained with modern materials handling 
equipment and methods, Mr. Johannsen 
quoted studies made by the U. S. Navy 
in its Materials-Handling Laboratory 
hese showed that high stacking enables 
the best possible utilization to be made of 
available storage space, that one man 
with a lift truck can load a car more 
quickly than a gang of 8 to 10 manual 
laborers, that 6 men loading palletized 
material onto lighters with lift trucks 
can do the work previously done by 100, 
and that the use of the fork-truck-pallet 
system for handling cargo in the holds 


ships saves 50 percent in loading time 


ind 75 percent in man hours 
\s an example of industrial handling 
Mr. Johannsen said: “A large eastern 


steel mill finds it Necessary to handle QJ 


ns of materials to produce one ton of 


finished steel. Even the smallest reduction 
in the cost of each of the numerous hand 
ling operations will result in important 
savings which will show up on the profit 


side of the cost statement 


National Standards Urged 


‘In order to get the most far reaching 
results in unit load materials handling 
methods, they should be practiced by both 
the producer and the consumer,” the 
standards 


would have to be determined and adopted 


speaker asserted “Certain 


hy the entire country.” 

While the theory of modern materials 
handling methods has been or will even 
tually be accepted by industry, actual 
rractice will cost considerable sums of 


money. Individual industries will have t 


be convinced that the eventual saving 1s 
orth the expenditure, he warned 


‘There is no universal method that can 


ised in all industries. Each industry 
las problems that are individual in scope 


| , : 
\ caretul analysis must be made of eat 


andling operation from the unloading 

; : : ' ae 
the ra material to the despatch of the 
finished article. Even when the product 


i 

is received and handled by the wholesaler 

even the ultimate consumer, there are 
possibilities of eliminating hidden hand 
ling costs,” he said 

Calling materials 
New Business Science,” Mr. Johannsen 
stated that qualified men are needed in 
industry to solve the many difficult prob 
lems involved. He urged that materials 
handling te made a profession with train- 
ing courses, text books and trained per- 


sonnel 





LOOKING FOR SOMETHING? 
» ie 
“WANTED” AD IN 
PURCHASING’S CLASSIFIED 
SECTION — SEE PAGE 354 
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- 
ELASTIC 
STOP NUTS 


INDUSTRIAL JOBBERS 


COLORADO: M. L. Foss, In 1901 Arapahoe St., 
Denver. CONNECTICUT: C. S. Mersick & Co., 260 
State St New Haven ILLINOIS: Supplies, Inc., 
564 West Adams Street, Chicago; Globe Machinery & 
Supply Co., 617 Fifteenth St.. Moline INDIANA: 
The Central Rubber & Supply Co., 120 South Meri- 
lian St Indianapolis IOWA: Globe Machinery & 
Supply Co., 205 Third Ave., S. W.. Cedar Rapids; 
Globe Machinery & Supply Co., East First St. & 
Court Ave., Des Moines. KENTUCKY: Neill-LaVielle 
Supply Co.. Inc., 505 West Main St., Louisville 
MARYLAND: Carey Machinery & Supply Co., 119 
East Lombard St., Baltimore MASSACHUSETTS: 
Chandler & Farquhar Co., 900 Commonwealth Ave., 
Boston; J. Russell & Co., Inc., 361 Dwight St 
Holyoke; Brierly, Lombard & Co., Inc., 107 Foster 
St Worcester MICHIGAN: The Charles A. Stre- 
linger Co., 149 East Larned St., Detroit MINNE- 
SOTA: Kelley-How-Thompson Co.. 309 South Fifth 
Ave., Duluth; Kulseth Supply Co., 117 Washington 





Ave., Fargus Falls; Minneapolis Iron S e 524 
North Washington, Minneapolis; Uptown Iron Store 
218 West Lake St Minneapolis Berg Supply 
Co Willmar MISSOURI: The Faeth Co 

1608 M-Gee St Kansas Cit CS ard- 


Wright Mach. & Supply Co 1223 N. Broadway 

MONTANA: Kelley-How-Thompso 

Co., Billings. NEW JERSEY: Brodhead-Murphy Co., 
525 West Grand St., Elizabeth. NEW YORK: Beals, 
McCarthy & Rogers, Inc., 50 Terrace, Buffalo: A. N 
Nelson, Inc., 370 Hamilton Ave., Brooklyn; Keystone 
Nut & Bolt Co 62 Murray St.. New York City; 
Syracuse Supply Co., 314 West FPavette St.. Syracuse 
NORTH DAKOTA: Empire Supply Co., Fargo; Minot 
Supply Co..Minot: Grand Forks Supply C Grand 
Forks. OHIO: The E. A. Kinsey Co., 331 Fourth St., 
West Cincinnati; Strong, Carlisle & Hammond Co 

1392 West 3rd St., Cleveland: The Smith Brothers 
Hardware C¢ 580 North Fourth St.. Columbus; The 
M. D. Larkin Co., 115 East Third St., Dayton; Mill 
& Factor Supply Co., 622 Southard St., Toledo 
PENNSYLVANIA: Emco Supply Co., Lansford; Stand- 
non Supply Co., 13 Letitia St Philadelphia; 
Somer Fitler & Todd Co 327 Water St., Pitts- 
burgh; E. Keeler Co., 238 West St Williamsport 
RHODE ISLAND: The Congdon & Carpenter Co., 405 
Promenade St., Providence SOUTH CAROLINA: 
Taylor Parker Co., Florence SOUTH DAKOTA: 
Aberdeen Supply Co., Aberdeen: Cave Supply Co 

Watertown TEXAS: Peden Iron & Steel Co., 700 
North San Jacinto St., Houston. VIRGINIA: Taylor 
Parker Co., Inc., 47 Commercial Place, Norfolk; 
Taylor Parker Co., Inc., 801 East Carey St Rich 
mond WASHINGTON: Northwest Nut & Bolt Co., 
4502 Fourteenth Ave., N. W., Seattle WEST VIR- 
GINIA: Superior Sterling Co., 200 Bluefield Ave 
Bluefield. WISCONSIN: John Pritzlaff Hardware Co., 
333 North Plankinton Ave., Milwaukee 
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SALES OFFICES AND SALES ENGINEERS 


A. K. Whitaker. 4076 Powers Ferry Rd.. N.W 
ATLANTA, Ga.; 20 North Wacker Drive, CHICAGO, 
Tll.; 1836 Euclid Ave.. CLEVELAND, Ohio; 522 New 
Center Bldg., DETROIT, Mich.; R. G. Brandes, 1205 
Milford St.. HOUSTON, Tex.; Collins-Powell Co 
9247 Alden Dr., Beverly Hills, LOS ANGELES, Calif.; 
115 Broadway, NEW YORK CITY; H. J. Forst, 225 
Catalpa Place. PITTSBURGH, Pa.; 2330 Vauxhall 
Rd., UNION, N. J. In CANADA: A. J. Campbell & 
Co., Box 430 (Place d’Armes), Montreal 


The ESNA advertisement shown oppo- 
site this column explains the dependable 
protection provided by all types of 
Elastic Stop Nuts, 
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SELF-LOCKING 


Connecting Rod Bearing 


The Red Elastic Collar protects 
prestressed settings against VIBRATION! 


Washington Iron Works engineers state. 
“We have found that the use of ESNA 
Elastic Stop Nuts on our Diesel connect- 
ing rod bearing bolts entirely eliminates 
the necess‘ty of loosening or tightening 
the nut in order to use the cotter key lock 
—thereby eliminating uneven stresses in 
setting up the bearing bolts. We have also 
applied them to the cam shaft bearing 
bolts, the fuel pump rack assembly, and 
on the carefully adjusted fuel cams. The 
use of Elastic Stop Nuts has proved very 
satisfactory in all respects.” 

Drilled bolts are unnecessary with 
ESNA Elastic Stop Nuts. These nuts can 
be tightened to develop exactly pre- 


ELASTIC STOP NUIS 
<M ANCHOR WING A SPLINE S CLINCH 


PRODUCTS OF: ELASTIC 


INTERNAL 
WRENCHING 





determined bolt loadings. They automat- 
ically lock in position without trouble- 
some adjustments. 

In addition, they protect against Vibra- 
tion, Thread Corrosion, Thread Failure 
and Liquid Seepage. This multiple pro- 
tection helps achieve the double economy 
of inventory simplification and reduced 
procurement costs. ESNA Engineers are 
ready to study your fastener problems. 
Industrial distributors are stocked and 
ready to give prompt service. Address: 
Elastic Stop Nut Corporation of America, 
Union, New Jersey. Sales Engi- 
neers and Distributors are conven- 
iently located in principal cities. 








ON DIESEL ENGINES 





LOOK FOR THE RED COLLAR 
THE SYMBOL OF SECURITY 


it is threadless and dependably 
elastic. Every bolt—regardless of 
commercial tolerances—impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar to 
fully grip the bolt threads. In ad- 
dition, this threading action prop- 
erly seats the metal threads—and 
eliminates all axial play between 
the bolt and nut. 


All ESNA Elastic Stop Nuts—re- 
gardiless of size or type—lock in 
position anywhere on a bolt or 
stud. Vibration, impact or stress re- 
versal cannot disturb prestressed 
or positioned settings. 








GANG CAP 
CHANNEL 


STOP NUT CORPORATION OF AMERICA 
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PLANNED LIGHTING 


Puts Extra Dollars In Your Pocket 


The Maker 
S of 
Cc 
HAMPION Incandescent 


CHAMPION 


CONTRIBUTIONS 
include: 


1. The finest lamps that forty-seven years of 
concentrated experience in quality lamp manu- 
facture can produce, so that Planned Lighting 
using Champion Lamps will measure up to the 
highest expectations. 


2. Trained lighting experts in the field to fur- 
nish prompt, dependable cooperation on lamp 
and lighting problems. 


3. The New Champion Light Rule, a simplified 
lighting calculator that is a wonderful aid to 
Planned Lighting. 


If you have not as yet received your 
Champion Light Rule, one will be mailed 
to you with our compliments if you will 
address Department H,on your company 
letterhead. 





CHAMPION LAMP WORK 


aaa 


Lynn, Massachusetts 
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TRANSPORT LIQUID CHLORINE 
BY TANK BARGES 


Transportation of liquid chlorine by a 
fleet of tank barges, which will result in 
more economical delivery to quantity 
users with plants along the inland water- 
ways system embracing the Mississippi 
and Ohio Rivers and their tributaries, the 
intra-coastal canal in Texas and Louisi- 
ana, and along the Gulf Coast as far as 
Florida, is cnnounced by Colum’ ia Chem- 
ical Division of the Pittsburgh Plate 
Glass Company and its affiliate, South- 
ern Alkali Corporation 





Lowering chlorine tank into a new 
barge 


Each barge is 175 ft. long, 26 ft. wide 
and 11 ft. deep, with four welded steel 
tanks positioned on cradles welded to the 
bottom plates of the barge. The tanks 
are 64 ft. long and 8 ft. 9 in. in diameter 
Each tank has a capacity for 150 tons 
of chlorine, and is equipped with a safety 
valve set for 300 Ibs. psi 

The four Southern Alkali barges will 
operate principally from that company’s 
plants at Lake Charles, La., and Corpus 
Christi, Tex., while Columbia Chemical’s 
fleet will make deliveries from the lat 


ter's Netrium, W. Va. plant 


REDUCING PAINT 
DEPARTMENT COSTS 


Electrostatic painting methods which 
have enabled manufacturers to reduce 
paint and labor costs by 40 to 60 per 
cent are described in a new 16-page book 
prepared by the Harper J. Ransburg 
Company, Indianapolis 7, Indiana 

The book includes illustrations of more 
than 25 “typical” electrostatic spray in- 
stallations in as many industries with 
brief “case histories’ on many them 
\ variety of electrostatic detearing 
operations also are pictured 

One section of the book explains the 
principles of electrostatic spray and how 
the electrostatic coating zone creates a 
“warp-around” and causes an even flow 
of atomized paint particles to all exposed 
exterior contours of the product being 
painted 

Various sections contain valuable in- 
formation for paint superintendents, 
chemists, production engineers and top 
management in the consideration of their 
coating problems. 

Copies may be secured by writing the 
Harper J. Ransburg Company, Indiana 
polis 7, Indiana. 

(Please turn to page 208) 
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for special spiral packaging . . . call “Cleveland” 


ee ed 7 
IRON A SHipy 
IN 4’ MINUTES 


ne 
Thins 
‘'VUAA DD 


AND 


, that possess many 


advantages to you 


New Marketing possibilities often may be multi- 
plied through new packaging expertly designed 


to meet new needs. ° 


In addition to individuality of design conducive 
to increase public acceptance, CLEVELAND 
CONTAINERS possess the further attributes of 
added strength and rigidity . . protective cleanli- 
ness .. less weight for handling and shipping. . 
and that rare combination of quality offered at 


low production cost. 


For experienced 
counsel consult our 
Creative Design Dept. 


OU DONT 
F efende? 


“Me CLEVELAND CONTAINER @ 
6201 BARBERTON AVENUE CLEVELAND 2, OHIO 








“vou ll save a pretty 
penny with these — 
STRONG, ABSORBENT 














Bleached or WA\A] 
Unbleached Oe 

7 we 
Single fold... ¥, 4 
Multi-fold ‘ 


TEXTURIZED 
Towel 





Cut waste in your washroom with 
these tough, yet gentle towels that 
provide better service at lower 
cost — and less waste because 


one towel takes the place of two! 





TOWELS & TISSUE 


| Sthanhel | 





STRAUBEL PAPER CO. ® 


GREEN BAY, WIS. 








Paint Expert Defends Post-War Products, 






PURCHASING 





Debunks “Plastic” Paints 


“Contrary to popular belief, the three 
primary requisites of quality paint prod- 
ucts—color holding, hidability and dura- 
bility—are not only available in post- 
war products but are present in a much 
greater range of effectiveness than in 
paints manufactured before the war,” 
according to E. D. Peck, general paint 
manager of the Pittsburgh Plate Glass 
Company. 

“Since the end of the war people have 
been constantly inquiring about the quali- 
ty of paints. Frequently they have ex 
pressed doubts about materials used in 
manufacture. As a matter of fact, the 
developments of wartime research have 
resulted in standard products, now on 
the market, that are far 
pre-war paints in nearly every respect.” 
he added. 

Paint looking for miraculous 
paints and “magic” coatings are doomed 


superior to 


users 


to disappointment, according to the paint 
expert. Those manufacturers who us¢ 
misleading advertising and promotion to 
create the impression that their paint 
products will do all kinds of fantastic 
things that no paint is intended to do 


are in the minority,” he said 
Debunks Plastic Paints 


Reputable paint manufacturers, ac 
cording to Peck, do not resort to such 
claims as “magic plastic coatings,” in 
ferring that their products are not like 
conventional paints but impart 


layer to the surface having the chemical 


a plasti 


resistance associated with molded o1 
laminated plastics 

“Our research laboratories have tested 
all of these so-called plastic 
we find that they 
from the 
that have been used in the past. Synthetic 
often employed but all these 
paints are oil-base products 


paints and 
differ in no degree 
varnish and lacquer qualities 


resins are 
They have 
no similarity to plastic products obtained 
from air-set or thermo-set molded resins,” 
he expained. 

Mr. Peck reports that there have been 
no startling or revolutionary develop- 
ments in paints but that research effort 
has paid off in improved ingredients for 
paint manufacture. One of the most im 


portant of these advances is the use of 
synthetic resins. 

“The term “synthetic’ as used in ref- 
erence to these resins does not mean 
that they are substitutes for natural 
resins. Actually, they are improvements 
on natural resins, built up chemically and 
possessing superior paint characteristics,” 
Peck said. 

Wartime restrictions gave paint manu- 
facturers a choice of making lesser quan 
tities of high quality paint products or 
greater quantities of inferior products. 
Some few of the less scrupulous manu- 
facturers even went beyond the restric- 
tion requirements, taking advantage of 
the emergency to flood the market with 
products completely lacking in color- 
holding qualities, gloss, and deficient in 
pre-war standards of hiding, washability 
and durability. 

“There are no such restrictions to con- 
tend with now and reputable manufac- 
producing top-quality post- 
war products,” he continued. 


turers are 


Pigment Developments 


developments 
entirely 
techniques and 
production 


\s for new pigments, 
have been concentrated almost 
on improved processing 
advancements in machinery 
and controls. 

\s an example, Mr. Peck cited the 
fact that paint chemists in 1940 discov- 
ered a way of changing the shape of 
titanium dioxide crystals to provide re 
sistance to chalking. Titanium, due to 
chalking characteristics, was 
never used in tinted exterior paints and 


its high 


found only limited usage in whites. The 
new titanium, with its different crystal 
shape, has improved properties and is 
presently the greatest hiding white pig 
ment known. In addition it has excellent 


chalk 


ties have extended its use and produced 


resistant properties. These quali- 
There are now 
white house paints that will not discolor 
in the presence of sulphurous gases. This 
typical of 
gains being made constantly in all phases 


superior exterior finishes 


advance is many research 
~ paint manufacture, according to the 
Pittsburgh authority. 


(Please turn to page 210) 
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PITTSBURGH PIPING & EQUIPMENT CO. 


on STAINLESS WELDING FITTINGS 


Pittsburgh Piping Stainless Welding Elbows sim- 
plify piping fabrication and save valuable time. 


Made in 90° and 45°styles in Stainless 
Type Nos. 308, 316, 317, and 347. 
Sizes %'' to 8’. Bulletin S-306 de- 
scribes the complete line. 

Write for your copy. 





10 FORTY-THIRD ST., 
PITTSBURGH, PA 








DECEMBER, 1947 209 


FAIRBANKS -MORSE 


A time-honored name in scales 

















Long years of manufacturing experience 
—of lastingly accurate weighing service 
—that is the background you will find 
in scales bearing the Fairbanks-Morse 
name. 


The services they perform, the time 
and money they save, have given them 
an envied reputation for dependable 
quality. 


Skilled workmanship, quality mate- 
rials, and unending research have com- 
bined to make this possible . . . will 
continue to give Fairbanks-Morse Scales 
a proud position of leadership in every 
field of industry 


Diesel Locomotives 
Diesel Engines 
Generators e Motors 
Pumps e Scales 
Magnetos e Stokers 
Railroad Motor Cars 


Fairbanks-Morse == 


Farm Equipment 


Fairbanks, Morse & Co., Chicago 5. 


A name worth remembering 
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Naturally, in the best interest of 
your products, fastenings should 
be as small and as light as possible 
while satisfactorily doing their job. 
Chicago ‘Safety Plus’’ Socket Head 
Cap Screws are a high tensile, high 
IZOD fastening, smaller and lighter 
than ordinary hexagon head cap 
screws of equal holding power. Their 
use in your products means reduction 
in weight as well as a neater, sturdier 
construction. 


The combination of manufacture 
from selected heats of alloy steel, pre- 
cision workmanship and rigid inspec- 
tion assures perfect uniformity for 
greater efficiency in your assembly. 
“Safety Plus’ fastenings are the most 
economical in size and weight for your 
products. 


These Gine Products are sold 
thru Authorized Distributors 


wwiliiy, 
~ 


1872 1947 





CHICAGO “Safety Plus” line 
includes: 


Socket Head Cap Screws 

Socket Set Screws 

Stripper Bolts 

Square Head Dog Point Set 
Screws 

Socket Pipe Plugs 

Keys for “Safety Plus” 
Products 


Complete line includes: 


Hexagon Head Cap Screws 

Square Head Cup Point Set 
Screws 

Headless Set Screws 

Fillister Head Cap Screws 

Flat Head Cap Screws 

Taper Pins 

Milled Studs 

Semi-Finished Hexagon 
Nuts 

Semi-Finished Hexagon 
Castellated Nuts 


TABLISHED 1872 





“1026 So. -HOMAN AVENUE 


CHICAGO 24, ILL. 
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(Continued from page 208) 

“One cf the most significant advances 
in the manufacture of paint in recent 
years was the development of the “Mole- 
cular Selection” process by which the 
superior, faster-drying oil molecules 
could be separated from those less de 
sirable in a paint oil. This process also 
makes possible the production of an oil 
with dependable uniformity for use in 
making finishes. This oil is the result 
of new processing methods of such stand- 
ard items as linseed and soya bean oil.” 

For those manufacturers fortunate 
enough to have this superior oil, finishes 
can be produced which dry more rapidly 
than was possible before the war when 
only raw oils were available This im 
provement minimizes dangers from wa 
ter-spotting, wrinkling, etc., that may 
occur from delayed drying experienced 
during cool, damp weather 

Raw linseed oil is used without resins 
in exterior house paint because it con 
tributes to flexibility and durability. It 
must be reinforced with resin, however 
to make it particularly suitable fer other 
type finishes. Paint chemists, using syn 
thetic resins in combination with new 
type oils, have added many desirabl 
qualities that could not be of tained wit! 
natural resins alone. 


Oil Refinements 


‘Although we do not have the ‘m: 
paints that some prophets forecast, nu 
merous improvements in quality and per 


formance of standard products have beer 
made Constant research has improved 
these paints to a degree never befor: 


known. Just as today’s paints are better 
than those of the past, so will the paints 
of tomorrow be far superior to pre-war 
products,” he concluded. 


CHUTE LINED WITH 
RUBBER COMPOUND 





Lined with Armorite, special rubber 
compound designed to resist conditions 
of extreme abrasion, this chute, under 
the screen pictured here, has been in 
service at the Wyoming Sand and Stone 
Company, Falls, Pennsylvania, more than 
seven years. Approximately 800,000 tons 
of sand and gravel have moved over it, 
with the lining showing little sign of 
wear. Previous to its installation, tw« 
sets of ™% inch steel plates were used 
annually on the chute, each requiring 
about 36 hours of installation time by 
several workmen. 

(Please turn to page 212) 
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They're Silvery-BRIGHTER ... 
Protected BETTER and LONGER... 
with PERMITE 


IPA INTENANCE men throughout industry know they can get a 
certain degree of surface brightness and protection by using 
any aluminum paint. 


But the paint the majority actually choose is PERMITE! For they 
know that in PERMITE Ready-Mixed Aluminum Paints “the vehicle 
makes the difference” — a difference that assures definitely greater 
brightness, longer-lasting protection. 


The Permite vehicle is an exclusive composition of synthetic resins 
and specially adapted oils. From this unique vehicle and 99+% 
pure aluminum pigment, Permite Aluminum Paints are scientifically 
formulated to provide exceptional resistance to rust, corrosion and 
extremes of temperature. There is no other aluminum paint like 
Permite because no other paint has the Permite vehicle. 


For satisfaction-plus, on any surface inside or out, you're always 


right with PERMITE! 


ALUMINUM INDUSTRIES, Inc. 
Cincinnati 25, Ohio 


“The Originator of Ready-Mixed Aluminum Paints" 


, 
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METALLURGICAL CONTROL 


FOR ALL THESE Assures highest quality of 
finished product. 


ADVANTAGES MACHINABILITY 


Uniform grain structure 
assures easy machining. 


ACCURACY 

Experience and ‘’know-how”’ 
assure uniform accuracy. 
CLEAN SURFACE 

Superior castings have clean, 


th finish. 
SUPERIOR sas 


SUPERIOR CASTINGS 


MEET THE MOST EXACTING SPECIFICATIONS 


GRAY IRON + ALLOY IRON > 


You can always depend upon Superior’s continu- 
ous “quality-control” for castings which meet the 
most exacting specifications. Consistent uniform- 
ity of grain structure and cross section density 
produce castings with no hard spots to dull high 
speed tools. Superior castings may be milled, 
drilled, turned and otherwise machined easily 
and economically. That’s why buyers of castings 


47 


always say, “it pays to call Superior. 


IOR FOUNDRY, inc. 


Ist STREET + CLEVELAND 5, OHIO 


7 


chinks 3078 
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TITLE BLOCKS APPLIED BY NEW 
METHOD 


\pplication of title blocks to roll size 
tracings by “Stanpat”, a device developed 
during the war, is said to eliminate time- 
wasting methods such as rubber stamp 
ing, printing standard notes and drawing 
standard symbols. The new method is 
patented by Stanpat Transparent Title 
Blocks, 14-21 150th St., Whitestone, L. 
ae 2 

The transparent printed title block is 
stripped of its wax paper protectiv e sheet 
and positioned on the rear of the draw 


ing. \n age hardening adhesive holds 
it in place, and the wax paper is replaced 
on the “Stanpat” for protection Any 


tendency for the title block to come loose 
vanishes once the tracing is sent through 
the blueprint machine, according to the 
manufacturer. 


a oa 


NEW RUBBER FLOOR MAT 


Magic Mat is the name of a rubber mat 
for use in office and factory announced by 
the Avenue Manufacturing and = Sales 
Company, Chicago, Ill It consists of 
more than 2000'4” high rubber cones 





which cushion the feet, and is 21 
square, with an overall thickness of 11 
16° and a center layer thickness of 3/106" 
Features stressed by the maker are its 
self-cleaning construction, and cones on 
both sides which provide longer life, and 
elevation from damp floors. It is termed 
an excellent safety mat because of its 
non-skid features. 


’,  #F 
STICKING LABELS TO ALUMINUM 


t is very easy to permanently fasten 
any type of label to an aluminum sur 
face, states the Technical Advisor, Rey- 
nolds Metals Company. Clean oil ot 
grease from the aluminum first by wiping 
with naphtha or other mineral spirits 
Then use sodium. silicate, commonly 
known as “water glass’, to paste the 
label to the aluminum. 

Sodium silicate is readily available al- 
most any place and is ezsily handled. It 
can be applied to the metal surface with 
a brush since it is in liquid form. Ex- 
‘ess can be removed by wiping. Drip- 
pings or splashings on material or hands 
easily washes off with water. It dries 
readily to produce a strong attachment. 
The material is widely used in pasting 
labels on metal surfaces, as well as on 
wood and paper surfaces. If it becomes 
too thick when working, it can be 
thinned with water. 


(Please turn to page 214) 
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How Reliance V*S can help you 





meet the greatest challenge 





industry has ever faced 





WAGES go up and up, along with materials and other manufac- 
turing costs. But to keep America prosperous, prices cannot 
be permitted to spiral to the point where large numbers of 
consumers are forced out of the market. How to prevent this 
presents the greatest challenge industry has ever faced. 


One sound answer is increased production through the use 
of more efficient machinery and methods. And this is where 
Reliance V*S can help you. We have yet to find the industry 
where the V*S Drive cannot improve the quantity and quality of 
output, while lowering costs. 


A Reliance Application Engineer will survey your operations, 
then show you where and how you can benefit most through use 
of V*S—the All-electric, Adjustable-speed Drive, operating from 
A-c. Circuits. Just phone the nearest Reliance representative or 
write us direct for Bulletin 311. 


RELIANCE ELECTRIC & ENGINEERING CO. 
1056 IVANHOE ROAD ° CLEVELAND 10, OHIO 


Sales Representatives in Principal Cities 














TO a-c. | POWER LINE | 

| err 

| ¢—@00 

—+ +—@sT0r 

| 
Reliance V*S Drive pro- 
vides unlimited flexibility 
es, of machine operation. Start- 
ing, stopping, speed chang- 
Available in the Electronic ing, reversing, maintenance 
° SPEED INDICATOR ,. 

System (1 to 5 hbp.), in the Pa of proper tension and other 
Rotating System (1 to 200 functions are exercised auto- 
hp.), or in a combination . matically or manually from 
of both systems. t nearby or remote stations. 


| 
ADJUSTABLE - SPEED | 
| 
| 


ail 





RELIANCE, MOTORS 








THIS ISN’T THE 
WAY IT’S USED, BUT... 





CESCO EQUIPMENT 
CAN TAKE IT! 


e CESCO safety equipment takes 
a lot of punishment and comes 
out with remarkable service 
records. This durability is based 
primarily on the use of quality 
materials and the application 
of quality workmanship in the 
making of CESCcO products. 





e CESCO equipment is outstand- 
ing in durability, safety and 
comfort—as represented by: A) 
No. 94 Respirator, B) Acitex 
Hood, C) No. 749 Face Shield, 
and D) No. 527 Cup Goggle. 
Write today for complete infor- 
mation and prices. 


CHICAGO EYE SHIELD COMPANY 
2320 Warren Boulevard 
Chicago 12, Iilinois 


em | 
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HIGH-TEMPERATURE INSULATION 
MATERIAL MADE OF FIBERGLAS 


Owens-Corning Fiberglas Corporation 
has developed a line of light-weight high- 
temperature insulating materials, in felt 
and bulk form, which will withstand 
temperatures up to 1,800 degrees, F. 

Composed of specially processed fila 
ments of glass, the new line is designed 
for industrial, marine and aircraft appli- 
cations where a need exists for a flexible, 


removable type of insulation that will 
maintain integrity and withstand physical 
deterioration at extremely high service 


temperatures. The felt form is now being 


used to insulate aircraft jet engine cones 
and tail pipes 

In felt or bulk high 
temperature materials are suitable for 
insulating housings and flange covers of 
high-temperature steam turbines, and ex 
haust manifolds and turbo-supercharger 
housings on oil or gas-fired supercharged 
4-cycle Diesel other 
applications they can provide a removable 
and replaceable insulation that can take 
the place of the refractories, up to now 


form, the new 


engines. In many 


alone available for use in insulating such 


high-temperature equipment. They can 
also be employed as the filtering element 
in fly ash separators used in high-tem- 
perature processing equipment. 

The Fiberglas Corporation is the manu- 
facturer of the their basic 
felt and bulk forms, which may be fur- 
ther fabricated into blankets or other as- 


semblies to 


materials in 


meet design requirements 
established by users 

Weight of the felt form, in a thickness 
of 0.125-inch, is 0.047 pounds per square 
foot. Both forms remain flexible and 
dimensionally stable at the upper tem 
perature limit, are unaffected by repeated 
heating and cooling, and by most acids, 
and are with 


non-corrosive to metals 


which they come in contact 


NEW FINISHES REDUCE COSTS 


Paints that help manufacturers reduc: 
production time 
with greater 
sales are the 
results of recent scientific developments in 
paint making, according to Arthur W 
Steudel, president of The Sherwin-Wil 
liams Company. 

Latest innovation for furniture manu- 
facturers, he said, is a baked varnish sys- 
tem that actually reduces the number of 
finishing operations, finishing 
time and consumes 30 to 50 per cent less 
finishing material than is required with 
ordinary lacquer or varnish. These syn- 
thetic varnishes have a degree of resis- 
tance to acids and moisture that outper- 
forms any type of coating previously used 
and yet produce a finish that is fuller and 
more beautiful than ever before. 

Consumer sales appeal of stoves, radios, 
auto heaters, cabinets and many other 
metal articles can be increased by a new 
method of applying a two-color “ham- 
mered effect” finish with a single spray 


costs and at the 
durability 
ink reased 


Same 


provide greater 


eve -appeal for 


decreases 


(Please turn to page 216) 





No. 8000 
12" Back 
Geared 
Shaper 


Engineered to meet today’s demand 
for close tolerance work at a wide range 
of speeds . . . for a compact, easy to 
operate shaper that is sturdy enough 
for production use, still accurate enough 
for the tool room . . . for a capable 
full sized (1800 Ib.) shaper at a low 
price. 


Here is a modern shaper with features 
you should know about. Write for 
Bulletin 547B. 


SHELDON MACHINE CO. Inc. 


4253 Knox Ave. 
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Chicago 41, U.S.A. 





PALMETTO 


Aabestos Safety Clothing 





| BUY THE BEST 
| FOR POSITIVE PROTECTION 


| Men who buy know it's best when it’s 
Palmetto ... That's one reason why Pal- 
metto’s finely woven asbestos gloves, mit- 
tens and protective garments have been 
proven tops in safety clothing. Made of 
finest, light weight materials, Palmetto 
Asbestos clothes feature built-in comfort 
... provide maximum freedom. . . and at 
the same time give complete protection to 
the wearer. For better, more durable 
safety clothing . .. Specify Palmetto 


peel 


| For full particulars write today! 


3 


You're sure it's best 
when it's Palmetto Asbestos. 








GREENE, TWEED & CO. 


North Wales, Pa. 









| 
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BRIDGEPORT’S NEW INDIANAPOLIS 
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&% Powerful extrusion press for making rod and wire in a variety of alloys 


MILL 


FOR BETTER SERVICE TO WESTERN INDUSTRY 


It’s only a short haul from Bridgeport’s new mill in 
Indianapolis to the progressive manufacturing centers 
in the industrial midwest. Users of brass mill products 
in this area now have a new and modern brass and 
copper mill virtually at their doorsteps. 

Use this reliable and convenient source for copper- 
base alloys of the excellent quality which can be secured 
only through seasoned experience and the latest pro- 
duction facilities. 

Let us share your metal problems. Using the correct 
alloy, temper and surface finish will help you keep your 
costs down to a bare minimum while maintaining the 
highest quality. 


Bridgeport’s laboratory service is readily available to 
assist you in the selection and application of brass and 
copper alloys to your products. 

With a completely integrated plant in Bridgeport, 
Conn., we have never been in a better position to serve 
industry throughout the nation. 


A BRIDGEPORT BRASS COMPANY 
‘oman BRIDGEPORT 2, CONN. «+ __ Established 1865 


= 


BRASS + COPPER + BRONZE + DURONZE+ SILICON BRONZE + ALUMINUM BRONZE 
CUPRO NICKEL + NICKEL SILVER + Rod «+ Strip ¢ Wire ¢ Tubing 


Mills at Bridgeport, Connecticut, and Indianapolis, Indiana. 
In Canada—Noranda Copper and Brass Limited, Montreal 


Warehouse and Jobber Stocks Available for Prompt Delivery 
BRANCH OFFICES AND *WAREHOUSES 


Atlanta 3, Georgia...701 Volunteer Building % Houston 1, Texas.... 
Boston 16, Massachusetts...524 Statler Bldg. 
%* Chicago 32, Illinois..... 3453 W. 47th Place 
Cincinnati 2, Ohio....... 1703 Carew Tower ‘* Los Angeles 12, California, 130 S. Hewitt St. 
* Cleveland 6, Ohio...... 1921 E. 119th Street 
*% Denver 2, Colorado....... 1962 Blake Street %* Minneapolis 1, Minnesota, 100 N. Second St. 
Detroit 26, Michigan....... 2328 Buhl Bldg. * Newark 8, New Jersey. 


Grand Rapids 2, Mich..510 Assoc.Com. Bldg. 


STRIP ROD 


BRIDGEPORT 


Indianapolis 4, Indiana ..Circle Tower Bldg. 
Jacksonville, Florida, 5133 Appleton Avenue 


Milwaukee 2, Wisconsin, 715 N. Van Buren St. 


New York 17, New York. .420 Lexington Ave. 
New York—Jobber Stocks Available 


2216 Walker Avenue Philadelphia 3, Penn. ...Broad St. Sta. Bldg. 
Pittsburgh 19, Pennsylvania, 1322 Gulf Bldg. 
*% Providence 3, Rhode Island...60 Clifford St. 
Rochester, New Y ork, 816 Reynolds Arc. Bldg. 
* St. Louis 3, Missouri..... 2135 Delmar Blvd. 
St. Paul 5, Minnesota...703 Ashland Avenue 
* San Francisco 3, California...1155 Bryant St. 
Washington 5, D. C.. 715 Southern Building 


... 325 Jelliff Avenue 


WIRE 




















Fill the Bill...More Economically ! 


Many of the country’s leading industrial companies use KEx In- 
dustrial Wiping Towel Service. And here’s why— 


1. They can’t afford to use scrap rags that often mar expensive and 
sensitive machinery surfaces because of overlooked buttons and hid- 
den grit, hard seams and harsh fabric. 


2. They like the uniform sizes and soft feel of KEx Industrial Wiping 
Towels. 


3. They like the way they are delivered chemically cleaned—in 
business-like bundles—in quantities, and on schedule, as needed, on 
a rental basis. 


4. They know that Kex Industrial Towels are woven specifically for 
wiping jobs, with bound edges to eliminate fraying and catching in 
machines. 


Take a tip from these big companies... Where efficient, time- 
saving operations make important items of such often overlooked 
expenses as wiping costs. 


Rent KEX Industrial Wiping Towels and figure 
your savings! Nothing to buy—no expensive inven- 
tory—just a low monthly rental. The first month you 
use this service should show a decided saving on wip- 
ing costs. 


For complete information, see your classified Tele- 
phone Directory for nearest KEx distributor, or write 
KEx National Service, 295 Fifth Ave- 
nue, New York 16, New York. 













REG. U.S. PAT. OFF. 
ina 


iL SERVICE 
PROOUCT 
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(Continued from page 214) 
application. This finish, called Dimenso, 
also substantially reduces the manufac- 
turer's production costs by increasing the 
output and reducing the number of re- 
jects. 

Mr. Steudel said new formulas and 
manufacturing equipment have improved 
the quality of enamels to provide resis- 
tance to stains and to ease the washing 
of such household appliances as refrigera- 
tors, stoves, washing machines, etc. 

The most outstanding advancement in 
automotive finishes is a new fast-drying 
synthetic lacquer which dries with a gloss, 
eliminates the need for polishing and pro- 
vides greatly improved color stability. 
New automotive primers and surfacers 
have been developed to mimimize the 
work of surface preparation. 

Railway freight car painting is being 
reolutionized by an extremely fast drying 
primer and paint that permits painting 
and stencilling in a matter of a few hours 
instead of two days. Another advance- 
ment in the railroad field is a new type 
of chemical resisting freight car paint 
that has been especially developed for 
railroad tank cars, hopper cars and other 
equipment used for transporting caustic 
and acid materials such as soda ash and 
similar chemicals. 


. — ¥ 


PREFABRICATED ALUMINUM 
STRUCTURE DEVELOPED BY 
REYNOLDS 


Illustration shows the Alumi-Drome, 
prefabricated aluminum structure, arch 
roof, self-supporting building, announced 
by the Reynolds Metals Company, 2500 
South Third Street, Louisville, Ky., suit- 
able for various industrial uses, such as 
machine shop, storage shed, warehouse, 
special processing building, et« 





While the standard size is 36 x 60 ft., 
the Alumi-Drome employs stendardized 
6-foot sections which permit the length 
to be varied as desired. The individual 
arch sections are anchored to a concrete 
foundation extending one foot above 
ground level. Longitudinal members lock 
into the arches to form a strong rigid, 
structural frame work. Main arches are 
spaced at 6-foot intervals, intermediate 
framing at 2-foot intervals to receive the 
2-foot wide sheating. The latter are 
flanged at both sides to turn into hat- 
shaped channels which bolt down to the 
framing members. 

The standard 36 x 60-ft. unit on a 
1-foot foundation provides 5220 cubic feet 
of space. Floor area is 2160 square feet. 
Double sliding doors 11 ft. high by 16 
ft. wide each end (inside sliding) pro- 
vide ample entrance space for trucks. 











Pittsburgh 30, Pa. 


National Electric Products Corporation 


National Electric 4x4 WIREWA has 
practically the same accessibility 
» of an exposed wiring system— 


PLUS... 


@ Steel housing for wiring 
protection 


@ Safety and flexibility 
@ High-speed installation 


@J6 square inches of wireway 
for plenty of wires . . . eliminates 
the necessity for multiple con- 
duit runs 


@ Simplicity of construction .. . 
easy to install, re-route and ex- 


tend. 100% salvageable 


@ Complete line of fittings for every 
possible installation requirement 


° Approved for feeders, branch 
circuits, control and signal wir- 
ing up to 600 volts 

















Mlm01g te NSSOCIATIONS 


Committee on Education Reorganized 





Policy Determination Group To Set 
Projects and Procedures To Be Followed 


Under the chairm nship of George W. 
Aljian, Directo: Purchases for the 
California & Hawaiian Sugar Refining 
Corporation, San Francisco, and past 
president of N.A.P.A., the National Com- 
mittee on Education has been reorganized 
to facilitate efficient, concurrent and early 
progress in the lines of activity adopted 
as major functions of the committee. 

As now set up, the committee provides 
for a relatively small policy determination 
group, consisting of the general chairman 
and three members, to determine the par- 
ticular projects to be pursued and the 
procedure to be followed. The specific 
projects are assigned to development sub- 
committees, reporting to the National 
Committee; six such sub-committees have 
been appointed. The operational group 
consists of nine District Chairmen, whose 
responsibility is to keep the local associa- 
tions in their respective districts informed 
on the committee program and projects 
and to promote active participation in the 
work at the local level. The consulting 
group is retained in the new set-up, mak- 
ing available to all groups the benefit of 
the experience and guidance of qualified 
individuals in the field of education for 
purchasing. The following appointments 
and assignments have been announced: 


Policy Committee 


G. W. Aljian, California & Hawaiian 
Sugar Refining Corporation, San Fran 
cisco, General Chairman. 

B. B. Countryman, Minnesota Mining 
& Manufacturing Company, St. Paul, 
Minn 

V. de P. Goubeau, Radio Corporation 
of America, Camden, N. J 

Ben R. Newberry, Lone Star Gas Com- 
pany, Dallas, Texas. 

Scope: Determine projects to be pur 
sued and procedure to be followed; have 
the final decision on matters pertaining 
to any phase of committee action. In 
other words, this will be the Policy De 
termination group, but it will also be re 
sponsible for the satisfactory functioning 
of all Development Committees and Dis- 
trict Chairman activities 


Development Committees 


1. Purchasing Literature 
Arthur G. Pearson, American Meat In- 
stitute, Chicago, Chairman. 
Donald H. Lyons, Johns-Manville Cor- 
poration, New York. 
Leslie F. Robbins, University of Colo- 
rado, Boulder, Colorado. 
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Scope: (1) Study and make recom- 
mendations for the publishing and distri- 
bution of all National handbooks and 
other releases and reprints to further help 
and encourage education. 

(2) Encourage publication of books and 
articles on purchasing, cooperating with 
authors and publishers, offering them the 
facilities and information available 
through N.A.P.A. surveys and other in- 
formation on purchasing. 

(3) Review all available books and 
articles for correctness of factual material 
from the purchasing point of view. 

(4) Conduct factual surveys to develop 
information for use by writers or other 
sub-committees of the Committee on Edu- 
cation. 

(5) Submit reviews of books or pamph- 
lets pertaining to any phase of the pur- 
chasing field for publication in the Bulle- 


tin under a section, “Ready for Reading”. 

(6) Recommend the preparation of 
books, pamphlets and commodity research 
studies and other data as may be required 
to further education within and without 
the local association. 

2. Education in Local Associations 

John K. Conant, American Viscose 
Corporation, Philadelphia, Chairman. 

George A. Fay, Addressograph-Multi- 
graph Corporation, Cleveland. 

Ray W. Brick, Carnation Company, 
Oconomowoc, Wis. 

Scope: (1) Outline types of practical 
purchasing education courses applicable 
to members, differentiating between the 
needs of the beginner, the buyer, and the 
experienced heads of purchasing depart- 
ments. 


(2) Develop and suggest helps for 


group meetings in the locals. 

(3) Develop reference material and 
other aids to assist local program leaders. 

(4) Develop and supervise written con- 
tests among members on subjects requir- 
ing practical rather than academic treat 
ment 

(Please turn to page 258) 


New Book On Purchasing 


\ timely, comprehensive, and authori- 
tative book on the purchasing function 
and current practices in the purchasing 
y Stuart F. 
Heinritz, Editor of Purchasing Maga- 
ine, publi:hed last month by Prentice 
Hall, Inc., 70 Fifth Avenue, New York 
11, N. Y. Exceptionally complete in its 
coverage of the subject, the book con- 
tains some 650 pages of practical infor- 
illustrated with 45 charts and 
forms. Besides covering the basic prin- 


field is “Purchasing”, by 


mation, 


ciples and st.ndard methods of procure- 
ment, it includes the most recent thought 
on purchasing as developed through the 
development of industrial management 
science and the experience of wartime 
buying, which have left their permanent 
impress on purchasing policy. 

Starting with an analysis of the pur 
chasing function, the treatment proceeds 
logically through five major sections: 
Organization for Purchasing, Purchasing 
Principles, Purchasing Procedure (in- 
cluding departmental records and legal 
aspects), Tools of Purchasing, and Pur- 
chasing Policies. This sequence of thought 
makes it particularly helpful to the stu- 
dent of business administration and to the 
newcomer in purchasing work. Division 
of the subject matter into 38 clean-cut 
chapters, supplemented by a 12-page in- 
dex, makes it a valuable reference work 
for the experienced buyer. 

The discussion of purchasing in this 
book is consistently from the functional 


vit wpoint Methods, principles, and poli- 
cies are definitely tied in with the ob- 
jectives to be attained. This is the mod- 
ern approach to purchasing problems 
and the foundation of the modern con 
cept of purchasing as an integral phase 
of management rather than a subordinate 
service function. Thus, while the ex 
amples are largely drawn from the field 
of manufacturing industry, where pur- 
chasing has reached the highest stage 
of development, it permits the direct 
application of sound purchasing principles 

id procedure in the operation of gov- 
ernmental units, institutions, service in- 
dustries and a variety of special cases 
where comparable procurement programs 
and problems are encountered 

Not the least important feature of this 
new book is its clarity and readability. 
For while it is in no sense an attempt 
to simplify or popularize a subject that 
involves the technicalities of cost analy- 


sis, budgetary control, scheduling, and 
contract law, and that is intimately in- 
terrelated with many diverse phases of 
industrial organization, the enthusiasm 
of the author and his ready familiarity 
with the best practice in purchasing is 
communicated to the text. 

(Purchasing, by Stuart F. Heinritz. 
656 pages and index, 45 illustrations. 
Published by Prentice-Hall, Inc., 70 
Fifth Avenue, New York 11, N. Y. 


$5.35 per copy.) 
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Your electric 
industrial trucks 
will do more 
work when powered 


by the new 
“TWIN POWER” 


® 
. 


BATTERY ~ 


| . . 
@soup research, which introduced and 
perfected the famous Kathanode constructi 
has now created “Twin Power”. This is an 


improvement in plate balance that increases 
power output and insures long, uninterrupted 


service. 


In modern material handling Gould “Twin 


Power” Batteries add new advantages to 
the many inherent in electric industrial truc 


Their sustained power means more ton-miles 


each shift. Thoroughly protected, 
they are unusually free from service 
breakdowns: they stay on the job. For com 


plete information get Catalog 100, Gould Stor- 
age Battery Corporation, Depew, New York. 


GOULD STORAGE BATTERY CORPORATION 
Including the 
Philco Corporation, 


Storage Battery Division 


GOULD 


? 
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é FOR GOULD SERVICE 
CALL GOULD IN THE FOLLOWING CITIES: 


Boston, Mass. e Cincinnati, Ohio e Cleveland, Ohio 
Chicago, Ill. « Denver, Colo. « Depew, N.Y. e Detroit, 
Mich. e East Point, Ga. « Kansas City, Mo. e Los 
Angeles, Cal. « New York, N.Y. e Philadelphia, 
Pa. e Pittsburgh, Pa. e St.Louis, Mo. e St. Paul, 
Minn. « San Francisco, Cal. e Trenton,N.J. e 
Washington, D.C. e« West Salem, Ore. « Kingston, 
Ont., Canada. NOTE: Electric hand truck batteries are 
stocked at many c.: these cities. 


amawoe BAT TERIES 





Charter Members of Jackson, Miss., Assn. Oe Se ee 


-< Te AGENT'S STAKE IN THE FUTURE” 


53 “The Purchasing Agent’s Stake In the 
\ Future” was the theme of an address by 
Henry J. Taylor, journalist, economist 
and author, at the regular meeting of the 
Purchasing Agents Association of New 
York on November 18 at the Builders’ 
Exchange Club. One of the most famous 
of America’s newspaper correspondents 
and radio commentator for General Mo- 
tors, Mr. Taylor also had a successful 
business career before going abroad as 
observer of political affairs in 32 coun 





tries. 
bi The afternoon forum topic was “How 
The Purchasing Agents Association of die Marble, Jackson Glass Works; R Can Sales, Production and Engineering 
Jackson, with G. W. Leep, purchasing E. McGrath, Jr., Mississippi Products, Work More Closely logether”. William 
agent, Mississippi Products, Inc., as Inc.; F. C. Dupree, Filtrol Corp.; J. L. Schwalb, Hilo Varnish Company, led 
president has been organized at Jack Frank Rehrer, The Emporium; R. M the discussion, and G. W. Howard \hl, 
son, Miss., with the following charter O’Haran, I. C. R. R. Co.; George W second vice-president, presided. The reg 
members: H. T. Drane, Mississippi Pow Rittlemeyer, Mississippi Foundry & ular report on commodities was given at 
er & Light Co.; C. M. Chumley, M. R. Mach. Co.; H. D. Carmichael, Standard the evening session by William EF. Dur- 

S. Manufacturing Co., Flora, Miss.; G Oil Co.; Ernest Norton, Stahl-Urban Y&@ 
W. Leep, Mississippi Products Products, Co., Brookhaven, Miss.: J. T. Dent, \rrangements for the annual Christ- 
Inc.; S. H. Lovitt, Jr.. #4 Park Avenue, lackson Glass Works. ; mas party of the association, scheduled 
J. L. West, Power Electric Co.; E. J The association meets the second Pues or luesday, December 16 at the Penn 
Powers, Knox Glass Bottling Co.; W. day of each month, and expects to have sylvania Hotel, are virtually complete 
©. Hitt, Knox Glass Bottling Co.: M 25 or 30 members present at its fortl The program committee has arranged a 
G. Edwards, Armstrong Cork Co.: Ed coming Christmas meeting program of professional entertainment in 


keeping with the standard set in previous 
. . = years, and a large attendance is expected 
Officers of Toledo Association President David M. Meeker addressed 
the annual sales meeting of the Hanson- 
Van Winkle-Munning Co. at the Berk 
eley-Carteret Hotel, Asbury Park, N. J 
November 19, on the subject “What th« 
Modern P. A. Expects of Salesmen 


, FF F 


RAIL CAR SHORTAGE TOPIC 
AT CHATTANOOGA ASSOCIATION 


The Purchasing Agents Association of 
Chattanooga held its regular monthly 
meeting on Tuesday, November 11, at 
the Hotel Patten, Chattanooga, Tenn 
Speaker of the evening was E. Del Wood, 
executive secretary of the Chattanooga 
Manufacturers Association, who discussed 
the rail car shortage and rail rates. He 





Officers of the Purchasing Agents As ler, vice-president; W. J. Todd, presi stated that the railroads now have 114. 
sociation of Toledo are shown at a re dent > M. H. Schne ider, secretary -treas OOO cars on orde v. and expect to receiv € 
cent meeting. Left to right: L. J. Schind- urer; B. W. Lang, national director. new cars shortly at the rate of 10,000 a 


month. W. S. Flinn gave a report on 


Syracuse & Cen. N.Y. Visit Aluminum Plant the district conference at Loulsville 


a Ml 


PRESIDENT DICKSON SPEAKS 
AT NEW ENGLAND ASSOCIATION 


Garnet T. Dickson, president of the 
National Association of Purchasing 
Agents, was the principal speaker at the 
“National Association Night” meeting 
of the New England Purchasing Agents 
Association, held on November 3 at 
Schrafft’s, Boston, Mass. Joseph C. An- 
drews, vice-president for District 9, was 
also a guest of the evening. Brief com- 
Shown at a recent association visit to LL. Patchin, national director; Robert B. modity reports were made under the 





the Aluminum Company of America McKee, vice-president, district sales of- direction of general commodity chair- 
plant at Massena, N. Y. are the follow- fice of the company; G. L. McCaffrey, man Ernest W. Mann. 

ing officers of the Purchasing Agents secretary: R. T. Witzel, manager of The annual Christmas dinner and en- 
Association of Syracuse and Central i tertainment of the association will be 


New York, and officials of the company ; operations for the company; E. R. Fran- held at the Hotel Bradford, Boston, on 


- >c4 > - > , cafe > re = ~ . r 
(left to right) Max Riepel, treasurer ; cis, president, and R. O. Keefer, general Monday, December 15. Frank G. Ken- 
|. E. Edmonds, Ist vice-president; C. purchasing agent for the company. nedy is chairman. 
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Take a 
WALWORTH No. 225P 


Bronze Valve 










Apart... 


It will pay you to look inside the 
Walworth No. 225P. Compare the 
improved design, construction and 
convenience features shown in the “‘ex- 


COMPARE IT PIECE BY PIECE 
ploded” view. Notice the husky bronze 


® body, the removable seat and disc, the over- 


size stem, all assuring maximum protection 
against wear and leakage. 


Further, No. 225P is the TOUGHEST bronze 
valve your money can buy. The stainless steel, non- 
corrosive seats and discs are heat treated to a hardness 
of 500 Brinell — hard enough to scratch glass and crush 
nails. For this reason, the valve can be closed on sand, 
slag, scale and similar flotage without injury to the seating 
surfaces, and “wire drawing” is practically eliminated. Thus 
years of tight, positive shut-off are assured. 


Available in both globe and angle types (angle type: No. 227P) 
in sizes 4” to 2”, this quality valve is recommended for 350 lbs. 

W.S.P. at 550 F, and 1000 Ibs. non-shock service on cold water, oil, 
gas or air. 


For full data on this long-life, economical Walworth Bronze Valve, 
see your local Walworth distributor, or write for Circular 82. 





. te 4 j 
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WALWORTH 


valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 









































Keeps its bearings 
in a “dust bowl’”’ 


Ordinarily, we wouldn't recommend that you 
use an open motor on a job like this. This 
Tri-Clad motor drives a boiler-feed pump in 
the National Gypsum Company plant at 
Clarence Center, N. Y. The air surrounding 
the motor is constantly filled with gypsum 
dust which must be kept out of the bearings. 
And it 4as been kept out of the bearings of 
this Tri-Clad motor, thanks to its specially 
designed bearing housing and seals. We be- 
lieve that the Tri-Clad motor you see here 
proves that even where dust, moisture, or 
some other hazard is extremely severe for 
open-motor applications, the extra protection 
afforded by Tri-Clad motor construction 


results in longer motor life and lower upkeep. 
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and NOW-THE TOUGHEST 
TRICLAD YET 


O16. wS_ Part, OFF, 





Newest addition to the Tri-Clad motor family is the 
Tri-Clad totally enclosed, fan-cooled motor. It is designed 
for use in adverse atmospheres—in iron dust, out-of-doors, 
in hazardous areas, and chemical atmospheres. Available in 
both standard and explosion-proof types, this Tri-Clad 


motor gives you these important construction features: 


@ A cast-iron, double-wall frame which completely en- 
closes and protects the windings and punchings. 


@ A nonshrinking compound around motor leads which 


protects motor interior from dust and moisture. 


@ A rotating labyrinth seal which further protects the 


motor interior from damage by foreign matter. 
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THE SYMBOL OF 





EXTRA PROTECTION 


Announcement of the Tri-Clad motor, back in 1940, ushered in a new 
concept of general-purpose motor design. Substantially increased horse- 
power-per-frame-size, was one feature. Smarter appearance was another. 
But what really sold more than a million Tri-Clad motors is the extra 
protection we built into them. 

Often operating under conditions no general-purpose motor should be 
asked to meet, Tri-Clad motors built up an enviable record of war-time 
service. Today, with the “family” including dripproof motors, vertical motors, 
gear-motors, capacitor-motors, and totally enclosed motors, the Tri-Clad 
motor is, more than ever, the motor that means basic protection, dependable 
performance, and minimum upkeep. Apparatus Dept., General Electric 
Company, Schenectady 5, N. Y. 


EXTRA PROTECTION... AGAINST PHYSICAL DAMAGE! 


Rigid cast-iron frame and end shields protect vital motor parts from external 
abuse and prevent resonance. Because they're not at the mercy of a coat of paint, 
they strongly resist chemical attack and dampness. Cast iron also gives you tight, 
metal-to-metal fits between end shields and frame. 


EXTRA PROTECTION... AGAINST ELECTRICAL BREAKDOWN! 


Motor windings of Formex* wire, together with improved insulating materials, 
reduce the chances of electrical failure. Heat is dissipated quickly — motor stays 
young for years and years! 


EXTRA PROTECTION... AGAINST OPERATING WEAR AND TEAR! 


Bearing design affords longer life, greater capacity, improved lubrication features. 
Bearing seals retain lubricant, keep out dirt. One-piece, cast-aluminum rotor is 
practically indestructible. 

*Trade-mark reg. U. S. Pat. Off. 


GENERAL @ELECTRIC 








TRI/CLAD 


REG. US. PAT, OFF. 


MOTORS 


» OPEN: (DRIPPROOF) 
» TOTALLY ENCLOSED 
« EXPLOSION-PROOF 
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The Cup Winners:—Most Informative, Taylor Supply Co.; Most Decorative, Revere Copper and Brass Inc.; Most Attrac- 


tive, Eljay Corporation. 


Exhibitors Acclaim Products Exhibit 
Staged by Baltimore Association 


Seventh 
Exhibit 
sored by the Purchasing Agents Associa- 
tion of Baltimore, November 4, 5 and 6 
in the ballroom of the Lord Baltimore 
Hotel, Baltimore, was acclaimed by pur- 
chasing agents, the exhibitors, and vis 


\n outstanding success, the 


Manutacturers’ Products spon 


itors as the finest and most successful Ex 
hibit of the seven held under the auspices 
of the local group 

The exhibit might well be termed a 
well organized, effective public relations 
and educational activity, and a fine ex 
ample of buyer-supplier collaboration. 
During the three days it was held, 6045 
persons visited the 60 exhibits which oc- 
cupied the large ballroom and foyer to 
the full. It is estimated that some $200,000 
worth of equipment and tools and sup- 
plies for mill, factory and office were dem- 
ontrated and on display. 

It was the consensus of the exhibitors 
that the men in purchasing had done a 
show, that the 
educational value, 
and that the attendance was of exception 
ally high calibre. The orderly 
ment of the exhibits whicl 
versified presented 


first rate job staging the 
Exibit rated high in 
arrange- 
well di- 
a business-like atmos- 
phere which was augmented by the per- 
sonal and attention accorded 
everyone by the exhibitors and their pur- 


were 


courteous 


chasing agent hosts 





Phe Exhibit was an exclusively local 
affair, the exhibitors being 100% local 
manufacturers, mill supply houses, and 





J. H. Gaston, (center) General Chair- 

man, Seventh Annual Products Exhibit, 

erd Vice Chairmen John J. Schwarz 
(right) and S. J. Buschman (left). 


manufacturer repesentatives. There wert 
no national exhibitors as such, though 
many nationally known industrial names 
were in evidence, such as Jenkins Valves 
Nicholson — Files, 
Westinghouse, Eberhard Faber, 
Copper & Brass, Brown Instrument, Un 
derwood, and others whose products are 
handled by the exhibitors. 

One of the factors that he Iped to make 
the Exhibit a success 


Simonds Abrasives, 


Revert 


and attesting their 





goodwill was the wholehearted coopera- 
tion accorded the Baltimore P.A.’s by the 
local manufacturers and suppliers, who 
bulletined posters announcing the Exhibit 
and encouraged department heads and 
plant men to attend. Office and plant ex 
ecutives were much in evidence at the 
show. 

made, par- 
ticularly by the exhibitors on the value 
of our Products Exhibit” said 
Wm. J. Young of the \ssocia 
tion. “Congratulations have been pouring 
in on 


“Much comment has been 
President 
Jaltimore 


the unprecedented success of the 
show. 

“While we freely admit the high valu 
to the exhibitor we also feel that th 
show has been of considerable value to 
the purchasing agent because of its many 
educational benefits. Unquestionably, the 
most successful P.A. is the o 
knows most about what he buys 


who 


The Ex 
hibit gave us a golden opportunity to get 
first hand information about 
products and to learn more about many 
of the Baltimore 
buying 

“We all try to keep abreast of new de- 
velopments by 


many new 


things our men art 


reading our business pa 

pers, and at least some of the 

pile of manufacturers’ literature that comes 

across our desks. But to see the ma- 
(Please turn to page 22 


staggering 





Runner Up Awards:—Most Informative Schape Manufacturing Co.; Most Decorative, Dixie Manufacturing Company; 
Most Attractive, Maryland Office Supply Company. 
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when floor-to-floor time 
is measured in hours or days 





make the part from 
SPEED CASE or SPEED TREAT 
Time Saver Steel 


Holliday Speed Case and Speed Treat Steel Plates 
offer four big advantages ... whenever parts must 
be machined from solid metal or large built up 
sections, 
1. TIME SAVING— in job after job Speed Case 
and Speed Treat have consistently provided sav- 
ings in machining time of from 25% to 40%. 
2. FINE FINISH—the tooled surfaces of these 
steels are of such superior quality that in many 
instances grinding or polishing is unnecessary. 
3. LONG TOOL LIFE—uniform microstructure 
keeps tool wear at a minimum... protects tools 
against breakage. 
1. ECONOMY IN HEAT TREATING faster 
carburizing properties of Speed Case decrease 
cost. Dependable response of Speed Treat to in- 
duction or flame hardening lowers cost and les- 
sens hazards of conventional heat treatment. 
For all the facts on Holliday Speed Case and Speed 
Treat, ask for your nearest representative to call. 


W. J. HOLLIDAY & CO., INC. 


Speed Case-Speed Treat Plate Division 
HAMMOND INDIANA 
Plants: Hammond and Indianapolis, Indiana 















DRIVE GEAR for billet shear . .. made from 
Speed Treat plate. The web was flame cut from 
134” plate and welded to the 53” diameter ring, 
flame cut from 7” plate. Fabricated gear blank 
and machined gear with flame hardened teeth are 
shown above. 


PUNCH and DIE for forming 8” diameter Furnace 
Pipe. Use of Speed Case and Speed Treat steel in 
making this die-set resulted in an estimated overall 
cost saving of 23%. The die-set was designed and 
produced by the Beach Specialty Company, St. 
Clair Shores, Michigan. 


Available in all common plate sizes from these distributors: 

AKRON 1, Ohio 

The Burger Iron Company 
BUFFALO 5, New York 

Beals, McCarthy and Rogers 
BOSTON 10, Massachusetts 

Brown-Wales Company 
DETROIT 7, Michigan 

Peninsular Steel Co. 
HOUSTON 1, Texas 

Earle M. Jorgensen Co. 


CANADA: Toronto 2, Ontario, Peckover’s, Ltd. 


LOS ANGELES 54, California 
Earle M. Jorgensen Co. 

MEMPHIS 2, Tennessee 
Pidgeon-Thomas Iron Co. 


NEWARK 5, New Jersey 


OAKLAND 7, California 
Earle M. Jorgensen Co. 
PHILADELPHIA 34, Penna. 

Horace T. Potts Co. 











































Grammer, Dempsey & Hudson 
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OUT OUR WAY (Continued from page 224) 
chines and equipment in actual operation 
results in an indelible picture of their 
qualities and functions in our minds. We 
learn too, by asking a few questions, as 
to just how a device or machine or a 
product will fit or can be adapted to our 
plant requirements. 

“Seeing and questions and answers all 
add up to more complete knowledge which 
helps us to buy more intelligently.” 

T. Burch Athey, one of the charter 
members of the Baltimore Association 
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4 TRWILLIAMS 
BORN THIRTY YEARS TOO SOON cua ton oe on oanennn INC - President Wm. J. Young and Vice 





President A. J. Peroutka at the 
information desk 


IT HAPPENED BEFORE SOL-SPEEDI-DRI! 


It’s easy to date the situation in the cartoon above. Even without the 


when it was organized in 1916, emphati 
cally declared that the Exhibit was “the 


best and most informative that the as 

old-fashioned clothes, youd know that it happened before SOL-SPEEDI-Dri sociation has ever held”, a declaration 

. . the modern way to prevent slips and falls caused by oily, greasy that was enthusiastically endorsed by of- 
floors. Just spread SoL-Speepi-Dri over dangerous, oil-slick surfaces, ficers and members. . 

and you've got a slip-proof carpet underfoot — one that soaks up oil \n interesting phase of the exposition 

and grease and other liquids as a blotter soaks up ink. was the awarding of loving cups for - 

Most Informative’, the “Most Decora 

SoL-SpeepiI-Dri, the field’s original and foremost absorbent, is tive”, and the “Most Attractive” booths. 

obtained by selective mining. Only the top-quality raw material is used - by a Committee on Awards consisting ot 

and this raw material is transformed into the finished product by the Herbert C. Shuckle, vice president, Emory 


\dvertising Agency, Thomas E. McCon 
nell, assistant vice president, Maryland 
Trust Company, and Frank E. Winslow, 
assistant manager, General Electric Com 
pany Industrial Division. 

These gentlemen made it a point to in- 
spect every booth, making notes of their 
findings. They then compared notes, and 
visited their respective ‘firsts” in a group, 


most modern equipment and methods. Peak efficiency is guaranteed by 
the fact that every ounce of Sot-Speept-Dri is subjected to this program 
of quality control. That’s the secret behind Sot-Speepi-Dri’s out-in-front 
performance. 


Safety and Maintenance Co., Inc., No. 1 Wall St., New York 5,N. Y. 


Warehouse Stocks Maintained in Principal Cities ——— 
of the United States and Canada 





finally coming to an unanimous opinion on 


FREE SAMPLE FILL al xan or ers aay prizes, with the 


AND MAIL TODAY FoR B 


N eal lie oe 
si nce OE 


(P-12) 
Sate —— 






Most informative—first, Taylor Sup- 
ply Co.; runner-up, Schape Manufactur- 
ing Co. 









Most Decorative—first, Revere Copper 
& Brass Inc.; runner-up. Dixie Manufac- 
turing Co. 

Most Attractive—first, Eljay Corpora- 
tion, (plastics); runner-up, Maryland 
Office Supply Company. 

And of especial interest are the com- 
ments by members of these companies and 
others on the Products Exhibit, and the 
progressive spirit of its sponsors. 

A. H. Taylor, Taylor Supply Com- 
pany: “In my opinion it is an ideal time 
for the exhibit. Things are easing up, 
deliveries are improving. The displays 

(Please turn to page 228) 
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ABSORBENT FOR ALL LIQUIDS 
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DIE CASTINGS have sharp outlines; smallest details are exactly 


E are reproduced. Ornaments and lettering are equal to engravings. 


DIE CASTINGS have smooth surfaces which can be attractively 


pare painted, enamelled or electroplated. 


A toy pistol A toy pistol 
die cast sand cast 






Samples furnished through courtesy of Kilgore Manufacturing Co. 


DOEHLER-JARVIS CORPORATION 


The World's Largest Producer and Ginisher of Die Castings 


PLANTS AT 
TOLEDO, O. CHICAGO, ILL. 


GRAND RAPIDS, MICH. 
POTTSTOWN, PA. BATAVIA, N. Y. 


Executive Office 


386 FOURTH AVENUE 
NEW YORK 16. N.Y. 
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~ PREMIER NAME and 
TRADEMARK PLATES 


Because they represent quolity, 
Premier Name and Trademark 
Plates get attention for your 
product They're sharp and 
clear—with rich colors, baked-in 
finishes! Let us show you how 
these features can be put to 
work selling your product, mak- 
ing it stand out from competi- 
tion at the point of sale. 










Etched & Lithographed on: 





e Brass 
* Copper 
* Nickel Silver 
* Stainless Steel 


WRITE FOR BULLETIN 


PREMIER METAL ETCHING COMPANY 


21-09 44th AVENUE, LONG ISLAND city 1, WN. Y- 


¢ Aluminum 
* Bronze 
* Monel 
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* Designed for Worker 
Protection 


e Built for Hard Work 


e Priced right 


Every Sawyer apron is made 
from the best raw materials 


obtainable. Expert workman- 


ship and design assures you 


that a Sawyer apron really pro- 
tects the worker and gives 
maximum wear. 
STYLE K-76 
36" Wide 
48" Long 
Heavy Duck 
Yellow Only 


STYLE G-58 
33” Wide 
45” Long 
Reversible 
Yellow Only 


When you buy a FROG Brand 
(Oiled) apron, you are sure of 
buying one of the best indus- 
trial aprons manufactured. 


THE H. M. SAWYER & SON CO. 


28 Thorndike St. East Cambridge 41, Mass. 
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(Continued from page 226) 
have been well arranged, and the Exhibit 
is well worth while from our standpoint. 
[ think the purchasing agents should be 
given a great deal of credit for getting 
this exhibit together. The attendance has 
been excellent, and has largely been 
made up of purchasing agents, production 
and maintenance men, engineers, design- 
ers and others.” 

B. G. Peters, Schape Manufacturing 
Company: “I think the purchasing 
agents are to be highly commended for 
their effort. They have done a good job 
ith trom the standpoint of efficiency and 
method of presentation. There were no 


T. Burch Athey trys out the new 
Ingersoll-Rand electric impact tool 


hitches whatsoever and the cooperation 
has been extended to us has im 
pressed us very much I have been much 
impressed by the effectiveness of the dis- 
plays. Next year we will want two booths 
if they are available 


Thomas kKettlewell, Revere Copper & 


Brass Inc.: “The attendance has been 
excellent and many questions have been 


asked that will be helpful to ourselves and 
to the people asking them. The purchasing 
agents here know how to put on a good 
show; it is as good as any I have ever 
nagnesium and aluminum ex 
trusions, tubing and forged shapes have 
proved of great interest.” 

G. A. Merritt, Maryland Office Supply 
Company. “ The exhibits are above aver- 
age for this type of show and well diver- 
sified. I think the purchasing agents de 
serve a lot of credit. On the basis of the 
success of this year’s exhibit there is no 
doubt that ve would like to be in it 
again si 

C. L. Trier, Dixie Manufacturing Com- 
“We have 


had definite interest in our equipment 


pany, (processing equipment) : 
and definite leads for future business. | 
think the purchasing men did a good job.” 

) ee Hennessy, Eljay Corporation 
(plastic fabricators): “This is my first 
attempt at this sort of thing, and I am 
elated and surprised at what has been 
accomplished. [| had no idea so much 
good could be accomplished from the 
standpoint of the exhibitor and the pros- 
pective customer. I feel that it has been 
an unusually successful event, and the 
purchasing agents deserve a lot of credit 

(Please turn to page 230) 
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ATLANTA, GEORGIA 
BALTIMORE, MARYLAND 
BUFFALO, NEW YORK 
BUFFALO, NEW YORK 
CAMBRIDGE, MASSACHUSETTS 
CHICAGO, ILLINOIS 


CHICAGO , ILLINOIS 





From your 
ALCOA DISTRIBUTOR 


Complete warehouse stocks of Aleoa Aluminum 
in 26 strategic cities make it easy for you to get 
the aluminum you need when you need it. Your 
nearby Alcoa Distributor carries Alcoa Standard 
Sheet, Plate, Extruded Shapes, Tubing, Rod and 
Bar, Wire, and Fastenings in all the standard 
sizes, gages, and alloys. He is in business to give 
you lightning-fast delivery on an armful or a 
truckload. 

Make a note now of the name and telephone 
number of your neighboring Aleoa Aluminum 
Distributor. You'll find him a good man to know 
when you need Aleoa Aluminum in a hurry. 
ALuminumM Company OF America, 1931 Gulf 
Building, Pittsburgh 19, Pennsylvania. 
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CINCINNATI, OHIO 
Williams & Company, Inc. 
Phone: CHerry 4700 

CLEVELAND, OHIO 
Williams & Company, Inc. 
Phone: EXpress 7000 

COLUMBUS, OHIO 
Williams & Company, Inc. 
Phone: MAin 3291 

DALLAS, TEXAS 
Metal Goods Corporation 
Phone: Dixon 4-3925 

DETROIT, MICHIGAN 
Steel Sales Corporation 
Phone: TYler 6-3000 

HOUSTON, TEXAS 
Metal Goods Corporation 
Phone: PReston 1181 


J. M. Tull Metal & Supply Co., Inc. 
Phone: WAlnut 3525 


Whitehead Metal Products Co., Inc. 
Phone: LAfayette 2300 


Brace-Mueller-Huntley, Inc 
Phone: Riverside 2620 


Whitehead Metal Products Co., Inc. 
Phone: Cleveland 1475 


Whitehead Metal Products Co., Inc. 
Phone: TRowbridge 4680 


Central Steel & Wire Company 
Phone: REPublic 3000 


Metal Goods Corporation 
Phone: NOrclay 3516 
LOS ANGELES, CALIFORNIA 
Steel Sales Corporation 


Phone: CRAwford 4400 Phone: Kimball 0181 


KANSAS CITY,NORTH MISSOURI 


Ducommun Metals & Supply Co. 


For quick, off-the-shelf shipments PHONE YOUR NEAREST ALCOA DISTRIBUT 


LOS ANGELES, CALIFORNIA 
Pacific Metals Co., Ltd. 
Phone: PRospect 0171 

NEWARK, NEW JERSEY 


Whitehead Metal Products Co., Inc. 


Phone: Blgelow 3-4200 
NEW ORLEANS, LOUISIANA 
Metal Goods Corporation 

Phone: CAnal 7373 
NEW YORK, NEW YORK 


Whitehead Metal Products Co., Inc. 


Phone: WAtkins 9-4900 
PHILADELPHIA, PENNSYLVANIA 

Edgcomb Steel Company 

Phone: GArfield 3-6300 
PHILADELPHIA, PENNSYLVANIA 


Whitehead Metal Products Co., Inc. 


Phone: BAldwin 9-2323 
PITTSBURGH, PENNSYLVANIA 
Williams & Company, Inc. 

Phone: CEdar 8600 
PORTLAND, OREGON 

Pacific Metal Company 

Phone: BRoadway 0695 


on ) 


ROCHESTER, NEW YORK 
Brace-Mueller-Huntley, Inc. 
Phone: Glenwood 0962 

ST. LOUIS, MISSOURI 

Metal Goods Corporation 
Phone: GOodfellow 1234 

SAN FRANCISCO, CALIFORNIA 
Pacific Metal Co., Ltd. 
Phones: Mission 7-1104 

ENterprise 10806 

SEATTLE, WASHINGTON 
Pacific Metal Company 
Phone: ELliot 2983 

SYRACUSE, NEW YORK 
Brace-Mueller-Huntley, Inc. 
Phone: SYracuse 4-4171 

SYRACUSE, NEW YORK 
Whitehead Metal Products Co., Inc. 
Phone: SYracuse 5-4112 

TOLEDO, OHIO 
Williams & Company, Inc. 
Phone: ADams 8102 

TULSA, OKLAHOMA 

Metal Goods Corporation 
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CUT FATIGUE LOSS 
in Office and Factory with 
EMERSON -ELECTRIC 


Tr 
how" Fan 
Esha" fa - yy) aclton 


Five sizes, to 
30 in., powered . 
with fully en- Exhaust the stagnant air 
closed Emerson- 


from your office and factory to 


Electric self-cool- 





ing motors, in prevent let-down fatigue before 
ball-bearing and is A 

sleeve-bearing quitting time. 

types. Quiet, efh- . 
cient blades. There’s an Emerson-Electric 


Exhaust Fan to fit every air- 


BELT-DRIVE 


Powered by spe- 
cially-engineered and factory, these sturdy fans 


Emerson-Electric 


moving job. In many an office 


actually , for themselves in 
Motors, these couanly i OS themsesves 


sturdy fans move increased efficiency and im- 
up to 16.700 C. F. 
M. Available in 
24,36", 42” and 


proved employe-relations. 





See your electrical supply 


is $1zes. 


dealer, or write for free Folder 


Send for Folder No.478 No. 478 today! 
Today! THE EMERSON ELECTRIC MFG. CO. 


St. Lovis 21, Mo. 
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EMERSON £725 ELECTRIC 


MOTORS oa —— eT” a -—— APPLIANCES 
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(Continued from page 228) 
for their enterprise. There have been no 
slip-ups and everything has gone off just 
like clockwork.” 

Charles M. Jaffer, factory representa- 
tive, Eberhard Faber Company: “It seems 
to me like a very good meeting ground, 
and a good sign of the times that the 
purchasing agent is interested in having 
those who produce things, show what 
they have to offer. In other words, we are 
getting together. Another important fea- 
ture apparent here is that so many of 


the manufacturers are cooperating with 
their local dealers by having a direct 
representative present. It all seems to 












SEVENTH ANNUAL 


MANUFACTURERS’ 
PRODUCTS 
EXHIBIT 


Sronsoeto oy THE PURCHASING AGENTS ASSOCIATION OF Ba.TimORE inc 





EXHIBIT 


MILL, FACTORY 


OFFICE EQUIPMENT 
NOVEMBER 4, 5 and 6 


nam. TON? 


LORD BALTIMORE HOTEL 


EVERYONE (8 WELCOME 


WO ADMISSION CHARGE 


Posters of this type were furnished to 
exhibitors for use on bulletin boards. 











point to an eagerness to cooperate on the 
part of all concerned. I think we have 
reached here a happy medium between 
the seller and the buyer. There is a lot 
of interest, a lot of good fellowship and 
very pleascnt relationships!” 

President Reynolds of the L. A. Benson 
Co., one of the largest machinery and 
supply houses in the Baltimore area, 
stated that the purchasing agents are to 
be complimented on the way they have 
handled the exposition, and that one of 
the fine features of the show lay in the 
fact that “the P.A.’s have gotten the shop 
men out. We always have a large exhibit 
at these affairs because it pays to show 
customers your wares, especially the new 
lines.” 

George M. Hughes of the Hajoca Co., 
said: “I did not know that a local show 
could be so interesting to so many peo- 
ple. An interesting thing is the large 
number of general shop and maintenance 
men who have visited the show during 
the day. 

T. L. Kornmann, representative of the 
Domore Chair Co., who was at the booth 
of the Modern Stationery Printing Co., 
enthusiastically praised the efforts of the 
Baltimore P.A.’s. “This is as well con- 
ducted show as I have ever seen’, he 
said, “and I have seen many. The pur- 
chasing agents have gone out of their way 
to cooperate in any way they could. | 
feel they deserve much credit for the way 
they have handled the show. And I am 

(Please turn to page 232) 
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stands up where other metals fail 


WHEREVER METAL is subjected to continuous 
wear, intermittent stresses or repeated flex- 
ings you're likely to find Phosphor Bronze. 
These important copper-tin alloys are a group 
of fine-grained metals—strong, tough and cor- 
rosion-resistant, yet readily workable. 

In bushings, gears and bearings it doggedly 
resists abrasion. In switches, springs. dia- 
phragms and electrical contacts it retains its 
high elasticity under conditions where many 
other alloys would fail. 

The American Brass Company offers Ana- 


conda Phosphor Bronze in ten standard com- 


TESTED TO DESTRUCTION —so that Anaconda AI. 
loys will have a longer service life. This Phosphor 
Bronze fatigue specimen withstood approximate- 
ly 50,000,000 cycles of reversed stress at a deflec- 


tion corresponding to an initial stress of 25,000 


lb. per sq. in. before failure. 





Anacon 


from mune to consumer 


PHOSPHOR BRONZE 


positions (including a free-cutting alloy ) with 
tin contents ranging from 1.25% to 10.5%. 
In the right form and temper, each does a 
particular job better than any of the others. 
Tell us what you make and how it’s used. 
We'll do our best to help you select the cor- 
rect Phosphor Bronze Alloy in the most serv 
iceable temper and the most economical form. 
sea 

THE AMERICAN BRASS COMPANY 


General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 


In Canada: ANACONDA AMERICAN BRASS LTD., 
New Toronto, Ont. 














SHEETS, 


PLATES, STRIPS, 


WIRE, RODS 


BARS, SEAMLESS TUBES AND SPECIAL SHAPES 


TENSILE STRENGTH 

ELASTIC LIMIT 

RESISTANCE TO FATIGUE 
RESISTANCE TO CORROSION 
RESISTANCE TO WEAR 











Another DOLGE First/ 


KADOL 


L/QU/D 


KADOL is today’s method of 
cleaning various types of floor- 
ing because its concentrated, 
brilliant liquid form permits 
pouring to make an economical 
dilution of only two ounces to 
the gallon of water. Easy to 
handle — and it goes a long, 
clean way in keeping your 
floors immaculate. 

KADOL is neutral — can be 
used safely on linoleum, cork 
also wood mastic, tile and 
many other surfaces, and is 
recommended as a general 
cleaner. No rinsing is ordinar- 
ily required; when a KADOL- 
cleaned surface is dry-mopped, 
an attractive polish results. 
KADOL has no druggy, 
clinging odor associated with 
usual cleaning compounds. Its 
fragrance is pleasant and un- 


obtrusive. 


Write for the new KADOL s 


booklet which explains its” 
many advantages, and see * 


your DOLGE Service Man. 
oa 


KADOL. 


The C. B. DOLGE CO. 


WESTPORT, CONNECTICUT 





(Continued from page 230) 

highly pleased with the results. I have 
made inquiries of many people and all 
have stated that the show this year has 
been more helpful than ever before. The 
attendance has been more than curiosity 
seekers, and people have been eager to 
listen to our story. This show in addi- 
tion to giving us contact with the purchas- 
ing men has given us invaluable contacts 
with business men and others in indus- 
wry. 

E. Harold Neely, secretary-treasurer, 
and D. G. Hornbaker, vice president, 
Moffatt Bearings Co. highly praised the 
Exhibit. “It is better handled, better or- 
ganized, and features a diversified lot of 
industrial products, and should be held 
every year. It is bringing to us a class 
of people definitely interested in our 
products’, said Mr. Neely Mr. Horn- 
baker declared, “We will be here next 
year—that’s the way we feel about it. It 
has been an excellent show from every 
ingle The show has been well attended 

there has been a continual flow of 
people all during the day for three solid 
days, from eleven in the morning until 
eleven at night.” 

The foregoing resume reflects the feel 
ing of exhibitors from Booths No. 1 to 
No. 84, as to the merits of the Exhibit 


il 


1 the efforts of the Baltimore purchas 
g agents. Likewise the P.A.’s, as ex 
pressed by President Youn 


° ° ¢ 
+ } s1¢ ¢ 
slastic avo 


nt < 


) t] e buve rs 


niet mber 
committee, 


hibit to 


, Stark Electric Company; 
servations, Wm. Franz, J. S 
: Traffic Morton S. Busick, 
1 Baltimore Hotel; C. C. Copenhaver, 
‘n Stainless Steel Co., and Anthony 
J. Peroutka, Federal Reserve Bank; At 
tendance, W. A. Johnson, The Balmar 
Corporation; L. I. Whiteford, Maryland 
Glass Corp.; Exhibitors Breakfast, A. 
H. Schultz, Jr., Revere Copper and Brass 
Co., and John H. Crowther, H. E. Crook 
Company. 
Because of the limited space available, 
exhibitors were restricted to a maximum 
(Please turn to page 238) 
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Practice in 
Belt Fastening 


Every man who has anything to do 
with the purchase, application or 
maintenance of conveyor, transmission 
or V-belts will find the bulletins listed 
below of considerable value in con- 
nection with belt fastening work. A 
knowledge of present day practice in 
belt fastening helps reduce the loss in 
machine hours due to belt failures 
caused by the use of the wrong type 
of fastener or improper application. 
We shall be glad to send any or all of 
them to you or to any of the men in 
your organization. 


For Conveyor Belts 


FLEXCO HD Belt Fasteners are used to 
make a ‘‘water-tight’’ butt joint in con- 
veyor belts ranging from 4” to 12” thick 
and of any width. The view on the right 
shows the various types of rips that can 
be repaired with these fasteners and Flexco 
HD Rip Plates. 


Bulletin F-100 gives complete details on 
how to fasten and repair conveyor belts. 


ALLIGATOR V-Belt Fasteners are now be- 
ing widely used to fasten B, C and D, open- 
end V-belting of cross woven fabric core 
construction now being made by most belcr- 
ing manufacturers. The view at the left 
shows a typical application of these fasten- 
ers to a drive where endless V-belts would 
require dismantling the machinery to put 
the belts on the sheaves. 

Bulletin V-205 gives complete instructions 
on how to use V-belc fasteners. 

FLEX V Fasteners for A and B belts are also 
available for lighter duty V-belt drives. Ask 
for Bulletin V-14. 


“JUST A HAMMER TO APPLY IT’’ 


ALLIGATOR Steel Belt Lacing is in world- 
wide use to make smooth, flexible joints in 
leather, rubber, balata, stitched canvas or 
solid woven belts up to %” thick and as 
wide as they come. 

Bulletin A-60 tells how to fasten and repait 
transmission belts. 


Sold by Supply Houses Everywhere 


FLEXIBLE STEEL LACING COMPANY 
4697 Lexington Street, Chicago 44, Ill, 
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NO MORE COMPROMISING 
WITH Substitute BUFFS 


ON YOUR COTTON 
BUFF WHEEL COSTS! 


JACKSON BUFF CORPORATION 
21-03 41st Ave. «© L.IC.N.Y. 


JaCcKSON BuFF CORPORATION 
21-03 FORTY-FIRST AVENUE 


LONG ISLAND city 1. N. ¥- 


orrice OF THE PRESIDENT 


buhf 
spon etter ® 


an 


To the Consumer of Cotton Buffs: 


Christmas and the New Year are rapidly approach- 
ing and the writer wishes to express to all of 
our old friends and all of our prospective new 
friends & Merry Christmas and a Happy and Pros- 
perous New Year. 


Now we can, if you will allow us, have a very 
important part to play in the prosperity of the 
New Year. 


We have 8 Jackson Airway 
Ventilate ity in your 


polishing and p t The Jackson 
Airway Ventilated Buff ave you 50% of your 
puffing wheel cost in 11 analysis. 


Therefore, again @ Prosperous New Year and we 


hope that you will give us the opportunity to do 
our part. 


Yours very truly, 


JACKSON BUFF CORPORATION 


LW Mae (uslonk— 


L.W. MAC PARLAND 
President 


JACKSON BUFF CORE 
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Jackson 


Ventilated 
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IMPORTANT FEATURES OF 
son Ve jilate? 


Je-RIRWAY “BUFFS 


=—— HRaveling eliminated, requires no raking 


==—— Eliminates burning => Saves compound 


> Faster cutting,sand does not ridge work 








JACKSON BUFF CORPORATION 
21-03 41st Ave. » LI. C.N.Y. 
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INSIST ON GOVERNMENT STANDARDS WHEN BUYING 


WORK GLOVES 


AERCE 
oF COM 
TES DEPART ENE n 
ew UNITED _ AVEREL HARRIMAN 
( | 


The purchase of work gloves 
has long been complicated by 


the fact that there have never been standards among manufacturers as to style, 


size, and construction. 


The National Bureau of Standards, of the United States Department of Commerce, 
in cooperation with The Work Glove Institute, has now established such standards. 
Full information is contained in a new government bulletin, ‘‘Work Gloves — 
CS-139-47"'. Every purchaser of work gloves should have a copy of this bulletin 
on hand. It may be purchased from the Government Printing Office, or we will 


be glad to send you a copy free of charge. Write us today. 


WORK GLOVE INSTITUTE, INC., 176 West Adams Street, Chicago 3, Illinois 
(A trade association representing the producers of more than 90% of all work gloves.) 





Genero! 
All-Bound 
Box 


a cal 


Genera! 
Nailed Box 
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’ | Genera! 


Corrugated 
Ox 


t Genero! 
Wirebound 
Crate 


i 


General Cleated 
Corrugated 
Container 





—— 


tt oe Generolift 
at Pallet 


IMPORTANT NOTICE: 
New plants and expanded 
production facilities are 
now in fulloperation. Your 
inquiry or order will re- 
ceive prompt attention. 





that General 
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e The answers to these 5 questions are of vital 
interest to all those concerned with the better 
packing of their products. 


“WHAT container will provide better protec- 
tion, will best ship our products?” 


We think 
Boxes will provide better and 


more economical protection for your products. 
“WHY ?” Because they’re designed specifically 
to the product, as a “Part of the Product.” 


“WHICH type of container will do the most 
efficient job?” 


The answer to this important 


question is provided by our Engineering Serv- 


“WHERE is this service available?” For com- 
plete information just write our nearest office. 


“WHEN?” ...is best answered by your doing 
this right now. 


ENGINEERED SHIPPING CONTAINERS 





1922-1947 


General sox company 


GENERAL OFFICES: 48 West Illinois St., Chicago 10, Ill. 


DISTRICT OFFICES AND PLANTS: Brooklyn, Cincinnati, 
Detroit, East St. Lovis, Kansas City, Louisville, Milwaukee, 
New Orleans, Sheboygan, Winchendon, Natchez, 
Continental Box Company, Inc.: 

Houston, Dallas. 
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of three booths, and, incidentally many 
applications for space could not be 
accepted because of space limitations. The 
association supplied with each booth, 200 
invitations with exhibitor’s name, 300 tick- 


ets with exhibitor’s mame, 1,000 stickers 
for use on letter-heads, and 500 fliers. 
The expanse of exhibits was featured 


by uniformity and unobstructed view, 
and exhibitors observed to the letter the 
regulations governing placement of signs, 
height of exhibits, sooth prices 
ranged from $75 to $115 for single booths, 
and $200 for corner exhibit space approx- 
imating the area of three singles. 


and so on. 


The Baltimore association does not 
operate the Exhibit as a profit-making 
affair; rather the stand is taken that there 


“in in- 
goal is to 


is a definite need for the Exhibit 
dustrial Baltimore, and the 
meet that need,” as explained by General 
Chairman Gaston, “with as high class 
show as we can, at practically no profit to 
ourselves.” 

The officers of the association are as 
follows: President, Wm. J. Young, Baugh 
Chemical Co.; vice president, A. J. Per- 
se Federal Reserve Bank; Treasurer, 
W. DeGrafft, J. S. Young Co.; secre- 
tary, “Ww m. N. Francis, C: Machinery 
& Supply Company 


irey 


- ¢ #F 


NORTHERN CALIFORNIA P.A.’S 
GUEST OF CHAMBER OF COMMERCE 


Members of the Northern California 
Purchasing Agents Association were 
guests of the Oakland Chamber of Com- 


merce for a luncheon, industrial tour of 
metropolitan Oakland, and a_ reception 
and dinner on November 13 

The program opened with a_ buffet 
luncheon at Hotel Claremont, followed 


by an industrial tour of the Oakland area. 
\ reception for the guests was held in the 
late afternoon and the dinner was held 
at 6:30 p.m. in the Hotel Claremont. J. 
D. Zellerbach, president of the Crown 
Zellerbach Corp., was the banquet speak- 
er. His subject was “The International 
Labor Situation’. 


 <- = 


“PSYCHOLOGY APPLIED TO 
PURCHASING” AT M.P.A.C. 


“Psychology Applied to Purchasing” 
was the subject of a talk by Donald Mon- 
management consultant of the Insti- 
tute of Applied Psychology, at the regular 
meeting of the 


ré _ 


Metropolitan Purchasers’ 


Assistants Club, held on Wednesday, No- 
vember 12 at the Midston House, New 
York City. Mr. Monroe’s experience as 


Associated Re- 
before his present as- 
sociation added to the interest and prac- 
tical value of his talk. A discussion per- 
iod followed the address. 

\ plant visit to the Aluminum Com- 
pany of America at Edgewater, N. J., 
was held on November 19. G. J. Riviera, 
chairman of the plant committee 
and an employee of the aluminum com- 
pany, arranged the visit. Luncl was 
served in the cafeteria. 


purchasing agent for the 
ciprocal Exchange 


visit 


10n 
company 


(Please turn to 240) 
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the Machining factor in OK steel forgings 


@ A steel forging—no matter 
how ‘‘clean’’ its steel, how expert 


the forgesmithing, or how careful 
the heat treating 


is not a work- 
ing piece of equipment until it is 


rough and finish machined. On 
such exacting parts as Diesel 
crankshafts, machinery spindles, 


periscope tubes and other heavy 
duty forgings, National Forge 
machining has long held high rank 


for the precision craftsmanship of 
its operators. 


The National Forge machine 


on ee 


shops are well equipped with 
modern machine tools, both large 
and small, in which a great range 
of work can be performed. In addi- 
tion to the production of finished 
machined forgings, the equipment 
is also available for contract ma- 
chine work. For this latter field 
of production a well set up assem- 
bly department has been estab- 
lished for the completion of as- 
sembled units. Why not know how 


much more National Forge can 
do for you now? 





i POLE 


AND ORDNANCE COMPANY 


Irvine, Warren County, Pennsylvania 
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PROVE IT... 


IN YOUR OWN PLANT! 
eee eee ce 


TRY ‘Height-that’s-right 
seating” 30 DAYS FREE 


Let us send you one Kewaunee Automatic 
Adjustable Chair or Stool to try 30 days 
without cost or obligation. Test it with 
workers of different heights—see how by 


I 





simply lifting the seat your employee in- 
stantly gets “height that's right” seating. 
No fussing with screws, bolts or tools. 
Watch production go up when comfort 
comes in, through the use of — 


Sewmuner’ 


AUTOMATIC ADJUSTABLE CHAIRS and STOOLS 
4 HEIGHT RANGES—12-15”, 15-20”, 18-26”, 24-35” 


Have one piece reinforced base with casters or glides. Ton-tested 
for strength. Adjustable foot-rest furnished if desired. 


Send for Chair or Stool to try 30 days 
or write for circular and full details. 


C. G. Campbell, President 
KEWAUNEE MFG. CO., 5006 S. Center St., Adrian, Michigan 
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Smut Surable ° 
VUL-COT WASTE BASKETS 
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ae Reduce costs in handling waste 
wi 


| \UL-COTS save you money! Made of practically 


\ 












indestructible hard vuleanized fibre—thev give 
increased service, reduced maintenance and _ re- 
placement costs. Guaranteed 
for 5 vears. Attractive colors in 
convenient sizes and shapes for 
every use in office and factory. 
To save money in handling 
waste you re wise to 


insist on VUL-COTS. 
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GANNON ELECTED CHAIRMAN OF 
STEAMSHIP PURCHASING AGENTS 


Francis C. Gannon, Purchasing Agent 
of Tankers Company has been elected 
chairman of the American Steamship 
Purchasing Agents Group, affiliated with 
the Purchasing Agents Association of 
New York. He succeeds Henry A. Hart- 
land of Agwilines, Inc., who continues as 
a member of the executive committee 





Francis C. Gannon 


James A. Smith of Luckenbach Steam- 
ship Co., was named vice-chairman. 
Other executive members elected are: 
R. [. Barnett, Black Diamond Steam- 
ship Corp., Gordon Crain, American 
Foreign Steamship Corp.; J. T. Kilpat 
rick, Socony Vacuum Oil Comp: ny, and 
James Pricolo, National Bulk Carriers, 
Inc. 

= = 


EASTERN N.Y. ASSOCIATION 
HOLDS PLANT VISIT, MEETING 
The Purchasing Agents Association 
of Eastern New York combined a plant 
visit and regular meeting on Thursday, 
Novembe 20, when they visited the 
Behr-Manning Co., Watervliet, N. Y. 
during the day, and held the dinner meet- 
ing in the plant cafeteria in the evening 

The group went through the plant at 


2.30 p.m. following a short review of the 
company’s activities by an official. Din- 
ner was held at 6.00 p.m., at which brief 


were given by F. E. Gallagher, 
ident of Behr-Manning, and Clifton 
Mack, Director, Federal Bureau of Sup 
ly, Treasury Department, Washington, 
D. C.. a guest for the evening. The main 
speaker was George Renard, secretary 
of the National Association of Purchas- 
ing Agents. The plant visit was arranged 
through member S. Arthur Barr. 
Che Association’s tourth annual Christ- 
mas party will be held on Thursday, 
December 4. 


e es 


PRESIDENT DICKSON GUEST 
SPEAKER AT MONTREAL ASSN. 


Garnet T. Dickson, president of the 
National Association of Purchasing 
\gents, was the guest speaker at the 
regular meeting of the Purchasing Agents 
of Montreal, held at the Mount Royal 
Hotel on November 18. On an official 
visit to the association, Mr. Dickson was 
accompanied by Geo. A. Ireland, vice- 
president for District No. 5, and presi- 
dent, Council of Canadian Purchasing 
\gents Associations, who spoke briefly. 

(Please turn to page 242) 
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makes the difference! 


F you use springs, you can profit from the 
I moral the illustration points out. The secret 
to top notch spring performance lies in good 
spring engineering. 

That’s why so many spring users install Amer- 
ican Quality Springs in their products. 

These superior springs have been engineered 
to resist fatigue . . . hold their shape with un- 
usual success . . . give long and faithful service. 

Included in our line of springs is every type 
and size of compression, extension, torsion and 
flat spring in common use. 


Our unexcelled production facilities mean that 
you can usually count on speedy delivery of 
American Quality Springs in whatever quantity 
you want. 

Whether you buy springs ready-made or 
make them yourself, bring your spring problems 
to us. Our experts will see to it that you are 
supplied either with exactly the right springs for 
your job, or with the best spring wire obtainable 
for making your own springs. 


AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 
Columbia Steel Company, San Francisco, 
Pacific Coast Distributors 


Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 


United States Steel Export Company, New York 


UNITED STATES STEEL 
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(Continued from page 240) 


3efore the meeting, members of the as- 
sociation visited the plant of the Domin- 
ion Rubber Co. Ltd., in Montreal. 

The second meeting of the season of 
the Studies Group was held at the 
Mount Royal Hotel on Tuesday, Novem- 
ber 11. The subject discussed was “The 
Technique of the Interview”. 

7 € 


flashing new addition to a famous line Me “LOOKING INTO 1948” AT 
CHICAGO WHEEL & MFG. CO. CRE ep ee TWIN CITY ASSOCIATION 
Headquarters for oR bah tates The Twin City Association of Pur- 
MOUNTED WHEELS and SMALL GRINDING WHEELS chasing Agents held its regular monthly 
meeting on Wednesday November 12. 
A visit to the Paper Calmenson Com- 
pany’s new steel plant in St. Paul, Minn. 
preceded the meeting. Guest speaker at 
the meeting was G. S. Houston, manager 
of the investment research department, 
First National Bank of St. Paul, whose 
subject was “Looking Into 1948”. 


: 2s 


EASTERN NEW YORK ASSOCIATION 
VISITS PAPER PRODUCTS PLANT 


Fifty-five members of the Purchasing 
Agents Association of Eastern New 
York paid a visit to plants of the Union 
Bag and Paper Corporation on October 
16. The group visited the company’s 
specialty bag division plant at Hudson 
Falls and its laminated kraft paper divi- 
sion and sales development test rooms 
at Fenimore. At the evening meeting a 
color motion picture of the company’s 
operations at its Savannah, Ga. plant 
was shown. 

True M. Avery, vice-president of the 
company; P. Fay Marrs, manager of 
operations at Hudson Falls; Wilbert A. 
Molzahn, salesman of New York, and 
\llen P. Jones, mancger of industrial 
and public relations for the firm at Hud- 
son Falls, were guests at the dinner. 
Harry G. Helm, advertising manager of 
the Glens Falls Insurance Co., addressed 
the gathering on the “Claims Racket’. 

- 2 
DICKSON VISITS MEMPHIS 


On a tour through the Southeast, Gar- 
net T. Dickson, N.A.P.A. president, 
visited the Purchasing Agents Associa- 
tion of Memphis at their regular month- 
ly meeting on October 14 at the Hotel 
Gayoso. Mr. Dickson was accompanied 
by W. E. Rier, 7th District vice-presi- 
dent. 

’, ¢ FF 


“PURCHASING WITH A PURPOSE” 
CLEVELAND ASSOCIATION 


Arthur G. Pearson, director of pro- 

curement for the American Meat Insti- 

tute, Chicago, and member of the N.A. 

P.A. educational committee, was the 

: guest speaker at the regular meeting of 

CHICAGO WHEEL & MFG. CO., 1101 Monroe St. the Purchasing Agents Association of 

Dept. PG, Chicago 7, Ill. Cleveland, held November 20 at the 

ae ih Ot I lia Cleveland Hotel. Mr. Pearson spoke on 
Send catalog of complete line “Purchasing With A Purpose”. 

The annual Christmas party of the as- 

sociation will be held on December 13. 

Address 


(Please turn to page 244) 
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CORD DECALS 


Thousands of firms save time, money . . . and find new 
profit with Meyercord Decals. These washable, durable 
decalcomania transfers are easily applied on every 
type of commercial surface. They can be economically 
produced in any size, color, or design. Decide now to 
lastingly identify, advertise and decorate your product 
with Meyercord Decals! 










Deco! Manutact 


For Data, 
, Free Counsel, or 
Literature, write Dept. 61-12 


ADVERTISE « IDENTIFY * DECORATE . . . WITH MEYERCORD DECALS 


JeMEYERCORD(. §f 
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SCREWS 


Your threaded fasteners need 
to be tough to stand the 
beating they get on today’s 
high speed equipment and 
Make 


machinery. sure you 


get this rugged toughness, 
by specifying TRIPLEX. The 
line is quite complete. If 
you don’t have the helpful 


TRIPLEX Catalog, write for 


your copy today. 


THE TRIPLEX SCREW COMPANY 


5331 GRANT AVENUE e CLEVELAND 5, OHIO 


THREADED 
Mm FASTENERS 


BOLTS, NUTS AND RIVETS 








PuRCHASING 


(Continued from page 242) 
The annual Kiddies’ Yuletide festivities 
will be held on December 20. Both af- 
fairs will be in the Cleveland Hotel. 
The class in purchasing at Fenn Col- 
lege, sponsored by the Cleveland asso- 
ciation has been meeting since Septem- 
ber, with an enrollment of 68 students. 
Two nightly. 
Fay, chairman of the educational com- 
mittee, and W. E. 


charge. 


classes are held George 


Gombert are in 


a, a 


RESEARCH DIRECTOR SPEAKS 
TO ALABAMA ASSOCIATION 


A luncheon meeting of the Purchas- 
ing Agents Association of Alabama was 
held at the Thomas Jefferson Hotel, 
Birmingham, on Thursday, November 
6. Thurman Sensing, research 
of the Southern States Industrial Coun 
cil was the guest speaker. 


director 


 ¥ # 


BRITISH COLUMBIA ASSN. 
RECENT ACTIVITIES 


The Purchasing Agents Association 
of British Columbia met on October 14, 
and heard an address on “A Metropoli- 
tan Police Force for Greater Vancouver”, 
read by Detective Fred Fish for Chief 
of Police W. H. Mulligan, who was un- 
able to attend. Lou Groom, of the credit 
department of Imperial Oil Ltd. gave an 
explanatory talk on the Canadian Credit 
Institute training course. 

“Purchase Order Forms”, with sub 
mission of forms used by different mem- 
subject at the 
monthly educational meeting held on 
October 22, in the Hotel Georgia, Van 
couver. 

On October 29, 


bers, was the regular 


members visited the 


Canada Western Cordage Co. Ltd. plant 
at New Westminster. 
The association’s annual Christm<s 


party will be held December 12 


y¥ FY F 


INLAND EMPIRE GROUP 
VISITS ALUMINUM PLANT 


More than 30 members of the Inland 
Purchasing Agents As- 
sociation of Washington toured Perma- 
nente Metal’s Trentwood, Wash. plant 
on October 14. 

The packing operations 
interest to the 
watched large aluminum sheets brought 


Empire branch, 


were of par- 
ticular group as they 
department and 
Ralph Brown, 
purchasing agent for Trentwood, con 
ducted the tour which ended with lunch- 
eon at the plant cafeteria. 

. 7 .¢ 

OREGON ASSN. PLANT VISIT 


Members of the Purchasing Agents 
Association of Oregon visited the plant 
of Sawyer, Inc., Portland, Ore. on Mon- 
day afternoon, October 20. The asso- 
ciation’s regular dinner and_ business 
meeting followed at the Heathman Hotel 
in the evening. 

(Please turn to. page 246) 
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Heads in a hurry! Lukens maintains a stock of 


pressed heads from which we can make prompt 
shipment of many sizes. And where the heads 
you need are not en hand, you can order them 
from Lukens standard stock dies—sizes from 4” 
to 108” O.D. 

Pressed heads have the advantage of accurate 
dimensions and uniformity, so your production 
5 moves right along without a hitch when you're 
t working with Lukens Heads. 
| Write for Bulletin 433, giving a complete de- 
ht scription of stock heads and ask Lukens to quote 
n on your head requirements. Lukens Steel Company, 


$15 Lukens Building, Coatesville, Penna, 


. | LUKENS 


FOUR INCHES TO OVER EIGHTEEN FEET IN DIAMETER 


tel 
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GLOVES 
For PLUS 


PROTECTION 
PROTECTION — Protects against abrasion, 


acids, alkalies, chemicals, corrosives, 
stains, salt-water, slime and irritants. 


DEXTERITY — Special curvature designed 
to fit natural hand contours. 


LONG LIFE—-Vulcanized and reinforced 


for superior wear. 


COMFORT— Lined with fleecy Canton 
cotton flannel. Hands stay clean, safe 
and dry. 


TWO TYPES— Specify “Kniewrise” for 
hand protection; “Gauntlet” for hand 
and lower arm protection. Order Hood 
Work Gloves from your jobber — by 
dozen or case today. Since 1934 — 
America’s SAFETY- PLUS Glove. 


-HeeD—- 


HOOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 














DO YOU USE : 


WIRE CLOTH? . 


MICHIGAN 


@ Draws the Wire 
© Weaves the Cloth 
@ Fabricates the Product 





in one continuous line 





TO GIVE YOU 


@ Uniform Workmanship 
@ Economical Production 
® Deliveries on Schedule 





| Send Michigan Your Inquiries 2 


MICHIGAN 
WIRE CLOTH COMPANY 


2100 HOWARD « DETROIT 16 


for your requirements 

















CENTRAL PAPER COMPANY, 
Wis. 


Menasha, 








PURCHASING 


ANNUAL MANUFACTURERS AND 
DISTRIBUTORS NIGHT AT 
WASHINGTON ASSN. 


More than 600 purchasing ageuts, 
manufacturers, sales managers, engineers 
and other business attended 
the 18th Annual Manufacturers and Dis- 
tributors Night meeting of the Purchas- 
ing Agents Association of Washington 
on Thursday, November 13. The event 


executives 


took place in the Seattle Chamber of 
Commerce main dining room. 

Dr. Raymond B. Allen, president of 
the University of Washington, was the 


chief speaker, with the subject “To- 
gether We Build’. Stanley E. Ringheim, 
Purchasing Supervisor, Crown Zeller- 
bach Corp., and president of the asso- 
ciation, presided, and Wallace Camp- 
bell, president-manager, Campbell Hard- 
ware & Supply Co, was toastmaster. 
Guests at the speakers’ table included: 
M. B. Mitchell, acting mayor of Seattle; 
H. Arends, mayor of Everett; Ralph M. 
Roberg, president, Association of Wash- 
ington Industries; E. D. Skeel, president, 
Seattle Chamber of Commerce; R. H 


Lamont, president, Seattle Association 


of Credit Men; Fairman B. Lee, presi 
dent, Seattle Engineers Club; C. W. 
Tourtellot, president, Industrial Traffic 
Managers Association; Warren Smith, 


president, Transportation Club of Seattle; 


John Lawton, president, the Electric 
Club of Washington; Jack Andrews, 
vice-president, Seattle Chapter National 


Office Managers Association of Washing 
ton, and Carl E. Erickson, president, 
land Empire Branch, Purchasing 
\ssociation of Washington. 
Stage entertainment was presented by 
Ed. A 
with Jerry Rose as master 
Many 


prizes were awarded 


[n- 
\ vents 


Hurley, entertainment chairman, 
of ceremonies. 
merchandise and savings bond 

Members of the association in charge 
of arrangements were Oakley W. Dex- 
ter, D. P. Brewer, R. Guy Frederick, 
EK. Wm. Johnson, J. M. Lamb, H. F. 
Price, John S. Robinson, Russell Weth- 
erell and Earl C. White. 

On Thursday, November 20, the asso- 
ciation made a joint plant visit in Olym- 


pla, Wash. to Western Metak raft, Inc. 
and the Olympia Brewing Co. M. C. 
Staley was chairman 


e.g 


PITTSBURGH HEARS DICKSON 


Garnet T. Dickson, president of the 


National \ssociation of Purchasing 
Agents, was the guest speaker at the 
monthly meeting of the Purchasing 
Agents Association of Pittsburgh, held 


at the William Penn Hotel October 7. 


7’ vt ¢ 


DICKSON VISITS GEORGIA ASSN. 


Garnet T. Dickson, N.A.P.A. presi- 
dent, visited the Purchasing Agents As- 
sociation of Georgia on October 13, and 
was the principal speaker at the group’s 
dinner meeting that night in the Henry 
Grady Hotel, Atlanta, Ga. 


(Please turn to page 248) 
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TAKE-HOME VALUE 


Yes, Fall, Winter, Spring and Summer 
the set-up box is your best bet = 
for added sales. Its take-home 7 NS We, > 
value, ease of shipping and product 
protection express your good wishes in every M-BUILT 
package. Investigate today the sales potential of 
set-up boxes. You will find they rate a 4 out of 5 “‘sooner” preference. 


The Season’s Best to you, with all good wishes from .. . 





NATIONAL PAPER BOX MANUFACTURERS 
A TSSOCHAMEO1 


AND COOPERATING SUPPLIERS 
Liberty Trust Building, Philadelphia 7, Penn. 








INFORMATION OR SERVICE @® CONSULT YOUR NEAREST SET-UP BOX MANUFACTURER 
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Located in principal industrial centers, Lunkenheimer Distributors 
provide direct, readily accessible, time and money-saving service 
throughout the nation. 

In addition to supplying high quality, long life Lunkenheimer 
Valves, they render valuable aid to maintenance men in the solution 
of both operating and maintenance problems. 

This service isn’t new ... Lunkenheimer Distributors have been 
providing it for many years in the past, and will continue doing so 
in the future. 

For this Distributor set-up is a basic, permanent part of the 
Lunkenheimer way—the better service way. 

Remember—you can always depend on your nearby Lunkenheimer 
Distributor for expert, willing assistance in any problem or 
difficulty involving valve maintenance or operation. Call on him! 

The Lunkenheimer Co., Cincinnati 14, Ohio. New York 13, Chi- 
cago 6, Boston 10, Philadelphia 34, Export Department: 318-322 
Hudson St., New York 13, N. Y. 








PURCHASING 


“THE ROAD AHEAD” TOPIC AT 
CHICAGO ASSN. MEETING 


The Purchasing Agents Association of 
Chicago held its regular monthly meeting 
on November 13 at the Hotel Sherman 
Guest speaker for the evening was Dr. 
William Montgomery McGovern, mem- 
ber of the faculty at Northwestern Uni- 
versity, who spoke on “The Road Ahead”, 
Dr. McGovern, who saw naval service 
during the war with the Joint Chiefs of 
Staff, recently returned from a Con- 
gressional mission to Japan and China. 

The Products Exposition sponsored 
by the Chicago association will be held 
at the Hotel Sherman on February 17, 
18 and 19, it was announced. The ex- 
hibit is expected to include 150 booths 
of new products and services. 

A combined meeting with the Women’s 
Division on Thursday, December 11 at 
the Hotel Sherman, will have as guest 
speaker Countess Maria Pulaski, speak- 
ing on “My Experiences As A British 
Spy”. 

e¢ £ € 


ROUND TABLE ON PURCHASING 
PROBLEMS AT VALLEY ASSN. 


The regular meeting of the Valley 
Purchasing Agents Association was held 
on November 25 at the Youngstown, 
Club, Youngstown, O. A feature of the 
evening was a round table discussion of 
purchasing problems. Films on fire pro- 
tection, prepared by Automatic Sprinkler 
Corp. of America, were also shown 

,  - 


LOCAL BANK OFFICIAL GUEST AT 
TORONTO 


The Purchasing Agents Association of 
Toronto held its regular meeting at the 
Royal York Hotel, Toronto, on Wed- 
nesday, October 8. W. H. Raikes, as- 
sistant to the general mancger of the 
Bank of Montreal, was the guest speaker. 
Mr. Raikes, associated with the bank for 
40 years, spoke on “Business Conditions 
In Australia and New Zealand”, both of 
which countries he has recently visited 

\. R. Haskell of the Toronto Better 
Business Bureau was the guest speaker 
at the November 12th meeting of the 
association, with the subject “Fighting 
Fraud in Business”. The annual Christ- 
mas party will be held on Friday, De- 
cember 12, at the Royal York Hotel, 
featuring dinner, dancing and entertain- 
ment. 

+ <= 


F.T.C. CHAIRMAN SPEAKS 
TO DENVER ASSOCIATION 


Robert E. Freer, 
the Federal Trade Commission, was the 
principal speaker at the November 13 
meeting of the Purchasing Agents As- 
sociation of Denver, held at the Albany 
Hotel, Denver, Colo. Mr. Freer’s topic 
was “Are Our Markets Really Free?” 
He discussed various aspects of the bas- 


commissioner of 


ing point system of pricing. The eve- 
ning was designated “Executive Night”, 
and association members had as guests 
top management officials of their com- 
Tanies. 

(Please turn to page 250) 
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Intermediate-Crimp 


The LUDLOW-SAYLOR WIRE COMPANY 


NEWSTEAD AVENUE & WABASH RAILROAD . LOUIS 10, MO. 


7erene-t € ¥ Live-wieRe 
SCREEN DECKS and JACKETS 


Engineered to your exact requirements. 


Order Ludlow-Saylor Engineered Hook- 
Strips for tensioning vibrator-screen decks. 
They transmit to every tensioned wire an 
equal share of uniform vibration, evenly 
distributed throughout the entire screen 
area. They make screen decks last longer 
—step-up screen capacities—are easier to 
handle—quicker to install—need fewer ad- 
justments and renewals. 
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GRAY IRON 


CASTINGS 





2 FOUNDRIES 


on 2 main line railroads 


equipped for fast, efficient production 
to meet your casting requirements. 
Special facilities for rollover and cope- 
and-drag production to 150 pounds. 
Other castings up to 1000 pounds. 
Send us your inquiries or ask for a 
representative to call to discuss your 
casting requirements. 





Compressor Unit 








Intake Manifold 
with Heater Body 


TYPICAL 
FOREST CITY 
CASTINGS 


(unretouched photos) 


Gas Meter Valve Plate 


THE 


- FOREST CITY 


FOUNDRIES 


COMPANY 





SYRACUSE AND CENTRAL N. Y. 
HEAR TALK BY EDUCATOR 


Dr. Dwayne Orton, director of edu- 
cation, International Business Machines 
Corp. and well known educator, was 
the guest speaker at the October 22 
meeting of the Purchasing Agents As- 
sociation of Syracuse and Central New 
York at the Onondaga Hotel, Syracuse. 
Dr. Orton spoke on “Making Human 
Relations Pay’. The annual association 
Christmas party has been scheduled for 
I Yecember 18. 

e vt F 


CONFERENCE HIGHLIGHTS 
AT ALABAMA ASSOCIATION 


Reports on the Louisville Conference 
highlights featured the regular meeting 
of the Purchasing Agents Association of 
Alabama at the Thomas Jefferson Hotel, 
Birmingham, on October 28. The five 
“Quarterback Reporters” handling the 
details were: Bob Hughes, Charles Wall, 
Roy Evans, Arnold Soberg and Roy 
English. 


, ¥ 7 


NORTHERN CALIFORNIA WOMEN 
HEAR TALK ON LIQUID AIR 


The regular meeting of the Women’s 
Division of the Purchasing Agents As 
sociation of Northern California was 
held on October 14, at the Athens Ath- 
letic Club in Oakland. Guest speaker 
was H. W. Saunders, district manager, 
Air Reduction Sales Co., Emeryville, 
Calif., whose subject was “Liquid Air”. 


- 27 # 


NEW ORLEANS ASSOCIATION 
HEARS U. S. REPRESENTATIVE 


Hon. Hale Boggs, Congressional rep- 
resentative from Louisiana, was the 
principc! speaker at the regular monthly 
dinner meeting of the Purchasing Agents 
Association of New Orleans on Monday, 
November 10, at the Jung Hotel. Rep- 
resentative Boggs spoke on “The United 
States of Europe’. Robert Elsasser, lo- 
cal economist, also spoke 


: <£ 2 


“POLICIES AND PROCEDURES” AT 
CENTRAL ONTARIO ASSOCIATION 


An informal discussion on “Purchas- 
ing Policies and Procedures” featured 
the October 28th meeting of the Pur 
chasing Agents Association of Central 
Ontario, at the Grand River Inn, Pres- 
ton Highway. 

The panel of experts was composed o 
Harry Ainlay, B.F. Goodrich Co., rep 
resenting rubber and allied industries; 
Frank Mason of Preston-Noelting Ltd., 
consumers of lumber veneers, steel and 
similar products; and C. B. Bomberger, 
Canadian Blower & Forge Co., repre 
senting the purchasers of steel, hardware, 
motors and allied products. Each mem- 
ber of the panel gave a brief outline of 
purchasing procedure in his own com- 
pany and a general statement concern- 
ing his company’s buying policy. A ques- 
tion period followed, producing animated 

(Please turn to page 252) 
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VACUUM WARE 
RELINED dj 


SS. 


RELINERS EXPERTLY 
FITTED TO BROKEN 
VACUUM WARE 


Thermos, Manning-Bowman 
or any make Ice Tubs relined $7.50; 
Thermos Ice Pails $12; Thermos Carafes 
$5.50; Universal Carafes $450 pts., $5 
qts. Mail us your vacuum ware for re- 
lining. We'll reline it and return it post- 
paid U.S.A., with repair charges C.O.D. 


Millions of Friends from Coast to Coast 


Weed’. 


Est. 129 Years Ago BUFFALO 5, N. Y. 











REO 





MPANY 
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Specialists in Better Results 


Manufacturing with Rubber 








to Customers’ 


Specifications 


thru Research 


and Engineering 





Typical Products Made for Industry Everywhere in the U.S.A. 





AUTOMOTIVE PARTS MOLDED GOODS VIBRATION ABSORP- AIR KING TIRES 
Boots Boots TION AND (Semi-Pneumatic) 
er — ms MOUNTINGS Light Duty 
annels Conductive Rubber , ; ” ” ” 
0 oe eran Engine oe 8” x 125” to 20” x 
Gaskets Gaskets inehinery , Tuniont * ati 
Grommets Grommets noone ‘ A ae Renee 
Mats: Contour Gun Recoil Pads Vibration Absorption — ial 
M ; and Isolation Parts Baby Carriages 
ots: Flat Laminated Door Panels Caddy Carts (Golf) 
Mats: Carpet Inserted for Refrigerators TUBING Coaster Wagons 
Pedal Pads Milking Machine Inflations Garden Carts 
Running Boards Oil Well Supplies All sizes and shapes to Hand Trucks, Etc. 
Sill Mats Screw Bumpers customer's specifications ladwateial Vehicles 
Step Plates Small Hard Rubber Parts Lawn Mowers 
Tubing Treadles GRIPS Misc. Portable Equipment 
Weatherstrips Valve Cups Bicycle Scooter * Toys 
Wiper Blades Valve Discs Control Rod Velocipedes 
Fishing Rod Heavy Dut 
RUBBER-TO-METAL EXTRUDED GOODS Lawn Mower Sizes from 6” x 2.00" to 16" x 
Beater Bors (Farm Mch’y) Bumpers oe 4.00” with respective load rat- 
Sicien Channels et oard Motor ings from 150 Ibs. to 625 Ibs. 
ae Gaskets cooter Other sizes and load ratings 
Running Boards Glass Setting Strips bream made to specifications. 
Sill Mats Rollers ubular Typical Applications 
Step Plates Tiring bore Sweeper Aisle Marking Machines 
Tractor Shoe Blocks Tubing elocipede Are Welding Machines 
Weatherstrips Wagon eALS Barrel and Drum Trucks 
Ss Battery Charging Machines 
RUBBER BONDED TO: HARD RUBBER Dirt Car Woshers, ; 
. ‘a ' Contractors’ Pumps 
ro cep 23 ond 3S Casters (Light Duty) —" Cooling Fans ‘ 
Brass 70/30, or less Se oe se Silicon Floor Sweeping Machines 
Sieacsies Handles . Hand Trucks 
; Small Molded Parts Water Pump i : 
Cadmium Plate Hospital Equipment 
Cost Iron es WHEELS Insecticide Sprayers 
Sticinsitiets Ditie alve Discs : Lubricating Equipment 
Sabie Casters (Light Duty) Paint Sprayers 
ae RUBBER ROLLERS Casters (Heavy Duty) vas See 
Galvanized Iron Business Machines pares i cary d Traffic Line Markers 
Lead Farm Equipment T ial ressed) Sidewalk Snow Plows 
Stainless Steel Lawn Mowers - Wheelbarrows 
Terne Plate Textile Machinery TIRES Misc. Portable Equipment 
Zinc (Solid Molded) TIRES 
Carbon MATS Automobile (Junior) (Extruded Tubing) 
Wood Automotive (Contour; Baby Carriage Automobile (Junior) 
Fibre (Vulcanized) Flat; Carpet Inserted) Caddy Cart (Golf) Baby Carriage 
Celotex en ie Coaster Wagon Caddy Cart (Golf) 
Glass Scale Garden Cart Coaster Wagon 
Plastics Pe Hand Trucks, Etc. Garden Cart 
Industrial Vehicles Hand Trucks, Ete. 
HOSE (All Rubber) DEFROSTER AND i a 
isc. Portable Equipmen wer 
Drain VENTILATING HOSE Sesoter Misc. Portable Equipment 
Heater Full range for length Toy Scooters * Toys 
Washing Machine and O.D. Velocipede Velocipede 








Tye OQyio RuaeBseER Company - WiioucHey, Oxo 


eo ee ee 
BRANCH OFFICES: 


WILLOUGHBY, 
DETROIT *« NEW YORK 


OHIO « LONG BEACH, CALIF. « CONNEAUTVILLE, PA. 


CHICAGO « INDIANAPOLIS CLEVELAND « BOSTON 














FOR HARD-TO-CLEAN 
SURFACES 





7 Grease, oil and soot were first smeared 
* over the surfaces of two enameled 
metal panels . . . dirt at its worse. 
2 Both panels were then soaked for a 
* short period in different solutions of 
equal concentration— as shown above 
—Elektro-Purj-It solution in the 
glass to the right. Here you see the 
vigorous cleaning action taking place. 
3 Following removal, both panels were 
subjected to light finger-tip scrub- 
bing. The Elektro-Purj-It soaked 
panel successfully passed this rough 
test, as shown above, withaclean sur- 
face. The solution of ordinary cleaner 
didn’t even get a passing grade. 


Try ELEKTRO-PURJ-IT 


For Your 
WASHROOMS 
WALLS and 

WOODWORK 
FACTORY FLOORS 


and GRIMY 
MACHINERY 


e@ees 
®Dissolves in Water 


®Costs Less Than 
2¢ per Gallon 


Request NOM 
FREE SAMPLE NOW! 
TROJAN PRODUCTS DEPARTMENT 


The Diversey Corporation 


53 W. Jackson Bivd., Dept.P-12, Chicago4, Ill. 


. 











(Continued from page 250) 
discussion on purchase order forms and 
conditions, terms of payment, inventory 
control and other details. Mr. Bomberger 
advocated personal visits to suppliers’ 
plants as one of the best methods of 
education. The meeting proved to be 
so profitable and interesting that it was 
decided to have similar one at a future 
date. 

Commodity reports were given under 
the direction of J. Wittig. Past presi- 
dent and member of the Canadian Coun- 
cil Al. Henderson, assisted by Roy Orr, 
gave a summary of events at the Cana- 
dian Conference held in Toronto earlier 
in the month 


i Me 


BABSON EDITOR SPEAKER 
AT R. |. ASSOCIATION 


Herbert Downwardggeditor of Babson’s 
Commodity 3ulletin, was the guest 
speaker at the October 27 meeting of the 
Rhode Island Purchasing Agents Asso- 
ciation in the Narragansett Hotel. Mr. 
Downward answered questions from the 
floo1 following his talk 
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NORTHWEST PUBLIC BUYERS 
HOLD FALL MEETING 


he fall meeting of the Pacific North- 
west Public Buyers Association was 
held at the Meany Hotel, Seattle, Wash 
on October 3. A.M. Angove, purchasing 
agent for the city of Tacoma was chair 
man of the O.S. King of the 
Seattle School District was elected chair- 


St SSit yn 


man for the coming year, and L.O. 
Baker of the Portland School District 
was elected secretary. 

— ¢ F 


DICKSON TO VISIT PACIFIC 
COAST NEXT SPRING 


Garnet T. Dickson, president of the 
N.A.P.A., is planning a visit to the 
Pacific Coast next spring, according to 
Clair C. Pingree of Salt Lake City, 
District 1 vice-president. He will at- 


tend the Pacific Northwest Purchasing 


Agents Conference to be held in Port- 
land, Ore., next April, and will visit 


California associations and 
same trip. 


Utah on the 


. ¢ 2# 


JET PROPULSION DISCUSSION 
AT FORT WORTH ASSOCIATION 


A moving picture and discussion on 
jet propulsion featured the October 21 
meeting of the Purchasing Agents As- 
sociation at the Worth Hotel. T. E. 
Acord, aviation specialist with General 
Electric Co., Southwestern district, 
Dallas, led the discussion and showed the 
half-hour picture. L. B. Bass, manager of 
the Fort Worth office, apparatus de- 
partment of the company, assisted in the 
presentation. 

Association officers are: H. C. Jones, 

(Please turn to page 254) 


PURCHASING 


Before You Rebabbitt . . . 


It will pay you to send for and 
read the MaGNoLia BEARING 
Meta Bulletin. It contains val- 
uable information on how to get 
the best results when you use 
MAGNOLIA ANTI-FRICTION BEaR- 
1nNG METAL or the other special 
purpose Bearing Metals. 

Ask your dealer or send to us di- 
rect for your copy. 


THR cH 


MAGNOLIA METAL CO. 


14 We ey Street Llizabeth N 











SPUR - BEVEL + MITRE - 
WORM - WORM GEARS - RACKS 


Spur Gears to 145" dia. Bevel and 
Mitre Gears to 60'' dia. Worm Gears 
to 72'' dia. Ferrous and Non-Ferrous. 


Stock Carrying Distributor. for Ramsey Silent 
Chain Drives and Couplings. Emergency Service! 


THE 


SIMONDS 


GEAR AND MFG. COMPANY 
LIBERTY AT 25th 
PITTSBURGH 22, PA. 
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Increases production 
as much as 100% 


GAGES WHILE GRINDING 


Ms ao} {0} 0} ob bate MoM cab lic: 
the workpiece 
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WHEN your grinding machine is never stopped 
to check the size of the work in process, your 
hourly output increases . . . the cost per piece 
decreases. That happens when you install a 
Federal-Arnold Continuous Grinding Gage. 

This gage controls dimensions at the machine 
while the work is being ground. You put the 
gage on the rotating workpiece and leave it 
there; you do not hold it on the work; there is 
no stopping to mike or gage for size. 

The operator requires no unusual skill or 
training; he merely watches the Dial Indicator 
until the piece is finished. When the Dial Indi- 


cator says the work is to size, it is to size. 


Attach an Arnold Gage to a 





Gage rides on the 
work throughout the 
grinding operation. 


Gage lifted out 
of way while 
work is placed 
or removed from 
machine. 


Prevents oversize regrinds 
and undersize rejects 


regrinds and undersize rejects . . . save many 
a dollar otherwise lost in scrap. Even on short 
runs, this saving in scrap and the increase in 
output pay for your Arnold Gage in a very short 
while. Actual records show production increases 
as high as 116%. 

This instrument is easily installed; is sturdily 
constructed to assure long life and continued 
accuracy. The contact points are made of tung- 
sten carbide. 


You can use Arnold Gages to check straight, 
tapered or splined diameters; widths between 
or over shoulders; combined diameter and 
width. Let a Field Service Man show you the 

applications to your grinding op- 





grinder and you see immediate 


erations. Write us for illustrated 
results. You eliminate oversize FEDERAL Bulletin No. 199. 


@ Dimensional Dial Indicators and Indi- 
cating Gages — mechanical, electronic, air, multi- 
dimensional - Automatic Sorting - Dimensional 


FEDERAL PRODUCTS C ORPOR ATION Machine Control - Combinations of these methods. 


1144 Eddy St., Providence 1, R.I. 


For the Mechanical, Textile, Rubber, Paper and 
all industries requiring dimensional accuracy. 
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RAPIDS-STANDARD CASTERS 
wu better 





Forged Top Plate and Yoke 

Heavy drop forging of SAE steel. Fitted with drop forged 
thrust bearing. Entire assembly extra thick for greater 
capacity and shock resistance. 


Optional Wheel Bearings 

Depending on the service for which they are intended, 
Rapids-Standard Casters are available with Oilite or 
Hyatt bearings. 


Four Types of Wheels 

Rapids-Standard Casters are available with Nicro-Steel, 
Durastan or Rubber wheels. There is a wheel and bear- 
ing combination to fit every possible type of load and 
service from intermittent service with light loads to con- 
tinuous service with loads as high as 2500 pounds per 
caster. 


Flame-hardened Raceways 


Double ball bearing accurately machined and flame- 
hardened, an exclusive Rapids-Standard feature which 
gives Rapids-Standard Casters greater capacity and pro- 
vides longer wear without wobble. 


High Strength Axle Assembly 

High carbon steel axle of ample size for carrying loads 
of recommended capacity. Hardened steel sleeve perma- 
nently locked to axle. 

Positive Lubrication 


Zerk fittings provided at all essential lubrication points. 
This positive lubrication method provides protection for 
smooth running bearings under all conditions. 





Our new catalog lists the 
complete Rapids- Standard 
Caster line together with 
specification, capacities 
and suggestions for more 
efficient use. Write for 
your copy today. 

















~gg OFFICES IN PRINCIPAL CITIES 
Cy ( \ 
o} | burners of 
2 j ian ’ 
~ j STEE FORGED CASTERS - TRUCKS - CONVEYORS - POWER BOOSTERS 





the Rapids. Standard Lo.. Inc. 


Sales Div.—379 Peoples National Bank Bldg., Grand Rapids 2, Mich. 
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(Continued from page 252) 
president; W. R. Casstevens, first vice- 
president; E. E. Edwards, second vice- 
president; S. J. Johnston, secretary- 
treasurer; L. L. Jones, national director ; 
Walter L. Bell, alternate national direct- 
or; and Leo Leahy and E. C. Carman, 
directors. 
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ST. LOUIS CHRISTMAS PARTY 
TO BE HELD DECEMBER 13 


The annual Christmas party of the 
Purchasing Agents Association of St. 
Louis will be held Saturday, December 
13. Arrangements for the affair are be- 
ing handled by the entertainment com- 
mittee under the chairmanship of Con- 
rad W. Bischof, Jr. 

Featured speaker at the regular month- 
ly meeting held on October 28 at the 
Hotel Sheraton-Coronado was Vernon 
S. Peterson, manager, Central West 
district, extension division, E. I. duPont 
de Nemours Co. Mr. Peterson's subject 
was “Progress: Yesterday, Teday and 
Tomorrow”. Prior to the general as- 
sembly Herbert DeStaebler presided over 
the open forum, assisted by Robert J. 
Brockman, Walter J. Wallace, and Clay- 
ton A. Wolfe. D. M. Baker led the com- 
modity discussion. 


t Co¥ 


STEEL EXECUTIVE GUEST AT 
CINCINNATI ASSOCIATION 


The regular meeting of the Cincinnati 
\ssociation of Purchasing Agents was 
held at the Hotel Gibson on Tuesday, 
November 11. R. C. Todd, vice-president 
of the American Rolling Mill Co., Mid- 
dletown, O. was guest speaker. Mr. 
Todd spoke on “Steel and Business in 
General for the Coming Year”. 


c-¢ #F 


MARSHALL PLAN DISCUSSED 
AT CONNECTICUT MEETING 


Prof. Klaus E. Knorr of Yale Uni- 
versity discussed “The Marshall Plan 
and its Economic Effects” at the Octo 
ber 28th meeting of the Purchasing 
Agents Association of Connecticut, at 
the Wethersfield Country Club, Weth- 
ersfield, Conn. The dinner meeting was 
preceded by a commodity discussion on 
“Coal”, presided over by Arthur Evans, 
Chase Brass & Copper Co., Waterbury, 
Conn, 

a ae 


ROCHESTER INDUSTRIAL BUYERS 
HEAR TALK ON PROCUREMENT 


\t the regular monthly meeting on 
November 12, the Rochester Association 
of Industrial Buyers heard a talk by 
J. Ernst on “Procurement Problem, 
1940 to 1950”. Mr. Ernst is Purchasing 
Agent for the Rochester board of edu- 
cation. 

Officers of the association for the 
coming year are: Mathias J. Kuebel, 
Taylor Instrument Co., president; Louis 
A. Mumford, Rochester Mfg. Co., vice- 
president; P. C. Wright, Hawk-Eye 

(Please turn to page 256) 
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No Matter what Glass or Type of oteel Tubing you need-~ 


ine 


STAINLESS HIGH 


TT CORROSION | 
TT hla | on | oe | 











: | HIGH PURITY | 
Dare SPECIAL 
F PERMEABILITY ALLOY IRON STRUCTURAL | PRESSURE surest 


(Globeiron) 





CONDENSER 


STAINLESS SPECIAL SHAPES | 
AUTOMOTIVE POLISHED SEAMLESS | COLD DRAWN LA ad AND FORMS 











LOCOMOTIVE > | ANNEALED | MECHANICAL 





RECTANGULAR ROUND SQUARE 








“You can be sure of 
Uniformity and Quality when 
you Specify Grobe 


Globe Steel Tubes Co. specializes in the manufacture of steel tubes 
— pressure — mechanical — stainless. Advanced machinery and 
methods characterize all mill operations, 

The uniformity and quality of Globe Steel Tubes is controlled by 
constant checks and tests in the Globe Laboratories, equipped with 
complete facilities for chemical, physical and microscopic analyses. 
Globe engineers gladly give you the benefit of specialized knowl- 
edge and experience gained from countless laboratory and field tests 
of tubing in a wide range of services and applications, 


GLOBE STEEL TUBES CO. tiscomm.os. 











































It's easy to adapt any 


operations by addinga 
Reducer. This gives a 


Cullman Speed Reduce 


7 from Ys to 15 h. p. Compact, du 
— Cullman units are equipped with Roller Bearings, 


motor mountings simplify installation. 


standard high 


speed electric motor to slower machine 


Cullman Speed 
new range of 


low speeds to match job requirements. 


rs are made in 


single and double reduction types for motors 


rable, efficient 
Helical Gears, 


Sprockets and Roller Chains—dall operating in oil. Convenient 


Get the facts . . . Write today for full information. 


CULLMAN WHEEL COMPANY 


1352-P. Altgeld Street Chicago 14, Illinois 































Prnrect balance . . . Knurled 
sides not only assure positive 
grip with ‘Wedge Grip”’ to give 
clearer, deeper impressions— 
but also lessen severity of extra 
heavy stamping. Characters 
available from 1/16” to 1”’. 


@ No mushroom 


@ More Safety! 





Write for Bulletin J-547 








SAFETY -STEEL 





“SAFETY” Wedge Grip 





@ No spall 


@ 25% to 50% more service 


@ Pat. No. 2,089,794 


(NNINGHAM Co. 


STAMPS 





154 E. Carson Street Pittsburgh 19, Pa. 
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(Continued from page 254) 
Works, secretary; Howard M. Henry, 
Camera Works, treasurer. On the board 
of directors are: Edwin A. Galen, Kodak 
Park; Robert M. O’Brien, Lucas Screw 
Products: Harold W. Russell, Hawk- 
Eye Works. 
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EXPORT AUTHORITY SPEAKS 
AT MILWAUKEE ASSOCIATION 


The Milwaukee Association of Purchas- 
ing Agents held a regular meeting on 
Tuesday, November 11. Eugene Sit- 
terley, president of J. E. Sitterley & Sons 
Co., and publisher of trade magazines or 
export subjects spoke on “The Inter- 
national Trade Picture Today”. 

'7 # 


TOLEDO ASSOCIATION HOLDS 
ATOMIC ENERGY PROGRAM 


The regular meeting of the Purchasing 
\gents Association of Toledo was held 
at the Toledo Yacht Club on Thursday, 
November 20, and featured the subject 
of atomic energy. J. E. Reilly, electrical 
engineer for the Westinghouse Electric 
Corp., spoke on “Atomic Energy—Tools 
or Weapons”. An authority on the sub 
ject, Mr. Reilly related the possibilities of 
economically harnessing this new energy 
source to provide heat and power for 
homes and factories ; its operating limita- 
tions ; and recently discovered applications 
in the field of medicine. 

The U. S. Navy technicolor motion 
picture “Operations Crossroads”, the 
pictorial story of the A-Bomb tests at 
Bikini Atoll, was also shown 
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RECENT ACTIVITIES OF 
NORTHERN CALIFORNIA ASSN. 


Recent activities of the Purchasing 
\gents Association of Northern Calif- 
ornia included: luncheon meeting, Hote! 
Leamington, Oakland, October 21, fea 
turing a talk “Recent Developments in 
\tomic Energy” by George Pettit, assis- 
tant to the president, University of Cal 
ifornia; annual football luncheon at the 
Palace Hotel, October 23 sponsored by 
Tide Water Associated Oil Co.; lunch- 
eon at Hotel Leamington, October 28, 
featuring discussion on “Improvements 
in the Field of Rubber’, presented by 
the New Methods and Products, Pur- 
chasing Information and Procedures com- 
mittee. 

¢ ¢ 


STEAMSHIP P.A. GROUP IN 
MERCHANT MARINE CONFERENCE 


Members of the Steamship Purchasing 
Agents Group of the Purchasing Agents 
Association of New York participated in 
a panel discussion on purchasing at the 
annual meeting of the American Mer- 
chant Marine Conference and the 21st 
annual convention of the Propeller Club 
of U. S., in New York, October 17. 
This is the first year that purchasing was 
included among the panel discussions. 

Henry A. Hartland of Agwilines acted 

(Please turn to page 258) 
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t WHAT'S THE REQUIRED 


bothered ' 
by these A\ P ENGINEERING DATA? 
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fastener buying od ‘sl 
problems? AS P 
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= this ONE 
meee’ handbook answers them 
quickly, easily 





THUMB INDEXED—IT’S EASY TO USE 


You'll want the new Sterling 
Bolt ‘Fastening Buyer’s Hand- 


book” for everyday reference. 
P Actual size: 82” x 11” 
It’s crammed cover-to-cover 


A 
with technical information, engineering data 
and list prices covering virtually every one of S T FE q [ i N C a 0 LT C 0. 
the 200,000 metal fastening items used in every 201 West Jackson Boulevard, Chicago 6, Illinois, Harrison 9880 


industrial field—all kinds of bolts, nuts, screws, SALES Union Trust Building, Cincinnati 2, Ohio 
OFFICES: 17 West Market Street, Indianapolis 4, Indiana 
* 161 West Wisconsin Avenue, Milwaukee 3, Wisconsin 
1228 North Hadley Street, St. Louis 6, Missouri 


wealth of information has been compiled into nT NAN 


t 
logical categories —in 124 full size pages — | STERLING BOLT COMPANY 
illustrated with photographs and mechanical 201 West Jackson Boulevard, Chicago 6, Illinois 
Please send me, without obligation, a copy of your new 
easy to use catalog. Please print. 


rivets, washers and special fasteners. This 


drawings — set in large, easy-to-read type — 


each category thumb indexed for quick refer- 

























ence. It is a ready reference handbook for every NAME 
bolt and nut buyer. Send for your copy today. | POSITION 
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THERE'S A FULLER BRUSH 
FOR EVERY CLEANING NEED 


Perhaps you’ve thought of Fuller when you 
needed brooms or mops. But remember, too, 
the Fuller line is a complete line of cleaning 
tools. Here is one source of supply to meet a// 
your cleaning requirements. It will pay you 


to call in your Fuller industrial representative. 


TELEPHONE your Local Fuller 
Brush Salesman or write 


ze FULLER BRUSH <. 


INDUSTRIAL DIVISION 
Dept. 97B . Hartford 2, Conn. - 

















PURCHASING 
(Continued from page 256) 


as chairman and Francis C. Gannon of 
Tankers Co. as co-chairman. Other mem- 
bers who prepared papers are Charles G. 
Ogg, Marine Transport Lines; Charles O. 
Minot, A. H. Bull & Co.; John B. Sulli- 
van, Grace Line; Henry W. Hunsberger, 
Parry Navigation Co., and Charles J. 
Nicholas, American President Lines. 
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DALLAS ASSOCIATION 
VISITS TWO PLANTS 


Members of the Purchasing Agents 
\ssociation of Dallas visited concrete 
pipe manufacturing plants of the Gif- 
ford-Hill companies near Grand Prairie 
on October 23. They also traveled to the 
Cloudy gravel plant and observed the 
methods employed in the excavation of 
raw materials and their transportation 
to the plant to be processed 

- 


“PURCHASING AND PRODUCTION” 
AT FORT WAYNE ASSOCIATION 


The Fort Wayne Association of Pur- 
chasing Agents held its annual out-of- 
town dinner meeting on October 13 at 
the Wabash Country Club, Wabash, Ind. 
F. J. Stephens, vice-president and gen 
eral manager of the American Rock 
Wool Corp., Wabash, was the principal 
speaker. He talked on “Purchasing and 
Production”. Gerald R. Smith, purchas 
ing agent for Americzn Rock Wool, was 
in charge of arrangements for the affair 

| C. Wakefield, association president, 
presided. Vernon B. Carr, magician 
provided the entertainment 
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INDIANAPOLIS ASSN. HEARS 
PUBLIC RELATIONS MANAGER 


Guest speaker at the October 21 meet 
ing of the Purchasing Agents Associa- 
tion of Indianapolis was Roscoe C. Clark, 
manager of the public relations depart- 
ment of Eli Lilly & Co. Mr. Clark’s 
subject was “The Most Important Man 
in Business”. 
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Education Committee 
(Continued from page 218) 


3. Schools and Colleges 


Robert C. Kelley, Dresser Industries, 
Cleveland, Chairman. 

Samuel T. Dickey, Castle & Cooke, 
San Francisco. 

Stanley L. Mayo, Freeport Sulphur 
Company, New Orleans. 

Scope: (1) Recommend policy and 
practices for encouraging purchasing 
classes and curriculum in all schools of 
commerce, bearing in mind: 

(a) Importance of industrial pur- 
chasing as a function of management. 

(b) Appreciation of the number and 
kinds of problems confronting purchas- 
ing agents. 

(c) Close inter-relationship between 
purchasing, sales, production, etc., with- 
in a given company. 

( Please turn to page 260) 
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GENERAL-PURPOSE D-C MOTORS 


Designed for general-purpose appli- 
cations. Often used with a-c and d-c 
conversion equipment. Gives you 
quiet operation. Comes in wide range 
of horsepower ratings and speeds. 


D-C GENERATORS AND 
MOTOR-GENERATOR SETS 


Recommended as d-c power unit for 
industrial devices or as exciters for 
large equipment. Available in output 
ratings of 125, 250, and 500 watts 
continuous duty; 125 and 250 d-c 
volts. 


LOW-VOLTAGE SPECIAL D-C MOTORS 


Operate from power sources com- 
monly used on busses, trucks, rail- 
road equipment, battery-operated 
industrial trucks, etc. Sturdy adapt- 
able motors, built usually from 
general-purpose motor parts. 


DYNAMOTORS 


Give you reliable means of convert- 
ing d-c power to other voltages, or to 
a-c. Recommended for neon signs, 
locomotive headlights, communica- 
tion equipment, etc. A light but 
sturdy unit. 


A-C GENERATORS 


Offer you effective source of a-c cur- 
rent for places where it otherwise 
would be unobtainable. Available in 
standard ratings. Strong, well con- 
structed power units. 


MOTOR AMPLIDYNE-GENERATOR SETS 
AND AMPLIDYNE GENERATORS 


Give unusually quick response over 
a wide range of operating loads. 
Thus, the amplidyne generators are 
suitable for many applications. 
Available in single units or assem- 
bled with motor drive. 


HIGH-FREQUENCY MOTOR 
ALTERNATORS 


Highly recommended for testing 
equipment and source of power sup- 
ply for high-frequency machines. 
Small and lightweight units, but 
sturdy and hard-working. 

















GENERAL &@& ELECTRIC 


700-84 


On D-C FHP Motors and Generators 


It has been a long time since we have talked 
about short deliveries on fractional-horse- 
power motors. But our engineering and manu- 
facturing facilities are now available to give 
you just that on d-c fhp motors, generators, 
and motor-generator sets. Whether you re- 
quire a few motors or many, we are ready to 
help you. 

Available for quick short deliveries are 
general-purpose d-c motors, d-c generators 
and motor-generator sets, low-voltage special 
d-c motors, dynamotors, a-c generators, 
motor amplidyne-generator sets and ampli- 
dyne generators, and high frequency motor 
alternators. 

These equipments have a variety of appli- 
cations. Our staff of experienced fractional- 
horsepower motor engineers can help you 
with design and application problems. These 
men accumulated a vast store of new “know 
how”’ from thousands of war jobs. Combine 
this with previous accumulation of design 
knowledge and application experience, and 
you have 46 years of experience at your 
service. 

Whether it is a new or old application, we 
can help you. Save you time and money, too! 
For more information on the kinds of equip- 
ments we can offer you for quick delivery, 
write for GEA-4871, or call your nearest G-E 
office: 

Mail This Coupon For Bulletin Describing Available 
D-c, Fhp Equipments 


WVBVABBeees Beene Beee nese eeeanneue 


General Electric Company 
Apparatus Dept., Section 1700-84 
Schenectady 5, N. Y. 


Please send me bulletin, GEA-4871, which describes 
G-E d-c fractional-horsepower motors and genera- 
tors available for short delivery. 


Name 
Company 
Street 


City State 
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Tce é2 TRI-LOK 


OPEN STEEL FLOORING 










diagonal and | 


1i1u3 PIT?’ BANK 


Extra strong construction — openings closely spaced 
shapes — with Safety Steps. 
DRAVO CORPORATION, NATIONAL DEPARTMENT 


BLDG., PITTSBURGH 22. PA. 
( Mastributor for THE TRI-LOK COMPANY) 





available in rectangular, 


Ask for Bulletin 1140. 
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is insured on tools, dies, gauges, molds, 








rolls, etc., when you put color to work 
alongside of super quality diamond pow- 
der with the Magnus Superfinishing Kit. 
This bulletin tells the whole story in detail. 
Magnus Chemical Co., 93 South Ave., 
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DIAMOND MICRO-FINISHING 
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el 


BETTER MICRO-FINISHING, 
CONSISTENTLY DUPLICATED 
Garwood, N. J. In Canada—Magnus Chem- 
icals, Ltd., 4040 Rue Masson, Montreal 36, 


Que. Service representatives in principal 
cities. 
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fea IN INDUSTRY IT'S 
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CLEANERS «+ 


EQUIPMENT «+ METHODS 





PURCHASING 


(Continued from page 268) 
(2) Develop procurement outline and 
courses in educational institutions. 
(3) Develop courses and means of 
teaching “instructors in purchasing”. 
(4) Develop rules for Boffey Memorial 
Contest and supervise annual awards. 


4. Intra-Company Acttvittes 


Stanley W. Mackenzie, United States 
Rubber Company, New York, Chatrman. 

Clifton E. Mack, Bureau of Federal 
Supply. Washington, D. C. 

R. L. Van Cleve, Carnegie-Illinois 
Steel Corporation, Pittsburgh 

Scope: (1) Prepare master 
recording purchasing policies and proced- 


outline lor 


ure within an organization 

(2) Suggest forms and methods of pre- 
paring and submitting reports to manage- 
ment on the work and policy of the pur 
chasing department. 

(3) Suggest ways and means of record 
ing and measuring the work of the pur- 
chasing department, both actually and in 
relationship to other departments 

(4) Suggest methods and policies for 
intra-company training of purchasing 
personnel. 

(5) Suggest ways and means of estab 
lishing the efficiency of a purchasing de- 
partment. 


5. “How to Buy” 


Wilson B. Wight, Bausch & Lomb 
Optical Rochester, N : 
Chairman. 


Company, 
kK. G. Swanson. The Herman Nelson 
(orporation, Moline, Ill. 

W. L. Thompson, Westinghouse Elec- 
tric Corporation, Philadelphia 

Scope: (1) Develop “How to Buy” 
possibilities in N.A.P.A. educational ac- 
tivities. 


2) Suggest outlines for “How to Buy” 


{ 
courses: (a) in local associations: (b) 
in schools and colleges; (c) intra-com- 
pany 

(3) Develop basic written material in 
“How to Buy” program 

(4) Develop 
‘How to Buy” courses. 


method for teaching 


6. lisual Education 


Ralph O. Keefer, Aluminum Company 
of America, Pittsburgh, Chatrmai 

Francis G. Martineau, Brown Univer 
sity, Providence R. | 

Norman Smith, Firestone Tire & Rub- 
her Company, Akron, Ohio. 

Scope: (1) Assist education program 
of local associations by media of movie 
and slide presentations in a manner con- 
sistent with needs and budgets. 

(2) Develop supplementary informa- 
tion of educational nature to accompany 
industrial films available to local associa- 
1Ons 

(3) Arrange for some central author- 
ized organization to review, select, and 
recommend industrial films for use of 
local associations. 

(4) Develop purchasing procedure pro- 
gram by visual education through slides, 
movies, etc., with particular emphasis on 
education for members. 

(5) Collaborate with industries pro- 
ducing industrial films to assure that pur- 

(Please turn to page 264) 
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Four Well Engineered Examples 
sos Powered AR = of WHY INDUSTRY looks to 
spacey — C LARK TRUCTRACTOE 


for the best in modern material handling methods and equipmen 


—for continuous development of faster, more economical means to cut costs of 
CLARKTOR-6 handling material 
—to build machines and attachments engineered to Industry's requireme 
at Py — for equipment created by unparalleled experience in solving material 





handling problems, and 


a 7 produced by facilities 
| a unmatched in this 


field for high quality, 
low cost manufacture. 


The ideal way to attack material handling 
problems is to call in Clark 


CLARK EQUIPMENT COMPANY 
TRUCTRACTOR DIVISION 


BATTLE CREEK, MICHIGAN 


OTHER PLANTS — BUCHANAN, JACKSON, 
BERRIEN SPRINGS, MICHIGAN 


SEE OTHER SIDE > 








Chere’s PLU S-versatility nuecTa STE am 
—PLU $- economy in CLARK 
ATTACHMENTS these ciark attachment 


features, designed to make every Clark fork truck outstanding for versatility, quality and 


low cost performance, constitute a PLUS of paramount importance in material handling. 


¢ the SCOOP handles sand, salt and any other bulk materials. 
* the RAM simplifies handling of coiled wire and steel, and many fabricated units. 
* the SWING BOOM or CRANE makes short work of handling odd-shaped and unwieldy pieces. 
* the REVOLVING HEAD carries and dumps loads of scrap or bulk material. 


And so it goes— 
* no job too tough, no job too rough, 
% 


CLARK 
TRUCTRACTO 
BATTLE CREEK, MICHIG 


OTHER PLANTS — BUCHANAN, JACKSON, BERRIEN 


when there’s a Clark fork truck to handle it. 





CLARK EQUIPMENT COMPANY 
TRUCTRACTOR DIVISION 
BATTLE CREEK, MICHIGAN 


Please send me ao copy of “ATTACHMENTS ISSUE” Motericl Handling News 


NAME__ - 





FIRM NAME___ 





STREET & NUMBER 


CITY & STATE 





ee a a a ee ee 
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Every progressive business stresses good 
buying — the knack of getting the best 
ultimate dollar values from purchases. 


SUPERSTRONG boxes and crates— 
“Bound with Steel” — are designed for 
good buying as well as for strength. They 
bring you substantial reductions in ship- 
ping weight, shipping space, storage 
space, assembly time, damage claims — 
all adding up to lowered shipping costs. 





Good buyers will find it profitable to 
discuss their long range requirements 
with our shipping experts. 





SHIPPING 


ERSTRON( 


CONTAINERS 








RATHBORNE, HAIR AND RIDGWAY COMPANY 
1440 WEST 2Ist PLACE + CHICAGO 8, ILLINOIS 
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PURCHASING 


(Continued from page 260) 
chasing profession receives proper and 
' valli £ correct consideration. F A Vv ° R i T Ls 
Y EE Reversible Ratchet 
District Chairmen 
PROVES M. F. McClane, Washington Co-Op- ow R —E ia Cc H € Ss 


erative Farmers Association, Seattle, 
7 . . . - 

Galvanized (ZINC-COATED) Sheets Washington, District No. 1. 

G. C. Heidinger, Stanolind Oil & Gas 


Stay Stronger Longer Company, Tulsa, Oklahoma, District No. 





> 


Herbert DeStaebler, Lambert Pharma 
cal Company, St. Louis, District No. 3 

William C. Orth, Rinshed-Mason Com- 
pany, Detroit, District No. 4. 

John Crawford, Sun Life Assurance 
Company of Canada, Ltd., Montreal, Dis- 
trict No. 5. 

Milton R. Maddux, The Philip Carey 
Manufacturing Company, Cincinnati, Dis- 





1 34 YEARS... . Erected in 1913, and ga Sg Ml | ; | | 

i,j covered with heavy-gauge galva- red Ee Lind, Louisiana Coca-Cola Skillfully designed to provide switt, 
nized sheets, this Tennessee con- Bottling Company, New Orleans, Dis- non-slip turning action for all American 

centrating plant of the A/Z Company, trict No. 7. Standard nuts and bolts up to 1% inch. 

is still in excellent condition after more J. A 


than 3 decades of service. Painted 


pany, Retsof, N. Y.. District No. 8 interchangeable ... each head fits two 
with Gray Metallic Zinc Paint in 1932. ) : tig 


. Cooney, International Salt Com- | Steel heads are reversible . . . quickly 
Daniel G. Donovan, Pepperell Manu- different size nuts. Allows instant change 











; , : in direction without turning wrench 
- facturing Company, Boston, District No. = | 

Q over. 
' | | ‘ —_ om al It s no wonder that the Favorite has 
ba cope: (1) Serve as liaison between gained top favor wherever better tools 
cy — N.A.P.A. Committee on Education and are found. For faster, more effective 
" local associations. wrench work...Use Favorite, the 
coon (2) Work with the Educational Com- | “double header” wrench. For more par- 
mittees of local associations in their re- ticulars write Dept. 42 for descriptive 

ous spective districts, making certain that literature. 











7 


material developed by the National Com- 


In building for the future, look mittee is made available and properly | Me}: a. [ae a! 7 a ode. aa ore 


used by the local assoc iations 


































to the past for proof of a build- (3) Be familiar with purchasing edu- North Wales, Pa. 
ing material's strength . . . du- cational activities of universities end 
rability . . . service. With gal- schools in the respective districts, and 
vanized (zinc-coated) roofing be responsible for bringing material of 
poe siding, you get the strength the National Committee to such institu 
of steel .. . the rust protection aie thr rest the loc al associations. 
: (4) Sub written reports to the Dis 
of Zinc. So for low-cost, long- Pigs oa epee oy to the Di 
: : F tric ouncils, and atten oun 
time service, choose the build- oy SS Seen Sey Se r j 
: ’ ings when requested by the District Vice 
ing material that’s proved by ty Th, 7 
TIME itself . . . galvanized he hrwads o the BOLT 
sheets. Send coupon for infor- Consultants dth Treacle f the NUT 
mation about Zinc and how it Donald G. Clark, Gulf Oil Corporation, a 
can help keep your buildings Pittsburgh. of 
and equipment stronger longer. F. Albert Hayes, Bigelow-Sanford CLARK Bros 
( arpet ( ompany, Ni« WW York ees © ee PRODUCTS 
INS a i Stuart F. Heinritz, PurcHAsING Mag: | 
CY Th Seal of Quality” is - : ’ , 7 
6 ee eae guide to pore ll in zine, New York 
COATING buying galvanized sheets. Ho rd T. Lewis. Har . aa = 
A eee «A It means they carry at least ay o LAWS, arvard University, 
Ca 2 oz. of Zinc per sq. ft. Cambridge, Mass 
Clyde H. Porter, Alabama By-Prod 
cts _orpor: ion 4 ing ; 
AMERICAN ZINC INSTITUTE 1 be rj rati n, Birmingham. . 
Xoyal \. Roberts, School of Business 
Room 2611 « 35 E. Wacker Dr. Chicago 1, Ill. ao age University of California. 
serkele Vv, Cal. 
FREE BOOKLETS! | “isis: Stier, vvivea States Gypsum 
pee ee a Company, Chicago. 
! Charles L. Sheldo Hood R ” Such scientific production 
1 Send me without cost or obligation the ( Memon Wate wins ‘Mase } Rubbes It . Bs ted 
! illustrated booklets I have checked. i EHO 2 i Se results in uninterrupte 
: a 4 Rect. |  H. Weaver, Union Oil Company of production and a constant 
Repair Manual on Galvanized Rool- | California, Los Angeles. : : 
' O “a and Siding Scope: (1) Re peo mee nd projects that | eer oee ig — 
: (J Facts about Galvanized Sheets the Committee on Education should pur N gy Fee tyrt 
i : suc ufs, oiTs crews 
t | ae | 
; OC a Paint to Protec , (2) [Individually comment on any phase j Made by = 
: of the educational activities that could be 
Name — r improved. 
1 _ . . . 
: Address a re. : sg Bec case views, when requested by LARK ROS OLT 0 
! i the Chairman of the Policy Committee 
! Town__ ___ State ee = and by any one of the Chairmen of the 
: ae Pe Development Sub-Committees. 
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You Furnish the 


STEEL 
LYON will make 








»~++ ON STANDARD PRODUCTS LISTED BELOW 
~+- ON CONTRACT PRODUCTION OF SHEET 
STEEL ITEMS IN GAUGES FROM 8 TO 30 


Here’s how you can speed up plant expansion, 
boost production, or turn surplus steel inventory 
into cash. 

(1) If you can supply us with 12 to 24 gauge 
sheet steel, we will supply you pound for pound 
with any selection of Lyon standard products now 


assemblies, or parts in gauges No. 8 and lighter 
up to No. 30. ... Write or phone your nearest 
Lyon dealer or district office. 

LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1233 Monroe Avenue « Aurora, Illinois 
Lyon Production run quantities, assemblies, sub- Branches and Dealers in All Principal Cities 


in production. 


(2) We will manufacture to specifications, in 





A PARTIAL LIST OF LYON PRODUCTS 


¢ Shelving ¢ Kitchen Cabinets e Filing Cabinets e Storage Cabinetse Conveyors e¢Tool Stands Flat Drawer Files 
e Lockers *Display Equipment ¢Cabinet Benches ¢Bench Drawers eShop Boxes Service Carts ¢Tool Trays «Tool Boxes 
e Wood Working Benches * Hanging Cabinets «Folding Chairs eWork Benches e¢Bar Racks e¢Hopper Bins «Desks ¢ Sorting Files 


e Economy Locker Racks «Welding Benches «Drawing Tables © Drawer Units © Bin Units e Parts Cases ® Stools ¢lroning Tables 
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HEYWOOD- 
WAKEFIELD 


i BAd 


EST. 1826 











HEYWOOD-WAKEFIELD COMPANY 


GARDNER, 


MASSACHUSETTS 
































No more need to search in several files for purchasing data. 
Complete facts on each item are concentrated in one easy- 
to-find, easy-to-maintain Kardex visible record. 


Note the signals on these special folders. They provide 
thorough and accurate purchase order follow-up. 














ODAY’S conditions demand tighter-than-ever centrol of pur- 

chasing, to prevent oversights and assure our ability to keep 
delivery promises,” says the Heywood-Wakefield Company, famous 
century-old maker of furniture, railway seating and other equip- 
ment. “With products as diverse as ours, each requiring many differ- 
ent materials and component parts, we find our Kardex Purchase 
History and Quotation Record tremendously helpful. Complete data 
on any individual item can be found in a few seconds, all in one 
convenient visible record which lists suppliers, past purchases and 
quotations.” 


FOLLOW-UP FOLDERS—A FURTHER AID 


Current transactions are controlled through Heywood-Wakefield’s 
use Of Remington Rand follow-up folders with visible signals that 
call attention to any purchase that is falling behind schedule. Requi- 
sition, correspondence, acknowledgments, receiving notices for 
partial shipments, etc., are kept in the same folder, thus facilitating 
follow-up action. 


This is just one example of how Remington Rand systems tech- 
niques can be applied—and profitably —to present business prob- 
lems. You'll find dozens of other constructive Suggestions in the 
book offered below. May we send you a copy? 


y and tHe FIRST name 
IN BUSINESS SYSTEMS 






l 
SYSTEMS DIVISION | 
315 FOURTH AVE « NEW YORK 10 | 
Send, free, a copy of “Purchasing Depart- 
ment Records and Routines.” (X 541A) | 

| 


- oh NAME TITLE 
Valuable information 
— Free — Send Today ADDRESS_ oT 





Be ) 









Monthly 


FORMS FORUM 


Storeroom Requisition and Purchasing Department Requisition 
used by United Engineering Company — Purchase Order 


Numbers Assigned to Buyers in Lots of 100 


T 
he accompanying group of 


Allotment Sheet Gives Record of Use 


The two types of requisition forms i 








































forms is Fletcher is assistant purchasing agent at 
used by the purchasing department of | Alameda. The various buyers are special- use are reproduced. One of these is the 
the United Engineering Company, San ists in their respective departments, <nd Storeroom Requisition, and the other is 
francisco, Calif., and was supplied for the organization processes approximate.y the Purchasing Department Requisition. 
use in the Forum by R. H. Sherwood 40,000 purchase orders annually. 
issistant to the Purchasing agent. Purchase order numbers are ass-gned How Handled 
rhe United Engineering Company is the various buyers in groups of 100 The former originates with and is ap- 
’ 7 ; a ee er. ee 
engaged primarily in ship repair and numbers, on four pages with 25 num proved by a Craft foreman, who, inci- 
conversions, with main office and shops bers on each (reproduced). The ailot- dentally, as a rule is not authorized to 
in San francisco, and shipyard and dry ment sheet, which is letter size, also jon Purchase Requisitions. The Store- 
docks at Alameda, Calif. It is wholly carries a column for showing ee room requisition passes to the Stores 
: tion number, the department requisitic n- a : : 
owned subsidiary of the Matson Navi- ; . I ‘4 oe Department to ascertain if material is 
ing the material and name of requi1 ‘ : : 
gation Company ; : available from stock. Any material not 
; tioner, the job on which the material is mr ; - Purcl 
Ce ES er eae en = 7 sire available is transferred to a Purchase 
lhe purchasing department is under to be used. and the name of the “Vendor mithaal aed a 
1, O aes : : oa 99 oR : . \equisition which 1s sent direct to the 
the direction of M. H. LaRue, and its or Material.” There are five blank lines ! 
. yurchasinoe — . —_ P oousy 
personnel includes 13 men and 12 girls, at the bottom of the page for recording Purchasing Department for handling. 
" . : » rahe > - © eatin ae . ¢ ve 
in the San Francisco and Alameda of- pertinent information. Each buyer com Purchase Requisitions call for approval 
ees. Mr. Sherwood acts as assistant to pletes the information on the form as by one of various persons whose names 
Mr. LaRue in the former, and Tom an order is placed (Please turn to page 268) 
{| 
FORM NO. M-92 A (S625C 44613 - 545) 
1) STOREROOM REQUISITION _ = P a 
1] OAAIGOIOINATIGANITonmomaa United Engineering Co. 
\| MAINTENANCE DIVISION 
| 
JOB OR ITEM 
i| DATE A/C NO NO. —e 
1] 
j} JOBS DRAW- 
|| TITLE - — S ING NO 
1} 
DATE FILLE 
_REQUIRED ——— — DELIVER TO ————— PY —______—_______ 
| QUAN DESCRIPTION WEIGHT STOCK NO UNIT PRICE | AMOUNT 





BEAR 


Ai 





wy - ' 
7’ wise x 4" 


de 


oy 





a 















APPROVED 
||_ BY 





MATERIAL 


REC. 


BY 






















ORIGINAL 






United Engineering Company’s Storeroom Requisition. Material Not Available from Stock 
is transferred to Purchase Requisition shown on following page. 


DECEMBER, 1947 















































(Continued from page 267) 
appear on a list of authorized signatures. 

Attention is particularly called to the 
reproduction of the purchase requisition. 


il be aca ey TAR PURCHASE ORDER AND REQUISITION NUMBER RECORD 
It will be noted that the form is mate- 

UNITED ENGINEERING COMPANY 
rially different from those generally used 


in industry. One unusual feature lies in 


PURCHASE OROERS J REQUISITIONS 


j 


the three columns on the right of the 





form under the heading “For Purchasing VESSEL OR Cg Bape sa 


Department Use Only” for showing the 


names of vendor Mr. Sherwood states 





that this featur is proved a timesaver, 
especially where several purchases must 

e made to complete one requisition 
\ll purchase requisitions are recorded 
in what is known as the “Requisition 
ter Book”, a1 that end all in 


coming requisitions are time stamped « 


1 
tne reverse side, and data sl wing date 


name of requisitioner, and the name of 








T T ] T { ith nN 18 4 
sign du how book. TI 
eq 11 ( ( i ¢ Tor 11 : P 
Purchase Order numbers are assigned to buyers in lots of 100. This record sheet 
rmatiol Ol if ip il equis re , 
pe shows requisitioning department, number of purchase order and supply source. 
ion route it delay to the ‘ 
buyer handling the or , , ; oe 
' a a py: pink, office copy; vellow, buyer's vendor; also, that it calls for four copies 
This form it will be noted provides “f ; ; ; 
' ; ' ' : orange, storekeeper’s copy; blue of invoices. 
rather complete recor t the what, wh sie Saale , . 
, ; a b file copy; green, receiving copy; and In addition to delivery instructions o1 
why, and where of t material requisi mie’ eee. ; a tage 
, ; e orange, expediter’s copy. A file is main face of purchase order, it is “subject t 
tioned ; in fact it is a purchase record for Nii +48 . 
, tained in the Purchasing Department ot terms and conditions printed on re- 
in addition to showing job, account, req ; ; ‘ . : ? ; , ‘ 
buyers’ copies, filed numerically, 100 t verse side hereof, or as otherwise indi 
wisitiwo}l lve . et =; ; ; hey : . Psi : ‘ aa ee 
11 , a folder. This ties in wit the assign cated by an “x in box below. Phe 
it Call ‘ i suppliers ‘ ‘ . : ' ‘ a ‘ . ‘ ° 
’ ’ .-, ‘ ment of purchase order numbers to the ix below this instruction provides lot 
and also price informatiotr < ; 
buyers, and the file of course corresponds terms and conditions on “attached ad- 
The Purchase Order with the numbers furnished to a buyer. denda only 
Purchase orders are made up in set It will be noted that the purchase order 
: ‘ , . ; TERMS AND CONDITIONS 
t eight, on electric typewriters, in th can be used as a Confirmatory order 
following distribution and color scheme form, per check box on upper left of 1. DEFINITIONS. As used herein: t! 
Dw ite ne tor vendor, and an extra sheet below space for showing name of Please turn to page 270) 





PURCHASING DEPARTMENT REQUISITION 
CC ) UNITED ENGINEERING COMPANY TH NOT A fF 
QS vars MAINTENANCE Div ¥ ’ 
6M 





PURCHASING DEPT. COPY 








The Purchasing Department Requisition has space for “Purchasing Department Use 
Only”. It is stated that this feature has proved a timesaver especially where several 
purchases must be made to complete one requisition. 
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ECHA PROCESS AND FALTORY CUANTMENTS 
uw HAAN ICAL 
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| | PROCEDURE | 
| 
| ; a | GLOBE-WERNICKE ! 
| 
COMPANY 
- MIMEOGRAPH DUPLICATED 
PROCESS SHEETS 
' 
| 
\ 
\ 
\ 


help cut costs and speed production of paper work for 
leading office equipment manufacturer 


The Globe-Wernicke Company, Cincin- 
nati, makers of office equipment, did a lot 
of thinking about paper work—and they 
called in our duplicating experts, too. 

The joint results are shown on paper in 
the flow chart above—which also shows 
how the operation process and routing stand- 
ards sheet keys production control for Globe- 
Wernicke with remarkable savings in the 
cost of paper work! 

Here’s why Globe-Wernicke chose the 


Mimeograph brand duplicator todo the job! 





pon today. 


The Mimeograph brand duplicator 


is made by 


A. B. Dick Company, Chicago 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, 
Chicago, registered in the U. S. Patent Office. 





Read how Mimeograph brand duplicator and supplies 


of the Globe-Wernicke process 
sheet problem— including the flow 
chart reproduced above — plus 
samples of the finished forms and 
the Mimeograph brand die-im- 
pressed stencil that did the work. 
It's free! Clip and mail the cou- 








Greater speed of paper work production at 


far lower cost. 


Clear, readable black-and-white copy in 
non-smudging ink to stand up and stay 
readable under factory conditions. 

Standard form die impressed into 
Mimeograph brand stencil. All copies identi- 
cal—whether a hundred, a thousand or more 
are run. Only one proofreading required. 

Standards information, required by Cost, 
Estimating, Mechanical Engineering, Stand- 


ards, and Process Engineering Departments, 


sheet problem. 





NAME 


ADDRESS 


. 
7 
7 
. 
. 
. 
. 
. 
. 
7 
. 
. 
7 
° 


| —e 


Globe-Wernicke Company, 

Cincinnati, large manufacturer 
of office equipment, makes a 
line of more than 4000 items. 


clobs 


Jetting 








Service 


can be blocked out of copies for Proauction 
Department where such data is not needed, 

Completed stencil with added information 
can be filed and re-used,as is,or with changes. 

It all adds up to a better, more efficient 
job for a lot less money. ‘ 

And that is what Mimeograph duplica- 
tion and our trained duplicating experts 
have done and are doing for many leaders 
in many industries. Call the nearest dis- 
tributor, or write us direct, for help on 
your specific problems. 


1947, A.8 OMPANY 


eee eeeeee eee ee eee eee eee eee eee eseeeeeeeeeeeee 


A. B. DICK COMPANY, P-1247 
720 West Jackson Boulevard, Chicago 64, Illinois 


Send me a copy of your case study of the Globe-Wernicke process 


STATE_ 
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Boxed clause on face of purchase 
order states that it is subject to Terms 
and Conditions on reverse side (these 
are reproduced) or as otherwise indi- 
cated by an “X” in box below. 

The box provides that “Order sub- 
ject to terms and conditions per at- 
tached addenda only.” 

It will be noted that purchase order 
provides check space for indicating 
whether it is a confirmation or new 
order. 


term “Purchaser” means United Engi 


neering Company; the term “Vendor’ 


means the person, firm or corporation 
from whom the merchandise described 
on this orde r has beet ordered ; the tern 
“merchandise” includes all necessary 
work performed by the Vendor under 
the terms of this ord vath betore an 

after delivery to Purchaser 

2 INSPE( | ION \] 1M rchandise ad 


scribed herein is subject to the inspec 
tion of Purchaser upon arrival at des 
tination, even though payment may have 
been made for the same prior to sucl 


arrival. If upon such inspection, whicl 


shall be made within a reasonable tim: 


after delivery of the merchandise, th 
same proves not to coniorm to the re 
quirements of this order, the Purchaser 


shall be 
merchandise and return the same to t 
Vendor, Vendor shall re 


fund to Purchaser any part ot the 


entitled to reject the defective 


whereupon thx 
pur 
chase price theretofore paid for said d 
fective merchandise together with all 
charges incurred by Purchaser for trans 


portation, handling and storag¢ 


3. PATENTS. Vendor shall save harn 

less and indemnify Purchaser from and 
against any claims and demands for in 
fringement of patents covering the whol: 
or any portion of the merchandise speci 


fied in this ordet 


4. LIABILITY. Vendor shall save harn 
less and indemnify Purchaser from and 
against all claims, suits (including coun 
suits, 


sel fees and other expenses of 


whether groundless or not), judgments 
und awards on account of any damage 
to property or injury (including death) 
to persons (including any damage or in- 
jury to the property or person of any 


employee of Vendor or of Purchaser) 


which may be caused or be alleged to 


have been caused in whole or im part 
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or which may occur or be alleged t 
have occurred due to the negligence o1 
Vendor, in connectio1 


services rendered by 


other tault of the 
vith any work o1 
e Vendor tn performance of this order 

provided, however, that nothing herein 
ontained shall relieve the Vendor fron 
liability to which Vendor may _ be 


iby e¢ t by la \\ 


5. DISCOUNTS 


discount terms of payment on invoices 


Vendor shall state its 


Cash discount periods shall begin from 
date not earlier than the date Purchase: 
eceives correct invoice, and bill of lading 


= re nt 
express receipt 


6 HANDLING AND PACKING 
CHARGES. Purchaser will pay no 
harge for packing, loading or draying 

for packing cases, reels; drums, or 


other extras, unless otherwise specified 


he Tact ol this orde r 


47. DELAYS IN SHIPMENT 


hall advise 


Vendor 
immediately of any short 
ige or delay in shipment. Purchaser re- 
serves the right to cancel irom this 
order any items not delivered or shipped 
ithin the time specified. Purchaser may, 
it its option, accept delayed deliveries 
rom Vendor 


its right to 


without thereby waiving 


demand strict compliance 
vith the delivery schedule set forth on 
this order with respect to all other deliv- 
eries. Vendor shall not substitute or 
back order without prior written consent 


ot Purchaset 


8 BILLS OF LADING. Vendor shall 
mal promptly to Purchaser signed bills 
of lading or signed express receipt for 
each car or part of car or shipment, 
showing number of packages or pieces, 
car number, routing, weight and through 
rate to destination; and also full specifi- 


cations or loading tally showing number 


5 OO0000000000000004 
SHFHFHFFF HSE Sooo eoos 





of packages numbered consecutively, and 


contents of each. 


9. DEFAULT. 


fault by Vendor hereunder the 


In the event of any cde 

Purchas 

er may, in addition to any other rem- 

edies which it has at law, terminate this 

order forthwith upon written notice to 

Vendor. The following shall constitute 
events of default upon this order 

(a) Failure of Vendor in any respect 

to use due diligence in proceeding 

with the performance of the work 

required, or failure to perform any 

of the covenants on its part to be 

performed hereunder 

(b) The filing by Vendor of a petition 

in bankruptcy or for reorganiza 

\ct or 

the entry of an order upon peti 


tion under the Bankruptcy 


tion against Vendor adjudicating 
Vendor a bankrupt, or the ap 
pointment of a receiver of Vendor 
or any property belonging to Ven 
dor necessary for the performances 
of its obligations under this pur- 
chase order; 

(c) The failure of Vendor to pay when 
due any charge for labor, mate- 
rial or services incurred in con- 
nection with work under this or 
der. 


10. ASSIGNMENT. Vendor shall not 
assign this order nor any monies duc 
or to become due hereunder, without 
prior written consent of Purchaser, and 
any attempted assignment without con- 
void. No 


sight drafts for purchaser will be hon 


sent of Purchaser shall be 


ored 


11. COMPLIANCE WITH LAWS 

AND REGULATIONS. In the execu- 

tion of this agreement Vendor agrees to 
(Please turn to page 280) 
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Crane’s.....the enduring OfGark in 


Many an early American clock still 
strikes the hours with rare fidelity. An 
object of beauty and utility, ut ts also 
an expression of craftsmanship, the 
pride of the maker still attested by his 
name on the dial or by a label pasted 





on the inside of the case. 


If we counted the hours since the Crane 
mills were established, the figure would 
be rather impressive. Continuously, 
since 1801. we have been making fine 
papers of cotton and linen fibres only 
and watermarking each sheet with the 
name of Crane. This continuity and 
this fidelity to the highest standard of 
quality give Crane’s Papers a difference 
and distinction that make them highly 
desirable for business and personal cor- 
respondence, social formsand needs, and 
for matters of importance that you 
would protect against time itself. When 
next you buy paper, we 

suggest you look for the 

mark of Crane by hold- 

ing the sheet of paper 

against the light. 


Cranes 


CRANES 
FINE PAPERS 


MACE IN DALTON, MASSACHUSETTS 


SINCE 1801 








page 268) 


Boxed clause on face of purchase 
order states that it is subject to Terms 
and Conditions on reverse side (these 
are reproduced) or as otherwise indi- 
cated by an “X” in box below. 

The box provides that “Order sub- 
ject to terms and conditions per at- 
tached addenda only.” 

It will be noted that purchase order 
provides check space for indicating 
whether it is a confirmation or new 
order. 


8 

term “Purchaser” means United Engi 
neering Company; the term “Vendor” 
means the person, firm or corporation 
from whom the merchandise described 
on this order has been le red: the tern 
“merchandise” includes all necessary 
work performed Vendor under 
the terms of this order both before an 
after delivery to Purchaser 

2. INSPECTION. All merchandise ce 
scribed herein is subject to the inspe 


tion of Purchaser upon arrival at des 


tination, even though payment may have 


been made for the same prior to sucl 


arrival. If upon such inspection, whicl 


shall be made within a reasonable tim: 
after delivery of the merchandise, the 
same proves not to coniorm to the re 


quirements of this Purchaser 
shall be 
merchandise and 


\ endo! 
fund to 


entitled to detective 


return the same to the 


whereupon the Vendor shall re 


Purchaser any part of the pur 
said de 


with all 


chase price theretotore paid tor 


fective merchandise toget 
charges incurred by Purchaser for trans 


portation, handling and storag¢ 


3. PATENTS. Vendor 


less and indemnify Purchaser 


shall save harm 
from and 
against any claims and demands for in 
fringement of patents covering the wholk 
or any portion of the merchandise speci 


fied in this ordet 


4. LIABILITY 


less and indemnify 


Vendor shall save harm 


Purchaser from and 


against all claims, suits (including coun- 


sel fees and other suits, 


expenses of 


whether groundless or not), judgments 
and awards on account of any damage 
to property or injury (including death) 


to persons (including any damage or in- 


jury to the property or person of any 


employee of Vendor or of Purchaser) 


which may be caused or be alleged to 
have been caused in whole or im part 
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by, or which may occur or be alleged t 


have occurred due to the negligence o1 


other fault of the Vendor, in connection 
vith any work or services rendered by 
e Vendor in performance of this order : 
provided, however, that nothing herein 


ntained shall relieve the Vendor fron 
ny lability to which Vendor may _ be 
ubject by law 

DISCOUNTS. Vendor shall state its 
discount terms of payment on invoices 


Cash discount periods shall begin from 


date not earlier than the date Purchaser 


eceives correct invoice, and bill of lading 


eXpress rect Ipt 


6 HANDLING 
CHARGES 


harge for 


AND PACKING 
Purchaser will pay no 
draying 


pat king, loading Or 


for packing cases, reels: drums, o1 
ther extras, unless otherwise specified 
m the tace ot this order 
7. DELAYS IN SHIPMENT. Vendor 


all advise immediately of any short 


ige or delay in shipment. Purchaser re- 


serves the right to cancel from this 


order any items not delivered or shipped 


ithin the time specified. Purchaser may, 


it its option, accept delayed deliveries 
om Vendor without thereby waiving 
its right to demand strict compliance 


with the delivery schedule set forth on 


this order with respect to all other deliv- 


eries. Vendor shall not substitute or 
back order without prior written consent 
* Purchaser 

8 BILLS OF LADING. Vendor shall 


mail promptly to Purchaser signed bills 


of lading or signed express receipt for 


each car or part of car or shipment, 
showing number of packages or pieces, 
car number, routing, weight and through 
rate to destination; and also full specifi- 


cations or loading tally showing number 





of packages numbered consecutively, and 


contents of each. 


9. DEFAULT. In the 


fault by 


event o!f any ce 


Vendor hereunder the Purchas 


er may, in addition to any other rem- 


edies which it has at law, terminate this 
order forthwith upon written notice to 
Vendor. The following shall constitute 
events of default upon this order 


a) Failure of Vendor in any respect 

to use due diligence in proceeding 

with the performance of the work 
required, or failure to perform any 
of the covenants on its part to be 
performed hereunder 

(b) The filing by Vendor of a petition 

reorganiza 


Kc t o1 
upon 


in bankruptcy or for 
tion under the Bankruptcy 
order 


the entry of an peti 


tion against Vendor adjudicating 


Vendor a bankrupt, or the ap 
pointment of a receiver of Vendor 
or any property belonging to Ven 
dor necessary for the performancs 
under 


of its obligations this pur 


chase order Pr 


The failure of Vendor to pay when 
due any charge for labor, mate- 
rial or services incurred in con- 
nection with work under this or 


der. 


10. ASSIGNMENT. 
this 
become 


Vendor shall not 


assign order nor any monies due 


or to due hereunder, without 
prior written consent of Purchaser, and 
any attempted assignment without con- 
shall be void. No 


sight drafts for purchaser will be hon 


sent of Purchaser 


ored. 


11. COMPLIANCE WITH LAWS 
AND REGULATIONS. In the execu- 


tion of this agreement Vendor agrees to 
(Please turn to page 280) 
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Crane.....the 


Many an early American clock still 

strikes the hours with rare fidelity. An 

object of beauty and utility, ut ts also 

an expression of craftsmanship, the 

pride of the maker still attested by his 

name on the dial or by a label pasted 
on the inside of the case. 


If we counted the hours since the Crane 
mills were established, the figure would 
be rather impressive. Continuously, 
since 1801, we have been making fine 
papers of cotton and linen fibres only 
and watermarking each sheet with the 
name of Crane. This continuity and 
this fidelity to the highest standard of 
quality give Crane’s Papers a difference 
and distinction that make them highly 
desirable for business and personal cor- 
respondence, social formsand needs, and 
for matters of —— that you 
would protect against time itself. When 
next you buy paper, we 

suggest you look for the 

mark of Crane by hold- 

ing the sheet of paper 

against the light. 


CRANES 
FINE PAPERS 


MACE IN DALTON, MASSACHUSETTS 
SINCE 1801 
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FLEX-SEAT ARM CHAIR ADDED 
TO COLE-CHROME LINE 
The Cole Steel Equipment Co., Inc., 
285 Madison Avenue, N.Y. has added the 
#4000 Flex-Seat arm chair to its line of 
Cole-Chrome tubular furniture 





The chair is constructed of heavy gauge 
steel tubing that is triple 
] 


plated with copper, nickel and cl 


furniture grad 


rome tor 
extra serviceability. No-sag springs and 


vinyl coate simulated leather that will 


not scuff or scratch, resists stain, repels 
water, is washable and wipes clean easily, 
is incorporated in every chair. A choice 
of brown, green, red or blue upholstery 


is available 
Overall dimensions are 31” high, 21” 


wide and 22” deey 


ELECTRIC ERASING MACHINE 
ANNOUNCED BY BRUNING 


Illustration shows improved hollow 
shaft electric erasing machine being in- 
troduced by the Charles , ‘O.. 
Inc., 4754 Montross Avenue, Chicago, 
Ill. Use of the eraser is claimed to as- 


sure clean, smooth erasut 





drawings, copy, etc., in a matter of sec- 
onds. Erasures may be inserted through 
either end of the hollow shaft, a simple 
draw ring on chuck firmly holding the 
erasure in position. The tool is equipped 
with an especially 
type motor, plus nose bearing 
in rubber which makes 
ning and vibration free 


induction 
mounted 
for quiet run- 
service. It op- 
(Please turn to page 276) 


designed 
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EXPORT AGENTS 


American Paper Exports, Ir New York, U. S. A, 
Cable Address: APEXINC—New York 


If our distributors cannot supply your immediate needs, we solicit your patience. There will be ample 
Levelcoat Printing Papers for your requirements when our plans for increased production can be realized. 





KIMBERLY-CLARK CORPORATION - 


122 East 42nd Street, NEW YORK 17 
155 Sansome Street, SAN FRANCISCO 4 


NEENAH, WISCONSIN 


8 South Michigan Avenue, CHICAGO 3 
22 Marietta Street, N. W., ATLANTA 3 
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1. Monotone 


0 One-color printing 


0 Two-color printing 





four-color process printing 





of Paper 





Test your word knowledge 


and Printing 





2. Receptivity 


O How paper takes and holds ink 





3. Cunit 


1 100 cubic feet of pulpwood 


O 100 reams of paper 
0 100 tons of pulp 








Ilow paper absorbs moisture 


0 How paper receives coating 
* 
oO 
7 
* 


Seasons 


Greetings 


eeer7 =~ 19048 


4. Italic Type 


i) 
Tr 
i) 
WJ 





ANSWERS 


] Monotone is the word to desig- 
nate one-color printing. Whether 
you print in monotone or four-color 
letterpress, smooth, lustrous Level- 
coat* printing papers give faithful. 
life-like reproduction. Levelcoat is 
uniform—ream after ream. 


2 Receptivity or Ink Affinity is 
the term used to denote 
printing paper takes and holds the 
ink. And you find this quality in a 
superlative degree in Levelcoat print- 
ing papers. Try one of these fine coated 
papers for your next printing job. 


how 


Cunit is 100 solid cubic feet of 

pulpwood. And to get the best 
available pulpwood for Levelcoat, 
Kimberly-Clark cuts its own vast 
sprucelands by forestry methods 
that assure the constant high qual- 
ity of Levelcoat for years to come. 


4 Italic Type is type styled in 
1501 after the handwriting of 
Petrarch, father of the sonnet. And 
from one of Petrarch’s sonnets comes 
this holiday wish for you—that 
“rich your harvest of fair things may 
be” throughout the year to come. 


Type styled after Petrarch’s handw riting 
Type for printing only in Italian 
Roman type 


Se 


Levelcoat* printing papers 
are made in the following 
grades: Trufectt, Kimfectt, 
Multifectt and Rotofectt. 


* TRADEMARK 


A PRODUCT OF 


RESEARCH 


TT.M. REG. U.S. PAT. OFF 


KIMBERLY-CLARK 


NEENAH, WISCONSIN 










* 


PRINTING PAPERS 


CORPORATION 


* 1872—SEVENTY-FIVE YEARS OF FINE PAPERMAKING—1947 
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“Tigi 
init’ ale 


[priests G40, sore 


tay 


arranger. 











You can TASTE the difference! 





ENVELOPES 


Manufactured by SHEPPARD ENVELOPE CO. 


One Envelope Terrace 
WORCESTER 4, MASS. phone 2-4674 





PURCHASING 


(Continued from page 274) 
erates on 110-115 volts, ac, 50 or 60 
cycle. The die-cast aluminum alloy hous- 
ing weighing only 20 ounces. Packed 
with each erasing machine are three 7” 
erasers; one for erasing ink or pencil; 
a soft, pliable eraser for removing pencil 
lines from tracing paper; and a slightly 
gritty eraser for heavy abrasive erasing. 


a 
COPY-CRAFT INC. OPENS BRANCH 
IN PHILADELPHIA 


Copy-Craft, Inc., distributors of car- 
bon paper and typewriter ribbons an 
nounces the appointment of George | 





George L. Cole 


Cole as manager of a new branch office 
and warehouse at 45 South Front Street, 
Philadelphia, Pa. Mr. Cole formerly was 
associated with the F. S. Webster Co 


roe € 


DEBONAIRE POSTURE CHAIR 


Here’s something new in the line of 
posture chairs for the business and ex 
ecutive office. It is the Domore Model 


+72 known as the Debonaire. Though it 





retains all desired postural features, it is 
featured by clean lines and freedom from 
gadgets. 

The streamlined base is formed of sheet 
steel, insulated to eliminate objectionable 
noise; contains especially designed bear- 
ings in which a hardened steel spindle ro 
tates; and is available with or without 
stainless steel decks. The upper structure 
is of Domore Ply-Craft. No metal in the 
upper structure touches the hands or body 
when chair is being used or moved. The 
chair is available in a variety of finishes 
and upholstery materials. 


(Please turn to page 278) 








BER, 1947 


Christmas 1947 





hat better time than Christmas 
for ederu American to reaffirm 
his faith in God and emulate the 
Great builders of our nation— 
(od-fearing men—twho turned to praver for guid- 
ance and inspiration.) Only through praver 
and faith can te assure the continuance of freedom 
without fear—tolerance without turannu—democ- 
racu and lasting world peace.@y Without the 
worship of God, life is stark. On this Christmas 
Day, let us humblu pau homage to Christ whe 
humbled himself for mankind. @& Let us resolve, 
through Christian fellowship, to do our part to 
maintain the rich heritage of our country and to 
help those less fortunate peoples of the world. 
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SECTIONAL OFFICE FURNITURE IN 
LEATHER 

Three new deluxe sectional pieces of 

over-stuffed leather covered furniture 

shown in the accompanying illustration, 





are announced by Cardinal Sales, Inc 

5031 W. Madison St., Chicago, Ill. Also 
availible in the same styling are a club 
chair and davenport. The set is featured 
by the factor ot separation which makes 
possible different arrangements for con- 
venient placement and decor. All pieces 
have double coned springs, hand tied and 
knotted with 6-ply twine, and ginned moss 
filling. The pieces are available in top 
grain or machine buff leathers and Good 


"21 é 
Il plastic material 


" v ¥ 


DUPLICATING PROCESS PROVIDES 
FIVE COLORS IN ONE PRINTING 


n addition to the production of 200 
more clean, legible copies in six 


ites from masters made on glossy 
paper with special carbon paper, the 
Speedliner direct process spirit dupli- 
cator made by the Speedliner Corpora- 
ol 6 South State street ( icago, 
kes possible the production of litera- 

t r forms in five different lors in 
printing. This is accomplished by 


ly changing the carbon. Coptes from 
tcard size to 8&8 x 14 tt an be 


y¥ FY 7 
PORTABLE WATER COOLER 


[he accompanying illustration shows 
ortable water cooler developed by the 
Norge Division of the Borg-Warner 
Corp., Detroit, Mich. The unit is powered 
electrically, compact and may be moved 
easily from one room to another, simply 





being plugged-in to the most convenient 
electrical outlet. It will cool 50 cups of 
water an hour. The cooler is styled to 


hold one-, two-, three ol five-gallon 


bottles, though the water reservoir alone 
will hold more than one gallon of water. 
The unit is 22” wide, 14” high and 1214” 
deep. Its net weight is 56 Ibs 


(Please turn to page 280 
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howM MITRE hte S2ves\ you money 





You can spend a lot of money on “rec- 
ord-hunting’’—but not with Uarco 
Business Forms! Here’s why: 

1. Uarco forms produce up to 20 
copies so that each department 
may have its own—always close 
at hand. 

2. Information may be blocked out 
on certain copies so that each de- 
partment sees only the facts that 
concern it—no wasted reading. 

3. Copies may be consecutively 
numbered—no looking through 
piles of papers to find the one 
you're after. 





SINGLE SET FORMS = CONTINUOUS-STRIP FORMS 


FOR TYPEWRITTEN AND BUSINESS MACHINE RECORDS 


Minimum writing 


Minimum handling 





Minimum looking 


with UARCO Business Forms 


But that’s not all! A single writing pro- 
duces all the copies—then a simple oper- 
ation separates them for distribution. 
That's true of any Uarco Business Form, 
And it makes no difference whether 
your records are hand written, typed, 
or produced on business machines! 
Call your Uarco Representative for a 
survey of your needs. There is no obli- 
gation—and he'll soon determine the 
best forms for you. UARCO INcor- 
PORATED, Ill.; 


Chicago, Cleveland, 


Ohio; Oakland, Calif.; Deep River, 
Conn. Offices in All Principal Cities. 


{INCORPORATE DO 





| 
For instance... 


Uarco Multi-Fold Continuous Forms cut 
writing and handling time by continuously 
feeding the typewriter while the girl 
types. Equally effective on billing, book- 
keeping, or any business writing machines, 
Multi-Fold Forms put an end to wasteful 
carbon shuffling. 


AUTOGRAPHIC REGISTERS 
AND REGISTER FORMS 
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THIS BOOK CAN 
7-018 ee 40) 88 (0) ba 


This tough, workable thin paper 
is highly recommended for Air 
Mail letterheads, office’ corre- 
spondence, advertising folders, 
booklets, etc. Available in white, 
six colors, and three finishes. 
Why not investigate this top qual- 
ity line of Thin Paper by writing 
for this book today ¢ 


IDNALTEAN UUM SKIT 


Is Stocked by Good 
Merchants in Every Paper Center 


MILLERS FALLS PAPER CO. 


MILLERS FALLS, MASS. 





PURCHASING 


(Forms Forum continued from page 270) 




















THE MODERN PLASTIC 

TYPE CLEANER THAT 
PRESERVES THE LIFE OF 
YOUR BUSINESS MACHINES 


= FAN 
= PLASTIC Type 
CLEANER 
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USED BY BUSINESS FIRMS 
THROUGHOUT THE WORLD! 


International Business Machines 
Metropolitan Life Insurance Co. 
Prudential Life Insurance Co. 
Eastman Kodak Co. 

Western Electric 

Cheney Silks 

Texas Oil Co. 


AT YOUR STATIONERS... 
Or WRITE... 





NORTA DISTRIBUTING CO. 


1123 Broadway York 1 
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This hectographed “Advance Delivery Notice” is used to speed up information 
ond instructions to the shinoing and receiving departments. 


comply with, and make all stipulctions 


and representations required by appli 
able Federal, state and local laws, regu 
lations and requirements of cny depart 
ment, bureau, or other government agen 


cy 


12. PURCHASER’S RIGHTS AND 
REMEDIES. Nothing herein contained 
shall be construed to limit the rights and 
remedies to which the Purchaser may be 


entitled at law. 


13. NO ORAL REPRESENTATIONS 
Unless otherwise indicated on the facts 
of this purchase order, the foregoing 
terms and conditions and those stated ot 
referred to, by wey of addition, on the 
face of this purchase ordcr comprise the 
entire agreement between the parties 
hereto and no variation from the same 
hall be valid unless made in writing b 


tween the parties subsequent lereto 


14. ACCEPTANCE. In accepting this 


ordcr Vendor agrees to all of the terms 


] 


and conditions applicable hereto 


Interoffice Form 


\nother interesting form is the “Ad- 
vance Delivery Notice” interoffice form 
This is a hectographed form which is 
used to speed up information and instruc- 
tions to the shipping and receiving de 
partments, and is generally used when 
for some reason the typing of the pur 


chase order may be delaye: 


e F 


V. DOYNO MADE FRIDEN 
CHICAGO SALES MANAGER 


Victor Doyno, member of the Friden 
Calculating Mechine Company's Chicago 
organization, has been appointed sales 
he Chicago group. An 
nouncement is also made of the appoint- 
ment of Wm. Croxton as mcnager of the 
Hammond, Inc., territory 

(Please turn to page 282) 
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The 4 most common typing faults 


.-- and how fo avoid them! 


Ie Gg Ee OT 





NORMAN SAKSVIG, authority on speed 
techniques and former champion,comments 
on the correct techniques pictured below... 


awe 
eee 


To illustrate common 
typing faults, Mr. 


Saksvig posed as above 








“GOOD POSTURE saves 
backache, eyestrain, and 
fatigue. Feet firm, back 
supported, wrists slanted, fin- 
gers curved, eyes on copy.” 





“CORRECT FINGERING 
means ‘hugging the keys.’ 
Avoid raising hands above 
keyboard, which causes 
fatigue, loss of speed.” 






“WRISTS relaxed and 
slanted about parallel with 
keyboard; fingers should be 
curved and resting lightly 
on the guide keys.” 


“START carriage with crisp 
throw, let momentum do the 
rest. Return left hand to 
guide keys. Don’t look away 
from copy.” 
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TRY SMITH CORONA’S AUTOMATIC MARGIN SET 


With one hand, as shown, set both time. See this ‘line of light’ photo of 
right and left margins with flick of operation-one hand, both margins 
the index finger...it’s fast (actually set, hand back on keyboard. Figure 
less than one second) yet simple. Saves that saving in a day’s typing! 


The only office typewriter with this exclusive feature 


T WILL pay you to ask for demonstration of this 
unique Automatic Margin Set. 


Also, see how quickly tabulator stops are set and cleared, 
how accurately the ratchet release operates, how closely 
the feed rolls grip the paper. In short, discover not only — 


the speed, but the easy action and complete equipment 


of this finely-engineered machine. 
OFFICE TYPEWRITERS 


Makers also of famous Smith-Corona Portable Typewriters, Adding Machines, 
Vivid Duplicators & Typebar Brand Ribbons & Carbons. 


Any Smith-Corona branch office or dealer can give you 
the story. 


IC SMITH & CORONA TYPEWRITERS INC SYRACUSE IN \ 
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There's one $:9 48:0 4 machine 


for every numbering job 





Over 50 vears of experience has given us the “know-how 










to solve any problem of numbering whether it 1n- 
volves a hand, typographic, stamping or embossing 
operation. Let us advise you on your 


Weill 


tell you the right machine to use 


numbering proble 
ROBERTS 


AUTOMATIC NUMBERING 
MACHINE FOR 
STAMPING METAL 


——— _) 


ROBERTS +43 
Consecutively numbers all metal, 
hard rubber, fibre, leather 

or wooden parts. May be 
operated in any punch, 

screw or lever press. 
Unconditionally guaranteed. 


for your particular purpose. 






SEND 
FOR 
CATALOG 





ROBERTS NUMBERING MACHINE CO. 


703 JAMAICA AVENUE BROOKLYN 8, NEW YORK 





















Sales Promotion 


SALES PROMOTIONS that sing require a 
paper that’s in tune—yet sounds a dif- 
ferent note each time. Here’s where 
your printer comes in. He can tell you 
about a paper that can’t be matched for 
distinction and versatility. He knows 
paper... handles it... works with it 
every day. He’s an expert. You can take 
his word for it when he recommends 








, ace 
Rising a sao an 
hite v Inexpensv® to match in 5 3! 
‘ ‘ 
J New prilliant a: : ravure 


Rising Paper Company, Housatonic, Mass. 


The First Step to Distinctive 








PURCHASING 


CABINET WHEELDEX WITH 
DROP LEAF 


New streamlined cabinet file, with drop- 
leaf attachment on the side for use as a 
work surface, has been introduced by the 
Wheeldex Manufacturing Co., 63 Park 
Row, New York, N.Y. This file is avail 
able in six different colors including 





Streamlined Wheeldex with dropleaf 
attachment 


cream, green and reception room red. 

The company also announces, a 15,000 
card capacity wheel in a cabinet unit, 
and the addition of four new portable 
models, making eight portables in capaci- 
ties from 1000 to 4000 cards 


2 F 
A. B. DICK CO. STARTS WORK ON 
NEW PLANT 
Ground was recently broken in Niles, 


lll., for the construction of a new pant 
by A. B. Dick Company, manufacturers 
of Mimeograph brand products for sten 
cil duplication. The company plans to be 
settled in the one-story plant by the sum 
mer of 1949 

The move will combine under one roof 
the general offices and the manufacturing 
processes now handled in the Jackson 
Boulevard and Lake Street (Chicago) 
plants. 


. 2s 


DESK TRAY WITH DEVICE FOR 
LIFTING PAPERS 


Desk tray offered by the Victor Safe 
and Equipment Co., Inc., Tonawanda, 


N. Y., has a device that lifts papers for 





easy removal by user. The “lifter” at the 
front of the tray is pressed and the papers 
pop up into outstretched fingers. Papers 
can be stacked to any height, and user 
gets them all at once. The tray is made 
of heavy steel, and is equipped with re- 
silient rubber feet to discourage sliding 
and to protect desk top. 
(Please turn to page 284) 
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WG; ~“ SECTIONAL POST BINDER 


ENDLOCK—STYLE CMJ. Binding: 
Extra Heavy Blue State Canvas, Red 
Leather Corners; black Duco metal 
parts; piano hinge; end caps of 
highly nickel plated steel. 







4 Federbush Winners! 


From the smallest pocket memo to your master 


tedger, Federbush products have the 


qualities of champions .. . finest materials a SECTIONAL POST BINDER 
TOPLOCK—STYLE FRB. Binding: 
... careful workmanship ... attention FoR Gh Sateen Saeeey Seee 


tooled; seasoned, heavy binder 
board with rounded corners; end 


to utility. Immediately available caps of high nickel plated steel. 


from stock. Packed 2 to a box. 


SECTIONAL POST BINDER 


TOPLOCK—STYLE FR. Binding: 
Fine Grede Bive Slate Canvas, Red 
Leather Corners; medium weight When It Co _— 


binder board with rounded corners; 
end caps of highly nickel plated 


wh Binders — Come 

= SECTIONAL POST BINDER to Binder Headquarters 
KNOBLOCK—STYLE PEM. Bind- 

ing: Full Black Levant Grain Imita- oo ce OF Write for 
tion Leather; stainless steel metal 

rims; metal parts black Japanned; Our Complete 


piano hinge; end caps of highly 


nickel plated steel. Catalog. 
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Prominent Users of Strathmore Letterhead Papers, No. 74 of a Series 
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Pecause prestige LS important 


C Me SHOREHAM 


uses STRATHMORE 


Daily, The Shoreham corresponds with distinguished men and women 
...Visiting royalty, statesmen, members of the diplomatic corps, as well 
as Americans of means, taste and importance. It is no mere accident 
that The Shoreham uses Strathmore for its letterhead to express the 
quality of its service, the meticulous attention it gives to every detail. 
The feel and appearance of fastidiousness in the paper, the illustration 
of this beautiful hotel in a well balanced, engraved design, the crispness 


of the typewriting, convey Shoreham standards at once. 


What does your letterhead do to express your business? It is the first 
and continuing impression your correspondents receive. Make sure it 


is the best possible by specifying a Strathmore letterhead paper. 


Strathmore Letterhead Papers: Strathmore Parchment, Strathmore Script, 


Thistlemark Bond, Alexandra Brilliant, Bay Path Bond, Strathmore Bond. 


STRATHMORE 2: 223: 


Strathmore Paper Company, West Springfield, Massachusetts 





PURCHASING 


POST ANNOUNCES 1948 
WEEKLY WALL CALENDAR 


The Federick Post Company, P. O. 
Box 803, Chicago, IIl., is now accepting 
requests for free copies of it’s popular 
Weekly Wall Calendar for 1948. The 
calendar features the weekly dates in 
large numerals, the current month and 
the previous and succeeding months on 
each sheet. 

“Steam Shovel at Work” is the theme 
of an interesting pictorial presentation 
in six color tone effects. 


e 2T F 


DICTATION WIRE RECORDER 


Illustration shows the Peirce Dictation 
Wire Recorder, a portable unit weighing 
30 pounds being produced for office dic- 





The recorder may also be used for 
inventory taking, sales meetings, con- 
ference proceedings, etc 


tation and transcription. Adaptation of 
this wartime development to office use is 
made possible by a clutch which permits 
frequent and immediate change-over from 
the listening position to the recording po- 
sition without breaking the wire. Foot- 
control leaves the stenographer’s hands 
free to type. A spool of wire holds one 
hour’s conversation. The machine is pro 
duced by the Peirce Wire Recorder 
Corporation, 1328 Sherman Street, Evan 
ston, Ill 


, 7 ¢ 


SHEET OF CARBON PAPER 
USED 120 TIMES 


The Allied Carbon & Ribbon Mfg. 
Corp., 165 Duane St., New York, N. Y., 
has introduced Flagship carbon paper, 
which is termed a metallic back, non- 
curl processed carbon paper. It is_re- 
ported that a typist using one sheet of 
Flagship at the recent business show in 
New York, typed 120 single-spaced full 
pages, making one carbon copy. The mak- 
ers state that the back of the sheet is 
located with a metallic plating and re- 
inforced with cellulose acetate for 
strength and pliability, and that this 
structure in combination with special 
tissues and fine pigment produces a car- 
bon paper which doesn’t curl, and is 
unaffected by heat, cold, moisture or 
dryness. The metallic back is declared 
to resist stenciling through under the im- 
pact of typewriter keys. 


(Please turn to page 28 
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"Thank Goodness Youre My Wife- = 
Not Our Furchasi ng Agerit ‘ 














The Boss: What’s wrong with the office furniture we 
have now? 


Mrs. B.: Nothing IF you want to look 20 years be- 
hind the times. Marge has the same desk J had 


before I married you and you know how long ago ciate a well furnished homey office. And I’ll bet 
that was. you a new fur coat they’d turn out more work, too. 
The Boss: I’ll admit the original investment and The Boss: Employee Relations, eh? Hadn’t thought 


of it that way. Might be a good invest- 
ment at that. 


depreciation has been written off. But why do you 
insist on wood desks and chairs? 


Mrs. B.: Cost of refurnishing is low when 


Mrs. B.: Good employee relations as well as customer é 
- you spread it out ... wood costs no more. 


relations, my love. Don’t you enjoy the warmth 
The Boss: You seem to know so much about 
3t—how about coming back to be my 
purchasing agent? 


and richness of wood in your own office? Aren’t 


you a fiend for good looking furniture ct heme’ 





: But this is an office, not a home. , , 
The Bess: Mrs. B.: Who bought everything when you first went 
Mrs. B.: Look, you spend almost as much time here in business? Before you had 500 employees. If it 


as you do at home. (Who would know better than hadn’t been for me... 


I?) And so do the rest of the staff. They’d appre- The Boss: |’m not so dumb. I married you, dear! 


Mrs. B.: Never mind the flattery. You send Marge 
downtown to look over the new furniture. 


The Boss: Marge, you heard what the ‘‘Boss’’ 
ORME ..« « 


For better employee and customer relations .. . 
furnish in WOOD for everybody. See your 
office equipment dealer. 


bod. OFFICE FURNITURE /nséituze, 


America’s leading manufacturers of commercial 
desks and chairs . . . cooperating in product 
research and development .. . in the interest of 
greater office beauty and comfort. 





Their symbol ...is your guarantee of master craftsmanship and quality, 














We are National 


HEADQUARTERS 


© 
SPECIAL PURPOSE STAMPING INKS 
for non-absorbent surfaces 
CEL-WAX INK « OPAQUE INK 
INDELIBLE INKS 
Made by skilled specialists who 
have made this a lifelong pro- 
fession and whose formulae and 


methods are strictly modern and 
progressive. 


ALSO 
“ ~ 
Stamp Pads and 
Stamp Pad Inks 
Office Machine Oil 


WRITE FOR DETAILS 


LUTHER Wh & STAMP PAD C0. 


Fulton and First Streets 
ear oe 


Phone 








RIBBONS 

CARBONS 

Duplicating 
Supplies 


For those 
who prefer the best 


BROOKLYN 





SERVICE ANNIVERSARIES AT 
ROYAL TYPEWRITER COMPANY 


long service anniversaries were re- 
cently celebrated by several members of 
the Royal Typewriter Company. 

Heading the list is New York branch 
manager John H. Forshay, who was ten- 
dered a dinner on the occasion of his 35th 
year with the company and presented with 
gifts from his salesmen and other asso 
ciates. Mr. Forshay began with the com 
pany as a bookkeeper in 1912 

Henry J. Hart, general superintendent 
of the Royal factory, who has completed 
recipient of a gold 
watch, presented by vice-president C. B 
Cook. Mr. Hart joined Royal as a tool 
designer in the drafting room. 


30 years, was the 


\lso celebrating his 30th anniversary 
was H 


He started as a collection correspondent, 


\. Way, secretary of the company 


and has been secretary for the past 21 
years. Two other 30-year men are John 
Kloski, assembling supervisor at the fac 
tory, and Z. B. Burket, Pittsburgh credit 
manager. Mr. Kloski, who began as a 
drafting apprentice, received a gold watch 
on behalf of the company, in addition to 
gifts from the factory management. Mr 
Burket, who started as Pittsburgh cash 
ier in 1917, 


burgh organizatio1 


was honored by the Pitts 
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SHALLCROSS INTRODUCES “BLACK 
VELVET STENCIL” 


\ black stencil, bearing the tradename 
“Black Velvet Stencil” is being intro 
duced by The Shallcross Company, Phila 
lelphia 43, Pa. It comes in two grades 
one on prewar imported tissue, and th 
economy number which is made of hig! 
grade domestic tissue. The stencils art 
ready for use as taken from the pack 
age. Because of the density of color which 
gives better visibility and proofing, the 


stencils are not suitable for tracing, 


though suitable for signatures and ruling 
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WEST COAST ENVELOPE 
MANUFACTURERS COMBINE 


[Two of the leading west coast en 
velope manufacturers, The Envelope Cot 
poration of San Francisco and the Coast 
Envelope and Leather Products of Los 
Angeles, have combined to operate as on 
company, known as the Coast Envelope 
Company. Combined manufacturing facili 
ties, which include those of the California 
Envelope Company acquired four years 
ago, give the new firm a capacity that is 
said to be comparable to leading manu 
facturers in other parts of the country 
The leather products department of the 
Los Angeles factory has been set up as 
Activities of the de- 
partment will be handled from there. 
Operations in both plants will continue 
with no changes in the 


a separate operati« mn 


personnel of 
either plant. Bert Clifford is general man 
ager in charge of operations; Herbert 
Kelly, credit manager and comptroller, 
and Tom Donahue sales manager for 
northern California area. 


PURCHASING 


PRODUCTION CONTROL WITH 
PUNCHED-CARD METHODS 


planning, efficient machine 
loading, minimum inventory investment, 
full utilization of facilities—these are the 
objectives of the methods described in 
new 42-page book, “Production Control 
With Punched Card Methods”, published 
by Tabulating Machines Division, Rem- 
ington Rand Inc., 315 Fourth Ave., New 
York 10, N. , ¢ 


Four Sections 


Realistic 


Engineering, Planning 
and Materials Control, Scheduling, Prog- 
ress—describe procedures and show 18 
tabulated reports which keep management 
fully informed of plant operations. Other 
sections picture and _ briefly describe 
punched-card accounting machines, and 
outline steps in the installation of a 
punched-card production control system. 
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L. V. BURTON NAMED DIRECTOR OF 
PACKAGING INSTITUTE 


Dr. Laurence V. Burton, who has been 
editor of Food Industries for the past 17 
years, has been named executive director 


Laurence V. Burton 


, 342 Madison 


Prior to be- 


Packaging Institute, Inc 

nue New York, N y 
oming associated with Food Industries 

1928, Dr. Burton, who was lecturer 
mn Bacteriology, University of Illinois 
in 1915, served in the Food and Nutrition 
Section of Sanitary Corps in World War 
was in charge of Illinois [Inspection 
National Canners Association, 
assistant to general superintendent, Libby, 
McNeill & Libby, Chicago, and was plant 
Foulds Milling Co., Franklin, 
Ind., 1924-1928. In all of these activities 

} had packag- 


[istrict 


Manager, 


he has ad an active interest 


Tu 
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ST. REGIS ACQUIRES ELLSWORTH 
FOREST PRODUCTS CORPORATION 


Roy K. Ferguson, president of the 
St. Regis Paper Company, hzs announced 
acquisition by St. Regis of all outstand- 
ing stock of the Ellsworth Forest Prod- 
ucts Corporation, of Ellsworth, Maine. 
The purchase increased by 82,000 acres 
St. Regis’ timberland holdings in the 
State of Maine and brought the com- 
pany’s total in the United States and 
Canada to more than 1,700,000 acres. 
Ellsworth Forest Products will be op- 
erated by St. Regis as a wholly-owned 
subsidiary. The newly-acquired company, 
incorporated in 1930, has been using 
some of its timber for pulpwood, as well 


(Please turn to page 289) 












Chromium body protects the channel 
against grit and dust to insure clog-free 
performance. Super-hardened steel, pre- 
cision engineered to last a lifetime! 

Load a Swingline stapler with 100% 
round wire Swingline staples, and you 


have the speediest, most efficient stapling 


STAPLES 





LONG 
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SWINGLINE STAPLES are 100% 
round wire, pre-tested to insure rapid-fire 
el-tar Sigel ilelsMmelale Mel Lolo bn ig-1-Mmeolailola Me lsMme lab] 
standard stapler. Look for the red, white 
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STAPLERS | 


SFTEED PROGUCTS COMPANY, INC,, 


Pewee Cet wea, Mm. OY 





... and it loads quicker, works slicker... because of its Open Channel! 








Ecusta Fapers 
Make Letterheads Loop 


IMPORTANT 





FINE FLAX WRITING LINEN FLAX WRITING 
A, FINE FLAX AIR MAIL 
7 
* FLAX-OPAKE BIBLE AND PRINTING PAPERS 


BOXED TYPEWRITER PAPERS 


Ecusta ‘Paper Corporation 


PISGAH FOREST, NORTH CAROLINA 
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(Continued from page 286) 
some of its timber for pulpwood, as well 
as conducting a lumber business. It op- 
erates sawmills at Lead Mountain and 
Waltham, Maine, and a planer mill at 
Ellsworth Falls. St. Regis will utilize 
the pulpwood from the new holdings for 
the manufacture of printing, publication 
and converting papers in its mill at 
Bucksport, Me. The Ellsworth company 
will broaden its activities by means of 
a sizable pulpwood operation, together 
with a continuation of its lumber busi 


ness. 
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LABELS FOR CORRECTING 
DITTO-DUPLICATING ERRORS 


Litho-coated Kum-Kleen labels for the 
correction errors made in typing the 
litho-coated and carbon master used to 


Ditto 
announced by 
Corp., 36 W 
When typing 
the master is 


reproduce 
duplicating 


duplicate copies in a 
machine, are 
Avery Adhesive Label 
Union St., Pasadena, Calif. 
removed 
litho-coated 
mistake 
After 
typewriter 
correction is typed, the 


error is made, 


trom the machine and a 


Kum-Kleen is affixed over the 


simply with a finger tip pressure. 
the master is replaced im the 
and the 
is deposited in the 


label. The 


moisture and 


carbon 
position on the 
labels are unaffected by 
maker states they 
m indefinitely. The 
used in the Ditto 
or blocking out 


proper 


will stay 
labels may also be 
masking 
portions of the master 
desired to reproduce only a 


process for 


, 
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CUMMINS BUSINESS MACHINES 
MARKS 60TH ANNIVERSARY 
Cummins Business Machines Corpora 
tion, 4740 Ravenswood 
manufacturers of 


Avenue, Chicago, 


perforating, endorsing 


and signing machines, marked its sixtieth 
birthday on November 15th. The com- 
pany was organized in 1887 as the Hill 
Manufacturing Company by Benjamin F. 
Cummins, later the B. F. 
Company and the 
Company, 


Cummins 
Perforator 
marking new de- 
velopment and expansion. 

( Please 


Cummins 
each change 


turn to page 290) 





Last year’s letters, vouchers. 


active than you realize. 


nvoices, 





etc., < > more 


In most offices, 10 of all 


reference 1s to papers no longer in’ current file s 


That's why you need Oxford I iles, to provide instant 


reference to these papers, 


Got instant roferonce w: 
Oxford 


TT) 


FILES 


STEEL FRONT MODEL 


With steel front and rim, for servicing your 
more active transferred papers, and for front 
office appearance. They stack and lock into solid 
batteries that look just like your current files. 


STEEL CLAD MODEL 


This file has the same steel collar on the shell 
and the same simple drawer assembly as the Steel 
front model, but is lower priced because of the 
economy of the board front. 


STANDARD MODEL 


The all-corrugated board file, that gives you 
the same instant reference, at rock-bottom cost. 
No steel front, but plenty of service! Both models 
made in 12 sizes, for all commonly used office 
records. 

Buy Oxford Files from your office supply 
dealer, or return the coupon, for descriptive cir- 
cular and prices. 





Oxford Filing Supply Co., Inc. 
341 Morgan Avenue, Brooklyn 6, N. Y. 


Please send circular and prices on 


Oxford Files 





Company 


Address 








Name of Individual 
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at lowest cost. 


STEEL FRO 


Letters 

Legal or Cap Siz 
Invoices, 2 rows 8x5 
Checks or Vouch 
Checks or Vouch 
Tabulating Card 
5x8 Cards or Form 
4x6 Cards (2 row 
3x5 Cards (2 rows 
Deposit Slips 
5'2x8'2 of 6x9 Form 
Ledger Sheets, (2xi2 
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Letters 
Legal or Cap Size 
Invoices, 2 row 
Checks or Vouc 
Checks or Vouc 
Checks or Vouchers 
Tabulating Cards 
5x8 Cards or Forms 
4x6 Cards (2 rows 
3x5 Cards (2 rows 
Deposit Slips 

2x8'2 or 6x9 Forms 
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Withholding Tax Forms 


Best of all for YOU! Federal, State 
and Social Security all in one swift 
operation. Send for new samples and 
our schedule of prices. 
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Cre 


SS1B Federal Forms 
Employees W-4 Forms on Card 
Kraft W-2 Window Envelopes 


CRe 


We also manufacture all types of con- 
tinuous and REDIFIXT One-time carbon 
forms, on the latest post war Rotary 
Equipment. 


WRITE FOR DETAILS 
ON YOUR LETTERHEAD 


CONSOLIDATED 


Business Systems, Inc. 
Dept. 006 
30 Vesey Street New York City 7 























Fidelity Onion Skin 


Clearcopy Onion Skin 


Superior Manifold 


) MIC tol aE Sattbeloiatbabale ml Oren 
irners Falls, Ma: 











INCREASED OFFICE COSTS 


The American Management Associa- 
tion, 330 West 42nd Street, New York, 
reports that a survey of its membership 
revealed a rise in office costs from 90 
to 100 per cent in recent years but con- 
siderable differences of opinion over the 
causes. Most offices surveyed reportea 
increase in the volume of work was re- 
sponsible for a measure of the increase. 
Some companies attributed cost rises in 
addition to changes in work attitudes, 
loosened work standards, faulty methods, 
high material costs and lowered standards 
of administration 
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NEW TOOL FOR MOISTENING AND 
SEALING ENVELOPES 
Illustration shows the “Magic Mailer”, 
new office device produced by the Haldon 
Manufacturing Co., Inc., 837 N. La Cie- 





nega Blyd., Los Angeles, Calif., for clos- 
ing envelopes. By sliding an envelope 
through the unit from right to left it is 
moistened and sealed, ready for stamping 
\ section of the felt moistening wick is 
exposed and serves as a stamp moistener 
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SUPPLEMENT TO DIRECTORY 
OF COMMODITY SPECIFICATIONS 


\ Supplement to the National Direc 
tory of Commodity Specifications has 
been announced by the Naticnal Bureau 
of Standards. The 1945 edition of the 
Directory with this Supplement provites 
a complete listing, by name, designating 
number, and issuing or sponsoring or 
ganization, of all the standards, specifi- 
cations, and methods of test in general 
use for commodities produced in or pur- 
chased by this country. These publica- 
tions, which were prepared to meet the 
growing demand for an up-to-date au- 
thoritative compilation of such data, also 
include many items that are not strictly 
commodity specifications but closely re 
lated information essential to most users. 
Each specification, of which there are 
44,000, is briefly summarized as to tech 
nical characteristics, scope, and special 
applications. 

It has become widely recognized, es- 
pecially by large organizations and pur- 
chasing agents, that the most logical way 
to achieve economy in purchasing is 
through the use of dependable specifica- 
tions. Only by means of a well formula- 
ted specification containing definite, con- 
cise, and complete statements concerning 
a product, can the buyer accurately pre 
sent his requirements to the seller. Pur- 
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chasing by specifications thus provides a 
workable system whereby both produc- 
tion and distribution can be coordinated 
to their mutual benefit in supplying the 
consumer. 

The material in the Directory and 
Supplement is especially coordinated for 
the use of new manufacturers who need 
detailed information concerning finished 
goods, or practical data on available ma- 
terials. It is equally valuable to old, es- 
tablished manufacturers who desire to in- 
troduce new products or to use materials 
with which they are not familiar. 

The same convenient decimal system 
of commodity classification used in the 
Directory has been carried out in the 
Supplement, with some additions to take 
care of new materials. This system aids 
bodies that formulate specifications by 
informing them concerning previous 
standards, thus avoiding unnecessary du- 
plication. An extensive alphabetical index 
lists individual items under their various 
trade and technical names in order to 
facilitate the ready location of any item. 
\ list of addresses of the issuing or 
sponsoring organizations is also provide’, 
from whom copies of the standards and 
specifications may be obtained. 

Copies of the Directory (Miscellaneous 
Publication M178) and its Supplement 
may ke obtained for $4.00 and $2.25, re- 
spectively, from the Superintendent of 
Documents, Government Printing Of- 
fice, Washington 25, D. C. 
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CAPITALIZING ON RESEARCH 
TO MINIMIZE DEPRESSIONS 


Harry M. Nordberg, postage mete: 
sales manager of Pitney-Bowes, Inc 
Stamford, Conn., told the annual meet 
ing of the Office Equipment Manufa 
turers Institute that “a courageous man 
agement use of the findings of m rket 
research can do much to help minimize 
business recessions of the future and 
thus contribute directly to a_ stabiliza 
tion of the dynamic economic systen 
call free enterprise.” 

Speaking at the Statler Hotel, Was] 
ington, the recently elected chairman of 
the Institute’s market research commit- 
tee stressed the use of scientific sales 
forecasting as a means of leveling out 
the peaks and valleys of companies’ 
sales, helping top management main- 
tain steadier employment programs, <n 
cutting distribution costs where, he said. 
major reductions are yet to be made 

The Stamford sales executive remind- 
ed his audience of ranking officials oi 
the country’s leading business machines 
manufacturers that it was the office 
equipment industry that pioneered such 
modern selling techniques as sales qu 
tas, direct mail advertising, sa'esmen 
training, sales leadership clubs and con 
tests and other features now taken for 
granted in business and industry 

He advocated an extraordinary em 
phasis at this time on an extended us: 
of sales forecasting—both nationally and 
by individual sales territories—as a 
means of expanding sales and production, 
reducing prices and stabilizing employ- 
ment at high levels. 
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Underwood Corporation 


Typewriters ... Adding Machines .. . Account- 
ing Machines ce. Carbon Paper eee Ribbons 
and other Supplies 
One Park Avenue New York 16, N. Y, 


Underwood Limited, 135 Victoria Street, 
Toronto 1, Canada 


Sales and Service Everywhere 
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Want to experience something excitingly 
new in typewriter performance? 


Something that gives you new speed, new 
accuracy in typing? Something that lends 
new comfort to busy typing fingers? 


Then try the new Underwood . . . with 
Rhythm Touch! 


Your fingers will glide over the keyboard 

. every key responds instantly . . . when 
you swing into smooth typing rhythm on 
Underwood’s new, perfectly-balanced key- 
board. 


This is the touch you have been looking 
for. Because . . . inaddition to a new smooth 
shift, personalized touch tuning, the famous 
Underwood front margin stops, and all the 
other popular Underwood advantages . . 
you'll enjoy new typing freedom with Rhythm 
Touch. 


Insist on the best . ..ask your boss to 
order a new Underwood. 


Underwood. TYPEWRITER LEADER OF THE WORLD 








Even 5 Page Patter 


FLY iors: 


...on regular y 
business stationery 





Air mail does not have to 
be “light weight’ mail. 5¢ flies an 
ounce... permitting 5 page letters on 
your regular letterhead paper*. You 
can continue to use your same busi- 
Mess stationery and still have your 
message carried the fastest way . . . by 
air. You can enhance these air-borne 
messages by placing them on papers 
made from new cotton fibres... “by 
Fox River’, Fox River PAPER Cor- 
PORATION, Appleton, Wisconsin. 


*20 pound weight 


OUR WATERMARK --l. 
is your quality guarantee. |, 
Look through the paper \J 

. see all three! 


100-75 

COTTON y] 50 or 25% 
COTTON 

FIBRE 


FIBRE 


Fox River” 


Cotton Fibre Bond, Ledger, Onion Skin 
“The more Cotton Fibre the Finer the Paper’’ 








INDUSTRIAL PIPE LINES SLOWLY 
FILLING-ACUTE SHORTAGES IN 
SOME LINES 


“A gradual but steady filling of the 
industrial pipe lines of distribution was 
evident during the year, accompanied by 
slowly rising prices”, declared Roland M. 
Brennan, purchasing officer, District of 
Columbia, Washington, D. C., in his an- 
nual report to the District Commission- 
ers. 

“This was reflected in the procure 
ment for District Agencies of commodi- 
ties and equipment of all kinds. How- 
ever, some acute shortages still exist 
and, from present indications, no balance 
between supply and demand can be ex- 
pected for several years,” he continued. 
“Sheet and strip carbon steel, certain 
kinds of textiles, coarse and fine, some 
chemicals, pipe, motor vehicles, electri 
cal supplies, high grade lumber and a 
few other high categories are still dif- 
ficult to obtain 

“Premiums are demanded for prod 
ucts and commodities in scarce supply, 
a situation that prevails in spite of un- 
precedented records. 

“Prices continue strong. Occasionally, 
however, we find a ray of sunshine in 
the clouds. For example in the paint 
materials field linseed oil of much better 
grade (pure) and turpentine are lower 
in price than was the case a year ago. 

“Recent bids for eight-inch gate valves 
for the Water Department were lower 
than last year and more bidders respond 
ed to our invitation to bid. Competition 
is improving in most categories al- 
though we are far from a normal stat 
of supply and demand so far as othe 
Inflationary 
forces are still active and some prices 


commodities are concerned. 


for the last quarter of the calendar year 
are still inching upward. When the crest 
will be reached is anyone’s guess.” 

Mr. Brennan reported that the total 
valuation of purchase orders placed by 
his department during the year ended 
June 30, 1947, 
exceeding the previous year by a mil 
lion dollars, and the year before by 
two million dollars. By taking advantag« 
of discounts, the District realized 
$5.700.00 over 


amounted to $7,208,361, 


$23,- 


573.76, an increase of 
last year. The District is exempt from 
the payment of Feder! excise and trans- 
portation taxes, on certain commodities, 
and further savings 
that exemption. 
During the year $168,702 was spent for 
surplus property. This is not indicative 
of the value received because a 40% 
discount from list price is granted by 
the WAA on purchases for public health, 
education and sanitation. In addition there 
were some cases of outright donation, 


accrued through 


and numerous cases where a discount of 
95% from list was allowed. Mr. Bren- 
nan states that a major part of the goods 
received “were either new or in very 
good condition.” In one instance a cafe- 
teria unit valued at $7,000 was obtained 
for $337.50. A reformatory received a 
Caterpillar diesel tractor and one mobile 
machine shop, valued at $20,000, as a 
donation. 


The Surplus Property Unit of the 
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public schools obtained by donation, 
thousands of dollars worth of machinery 
and equipment for shops and laboratories. 

During the year a total of 170 new 
motor vehicles was purchased at a cost 
of $365,000. These included 57 cuto- 
mobiles, 20 motorcycles, three ambu- 
lances, a school bus, five suburban carry- 
alls, one station wagon, two police pa- 
trols, 77 trucks of various types and 
three pieces of fire apparatus. 


New Products 


Mr. Brennan reported that consider- 
able new data had been added to the 
Purchasing Department’s new products 
file during the year, and that new sources 
of supply are constantly being added to 
the department’s qualified list of bidders 
in the interest of better competition. 

The “Manufacturers’ Catalog” library 
is being kept yp-to-date by replacements 
and additiofis. 

In the course of his report Mr. Bren- 
nan said: “One of the most difficult 
problems facing the office is the chronic 
practice of department heads to defer 
until the latter part of each fiscal year 
purchases which should have been made 
earlier. 

“Time and time again dep: rtment 
heads have been urged to anticipate their 
needs sufficiently in advance to permit 
of orderly procurement and planning, but 
little cooperation has been received. It 
is unfair to the office and certainly con- 
trary to good purchasing prictice. ***** 
This impairs efficiency of operation and 
could result in grave mistakes which 
take a good deal of time to correct. ‘f 
an improvement is not noted this year, 
it is my intention to recommend to the 
Commissioners that the Purchasing Of- 
ficer be authorized absolutely to refuse 
acceptance of belated requests for bids, 
unless a bona fide emergency exists. 

‘The Commissioners, the Budget Ot- 
ficer, and heads of departments can de 
pend on the Purchasing Division for in- 
formation and advice on the cost and 
availability of materials. We are set up 
to perform this service by records of 
commodity costs and studies of price 
trends, but it is not often that we are 
called upon to furnish this information 

“During the year the Purchasing Of 
ficer made a point of sending notices to 
the Commissioners, the Budget Officer 
and Heads of Departments, dealing with 
market conditions, commodity 
price trends and forecasts.” 


prices, 
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BOOKLET ON PRODUCTION OF 
WET STRENGTH PAPERS 


The Resinous Products & Chemicals 
Co., W. Washington Square, Philadel- 
phia, 5, Pa., has issued booklet entitled 
“The Uformites for Paper”, dealing with 
use of Uformite urea-formaldehyde resins 
for imparting wet strength to kraft, sul- 
fite, rag and groundwood pulp stock 
papers. The booklet discusses the history 
of wet strength in paper and its value 
in such applications as waterproof maps, 
paper towels, bags for chopped ice, moist 
fruit or vegetables, frozen foods and 
bottled beverages. ‘ 





th 


il- 





DECEMBER, 1947 293 







OR EASIER, 
BETTER POSTING... 


The new National Simplex Trays are made 
of aluminum ... light in weight . . . easy to 
handle. Open drop side for better visibility 
and offsetting of ledger cards. Modernly de- 
signed to be a credit to any office ...a joy to 


_ 
every operator. p> 
One all-purpose stand ... with a choice of =SN/ ATI Oo NALS= a 
9 adapter tops . . . accommodates different PIII VARA 
sized trays. Flush top is also available for a ~~ 


7 
office machine or table use. 





Indexes and a wide selection of stock forms 

of top NATIONAL quality round out the line. 
“EYE-EASE” 
paper shows figures 
clearly, cuts glare, min- 

imizes eyestrain, re- 
duces fatigue . . . means 
less errors and better i 
office operation. 


NATIONAL BLANK BOOK COMPANY “Wammnexcoyean 


HOLYOKE, MASSACHUSETTS 


See this new National equipment at your 


stationer’s and write us for folder MB-1, giv- 


ing sizes and complete details. 





NEW YORK CHICAGO BOSTON SAN FRANCISCO 





according to Capt Eddie 
pre sident and 


( 


: 1 
tor nea©riy iP ve rs, ne Was 


assistant 








} ° ™ ’ 
named General 
Eastern Air Lines, 
Rickenbacker, 


general manager of the 


L. J. Mcleod 
Purchasing Agent 


ompany. An employee of the company 


formerly 


L. J. Mcleod 
purchasing agent. Mr. McLeod 
will make his headquarters at the com 
pany’s operation and maintenance base 
at Miami, Fla., will direct the 
purchasing activities for the entire East 


where he 


ern Air Lines system which now serves 
77 cities in 24 states. He succeeds J. H 
Brock, who was recently appointed dire 
tor of industrial and pe 

Mr. McLeod joined the company in 
1933 as a stock clerk, and in 1935 was 
made a purchasing agent and transferred 
to Miami 


purchasing agent 


sonnel relations 


In 1938 he was made assistant 
From 1941 to 1945 he 
served with the navy in the Pacific. He 
held the 
aration from 


rank of Commander upon se] 


was awarded 
of Merit for exceptional sery 


service and 
the Legion 


ices in the Pacific campaigns. 

Vince Cada, Manager of Purchases, 
Eaton Manufacturing Co., was honored 
recently ilong wit! 59 other employees 


1 dinner in the Hotel 
Cleveland, Cleveland, O., in recognitic1 
of 5, 


watch 


of the company at 


+9 


years service He received a gold 


R. B. Kare, Director of Purchases of 
the Nation:| Drill & Tool Co., 
Rochester, Mich. will hereafter also direct 
purchasing for the Winter Brothers Com- 
pany, a subsidiary. The Winter Brothers 
department was 


| wist 


purchasing recently 
consolidated with that of the parent com- 
pany as part of the move of the general 
administrative offices to Rochester. E. E. 
Sell is Agent under Mr 


Kane 


Purchasing 
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Robert J. Koepp has been promoted to 
the post of Manager of 
the Pittsburgh Piping and 
Company, succeeding the late Karl F 
Fiegel. Mr. Koepp joined the company 
in 1912 in the auditing department and 
later was transferred to the pur- 
chasing department. He has been in the 
with the 
a vear and a half spent in the army dur 
ing World War I, 


that of 


Purchases for 
Equipment 


a yea 


department since, exception of 


his last position being 


Purcha. ing Agent 





George W. Hopkins has been appointed 
\gent for the Pittsburg] 
Company. Mr 


Purchasing 


Piping and Equipment 


Hopkins had been associated with the 
original Power Piping company from 
1918 to 1935, in a purchasing capacity 


and as secretary and sales manager. He 
with the Frick and Lindsay 
Purchasing department. H¢ 


Was also 
, 


Co. in their 
department 11 


' 
Sai CS 


transierred to the 


1941 


William L. Batt, 
supervisor of 


Miss 


stationery 


president, and 
Anna Fitzgerald, 
stores, oldest employees in point of serv 





Industries, Inc., are shown 


SKE 


here admiring 


Te I 
silver plates presented t 
them by the firm to mark the 40th an- 
niversary of their employment. Mr. Batt, 
vice chairman of the War Pro- 
Board, joined SKF October 1, 
1907, Miss Fitzgerald one week earlier 


wertime 
duction 


Kenneth W. Moore, Purchasing Agent 
of Chicago Title & Trust Co., has been 
appointed a vice-president of the organi- 
zation. 


Charles Minsker has returned as Assis- 
Agent under T. W. 
Arthur G. McKee Co. 
He had been buying for 


tant Purchasing 
Rutledge at the 
Cleveland, QO. 
the E. F. Hauserman Co. for the past 
three and a half years. 


’ 


Milton Roberts has been named Director 
of Purchasing for the Indian Motorcycle 
Co., Springfield, Mass., according to an 
announcement by Ralph B. Rogers, presi- 
dent. Mr. Roberts, formerly with the 


air conditioning division of R. B. Rogers 



















Milton Roberts 


Companies, Inc., which was recently 
on the board 


f directors of the company 


merged into Indian, is also 


Joseph Tamburro has been promoted to 
Assistant Purchasing Agent for Walter 
Kidde & Co., 


Bloomfield, N J 


Leo F. Collette, Purchasing Agent for 
Davidson Rubber Co., and a director of 
the New England Agents 
\ssociation, has been appointed instruct- 
or in Purchasing at the Northeastern 
University Evening School of Business, 
Mass. He succeeds Wyman § 
Randall, who has been named sales man- 
ager of Rust Craft Publishers, Inc 


Purchasing 


Boste mn, 


Schrafft & Sons 
Mass., is again conduct- 
Purchasing at 
Evening 


Robert H. Sibley, W. F. 
Corp., Boston, 
ing an evening course in 
College of 


Boston University 


Commerce. 


Myron Pasz has joined the Midwestern 
Rubber Co., Cleveland, O. as Purchasing 


Agent. He was graduated from Ohio 
State University last June. 
Edward E. Michaelson has heen named 


Purchasing Agent of Atlantic Wire Co., 
Bransford, Conn. 


William Lindersmith has been appointed 
Purchasing Agent and office manager 
for the South Seattle Foundry Co., Seat- 
tle, Wash. 


(Please turn to page 296) 
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Bearing Failures Down...Steel Production Up 


Sun "Job Proved’”’ Grease Increases Production 
by Cutting Bearing Failures 96% 


A steel mill was losing valuable pro- 
duction-time, and spending more 
than $20,000 a year, because bear- 
ings were burning out at an exces- 
sive rate. The grease in the bearings 
of table rolls carrying hot steel 
plates was melting and running out, 
owing to the reflected heat. Bear- 
ings burned out at the rate of five 
a week. Each bearing-replacement 
cost $80—not counting labor. 

A Sun Engineer was called in and 


SUN inpustriaAt propucts 


recommended a high-melting-point 
grease that had proved its ability 
under similar conditions in other 
mills. 

With this “Job Proved’? Sun 
Grease on the job, 96% of the bear- 
ing failures have been eliminated. 
A cash saving of over $19,000 a year 
has resulted, and additional profits 
have accrued from greater produc- 
tion, from power savings, and from 
lower grease costs. 


This case follows the pattern 
set in hundreds of plants where 
Sun industrial products have been 
adopted. In steel mills, paper 
mills, textile mills, mines, plants 
processing rubber, factories, ma- 
chine shops and power plants, you 
will find “Job Proved’’ Sun prod- 
ucts contributing to higher produc- 
tion and lower costs. For full 
information, call your Sun Engi- 
neer today or write Dept.\PU-12. 


SUN OIL COMPANY * Philadelphia 3, Pa, 
In Canada: Sun Oil Company, Ltd. 


Toronto and Montreal 





Charles R. Brown has succeeded Herman 
\gent of the 
Mills, Holyoke, Mass. 
Mr. Grasselt has assumed the position 
of assistant to the president and manager 
of the company’s mills at South Hadley 
Mass 


M. Grasselt as Purchasing 
American Tissue 


H. C. Phelps is now Purchasing Agent 
for the new Weyerhaeuser Lumber Mill 
at Springfield, Ore. He was formerly 
Agent at Willapa Harbor 
Raymond, Ore. R. A. Kamps 
has succeeded him 
\gent. 


Purchasing 
Lumber Co., 


there as Purchasing 


C. E. Marhaven, Western Electric Co.: 
Jack Merrow, International Harvester 
Co.; Austin T. Graves, Marshall Field 
& Co.; and Warren Kelly, Santa Fe 
Railroad, recently conferred with Mayor 
Kennelly of their ad- 
its tentative plans 


Chicago, offering 
vice to the city on 
for establishing 


partment 


central purchasing de 


Frank J. Crouch has 
Sydney W. 
for the Shepard 


Corporation, 


succeeded the late 
Purchasing Agent 
Niles Crane & Hoist 
Montour Falls, N. Y. Mr 


Crouch has been with the company since 


Jones as 


1914, serving in various capacities. Dur 
ing the last five years he was Assistant 


Purchasing Agent under Mr. Jones. 


C. F. Servais, Purchasing Agent at the 


Celanese Corporation plant in Rome, 


Ga., was recently awarded a gold watch 


in recognition of his twenty years’ serv- 
ice with the company. He joined the 
Rome plant in 1933. 


John Splain was recently sworn in by 
Mayor William O’Dwyer as Commission- 
er of Purchase for the City of New York. 
He had been serving as Commissioner 
of Public Works. William B. Rourke, 
Purchase Commissioner since last June, 
first deputy com- 
missionership. He is eligible for retire 
ment 


was returned to the 


Thomas L. Good has been named to head 
the purchasing department of the Ameri- 
can Instrument Co., Silver Spring, Md. 
He is in purchases for all 
plants of the company. Mr. Good joined 
the Aminco organization in 1945 and has 
He has had 
ten years purchasing experience with the 
company and other firms in the Wash- 
ington, D. C. area. He is member of 
the National Association of Purchasing 
\gents and a veteran of World War II. 


charge of 


served in various capacities 


Bruce L. Clark has been named Directo: 
of Purchases at the Medical College of 
Virginia, Richmond, Va 
ly administrator of Kings’ Daughters’ 
Hospital, Portsmouth, Va. Previous to 
that he was purchasing agent at Miami 
Valley Hospital, Dayton, O., and director 
of City Hospital, Parkersburg, W. Va. 
In his new position he will coordinate 
and direct the purchasing for both the 
hospital and college, working closely with 
the State Department of Purchasing. 


He wes former- 


296 


Sigmund W. Stewart has been named 
General Purchasing Agent and .J. M. 
Menk Assistant Generz! Purchasing 
\gent of the Vanadium Corporation of 
America, Niagara Falls, N. Y. Mr. 
Stewart was formerly assistant purchas- 
ing agent of the Continental Electric 
Co., Inc., and Mr. Menk was works ac- 
countant of the Vanadium Corpor: tion. 


T. Alspaugh is now Director of Pur- 
chases at the Toledo Scale Co., Toledo, 
O. He was formerly with R.C.A., Chi- 


cago, IIl. 


L. K. Hoxton has succeeded J. M. Claw- 
Assistant Purchasing Agent for 
the Newport News Shipbui‘ding and Dry 
Dock Company, in the New York city 


son cs 


J. M. Clawson 


office. Mr. Hoxton for a number of 
years was assistant purchasing agent of 
a subsidiary, The North Carolina Ship- 
building Company. Mr. Clawson retired 
from the company after 49 years’ serv 
ice, and will engage in business as a pur 
chasing consultant. 


Bernard G. Byrne has joined the Doric 
Manufacturing Co., Providence, R. I. as 
Furchasing Agent, director and treas 
urer. He was formerly associated with 
the New England Butt Co., 
in the same capacities. Mr 
member, past president, pcst national 
director of the Rhode Island Purchasing 
\gents Association and in 1941-42 served 


I N.A.P.A 


on tne 


Providence, 
Biyne is a 


executive committee of 
as vice-president of District 9 

Harry P. Zenger has joined the Brown 
Industries Co., 
president in charge of 
was formerly a 
Hardware Corp. 


Chicago, Ill. as vice 
purchasing. He 


buyer with the Ac 


C. V. Knutson has been named Directo: 
of Buying for the Western Auto Supply 
Co., Kansas City, Mo. Formerly assis- 
tant secretary and director of sales, Mr 
Knutson joined the company as a sales- 
man in the St. Paul store in 1924. After 
serving as store several 
super- 
management 


manager in 
became ret:il district 
visor in 1937, heading up 
of 19 stores. In 1942 he assisted the 
vice-president in establishing the pricing 
department of the 
headed until 1945. 


cities, he 


company, which he 


Joseph W. Schwalbach has been appointed 
Purchasing Agent of the B:rcalo Manu- 
facturing Co., Buffalo, N. Y., according 


to an announcement by Nelson M. 
Graves, president. He succeeds George 
D. Rutherford who was with the com- 
pany for 44 years, and purchasing agent 
for 19 years. Mr. Schwalbach is an 
Army Air Forces veteran who joined 
the company in 1946 and has been assis- 
tant purchasing agent since January of 
this year. Before his Army service, he 
was purchasing agent of the Buffalo 
Fire Appliance Co. 


MILTON EDWARD SIEBERT 


Milton Edward Siebert, a purchasing 
agent for the United Nations, died on 
October 12 at his home in Great Neck, 
N. Y. Mr. Siebert had served with the 
United States Treasury Procurement and 
the State of Pennsylvania. Following 
service in the navy during World War 
II, he joined the War Assets Adminis- 
tration, and later came to the United 
Nations under F. A. Mapes, Director of 
the Purchase and Supply Division. 





AMONG THE COMPANIES 
YOU BUY FROM 











New York, N. Y.—The Wm. Powell Co. 
S. H. Blackwood and T. J. Malone are 
now with the New York office at 50 
Church Street. Mr. Blackwood was for- 
merly with Mid-West Piping & Supply 
Co., and Mr. Malone was with the Crane 
Co. 


Milwaukee, Wis.—The Parker Appliance 
Co. The Morman Belting and Supply 
Co., 522 W. State St. has been desig- 
nated distributor of the Parker tube 
fittings, valves and accessories for hy- 
draulic and fluid-handling systems. 

Detroit, Mich.— Michigan 
C. H. Wills has 


sales manager. 


Abrasive Co. 


been named general 


Clevelard, O.—Champion Forge Co. 
Lester L. Reuse has been put in charge 
of sales. 


Pittsburgh, Pa.—Kennametal, Inc. Jer- 
ome G. Brady has been appointed tool 
engineer and representative in this dis 
trict. 


Syracuse, N. Y.—Kennametal, Inc. Lester 
Speickhoff has been named tool engineer 
and representative in this area. 


Cleveland, O.—Jack & Heintz Precision 
Industries, Inc. Frank R. Kohnstamm has 
joined the staff of the company as gen- 
manager. He formerly had 
been associated with Westinghouse Elec- 
tric Corp. in Cleveland and Mansfield, O., 
for the past 25 years, and most recently 


vith Baldwin Works. 


eral sales 


Locomotive 


Detroit, Mich—C. G. Hussey & Co. 
Crawford-Mazer, Inc., Fox Building, has 
been named sales agent for all Hussey 
copper and brass products in this terri- 
tory. 


(Please turn to page 300) 
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SHIELD BRAND 


The 'BUY”’ word for Production 


@ The quality, accuracy and uniformity of Shield Brand Tools is confirmed by the fact 


that for 66 years they have been used continuously in America’s leading mass pro- 
duction industries. Today they are specified and used wherever tough jobs demand top 
performance to secure low-cost production. Thus, Shield Brand is the Buy word most 
often used for drills, reamers, taps, dies, milling cutters and special tools. Leading 


Mill Supply Distributors from coast to coast will gladly supply your requirements. 


THE STANDARD JOOL (0. 


CLEVELAND, OHIO 


Warehouses: New York «+ Detroit + Chicago 

















Simplify requisitions, records, 


k keeping and inventory problems 


TANDARDIZE on Shield Brand Drills, 
Reamers, Taps, Dies, Milling Cutters and 
Special Tools. 

Shop requisitions will be simplified by the 
elimination of multiple names, and possibilities 
of annoying, time-taking errors reduced. Pur- 
chasing procedure will be streamlined and 
purchase records simplified and reduced in 


THE STANDARD JOOL (0. 


number. Stock keeping will require less time 
and space—often inventories of cutting tools can 
be reduced. 

Shield Brand Tools are supplied coast to coast 
by leading Mill Supply Distributors. 

In efficient, uniform low-cost performance these 
tools are admitted tops. We welcome your in- 
quiries about cutting tool problems. 





CLEVELAND 


Warehouses: New York 


* Detroit Chicago 
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Lower Power Factor! 


Higher Insulating Resistance! 


Punches Easily! 


Lower Moisture Absorption! 










Lower Dielectric 


' 
Constant! Saves Wear 


on Dies! 


a combination of properties unparalleled in phenolic laminates 


Once again Richardson is first with the best! Now you Specification Data on INSUROK 












ds, can get a phenolic laminate which has practically every- Thick Grade T-800 eg 
thing manufacturers of electrical equipment, appliances Seren tg 0.30% 
and apparatus want in a plastic—in the NEW T-800 Moisture Abs. 0.22% 
ms INSUROK! oo 
‘ . t ’ “3 
T-800 INSUROK has a better combination of proper- Edge. porn 
ties... higher in insulating resistance, lower moisture 
, . ‘ Tests at Room Conditions 
‘ame absorption, lower power factor, lower dielectric constant, Specifi ‘ 
a : pecific Gravity 1.300 
can and minimum loss factor ... than any other phenolic Dielectric Strength | 
laminate which can be punched with moderate heating. Short Time 658 
-oast T-800 INSUROK is easy to process. Intricate parts BB 2 tee dren oe 
can be punched cleanly with the use of moderate heat. Dielectric Constant 3.90 
hese If you are manufacturing anything in the electrical field Loss Factor .0767 
r in- — particularly in electronics, radio, television, hearing Tests after 96 hrs. at 90% 


aids, or anything else—you will want the full facts about Relative Humidity 104° F. 


the NEW Richardson T-800 INSUROK. Send today for Power Factor 0210 


Bulletin L-103. Requests on company letterheads only Seenestns Sawiinne 7-7 








Loss Factor .0838 
will be promptly answered. Insulation Resistance 167,000 
The RICHARDSON COMPANY 


NEW YORK 6, 75 WEST STREET Soles Offices ROCHESTER 4, N. Y., 1031 SIBLEY TOWER BLDG. 

PHILADELPHIA 40, PA., 3728 NO. BROAD STREET MILWAUKEE 3, WIS., 743 NO. FOURTH STREET 

CLEVELAND 15, OHIO, 326-7 PLYMOUTH BLDG. + DETROIT 2, MICH., 6-252G.M. BLDG. + ST. LOUIS 12, MO., 5579 PERSHING AVENUE i 
Factories: MELROSE PARK, ILL. * NEW BRUNSWICK,N.J. * INDIANAPOLIS 18, IND. : 


Sales Headquarters: MELROSE PARK, ILL. FOUNDED 1858 LOCKLAND, CINCINNATI 15, OHIO | 











Los Angeles, Calif.—Ward Leonard Elec- 


tric Co. W R 
Blvd., 


repres¢ ntative 


722 E. 


L’ Hommedieu, 


Washington has been named sales 


St. ovis, Mo.—Rubberset Company. 


Epperson, formerly a salesman in 





the central division, has been made 
Hugh Epperson 

an nanager for that division, with 

eadquarters at the branch office here. 

He replaces J. L. LaCroix who has been 


promoted to credit manager of the com- 


pany 


Pittsburgh, Pa.—Westinghouse Electric 
Corp. Neil (¢ Reed has been named 
eastern district manager of the West- 


inghouse elevator division. He 
Robert H. Wagner, who has 


Pacific 


succeeds 
become 
manager. Mr 


coast district 


will direct sales and installations of ele- 

vators and electri stairways hroughout 

New York and northern New Jersey. 
Flint, Mich.—Carboloy Company, nc 


The Geo. W Hubbard 
602 Mill oo has been 


listributot 


Co.., 
named authorized 


Hardware 


Buffalo, N. Y 
Robert \\ 


Bliss & 


Ramage 


Laughlin, Ine 
has been named Buf- 


falo district sales man: ger 

Atlanta, Ga.—Fairbanks, Morse & Co 
J. C. Elmburg has been transferred t 
the company’s branch here, as manager 
He was formerly manager of the Boston 
branch house 

Syracuse, N. Y.—Gorman-Rupp Co. Th 


Syracuse Supply Company, construction 
equipment division, has been named dis 
tributor of the company’s centrifugal 


pump line 


self-priming 
York state. 


New 


western 


Minneapolis, Mirn.—St. Regis Paper Co. 


\ Panelyte division sales office has been 


opened at 2016 Seabury Avenue, under 
the supervision of Herbert M. Giefer, 
district manager 

Fort Wayne, Ind.—Bowser, Inc. Gerald 
J. Klopfenstein has been named sales 
manager of the meter division. He has 


een with the company 24 years, the 
last eight as sales engineer 
Chicago, Ill.—Inland Steel Co. John J. 


Bohnen recently becam« 
vf the plate and shape division, 
ing W. W retired. 


E. Chamberlain was made 


manager oO! sales 
succeed- 
Smith, Lawrence 
assistant man- 


ager. 
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New York, N. Y¥.—The Colorado Fuel 
and Iron Corporation. H. C. Allington 
has been appointed general manager of 
sales of the Wickwire Spencer Steel 
Division with offices at 500 Fifth Avenue. 
Mr. Allington has been in work 
in the eastern area since 1918. He joined 
Wickwire Steel in 1943, and 
general manager be- 
fore his present appointment. 


sales 


Spencer 


was assistant sales 


State s 
has 


United 


Rista 


New York, N. Y 
Co. Arthur W. 


manager of 


Rubber 
been named 
friction tape, jar ring and 
plumbing specialty sales. He 
EK. F retired. 


succeeds 
Brownworth, 
Rochester, N. Y.—The Permutit Com 
\ustin F. McCormack 


engineer in 


pany. has been 
charge of the 
newly established office in 


the Commerce Building, 119 Main Street. 


named sales 


company’s 


Products, Inc 
bee n 


Boston, Mass.—Paisley 
Percy P. Morningstar 
manager of the New 


named 
England branch of 
headquarters at 79 


has 


the company, with 





Percy P. Morningstar 


Milk Street. The technical sales staff 
has been augmented for the territory, 
formerly serviced from the main plant 
in New York city 

Philadelphia, Pa.—Paisley Products, Inc. 
Sam Stewart will direct the company’s 
branch office in the Harrison Building, 
15th and Market Streets. His technical 
sales force will operate in Pennsylvcnia, 


Southern New Jersey, Delaware, Mary- 
land. Virginia, West Virginia, and North 
Carolina 


Hoboken, N. J.—White Metal 
Stanley M. 


Manutfac 


turing Co Rumbough, Jr 


director .and secret ry of the company, 

has been named director of sales. 
Detroit, Mich.—Lapeer Mig. Co. The 

general sales office has been moved to 


2006 W. Grand Boulevard 


Boston, Mass.—Celluplastic Corporation 
\llen-Nelson Company, 603 Boylston St., 


has been named New England represen 
tc tive 

New York, N. Y.—Air Reduction Sales 
Co. Harold H. Reed, formerly assistant 
manager of the metropolitan district, 
has been named manager. He succeeds 
W. S. Schoenthaler, retired. Oren M. 
Donohue has been appointed assistant 


m°nager, and William B. Brower, assis 


tant sales manager. 








Chicago, tl—Acro Welder Mig. Co. 
Charles T. Marsh has been made sales 
representative in the Illinois and In- 


diana territory. His office is at 4022 No. 
Francisco Avenue. 


Newark, N. J.—Republic Filters, Inc. 
Francis X. Dealy has keen appointed 
vice-president in charge of sales 


Mar sfield, O.—Gorman-Rupp Co. H. W. 
Vine has been appointed manager of in 


dustrial sales. 


Dallas, Tex.—link-Belt John 
Yetter has been appointed district sales 
Ball & Roller Divi- 
sion, with hecdquarters at the company’s 
Dallas plant. 


Company 


engineer, Bearing 


Plate 
been ap- 


Pittsburgh 
Culp has 
industrial 


Los Angeles, Calif. 
Glass Co. W. Rey 


pointed manager of sales fot 


the company’s paint division on the 
Pacific Coast. His headquarters will be 
at 7412 Maie Avenue. 


Irdianapolis, Ind.—The Cincinnati Mill 
ing Machine Co. The company’s sales 
subsidiary, Cincinnati Milling and Grind 
ing Machines, _ne 
field engineering office in the Chamber 
of Commerce Building, 320 North Meri- 
dian St. Arthur Meals and Charles W1l- 
liams work out of the office, which 

he supervision of Howard | 


has opened a direct 


will 
is under t 
Pope. 


Dravo Corporation 
West 


manager lor 


San Francisco, Calif 
5. Cae 
Coast 
the heating and air conditioning section 
of the industrial department. His terri 
tory Washington, Oregon, Cal- 
Arizona, Utah, Nevada, Ida 
western parts of Wyom‘ng 


Bowen has been named 


sales cnd_ service 


includes 
ifornia, 
and the 
Montana. 


Che 


Kramer is the nm 


Rapids-Standard 


Kansas City, Mo. 
John 


¥.@ In 





John Kramer 
western regional sales manager. He was 
formerly representative in the Kansas 


City territory. 
Metal, Inc. Thi 
2401 


named dis 


Cleveland, O.—Ampco 
Welding & Cutting 
Carnegie Avenue, been 
tributor of Ampco-Weld resistance weld 
ing electrodes and alloys. 


Supply ( 


has 


Bridgeport, Conn.—General Electric Co 


Murray H. Owen has been appoint 
manager of sales of the company’s wire 
and cable division, succeeding A. EF 


retired. 
(Please turn to page 302) 
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OW... for the 
dit 


A SIMPLE 
Remote Control 


ON AC WELDERS 








NO OTHER AC WELDER 
HAS ALL THESE FEATURES 


Not a single moving part 
Easier, more accurate, creep- 
proof 'Dyg/-feciv/c control 
No plug-ins — no cranks 
Instantaneous arc without aux- 
iliary current boosters 
High-low welding range for 
general purpose or light gauge 
welding 

Extremely long service life 
Smartly designed, sturdily 
built 

Wheel mounted for easy mov- 
ing 

Removable dial for remote 
control 

N.E.M.A. rated 
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THE NEW tine or Pa. H 
‘Dtal-lectvie’ CONTROL WELDERS 


Are you paying for walking time or welding time? P&H's 
simplified "Dial-lectric” control eliminates wasted 
steps. The 'Qy@/-fechrie’” nit can be removed and 
used any distance from the welder —an extension cord 
is all that is required. And you get better control, better 
welds —the operator can “snuff” out his are at will, 
craters can be eliminated. 


: ing Pe vn Me 
is na Ps i GAS. 


Are you cramped for floor space? This New P&H Trans- 
former Welder can be located up, out-of-the-way. 


Is maintenance cost and down time a problem? This new 
welder eliminates all wear and lubrication — there are 
no moving parts. 


Plan cutting your welding costs the new ‘Qyo@/-/ectrie’™ 
way. See your P&H representative or write for Bul- 
letin W-72. 


ARC WELDERS 


4577 West National Avenue 
Milwaukee 14, Wisconsin 
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"RE BACK... 


ready to work 


at lowest cost 


Whenever you need a versatile drill to speed 
up production, construction or maintenance 

a drill that’s designed for intermittent 
drilling in tool room, maintenance department 
or on the production line — choose one of 
these Millers Falls Electric Drills. You can 
be sure their attractive price tags do not indi- 
cate the high standard to which they are 
designed and engineered. Write for full in- 
formation and the name of 
your nearest Millers Falls 
distributor. 







MILLERS FALLS 
1%” No. 314A 
ELECTRIC DRILL 


$22.75 
Light-weight — excellent balance — com- 
fortable grip — powerful motor for 


smooth, uninterrupted performance. 
Capacity up to 4” in steel. 


— 
”* 
Oe 8 ee 
a =: yun —_— 


=... a 


MILLERS FALLS 
” No. 7128 
ELECTRIC DRILL 


$38.00 


Drives twist drills up 
to \%” in steel, wood 
augers up to |” in hard- 
wood. Powerful motor 
and streamlined alumi- 
num body. A bargain 
for men who measure 
value against a utility 
yardstick. 










DRILL PRESS 
for bench work 


You can clamp either 
drill into a special Mil- 
lers Falls Drill Stand 
to make a sturdy, serv- 
iceable bench drill. 


MILLERS FALLS 


re MILLERS FALLS 


COMPANY 


GREENFIELD, MASSACHUSETTS 





PURCHASING 


Boston, Mass. Pittsburgh Plate Glass 
Co. William L. Platt is now district 
sales manager for the Columbia Chemi- 
cal Division, with headquarters in the 
Little Building. 


Tonawanda, N. Y.—National Manufac- 
turing Corporation. Hugh W. Robert- 
son has been appointed industrial paint 
sales representative. 


Chicago, Ill_—General Time Instruments 
Corporation. A consolidated sales and 
service office for the company’s divisions 
and subsidiaries has been opened at 111 
North Canal Street. 


Allentown, Pa.—Burlington Instrument 
Co, Corcoran-Hall Company, 842 Hamil- 
ton St., will represent the company in 
the state of Virginia, with the exception 
of Fairfax county. 


Minneapolis, Minn.—Hewitt-Robbins, Inc. 
Industrial Supply Co. has been appointed 
distributor of the Hewitt rubber division’s 
line of industrial hose, belting and pack- 
ing. 





INDUSTRIAL 
DEVELOPMENTS 











United States Plywood Corp., together 
with the Harbor Plywood Corp., has 
acquired, through purchase and cutting 
rights, more than one billion feet of 
timber in Shasta County, Calif. Arrange- 
ments have been made for the erection 
of a plywoed mill, and it is expected 
that the production of the mill will be 
taken jointly by the two companies. 


Bemis Bro. Bag Co., Minneapolis, Minn., 
has purchased a 15-acre site in Hopkins, 
a suburb of Minneapolis, for the con- 
struction of additional plant facilities. 


The Leece-Neville Co., Cleveland, O., has 
begun volume production on fractional 
horsepower a-c motors for oil burners, 
and fractional horsepower d-c motors 
used in the automotive field. 


Philadelphia Division of the Yale & Towne 
Manufacturing Co. has moved into a new 
building at 205 E. 43rd Street, New 
York, N. Y., where a complete materials 
handling technical and sales service is 
being provided for the metropolitan area. 
Included in the building is a materials 
handling maintenance “garage” and show- 
rooms to repair and service and display 
the company’s complete line. 


Scott Aviation Corporation, Lancaster, 
N. Y., has announced the acquisition of 
the manufacturing and sales rights of 
the “Easy-tote” Products Co., formerly 


of Arcade, N. Y. 


Rumac Manufacturing Co. is the new name 
of the former Lead-All Products Co., 24 
East 2lst Street, New York 10, N. Y. 
The Chicago office of the company is 
now located at 615 North Michigan Ave., 
with E. G. Hefter in charge. 

(Please turn to page 304) 
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OR many years, one of our new Old 

Dominion customers has been making 
virgin wool bleached yarn for home knit- 
ting. His problem had been “how to estab- 
lish a brand name preference and increase 
sales”. And Old Dominion found the solution 
in a special type canister which we designed 
for packaging cigars during the war. It was 
a “natural” for a 4-ounce, loosely wound 
ball of yarn. 


PLANTS LOCATED THROUGHOUT THE SOUTH 


303 


Yes, here’s a product that is really moving 
— thanks to an attractive Old Dominion 
package that boosted sales through its 
greater take-home value. And we're not 
prejudiced about canisters either, for we 
also make corrugated boxes, folding boxes, 
set-up boxes, and acetate packages. So 
send a sample of your product to Old 
Dominion and get the best in packaging 
advice. Write today for canister folder #75. 





ION, 2 
~ ome 


CHARLOTTE - N. CAROLINA 


THE SOUTH.ER WN BOX WITH A NATIONAL REPUTATION 


MAKER 
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New Slant 
on Plating 








A close investigation of your plating operations can show a 
reduction in finishing cost without jeopardizing the quality of 
the work. There is that possibility. Here’s a thought along that 


line and an offer. 


Udylite, using its modern technical facilities and trained staff, 
will make this investigation for you at no cost to you and in 


accordance with a plan that has proved to be very practicable. 


a preliminary survey of your 
operations is made by one of 


Udylite’s field engineers. 





a complete analysis including 
laboratory work is conducted 
by Udylite engineers and elec 
trochemists at headquarters in 


Detroit. 





a full written report which in 
cludes all findings and whatever 
recommendations may be justi 
fied is turned over to you. You may 


then take whatever action you 





choose. It does not obligate you 


Udylite First in the Field of Metal Finishing 


THE UDYLITE CORPORATION 


DETROIT 11, MICHIGAN 


REPRESENTED IN PRINCIPAL CiTies 











PURCHASING 


S. G. Taylor Chain Co., Hammond, Ind.. 
has taken over the patents on Caldwell 
Adjust-A-Leg Chain Sling, and the name 
of the product has been changed to T M 
Level-Shift. 


Manning, Maxwell & Moore, Inc. has 
signed a long term lease on a new fac- 
tory building in Stratford, Conn. Pro- 
duction of the company’s Ashcroft Gauge 
line will be moved to the new plant 
from Bridgeport. 


Wheeler Insulated Wire Co, Inc., Bridge- 
port, Conn., a subsidiary of the Sperry 
Corporation, has purchased the sound 
powered telephone and self-powered ring- 
ing device, and all their p: tents, from the 
Guided Radio Corp. 


Monsanto Cheminal Company has broken 
ground at Springfield, Mass. for the 
construction of a new unit to produce 
formaldehyde for expanded output oi 
plastic resins. Construction is expected 
to he completed in the second quarte! 


of 1948 


Shanafelt Manufacturirg Co., manutactur 
er of foundry products, has moved its e1 


i 


tire operations to a new plant at 2623 





New Shanafelt Plant 


Wintield Way N. E., Canton, Ohio 
ne story building contains 35,000 squar: 


reet of T 


Hoor space. 


Allegheny Ludlum Steel Corporation has 
placed an order for a 40-inch electrica’'l 
powered slabking-blooming mill, to re 
pl-ce the blooming mill at the company’s 
Brackenridge, Pa., plant. The mill, or 
dered To! late 1948 delivery vill cost 


~ 


about $3,500,000. 


The Charles Parker Company has an 
nounced the combining of two of Ame 
ca’s oldest vise manufacturers, Parker 
Vises and Prentiss Vises, effective Janu- 
ary 1948. Both lines will be manutactured 
at the main plant in Meriden, Conn., 
and sales will be handled independentiy 


Steel Fabricators, Inc., nOW Operating 1 
temporary quarters at 930 Baxter Ave 
louisville, Ky., will move into a newly 
constructed plent at 330 Boxley Avenue, 
by January 1, 1948. 


The B. F. Goodrich Company has estab- 
lished a new division, The Plastic Mate- 
rials Sales Division, with L. H. Cheno- 
weth as general manayer. The division 
will handle sales of all plastic m: terials 
the company handles, including Koro 
seal. 


Instrument Development Laboratories, have 
removed office and manufacturing facili 
ties to a new location at 223-233 West 
Erie Street, Chicago, Ill. 

(Please turn to page 306) 
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SPRINGS A-POPPIN’ 


VERY DAY you'll find hundreds of thousands cialists have been doing it for over 25 years. During 
of Wickwire springs popping from scores of this time they have engineered well over 50,000 
machines like these. They may be straight, tapered, different spring designs. 
cone-shaped; tiny enough fora cigarette lighter or Our engineers are at your service in designing 
big enough for an overhead garage door. any conceivable type of wire spring or wire form. 
Operating these automatic coiling machines is Why not write us? Also, let us send you our free 
no ‘‘feed-and-let-run” proposition. Meeting spring book, ‘Springs and Formed Wires.”’ It’s full of val- 
specifications calls for correct design, skillful tool- uable engineering data about spring selection and 
making and precise adjustment of tools, cams and performance. Just address your request to Spring 
operating speeds. It takes experience to develop Dept., The Wickwire Spencer Steel Division of 
such skill... and many of Wickwire’s spring spe- C. F. & I., 2 New Bond St., Worcester 6, Mass. 






A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION + THE COLORADO FUEL AND IRON CORPORATION 


SPRING SALES OFFICE & PLANT—2 New Bond St., Worcester 6, Mass. * EXECUTIVE OFFICE—500 Fifth Ave., N.Y. 18, N.Y. 
SALES OFFICES—Boston+Buffalo+Chicago*Denver*New York+PACIFIC COAST—The California Wire ClothCorp.,Oakland 6, Cal. 


Other quality Wickwire Spencer Products include: Wire, Wire Rope, Metal Conveyor Belts, Chain Link Fence, Industrial 
Wire Cloth, Poultry Netting, Hardware Cloth, Insect Wire Screening, Welded Wire Fabric for concrete reinforcement. 
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This is how STROM BALLS are born 




















A heading machine cutting sections from heated 
steel rods and compressing them in a die 
to a rough spherical shape. 















The steel is carefully chosen cnd inspected, even before it gets to the 
heading machine. After being “born” here, balls are carefully “brought 
up,” through a long series of grinding and lapping operations, to the 
unbelievably high standards of finish, sphericity and precision which have 
made Strom Metal Balls the standard of Industry. Strom Steel Ball Co., 


1850 South 54th Avenue, Cicero 50, Illinois. 


SLO] 24s @ serve tnaustry 


Largest Independent and Exclusive Metal Ball Manufacturer 











ARMSTRONG 2p Gored 


EYE BOLTS 










They'll carry the Load 


Specify ARMSTRONG Drop Forged Eye 
Bolts for extra strength — correctly 
engineered proportions, forged-in quality, 
uniformity of design in all sizes and the best mild 
steel, heat treated to increase tensile strength. Built to 
tool standards, not hammered out as “tonnage” forgings, 
they always carry their load safely. 
Stocked by Armstrong distributors with or without shoulders, 
husated or as blanks, in 13 sizes. (Openings from ‘'4” to 


4" id.) — AT YOUR LOCAL DISTRIBUTORS. 


ARMSTRONG BROS. TOOL CO. 


> “The Tool Holder People” 
303 N. FRANCISCO AVE., CHICAGO . . a & 


Eastern Whse. and Sales: 199 Lafayette St., New York 12, 
Pacific Coast Whse. and Sales Office: 1275 Mission St., San hates 3 Calif. 


























PURCHASING 








Gummed Products Company, Troy, Ohio, 
has begun construction work on new 
half-million dollar additions to its plant 
and office. One of the buildings will 
house manufacturing and warehouse fa- 
cilities amounting to 54,000 additional 
square feet. 


The Babcock & Wilcox Co., Barberton, O., 
is expanding its facilities for the fabri- 
cation of drums at its Number 3 Drum 
Shop. The addition, 275 x 10) feet will 
bring the total length of the shop to 
about 600 feet. 


Swan Rubber Company, Bucyrus, O. has 
completed new plant facilities designed 
to increase production by about one- 
third. 


Borg-Warner Corp. has begun work on 
construction projects that will increase 
the manufacturing facilities of six dif- 
ferent divisions. The divisions are: the 
mechanics universal joint division, Rock- 
ford, Ill.; the Norge division, at Effing- 
ham and Herrin, Ill., and Chattanooga, 
Tenn.; the Borg & Beck division, Chi- 
cago; the Pesco products division, Cleve- 
land, O.; ¢ Detroit gear division; and 
the Morse Co. division, Ithaca, N. Y. 


Apex Smelting Co., Chicago, Ill. has pur- 
chased the plant, laboratories and equip- 
ment of the National Smelting Co., 
Cleveland, O. It will be operated as the 
Apex Smelting Co. Cieveland plant and 
will produce aluminum, magnesium, zinc 
bese alloys and related products. 


7. ¥ 


SOLVAY SALES MAKES NEW 
BRANCH OFFICE APPOINTMENTS 


Solvay Sales Corporation, New York, 
N. Y., manufacturer of alkalies and re- 
lated products, has announced the ap- 
pointment of assistant branch managers as 
follows: A. B. Kennedy has assumed the 
newly established post at Detroit, Mich., 
K. M. Dillabough at Philadelphia, Pa., 
and J. H. Kaiser at Syracuse, N. Y. 


y -.-# 


A. A. THROCKMORTON NAMED 
HEAD OF WAA REGION I! 


Alwyn <A. Throckmorton has _ been 
named regional director of the War As- 
sets Administration for Region II, com- 
prising New York State, northern New 
Jersey and Fairfield County, Conn. Mr. 
Throckmorton was recently director of 
sales and Assistant Deputy Administrator 
of General Disposals under Administrator 
Robert M. Littlejohn in Washington, 
D. ¢ 


°F -¥ 


G-E WELDING EQUIPMENT 
DIVISION ORGANIZED 


Announcement of the Welding Equip- 
ment Division as one of the new inte- 
grated operating units within General 
Electric’s Apparatus Department, is 
made by R. C. Muir, vice-president and 
general manager of the department. All 
of the department’s activities in the 
(Please turn to page 310) 
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od) WEIRTON STEEL CO. 


Lcomeanv WEIRTON, W. VA. Sales Offices in Principal Cities 


Division of NATIONAL STEEL CORPORATION Executive Offices, Pittsburgh, Pa. 































PURCHASING 


Piant Purcnasinc Directory 











edicaded 
TO MAKING 


THE INDUSTRIAL BUYER’S JOB EASIER... 


@ Comprehensive Industrial 


Buying Information 
CHEMICAL SECTION 
@ Easy to Read 
MECHANICAL DATA @ Large 4-column Format 


® Lies Flat on Desk 


CLASSIFIED SECTION @ A Single Volume 


@ Light in Weight 


TRADE NAMES @ Easy to Handle 


@® Easy to Use. 


ADDRESSES Because PLANT PURCHASING 
DIRECTORY makes your work 
easier, keep it right on your desk 

for ready-reference. 


A CONOVER-MAST PUBLICATION 


(Formerly Plant-Production Directory) 


PLANT PURCHASING DIRECTORY 
333 No. Michigan Avenue, Chicago ], Illinois 
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How to get your money's worth 
when you buy Fluorescent Lamps 


WHAT'S THE DIFFERENCE? 


Most fluorescent lamps look alike. But it takes 
more than a glance to compare quality. Fluores- 
cent value involves many factors—initial light 


output, maintenance of light, dependability, 









uniformity, efficiency, physical correctness. 


color, lamp life. 





THE EASY WAY TO RECOGNIZE FLUORESCENT VALUE 


Fortunately, you don’t have to be a technical man 
to get your money’s worth when you buy fluores- 
cent lamps. Just insist on the G-E monogram. It’s 
a safe, sure guide to balanced lamp performance, 
because General Electric research works constantly 
to make G-E fluorescent lamps ever better and to 


make them Stay Brighter Longer. 


SEND FOR THIS FREE BOOKLET 











Here’s a quick, interesting way to get the facts you should know 
to get the most from your lighting investment. This book tells 
you specifically why “G-E” means top quality in fluorescent 
lamps. Ask your nearby G-E Lamp office 
for a copy of Booklet Y-681. Or write te 
General Electric, Dept. 166-P-12, Nela Park 


Cleveland 12. Ohio. 
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One thumb to a hand 


is enough ! 


\\ 
\ 
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A worRK-GLOVE that makes every finger a thumb, makes mockery 
out of safety! For safety starts with a sure, firm grip . . . a flex- 
ibility that allows quick, certain use of the hands in every situa- 
tion. That’s why workers in every phase of industry /ike Jomac 
Industrial Gloves. These remarkable gloves make for flexibility 
right down to the finger-tips! 

What’s more, Jomac Industrial Gloves give longer-wearing 
protection against hand-hazards of every kind .. . biting edges, 
rough surfaces, blistering heat. There is a scientific reason for this 
better protection, for the Jonger life you find in Jomac Indus- 
trial Gloves. Jomac’s famous fabric is composed of hundreds of 
“cushions”. . . protective “‘air-cells’’ locked securely into place 
by a hidden stitch. 


Yes, Jomac Industrial Gloves give longer life . . . up to 
7 times the wear of ordinary work-gloves! Washable, they can 
be laundered repeatedly and used over and over again. That’s 
glove-economy in anybody’s language! For full details, write 
today to C. Walker Jones Co., 6130 N. Lambert St., Philadel- 
phia 38, Pa. Plants in Philadelphia, Pa., Detroit, Mich., and 
Warsaw, Ind. Foreign Representatives: Gillespie & Co. of 
New York, Inc., 96 Wall Street, New York 5, N. Y. 


“SHAKE HANDS WITH SAFETY” 


OMAC INDUSTRIAL GLOVES 


THREE TYPES OF JOMAC GLOVES 
REGULAR INDUSTRIAL TYPE « HEAT- AND FLAME-RESISTING 
SAFETY GAUNTLET-CUFFS 
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(Continued from page 306) 
electric welding equipment field are 
consolidated in the new division. Man- 
agement of the unit will be directed by 
a Welding Equipment Committee which 
will be responsible for engineering, manu- 
facture and sale of G-E welding equip- 
ment produced in plants at Holyoke 
and Fitchburg, Mass. 


a Se 


TUCKER CORPORATION GETS 
LEASE ON DODGE-CHICAGO PLANT 


War Assets Administration announced 
recently that it had executed a def- 
initive lease on the war surplus Dodge 
Chrysler plant, Chicago, IIL, with the 
Tucker Corporation, Chicago, manufac- 
turer of a new type automobile 

The lease became effective November 
1, 1947. It was signed by Marshall L. 
Godman, WAA Deputy Administrator 
for Real Property Disposal, and Pres- 
ton Tucker, President of the Tucker 
Corporation 

The Corporation has rented portions of 
the plant under an agreement signed 
by the WAA Administrator September 
18, 1946, and has met all conditions 
stipulated by WAA 

The definitive lease is for ten vears 
with a minimum rental of $500,000 a year 
for two years and $2,400,000 a vear 
thereaiter. or three percent of the gross 
sales moving out of these premises 
whichever is greater. Prior to the is- 
suance of the definitive lease, the Tuck 
er Corp. was to have assets of $15,000, 


(00 as evidence of product'on ability 
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SCRAP SHORTAGE THREATENS 
STEEL PRODUCTION 


\ calamitous blow to steel productior 
in the United States and to plans to 
aiding Europe threatens unless iron and 
steel scrap is collected before the cru 
cial winter months, officials of the steel, 
foundry <cnd scrap industries and_ the 
government were told at a meeting in 
Cleveland recently. 

The warning, which gave impetus to 
a joint industry-government drive to 
unlock stores of desperately needed iron 
and steel scrap required to keep th 
steel mills operating at high capacity, 
was given by Robert W. Wolcott, chair- 
man of the Steel, Foundry & Scrap In- 
dustries’ Committee for Expediting Iron 
& Steel Scrap. 

He told representatives of the Army, 
Navy, War Assets Administration, exec- 
utive office of the President and execu- 
tives from scrap-using industries that 
quick action is needed immediately to 
secure more iron and _ steel scrap, the 
key to increased production of manu- 
factured goods. A strong effort by in- 
dustry and government is necessary now 
to avert a crisis when winter interferes 
with the collection end movement of 
scrap, he explained. 

The committee has been designated by 
the Army to act as an official advisory 
group on means of hastening the return 

(Please turn to page 312) 
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POWELL makes a compl \ine of 






valves for every branch of Industry 


More than a century ago, the Wm. Powell Com- 
pany adopted a definite, long-range policy, namely, 
to concentrate on making valves—and valves only 
—for all branches of industry. As a result Powell 
has been able, through the years, to meet each new 
flow control requirement as it has arisen. Thus at 
any given time in more than a hundred years, the 
Powell Line has always been complete. 


As of today, the Powell Line includes Bronze and 
Iron Valves of all required types, designs and sizes; 
Cast Steel Valves of all types in pressure classes 
from 150 to 2500 pounds; and Valves for Corrosion 
Resistance, available in the widest range of metals 
and alloys ever used in making valves. 


sco-pound Bronze cate The Wm. Powell Co., Cincinnati 22, Ohio 


Valve with renewable 


“Powellium” nickel- DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 


bronze disc, 





Class 150-pound Cast Steel 
0. S. & Y. Gate Valve. 





Large 125-pound Iron 
Body Bronze Mounted 
0. S. & Y. Gate Valve. 





Class 300-pound Cast Steel 
Large 250-pound tron Body Swing Check Valve. 
Bronze Mounted Regrinding 


Horizontal Swing Check Valve. 





200-pound Bronze Re- 
grinding Horizontal 
Swing Check Valve. 





150-pound Bronze Globe 
Valve with renewable 
composition disc. 





200-pound Bronze Globe 


Valve with renewable stain- Class 300-pound Cast Steel Large 125-pound tron 

less steel seat and regrind- O. S. & Y. Globe Valve. Body Pett my ere ——— se a Class 300-pound Cast Steel 
able, renewable ‘‘Powell- O. S. & Y. Globe Valve ronze Mounte as- O. S. & Y. Gate Valve. 
ium” nickel-bronze disc. write a : 


ter Pilot’ Gate Valve, 
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Aircraft Wire—tinned or alloy 
coated and galvanized 

Armature Binding Wire—tinned or 
alloy coated 

Belt Hook Wire—tinned, galvanized 
or alloy coated 

Bobby Pin Wire 


Brush Wire—round scratch brush, 
tempered and untempered. High 
strain white liquor finish 

Card Wire—tempered, round, angu- 
lar, single convex, double convex 

Curtain Spring Wire—round, flat 

Fish Leader Wire 


Flexible Shaft Wire—Music Wire 
quality 

Hard Drawn Spring Wire 

Heddle Wire 

Hose Reinforcement Wire 

Mandolin Wire 

Music Wire, bright, tinned or alloy 
coated 

Piano Wire, perfected quality 

Rope Wire, bright or galvanized, 
mild plow, plow, improved plow 

Seal Wire e Stainless Steel Wire 

Stapling Wire Stitching Wire 

Tire Wire—bronze plated 


Your nearest Johnson branch will give you prompt service. 


JOHNSON 


> Fe ce 
oe On ee ie 


NEW YORK AKRON DETROIT 


AND WIRE 


COMPANY, 
Re MASS. 
CHICAGO 
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All blade finishes now black except 
Molders’ Shovels which may be fur- 
nished with either face or back 
polished. 


INGERSOLL 
the “BUY-WORD” 
in Shovels 


No Split — No Curl — No Bend 
End to end—no better 
made! That’s because every 
Ingersoll is made of Tem-Cross 
Tillage Steel — with blade 
edges GUARANTEED NOT 
TO SPLIT. Electrically heat- 
treated for springy ruggedness 
on toughest jobs. Smooth, 
polished hardwood handles, All 
of which is why Ingersoll is the 


shovels 


“*buy-word” with so many buy- 
ers. How about you? 


INGERSOLL STEEL DIVISION 
Borg-Warner Corporation 
New Castle, Indiana 


Plants: New Castle, Ind.; Chicago, Ill.; 
Kalamazoo, Mich 


INGERSOLL 


SZovees 
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(Continued from page 310) 


to the nation’s reservoir of scrap now 
held at Army installations. The Navy 
and War Assets Administration also are 
cooperating officially with the scrap com- 
mittee. 

“The steel industry has been unable 
to operate at full capacity largely be- 
cause of lack of scrap and it is doubtful 
that even the present rate of operations 
can be maintained much longer,” said 
Mr. Wolcott. “Inventories of scrap re- 
cently have been lower than the mini- 
mum which was considered as the safe 
standard during the war. The recently 
issued report on world aid and U. S. 
capacities by Secretary of the Interior 
Krug declares that industry and gov- 
ernment must cooperate to make raw 
materials, including scrap, available and 
ttherwise to assure full utilization of 
existing capacity.” 


T¢e# 
NEW BRUSHING CATALOG ISSUED 
BY OSBORN 


A new three-color brushing catalog, de- 
signed to simplify selection of the best 
brush for the individual job, has been is- 
sued by the Osborn Manufacturing Co., 
5401 Hamilton Ave., Cleveland 14, Ohio. 
Designated as No. 200, the new catalog 
contains 76 pages and cover, is 8%” x 11”, 
and presents numerous illustrations of in- 
dutrial brushing operations, and the com- 
pany’s line of power, paint, varnish and 
maintenance brushes, along with full in- 
formation on Osborn’s wire and fibre 
wheel brushes. 

A three-page section is devoted to 
factors involved in selecting the right 
brush for specific jobs. The catalog also 
contains information on operating equip- 
ment requirements, brush characteristics, 
operating conditions 
other helpful information on brush usage. 


surface speeds and 
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SHIPMENTS OF 10 STEEL PRODUCTS 
TOP 1946 TOTALS 


September shipments of steel products 
at 5,118,839 net tons brought the total 
for the first nine months of 1937 to 46,- 
620,218 tons, according to the Ameri 
can Iron and Steel Institute. That fig- 
ure is more than the total for the 
twelve months of 1940. At the end of 
nine months in 1947, shipments of ten 
classifications of steel products were 
higher than the amounts shipped dur- 
ing the full year 1946. These products 
included electric weld pipe and _ tubes 
plates, steel piling, ingots and other 
semi-finished items, electrolytic tinplate, 
mechanical and pressure tubing, conduit, 
rolled steel car wheels, axles, and light 
rails. 

Shipments of sheet and strip during 
September, at 1,502,024 net tons, were 
higher than the 1,469,847 net tons shipped 
in August. On the basis of sheet and 
strip shipments during the first nine 
months of 1947, the total for the full 
year will set a record in the vicinity of 
18,000,000 tons. 

(Please turn to page 314) 
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Plated tableware will keep its radiance through 
years of severe service if it’s fashioned from 
Riverside Nickel Silver . . . because then its beauty 
is more than skin-deep. 


R. Wallace and Sons Manufacturing Company, 
one of America’s leading silversmiths, first in 
this country to fabricate teaspoons from Nickel 
Silver, uses Riverside Nickel Silver for tableware 
because: 1. It is silvery white clear through, 
comparable with sterling in color. 2. It provides an 
excellent surface for plating, can be polished to 
a high lustre. 3. Extremely workable, Riverside 


SiG ENOUGH TO BE HELPFUL 


RIVERSIDE, NEW JERSEY 


. 


THE RIVERSIDE METAL COMPANY 


NEW YORK, CHICAGO, HARTFORD, CLEVELAND 


Mh: more thane shin-deep/ 


THANKS TO RIVERSIDE NICKEL SILVER 


Nickel Silver is easy to machine, weldable by all 
methods and can be brazed or soldered. 


Riverside Nickel Silver is produced in a variety 
of alloys, tempers, anneals, and in free-cutting 
alloys according to individual requirements. It 
is used in a wide range of products from jewelry 
to jack strips. 


Find out now if your product can be produced 
more economically or improved by the use of 
Riverside Nickel Silver, Phosphor Bronze or Beryl- 
lium Copper. Our metallurgists will be happy to 
cooperate with you. Write for copies of our catalogs. 


SMALL ENOUGH TO BE FRIENDLY 


PHOSPHOR BRONZE 
NICKEL SILVER 
BERYLLIUM COPPER 
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Completely Cold Forged 
HOLO-KROME 


Design and Production Engineers quickly evaluate the 
many advantages of Holo-Krome FIBRO FORGED 
Socket Screws—the Completely Cold Forged Screws. 
Foremost among the advantages is increased strength. 
This is assured by the H-K patented method which 
maintains the inherent continuous fibrous structure thru 
every step in production. No drilling, broaching or 
extruding, they’re Completely Cold Forged—a Holo- 
Krome exclusive! . . . Ask your H-K Distributor, he 
knows. 








Your Holo-Krome Distribu- 
tor Is Ready To Serve You 


From His Warehouse Stock 















HOLO-KROME 
FLAT HEAD SOCKET 
CAP SCREWS 


Another achievement of the Holo- 
Krome exclusive, pate-ted Com- 
pletely Cold Forged method. Stand- 
ard in the following diameters: 
Nos. 4, 6, 8, 10, 1/4, 5/16, 3/8, 
7/16, 1/2, 5/8, 3/4. 








THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN., U. S. A. 


pot SOCKET SCREWS 
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WAA REPORTS ON 
SURPLUS PROPERTY DISPOSAL 


The main task ahead for domestic 
surplus property agencies is to dispose 
of $7.6 billion in present inventories, 
War Assets Administration reported to 
Congress recently. At the same time 
WAA pointed out that only about $1.3 
billion more of surplus is to be acquired 
through June 1948 from owning < gencies 
which have already declared $28.2 bil- 
lion. This consists in large part of real 
property which is already in process of 
acquisition. It is estimated that by June 
30, 1948, there would be an inventory 
of about $3.1 billion, more than three- 
fourths of which would be real property. 

Peak activity of the surplus disposal 
program is past. The continuing decline 
of disposals since the first quarter of 
1947 reflects the reduction in inventory, 
the absence of large new acquisitions 
and the diminishing marketability of the 
types of property in inventory 

Increasingly larger portions of avail- 
able inventory consist of consumer and 
producer goods of poor quality, special 
purpose machinery and “hard to sell” 
real properties. 

Non-monetary disposals account for 
an increasing proportion of total WAA 
disposals of consumer and_ producer 
goods. 

Major non-monetary disposals are 
Transfers to the Armed Services under 
the Joint (Army -Navy Machine Tool 
(JANMAT) program; transfers to fed- 
eral agencies without reimbursement, in- 
cluding those for domestic and foreign 
relief, veterans’ education and donations 
to state and local governments and to 
educational and public health institutions 

At the end of September more than 
12,000 machine tools had been shipped 


to military wcrehouses under the JAN- 
MAT program. Under present plans, ap- 
proximately 92,L00 items of machinery 
and equipment may be transterred t 


the Army and Navy 

Prior to July, 1946, sales to veter 
ans had amounted to about $200 million. 
During the last 15 months, veterans put 
hased more than $750 million 

Non-standard and special industrial 
materials and production equipment now 
dominate the inventories, a fact that has 
aused a marked shift in methods of sell- 
ing personal property. Use of fixed price 
selling has decreased in favor of competi- 
tive bid methods. Competitive bid methods 
(sealed bid. spot bid and auctions) were 
emphasized 1n offering residual inventories 
rather than fixed price sales at lower 
prices. Bid sales were also used because 
f changes in the nature of property avail- 
able for sale and because of the ware- 
house clearance program. Sales pro- 
gramming at the location of inventories 
increased. 


oe See 


REPORT ON SURPLUS PAINTS 
ENAMELS LACQUERS 


War Assets Administration said 
that more than three-fourths of its surplus 
paints, enamels and lacquers have been 

(Please turn to page 316) 





lus 
en 











DECEMBER, 1947 














seeeceeee ANY SIZE OR SHAPE 
UP TO 200 LBS. 


If you require quality drop forgings, in quantities of thousands 
or millions . .. Herbrand is an excellent source of supply. The 
latest, most modern equipment and machinery are used in the pro- 
duction of these precision forgings. Enduring stamina is built into 
Herbrand forgings through scientific heat treating by definite process 


in the latest automatically controlled furnaces. Exact inspection by skilled 


men assures forgings free from defects. Your inquiries are solicited. 








316 


*There’s a type 
to suit your needs / 







No wonder Halsey Taylor fountains and 
coolers are preferred by major industries 
—there'’s a model for any purpose 
coolers, either plain or with filler or for 
remote operation; wall types; pedestals; 

. the Halsey Taylor line is complete! 
Write for catalog 

4f : 
v7 ly COOLERS and FOUNTAINS 


THE HALSEY W. TAYLOR CO.-- WARREN, OHIO 
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Specify: 





READY-MADE, 
FIRE-RESISTANT 
WORK-BENCHES 
OF STEEL 


Pat’d and Pats. Pending. 
Drawer is extra. 





These neat, good-looking, ready-made and exceptionally sturdy “Hallowell” 
Work-Benches of Steel will withstand constant use and wear, year in and 
year out. Unlike wooden benches, the “Hallowell” Steel Benches are thor- 
oughly standardized as to lengths, widths, and heights. “Hallowell” units 
can be easily moved and re-arranged to suit; they can also be bolted to- 
gether to make up continuous benches of almost any length—therefore, they 
represent the most serviceable and inexpensive shop equipment by virtue of 
their flexibility. If so desired, “Hallowell” Bench tops can be covered with 
Masonite. Write now for your copy of the “Hallowell” Shop Equipment 
Catalog. 


“Hallowell” Products are sold entirely through Industrial Distributors. 


OVER 44 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 








+ BRANCHE - 
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(Continued from page 314) 
disposed of and the remaining inventories 
are being offered at bargain prices. 

Made during the war according to 
Army and Navy requirements, most of 
the paint available for sale is best suited 
for industrial production finishes and 
general industrial maintenance. Buyers to 
date have been metal, wood-working and 
mining industries, farmer cooperatives, 
railroads, aircraft and general manu- 
facturers, and private and public institu- 
tions. 

Surplus paint inventories are made up 
of some 900 specifications and types, 
grades and classes within specifications. 
Included are water paints in dry powder 
and liquid form; calcimines ; ready mixed 
and semi-paste paints; clear and pigment- 
ed lacquers, spray and brush type; air 
drying and baking. type enamels for dip, 
brush and spray application; clear var- 
nishes ; aircraft lacquers, dopes and bases ; 
lacquer thinners and synthetic enamel 
reducers. Also included are oil stains, 
shellac and shellac varnish, wood fillers 
and sealers, metal and wood primers and 
surfacers, colors in oil, dry colors and 
color pigments. 

Lustreless colors in the typical earth, 
sea and sky camouflage colors predomi- 
nate, but smaller quantities in brighter 
hues and degrees of gloss are available in 
some of the regional inventories because 
of the extremely large variety and scope 
of the specifications. 

Although paint products are available 
in every WAA regional office, 62 percent 
of the present total national inventory is 
in the following regions: New York, 
Grand Prairie, Richmond, Chicago, San 
Francisco and Birmingham. Every re- 
gional office may not have a wide range 
of specifications and colors 


, Y.-F 


OIL STANDBY EQUIPMENT FOR 
GAS USERS 
The Surface Combustion Corporation, 
Toledo 1, Ohio, announces the availabil 
ity of oil standby equipment for use with 
most of its gas burner equipment. The 
oil standby equipment utilizes No. 3 fur- 
nace oil or lighter and provides the same 
btu input/hour as is provided with the 
gas burner equipment. Once installed, the 
standby equipment can be quickly changed 
over during periods of gas curtailment. 
.. ¥ ¥¢ 


BUREAU ISSUES SUPPLEMENT TO 
WORK GLOVES STANDARD 
Supplement TS-4476, to Work Gloves, 
Commercial Standard ©CS139-47, has 
been issued by the National Bureau of 
Standards. It has been accepted by the 
industry as its standard of practice be- 
ginning October 30, 1947. The supple- 
ment permits the use of straps across 
the backs of the gloves indicated in the 
tables of CS139-47 shown on the supple- 
ment. The straps may be included at 
the option of the manufacturer. 

(Please turn to page 320) 
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In circular and flat 
forming tools, as in all 
other cutting tools, the 
toughness and hardness 
of MO-MAX assure 
better performance. 


Only MO-MAX GIVES YOU ALL THESE ADVANTAGES 


7, MO-MAX has superior cutting qualities. 
2. The machinability of MO-MAX is unexcelled. 


3,MO-MAX is economical. Its specific gravity is 
about 8% less than that of 18% tungsten steel. 


4, MO-MAX is available in a standardized composi- 
tion; also in cobalt and high vanadium varieties for 
special high speed steel requirements. 


5. For 14 years MO-MAX has demonstrated its super: 
iority in all types of cutting tools. 
Learn all the facts! Send for your copy of the MO-MAX Handbook, 


sixth edition. Get the full story about this remarkable steel, 
including easy-to-follow instructions on heat treating. 


THE CLEVELAND TWIST DRILL COMPANY 


1256 East 49th Street * Cleveland 14, Ohio 
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TROUBLE YOU 








Class AWS-ASTM 
E6012 





Perhaps you can’t avoid poor fit-up work. 
But you can end the production delay and 
trouble by using “PF”. 


“PF” provides faster welds because the 
weld metal “sets up fast’’— solidifies more 
rapidly — high heat does not change this 
characteristic. As a result, you have less 
bead crown, less finishing. “PF” is also an 
ideal electrode for vertical or overhead 
work. Use “PF”, the electrode that “sets up 





faster’ —it will save you time and money. 
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Whatever your Electrode 
needs... call on P&H 


P&H is one of America’s largest users, 
as well as makers, of arc welding 
equipment. This assures you top-per- 
forming, cost-cutting electrodes in all 
classes. Below are only a few types 
of the complete P&H line. Ask for 
Bulletin R7-5 giving full line and 


specifications. 


E9020 
al alolge) 
Surfacing 


: All Types 
Stainless 


All 
Types 









WELDING ELECTRODES 
4577 W. National Avenue 
Milwaukee 14, Wisconsin 





WELDING worsens WELDING PRODUCTION 
Our representative can help you material- a _ a 


ly with poor fit-up problems — call him 
or write us. 





oc 
‘WELDERS 


ELECTRIC 
HOISTS 
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“MASTER 
PRODUCT” 





When you place an 
order for small Stamp- 
ings, you are entitled to 
close inspection — reasonable 
delivery — and in _ general, 
handling of the job to your sat- 
isfaction, 


fep 


All this you get when you order 
master product Small Stampings 
and Special Washers. A long 
list of satisfied customers is 
evidence of our ability to turn 
out the kind of work you de- 
mand, backed by more than a 
quarter-century of experience. 


Send us your blue-prints. Or, 


we will help you design the 
Washers and Stampings, you 
need. Any metal — any quan- 
tity. 


THE 


MASTER PRODUCTS 


ome. Bara. Bf 
6400 PARK AVE. - CLEVELAND 5, OHIO 
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Nation’s Electric Motor Manufacturers 


Closing Gap of Unfilled Orders 








UNFILLED ORDERS 
MOTOR AND GENERATORS (JUNE 30, 1947) 














Number Approximate 
of Units Total Value 
1. Fractional Horsepower ...................... 21,249,024 $286,011,863 
2. Integral Horsepower (1-200 HP) 
ie. Be ie III ecttcncrenicisinstisiciicinsoenitinnde 1,378,904 154,354,514 
BFA, GC, CRD oncccsievesecsescressccvens 508,158 38,609,844 
I a, 53,701 15,707,543 
I accan Liratinlernababincesitaceotbatshblbeiess 12,550 7,467,250 
De HOE sintudeepupeineaciniaisasaemaeainicalettasanents 23,202,337 502,151,014 
Backlog, March 31, 1947—22.2 Months 
Backlog, June 30, 1947—15.2 Months 
Despite substantial progress made have turned to greater electrification of 
since V-J Day in whittling down the their products is the increasing number 


their products, the 
manufacturers 
still face a record log-jam of unfHled 
orders, according to E. E. Helm, Chair 
man NEMA Motor and Generator Sec- 
tion, New York. 

this gap between supply and 
demand remains complicated by the un 
certainties hovering over the availability 


pent-up demand tot 


nation’s electric motor 


Closing 


of certain essential materials in motor 
manufacture, in many of which there 
still remain serious shortages. These 
shortages are, for the most part, linked 


directly with American efforts to aid 
Europe in getting back on her feet eco- 
nomically. 

Faced with a backlog totalling approxi- 
mately 23 million motors and generators 
of all types up to 200 hp. for powering 
the machines processing metzls, chem.- 
wood products, 
etc., the electrical manufacturing indus 
try since V-J Day has poured approxi 
$75,000,000 into expanding and 
plant and equipment facili- 
ties, it was estimated by Mr. Helm. 

Estimated dollar value of these motor 
products to be produced in 1947 is placed 
conservatively at $5 0,000,000, he added 

The “order mountain” that has piled 
result of these unprecedented 
peacetime demands and despite the motor 
makers’ best productive efforts, directly 
reflects several significant trends. Among 
those specifically cited by Mr. Helm 
were: 

(1) a marked increase throughout th« 
manufacturing industries in the motor- 
machinery to secure maximum 
economies by cutting production costs, 

(2) a steadily broadening use of motor 
drives on machine tools, 

(3) a growing dependence by more and 
more American families upon motor- 
driven household appliances, 

(4) a continued growth in rural elec- 
trification and the further development 
of suburban residential areas. 

Indicative of how machine tool build- 


cals, plastics, textiles, 


mately 
improving 


up as a 


izing of 


ers and other product equipment makers 


motors to be found on their 

Where 
equipped single 
motor, or were even driven from a plant 
line shift, today it is not unusual to find 


of electric 


newest models once most ma 


chines were with a 


irom ten to twenty motors on a machine. 
One new machine exhibit at the recent 
Machine Tool Show 


stance, made use of 42 motors to perform 


in Chicago, for in- 


its sequence of operations. 
Taking stock of the gains made last 
and so far this year, Mr. Helm 
said that production bottlenecks 
been smashed in ironing out re 
conversion kinks and that 
problems have become progressively less 


year 
many 
have 
procurement 


severe. 
“Steel in its several finished forms 
used in motor manufacture is still dif- 


ficult to secure in the quantities desired, 
but the copper situation has eased con- 
siderably,” he remarked. “The labor sit- 
uation also shapes up well as no strike 
exists today at any major electric motor 
manufacturing plant.” 

What of the industry’s future? On the 
bright side is the American family’s ever 
growing use of motor-driven appliances. 
family two decades ago 
lived with perhaps five motors in their 
immediate scope—the electric starter and 
generator in the car, a vacuum cleaner, 
electric fan, washing machine and per- 
haps one other motor-driven home ap- 
pliance. 

Today, the average American family 
may use as many as twenty motors, hav- 
ing acquired a second car, en electric 
refrigerator and more electric 
appliances such as an automatic dish- 
garbage grinder, an electric 

ventilating fan, an ironer, a 
home burner or coal 
stoker with accompanying furnace fan, 
an electric razor, electric record player, 
and not one but several electric clocks. 

Difficult to “peg” as good or bad for 
the immediate future is the effect of 
the continued shortage of electric sheet 

(Please turn to page 322) 
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washer, a 
mixer, a 
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General Chemical Producing Works include: 


ATLANTA WORKS 
East Point, Ga 
BAKER & ADAMSON WORKS 
Marcus Hook, Pa 
BALTIMORE WORKS 
Baltimore, Md 
BATON ROUGE WORKS 
Baton Rouge, La 
BAY POINT WORKS . 
San Francisco (Port Chicago), Calif. 
BOSTON WORKS 
Medford, Mass = 3 + ih . | 
BUFFALO WORKS ---S0 when it’s Basic Chemicals 
Buffalo, N. Y 
LUMET WORKS 
cago (Hegew sch), Ul. 


WORKS for American Industry 


=a call on GENERAL CHEMICAL first 





Ch icothe, 
DELAWARE WORK 

North Claymont, Del. 
DEMING WORKS 


N.M 


1 Axe 


DENVER WORKS 
Denver, Colo 





* nee, 

DETROIT WORKS nes 
Detroit (River Rouge), Mich. NOP . 

EAST ST. LOUIS WORKS At every point in the compass . . . wherever Industry is centered . . . there 
E 1st St Lou s, . ~ . . . . . . . 

EL SEGUNDO WORKS is a General Chemical producing works or distributing station serving the 
Los Angeles (El Segund Calif ' 

FRONT ROYAL WORKS territory. To supply Industry’s requirements across the country, General 
Front Royal, Va 

HUDSON RIVER WORKS Chemical has 33 major producing locations from which pour a steady 
Edgewater, N 

JACI ONVILLE WORKS stream of essential chemicals. 
Jacksonv e, } 

JOHNSONBURG WORKS These include acids—alums—sodium compounds—fluorine derivatives— 


Johnsonburg, Pa 
KALAMAZOO WORKS 
Kalamazoo, Mict 
MENASHA WORKS* . ; ; 
Menasha, Wis BASIC CHEMICALS agents, fine and pharmaceutic chemicals. 
MIDDLETOWN WORKS 
yhio 


Middletown, ¢ 


other heavy chemicals—as well as re- 


Thus, coast to coast, a full flow of this 
MONROE WORKS 


Monroe, La 


NATIONAL WORKS 


broad and varied range of products, so 


Piniand: Chin necessary to peak production, is assured. 
NEWELL WORKS ks 
Ve That is why ... in every branch of 


NEW ORLEANS WORKS 
Marrero, La 

PULASKI FOUNDRY wd 
Pulaski, Va 

PULASKI WORKS FOR AMERICAN INDUSTRY 
uvlaski, Va 

RICHMOND WORKS 
San Francisco (Richmond), Calif. 

SAVANNAH WORKS 
Savannah, Ga 


VANCOUVER WORKS GENERAL CHEMICAL DIVISION 


Vancouver, Wash 


Industry everywhere . . . the choice is 
General Chemical first in “Basic Chem- 


icals for American Industry.” 





WISCONSIN RAPIDS WORKS* ALLIED CHEMICAL & DYE CORPORATION 
Wisconsin Rapids, Wis 40 Rector Street, New York 6, N. Y. 
*General Chemical Company, Inc. Offices Serving Industry from Coast to Coast 















MATERIALS 


to help solve all your cleaning problems 
cece" enema ieee ened 


. and save you cleaning time to boot. Not that we can 
stop the clock for you, but Oakite materials and Oakite techniques 
are bound to do the next best thing—save valuable time! 


So, don’t overlook your cleaning procedures when you are con- 
sidering ways and means of saving time. Chances are a check-up 
will prove that you can add profitable hours to your plant’s pro- 
duction time by standardizing on Oakite materials and methods to 
speed up your cleaning, descaling, degreasing, paint-stripping and 
related surface preparation operations. 


To get started with time-saving set-ups to your cleaning problems, 
consult the Oakite Technical Service Representative near you or 
write to Oakite Products, Inc., 54 Thames St., New York 6, N. Y. 
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HASING 
(Continued from page 320) 
steel on the electric motor industry. 
Reports that 3 per cent of the domestic 
steel supply may be called up for export, 
thereby cutting nearly 2,000,000 tons 
from the annual output of finished steel 
available for use in this country, are 
causing some concern to moto 
facturers. They 


manu- 
believe suc move 
would simply reinstate many of the sup- 
ply difficulties from which they are only 
now recovering, result in further un- 
balancing inventories and become a ma- 
jor obstacle to the increased oduction 


of electric motors so urgently needed. 
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POCKET GUIDE TO CORROS!ON 
RESISTANCE PROBLEMS 


Handy pocket guide for judgi 


2g corro- 
sion resistance of non-ferrous and _ stain- 
less steel alloys in easy-to-operate slide 
rule form, is availabe without st from 
— 4 
. wr = . 


PALEER COMPUTED 
of Corrosion Resistance 
Or Oe ~- 


med, win Ow 





HARPER 
(M@ « 
o Cae 
; a 





H. M. Harper Company, 2620 Fletcher 
Street, Chicago 18, Ill. It is known as the 
“Harper Computer of Corrosion Re 
sistance”, and is termed an invaluable aid 
to men who buy or specify metals to be 
used in corrosive environments 

The computer classifies the resistance of 
13 non-ferrous and stainless steel alloys 
in 142 corrosive appli tions with degrees 
of excellent, good, fair, and no good 


( opious footnotes broaden its scoy of ap- 


plication to include most of the common 
uses and many unusual ones 


While the computer obviously ftacili- 
tates selection from the company’s line of 
non-ferrous and stainless steel fasteners, 
its utility goes beyond fastenings into all 


phases of the broad metal-working in- 
anyone 
faced with corrosion problems manu- 


facture or maintenance. 


(Please turn to*page 324) 
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WHEN THE FIRST ELECTRIC 
STREET RAILWAY APPEARED 
[IN THE UNITED STATES 









WAS MAKING INDIVIDUALIZED 
EQUIPMENT PARTS 


That first trolley car goes a long way back — and KOVEN, too, 
traces its history to over 66 years ago. Then, just as now, we 
played a vital role in industry by providing leading manu- 
facturers with superior individualized equipment parts made to 
fill their specific requirements. Much research has enabled us to 
develop the most economical, efficient methods of producing 
a part or parts of your finished product — with greater facility, 
and usually at a lower cost, than they could be made in your 
own plant. Depend on KOVEN’s sturdily constructed equipment 


parts to step up your production schedules. And if there are any 
problems you would like to consult with us on, a letter or phone & 
call will bring a KOVEN trained representative — no obligation. L. o. BRO. inc 


Illustrated: a welded gear case, blower housing for a manu- 


facturer of Diesel engines, and a tank made for a manufacturer [54 OGDEN AVE. e« JERSEY CITY 7, N. J. 


of special machinery. 





PLANTS: 
Jersey City, N.J. Dover, N.J. 


KOVEN FOR INDIVIDUALIZED EQUIPMENT PARTS SINCE 1881 
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FREE So that you can 


have a ‘‘close-up” of Blaw- 
Knox Grating construction, 
write today for this ‘‘paper 
weight-size sample”’ on your 
business letterhead. 





THE GRATING THAT 
HAS EVERYTHING 


Everything 
that matters, that is! 


. One-piece electroforged 
steel construction for guar- 
anteed strength! 


. Easy maintenance— paint 
reaches entire surface! 


. Maximum open area for 
light and air! 





4. Self-cleaning—no sharp 
corners to clog with dirt! 


5. Economical and easy to 
install—wherever and 
whatever your grating 
needs! 





BLAW-KNOX DIVISION 


of Blaw-Knox Company 
2075 Farmers Bank Bldg., Pittsburgh 22, Pa. 


AW.KNAY wet 
F GRATING 








PURCHASING 


U. S. 1. CONTRACTS TO SELL WATER 
SOLUBLE OXYGENATED CHEMICALS 


A long-term contract has been an- 
nounced between U. S. Industrial Chemi- 
cals, Inc., and Stanolind Oil & Gas Com- 
pany for the sale by U. S. I. of all water 
soluble oxygenated chemicals to be pro- 
duced at the first two synthetic gasoline 
and oil plants using the much-publicized 
Fischer-Tropsch process. The announce- 
ment is of importance to all chemical- 
consuming industries. 

The plants are being undertaken by 
Stanolind (a Standard Oil Company of 
Indiana subsidiary) and Carthage Hy- 
drocol Corporation. Plans also call for 
erection of U. S. I. plants at the two 
locations, for production of other prod- 
ucts using some of the Fischer-Tropsch 
chemicals as raw materials. 

It is estimated the chemicals produced 
from these Fischer-Tropsch plants may 
exceed a total of 300,000,000 pounds an- 
nually, and include ethyl alcohol, methy! 
alcohol, normal propyl alcohol, normal 
butyl alcohol, normal amyl alcohol, ace- 
tone, methyl ethyl ketone, acetic acid, 
propionic acid, butyric acid, acetaldehyde, 
propionaldehyde and butyraldehyde. In 
addition, U. S. I. will produce esters, 
higher alcohols, and other chemicals from 
some of the primary products, adding 
substantially to the number of products 
made available by this development. 

The announcement said it is important 
to note all of the alcohols, acids, ketones 
and aldehydes produced by this new proc- 
ess are normal compounds. These normal 
compounds are generally preferred, but 
heretofore only the lower members of the 
series have been available in quantity at 
reasonable prices. 

During the time the plants are being 
completed—an_ estimated two years 
U. S. I. will supply all possible technical 
assistance to users of these new products, 
so adequate data will be obtained in suf 
ficient time to take full advantage of their 
availability. 


7 F Ff 


STANDARD FOR MATERIALS FOR 
SAFETY WEARING APPAREL 


Commercial Standard CS129-47, Mate- 
rials for Safety Wearing Apparel (Sec- 
ond Edition), accepted as standard prac- 
tice of the trade for new Production 
beginning July 21, 1947, has been issued 
by the National Bureau of Standards. 
The pamphlet is for sale by the Super- 
intendent of Documents, Washington 25, 
D.C., for five cents. 


i aie 


RECOMMEND REVISION OF 
HARDWOOD DIMENSION LUMBER 


The National Bureau of Standards 
hes issued a Recommended Revision of 
Hardwood Dimension Lumber, Commer- 
cial Standard CS60-36, (TS-4469), to 
producers, distributors and users for 
written acceptance prior to publication. 
The revision was distributed on recom- 
mendation of the Hardwood Dimension 
Manufacturers Association and with the 
endorsement of the Standing Commit- 
tee. . 
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PRODUCTION TIME REDUCED 56% 
PRODUCTION COSTS SLASHED 55% 


Using 3M Adhesives in assembling these harmonicas 
reduced production time 86°,—from 14 minutes per 
unit to only 2 minutes—and practically eliminated 
rejections. Production costs were slashed 35%. 

Spun metal rivets were formerly used to bind 
polystyrene combs and brass reed plates together. The 
rivets often bulged the reed plates and split the plastic 
combs. Production time was high and rejections were 
discouraging. By switching to a low-viscosity 3M ad- 
hesive with a simple wick feed method, the manufac- 
turer was able to do this job better and faster—at 
far less cost! 


5 Minnesota Mining & Mfg. Co., Dept. P 1247. 

8 St. Paul 6, Minnesota. 

e Send your booklet entitled “3M Adhesives in Industry”. 
a SS AM OR Cn Tees. ag ‘ 
3 Na RG cr hixd Cavan s soon ¥ean ieee 

s I ia oe os nk cokes ics SE ees 
y CUD Sachi vices Zone..... MOR eA sass. 


Alert manufacturers are finding that 3M Adhesives 
simplify processes, eliminate bottlenecks and cut 
production costs to a minimum. We are preparing a 
booklet showing how 3M Adhesives can help with 
your particular problems. Just fill out the coupon 
below and your free copy will be mailed as soon as 
the book is off the press. 


3M ADHESIVES 


Made in U.S.A. by 


MINNESOTA MINING & Merc. Co. 


ADHESIVES AND COATINGS DIVISION 
411 PIQUETTE AVE., DETROIT 6, MICH. 


General Offices: St. Paul 6, Minn, 
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GET A NEW 


renouse 
ON THE UP AND UP 


Tue Crescent Electric PALLETIER 
finds a warehouse within your ware- 
house. That’s your unused vertical 
storage space high above the floor. 
With the PALLETIER, tier after tier 
of your pallet loads are stacked to 
ceiling height. Up they go without 
heave ho... safely, speedily. 

Your loading and unloading time 
shrinks to a minimum. Up steep 
ramps, down narrow aisles travels 
the maneuverable, power-packed 
PALLETIER. Low in initial cost, low 
in maintenance costs, it soon pays for 
itself by slashing your handling costs. 

Send for free bulletins illustrating 
and listing Specifications for 1000, 
2000, 3000 and 4000-pound Crescent 
Electric PALLETIERS. 


CRESCENT TRUCK COMPANY 
11685 Willow St., Lebanon, Pa. 


Industrie! Truck end Tractor Specialists Since 1917 









FIVE IMPORTANT FEATURES 


Only the PALLETIER Has Them All 


‘ 
| 
| 
| 

@ Full Magnetic Contactor Control 

protects against forced accelera- | 
tion—extends life of motor | 
and tires. | 
| 
| 
| 
| 


@ Complete Stability with load fully 
elevated and tilted forward. 

® Battery Power eliminates fumes and 
fire hazard. 

@ Full Accessibility to all mechan- 


isms for easy inspection and 
maintenance. 


spots and tiers without stirring 


| 

| 

® Maximum Visibility—operator | 
from seat. 7 
! 


REG. U. S. PAT. OFF. 





PURCHASING 


ESSENTIALS OF ATOMIC POWER 
PLANT SHOWN IN MODEL 
Basic elements of an atomi 
plant are shown in this model, 
structed under the supervision of scien- 
tists in the General Electric Research 
Laboratory and seen here with Dr. Ken- 
neth H. Kingdon. One of the first physi 
isolate Uranium 235 the 
natural element, Dr. Kingdon the 
atomic power division of the G-E labora- 
tory. 
The model is not full and is 
quite schematic. At the left is the atomic 
“pile” where matter is transformed into 


power 
con- 


cists to from 


he ads 


sCad it, 


energy by the splitting of uranium or 
another fissionable element [In his left 
hand Dr. Kingdon holds a rod of this 
“fuel” material, while the striped rods 





projecting horizontally represent the con 
trol rods which would prevent the pro- 
cess from running away \ heat ex- 


changing fluid would be pumped through 
the pile, thence to the heat 
on the right, where water 
turned to steam. This would 
used to drive turbines in 


exchanger 
yould be 
then be 
ustomary 
way. 
The 


cause anything 


heat exchanger step is needed be 


entering the pile would 
and thus 
steam could not be brought directly from 


become dangerously radioactive, 


it. The lethal radiations from the pile 
and the heat exchanger require that both 
be sealed in a capsule I mcrete ofr 


similar protective material 


o ££ F 


NEW LIFE RATING ON 
3000 WATT MERCURY LAMP 


\n increase in average rated life oi 
25 percent for the 300 att. 120,000 

net \-H9 mercury apor general 
ighting lamp and 3314 percent for the 
B-H9 photochemical lam ounced 
by t W estinghous¢ il Division, 
Bloomfield, N. J. This lamy 
performance is the result ett manu 
facturing techniques 

When the lamp is burn i period 
of 5 hours each time it is started, the 
new average rated life for the A-H9 is 
4000 hours and for the B-H9, 3000 hours 
When burned 10 hours per start, these 


re 6000 and 4500 respectivel 


This longer life makes the A-H9 lamp 
more economical as a light source for 
high bay industrial lighting, and the 
B-H9 photochemical lamp more economi 
cal for blueprinting, photoprinting, chlor- 


ination and other photochemical pr 
utilizing its high efficiency output of ul- 


cesses 


traviolet and invisible radiations 
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FoR ORGANIC CHEMICALS 


Look to Celanese as a dependable source of supply 
for your chemical requirements. A leading producer 
of Formaldehyde, Acetaldehyde and Acetic Acid, 
Celanese is also producing Methanol, Acetone, 
n-Propyl and iso-Propyl Alcohols in addition to 
other related organic compounds. 


Fifteen years of Celanese research in the field 
of petroleum chemistry have provided the large 
Celanese Chemcel plant, at Bishop, Texas, with 
a high degree of flexibility in the production of 
organic chemicals from petroleum natural gases. 






IN GREATER VOLUME 


This flexibility has enabled Celanese to meet 
the constantly changing needs of chemical 
markets for basic organic chemicals and important 
new compounds. 


New chemicals are continuously being developed 
in the extensive Celanese laboratories. Specifica- 
tions on new products as well as data on a regular 
list of Celanese* organic chemicals are available 
on request. Celanese Corporation of America, 

Chemical Division, 180 Madison Ave., 
| New York 16,N. Y. 


ALDEHYDES ALCOHOLS - ACIDS SOLVENTS - GLYCOLS + KETONES + PLASTICIZERS 








MOST ‘a 
H.R HOURS 


‘Tou you can get 


Immediate Delivery 
on this 2 to 4 Hp. 


WISCONSIN 
4in-Cootéd ENGINE 


Tremendously increased production capac- 
ity for our smaller sizes now enables us 
to offer our Models AB and AK engines 
(2 to 4 Hp) for immediate delivery — in 
volume to manufacturers of power-operated 
equipment, or through authorized distrib- 
vtors and dealers on individual purchases. 


These are heavy-duty, 4-cycle single cylin- 
der engines that carry ‘Most Hp. Hours” 
service ratings. Equipped with tapered 
roller bearings at BOTH ends of the drop- 
forged, dynamically balanced crankshaft 
for long life and protection against bear- 





ing failure; high tension outside magneto 
with impulse coupling for quick, easy 
starting in any weather; pump-circulated 
constant level splash lubrication system 
(no grease cups or oil fittings). Net weight: 
Model AB, 76 l|bs.; Model AK, 77 Ibs. 
Speed range: Model AB, 1600-2600 rpm; 
Model AK, 1600-2400 rpm. 
& 

For further engineering data, prices, etc., 
write, phone or wire . . . or see your 
authorized Wisconsin Engine distributor or 
dealer. 


sv WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 14, 


WISCONSIN 





Production Costs 











* OR longer service in a power 

machine blade the GRIFFIN 
SPECIAL ALLOY is your best buy. 
Molybdenum high speed steel, with 
strong, accurate raker-set teeth. Made 
also in hand frame sizes. 


OTHER GRIFFIN BEST BUYS 


For cutting hard alloys pick the 
GRIFFIN HIGH SPEED STEEL 
blade; power and hand sizes 
for general hand sawing pick the 


improved NEW GRIFFIN .. . for 


cutting thin sheet and tubing pick 
GRIFFIN NON-STRIP .. . for 
precision contour cutting pick GRIF- 
FIN BAND SAWS; metal-cutting 
and wood-cutting types. 


Ask your distributor for 
Griffin Blades. For new 
Griffin Price List, write us. 


JOHN H. GRAHAM & CO., Inc. 
General Sales Agent 
105 Duane St., 


these 
20-page 


Dept. C, 


ASK YOUR DISTRIBUTOR FOR 


‘GRIF 





FIN‘: 


HACK SAW BLADES cud BAND SAWS 


MADE BY G. W. GRIFFIN CO., 


FRANKLIN, N. H. 


Hack and Coping Saw Blade Specialists Since 1880 


New York 8, N.Y. 














PURCHASING 


Price Control — Pro and Con 
113) 


(Continued from page 


because we cannot let Kurope starve. 
Few people realize that of the $15 
billion of exports in 1947, only $6 
billion go to Europe; $9 billion to 
North and South America, Africa 
and Asia. This export flow certainly 
ought to be rationed before we ra- 
tion our own people even on a vol- 
untary basis. 

+. Set up some kind of control 
of buying for export which will 
avoid the confusion and demoraliza- 
tion of the markets brought about 
by Government buying policies in 
recent months. There seems to be 
no one in the Government with any 
overall concern to make policies con- 
form to a program for holding 
down. Bureaus and depart- 
constantly contradict other 
bureaus and departments. 
>. Put on a well-thought-out plan 
of education to persuade labor that 
most wage increases will do no good 
because they will’ be balanced by 
price increases ; to persuade the con 
sumer with adequate inceme that he 
should consume to persuade 
the businessman that his own inter 
ests demand prices as low as h 


atford 


prices 
ments 


less: 


e Can 


NATION USES HUGE 
RUBBER TONNAGE 


\merican-made = rubbe consumption 


for 1947 appears certain to pass the halt 
million ton mark, more than average 
total annual consumption of all types of 


rubhers for ten 
War II 


Indications of 


years prior to World 
this found in the 
consumption report of The 
ber Manufacturers Association fot 
ist. The RMA reported that 
turers had used 389,645 tons of 


were 
Rub- 
\ug 


manufac 


monthly 


\mericat 


rubber in the first eight months of th 
ve 

Consumption of these rubbers is cur 
rently running well over 35,000 tons a 
month. This would put total use ahove 


the 500,000 ton mark by December 31. 


Consumption of American-made rub 
month of August in 
July. For the same 
consumption of natural rubber 
14.41% bringing the total con- 
sumption of natural and American rub- 
ber to 85,042 long tons for the month, 
9.03% over July. 

For eight months through August 31 
the industry also consumed 345,377 tons 
of natural rubber, and 188,964 
reclaimed rubber. The combined 
consumption of American and 
rubber, 735,022 tons, 
crease of 11.29% 


in 1946. 


ber during the 
creased 3.26% 


pt riod 


over 


increased 


an increase of 


tons of 
total 
natural 
represented an in- 
over the same period 
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Sandvik Cold-Rolled, High Carbon Steels’ 
Superior Physical Properties Start with The Ore 


The iron ore that ultimately becomes Sandvik steel is 
among the purest obtainable, containing only insignifi- 
cant amounts of sulphur and phosphorous. 


This ore is crushed and concentrated, then sintered to 
further purify it. Then it is smelted in small furnaces, 
using phosphorous-free charcoal obtained from coni- 
ferous forests. 


The high grade pig iron thus produced is combined 
with equally pure scrap and the steel is refined in acid 
open-hearth furnaces. The small size of these furnaces 
facilitates more accurate control. 


Sandvik’s skill born of many years of steel-making expe- 
rience performs the many subsequent operations needed 
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BLAST FURNACE PIG 





CHARCOAL 





to fit it for exacting, special uses. 
If you have an application that calls for above ordinary 
‘phone or write Sandvik. Available unannealed, an- 


tion and stock lists will be sent to you promptly 





SOME SANDVIK SPECIALTY STRIP STEELS 


Band Saw Steels + Clock and Watch Spring Steels 
quality in cold-rolled high carbon or alloyed strip steel, Compressor Valve Steel » Conveyor Belting - Doctor 

, Blade Steel + Feeler Gauge Steel + Knife Steels — 
Art, Surgical, Textile, etc. * Magnetic Sound Record- 
nealed or hardened and tempered. Complete informa- ing Tape + Piston Ring Segment and Expander 
Steels + Razor Blade Steel + Reed Steel « Shim Steel 
Sinker Steel - Spring Steels + Textile Steels + Vibra- 
on request. $S-21 tor Reed Steel + Wood Band Saw Steel. 








SANDVIK STEEL, INC. 


111 EIGHTH AVE., NEW YORK 11, N.Y., WAtkins 9-7180 
180 N. Michigan Ave., Chicago 1, Ill., FRAnklin 1745 

1736 Columbus Rd., Cleveland 13, Ohio, CHerry 2303 
WAREHOUSES: New York and Cleveland 
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CAN YOU USE THIS BOOK? 


Over 4500 shapes and sizes of name plates 
for which we have dies in stock are shown in 
this book. By choosing one of these designs 
you can effect a material saving. If you or 
your Engineering Department can make use 





of it write us now for a copy of “Designs for 
Name plates”. .. Your request for quotation 
is solicited you will receive a prompt reply. 


ETCHING COMPANY OF AMERICA 


1520 MONTANA STREET, CHICAGO 14, ILLINOIS, DEPT. C-12 


Metal Name Plates, etched or lithographed © Plastic Name Plates, Dials 

and Panels, lithographed or screened * Etched Metal Scales, Clock Dials, 

Instrument Panels, Art Novelties, Advertising Specialties * Etched Metal 
Panels for elevators and architectural uses 


SUBSIDIARY OF DODGE MFG. CORPORATION, MISHAWA‘A, INDIANA 





PURCHASING 


Keep Pace With Your Job 
(Continued from page 89) 


substitutions, modifications in speci- 
fications, new methods and _tech- 
niques, improvement and_ tools, 
labor saving devices, and other fac- 
tors which will contribute to the 
reduction of costs. 

The purchasing agent must be 
constantly on the alert. He should be 
second to none in his company 1n his 
knowledge of the materials used and 
the markets he trades in. His per- 
sonality should be such that he 
readily “sells’”” his company to the 
vendor and the vendor's salesmen. 

He must always keep in mind that 
the salesman who calls on him can 
be helpful and cooperative in direct 
ration to the manner in which he is 
received. For salesmen have a habit 
of registering with the home office 
their impressions of a customer firm, 
as reflected in the purchasing office. 
\nd of course salesmen meet their 
fellow salesmen from other com 
panies, and I suspect that among 
themselves they discuss purchasing 
agents, for better or for worse. 

A purchasing agent who is a 
member of his Association, and who 
mixes with his fellow purchasing 
igents at their meetings, forums, and 
group discussions, cannot fail to ac- 
quire a wealth of practical knowl- 
edge on purchasing that would per- 
haps never come to him over his 
desk. The Association is constantly 
strengthening its committees, its in- 
dustry groups, and its educational 
activities. All of this adds up to a 
better purchasing department, better 
serving its industry, and earning 
increased recognition from manage 
ment. 

In plain language, it is up to the 
purchasing agent to broaden his 
knowledge and keep pace with the 
growing stature of the purchasing 
function in industry. 





IS YOUR PURCHASING 
DEPARTMENT UNDER- 
STAFFED? YOU CAN FIND 
JUST THE MAN (OR 
WOMAN!) YOU ARE LOOK- 
ING FOR BY GLANCING 
THROUGH THE CLASSIFIED 
COLUMNS .. . UNDER 
“POSITIONS WANTED” 
SEE PAGE 354 
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CHICAGO RAWHIDE MANUFACTURING COMPANY 


69 Years Manufacturing Quality Mechanical Leather Goods Exclusively and Now Sirvene Synthetic Products 


PHILADELPHIA e CLEVELAND «© NEW YORK e¢ DETROIT *© BOSTON e PITTSBURGH « CINCINNATI 
Manufactured and Distributed in Canada by SUPER OIL SEAL MANUFACTURING CO., Ltd.— Hamilton, Ontario 
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TURN 


DARNELL CORP LTD 


LONG BEACH 4 CALIFORNIA 
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New England Purchasing 
Agents in Conference 
At Springfield 


(Continued from page 141) 


that the equipment should be moved 
at almost any price. In the case of 
surplus, it generally means that we 
have held it for a year or more. The 
expected return depends somewhat 
on the depreciation rate, also on the 
state of the market for that material. 
By timing the disposal properly it ts 
often possible to get a higher re- 
turn, even though this sometimes 
means that it may have to be offered 
two or three times before a satis 
factory offer is received. 

Question: Please comment on 
the probable availability of pig iron 
over the next year. 

Wr. Tootill: The situation is not 
likely to improve during the first 
half of 1948. No prediction can be 
made for the second half year, be 
cause there are if 
the situation. 

Ouestion: 


too many “ifs” in 


How much faster are 
our forests being used up for lum 
ber and pulpwood than they are 
being replaced ? 

Mr. Burns: The premise on 
which this question is based is noi 
accurate. The forests are not being 
used up, for commercial purposes, 
faster than the replacement growth 
The biggest factors in depletion and 
degradation are fire and insect in 
festation, and considerable progress 
is being made toward better control 
of these hazards. The larger com 
panies, like Weyerhaeuser, have 
adopted a policy of sustained yield 
by fostering normal regrowth. 
Progress is also being made in the 
direction of closer utilization, g 
ting a better yield per acre and 
making use of grades and species 


_ 


formerly neglected. 

Ouestion: What possible action, 
other than legal action, can be 
taken to penalize a subconiractor 
who refuses to go through with an 
order based on a specific bid on 
which the buyer’s own estimates 
and quotations have been based, 
thus forcing the buyer to find 
another subcontractor and take a 
loss because of higher cost ? 

Answers from the floor: The 
widest possible publicity would help, 
by branding the defaulting subcon- 
tracter as irresponsible. Govern- 
mental buyers make it a practice to 
guard against this contingency by 
requiring a performance bond with 
the bid, and the bond is forfeited 
in the event that the contractor re 
fuses to stand back of his bid. In 
other cases, a check for 10% of the 
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contract price is required with the 
bid, to be refunded upon satisfac- 
tory completion of the contract, but 
forfeited in case of a default. 


Banquet Session 
Chairman Healey presided as 
toastmaster at the banquet session 
on Thursday evening. Garnet Dick- 
son of Toronto expressed the greet- 
ings of the National Association in 
his capacity as N.A.P.A. President. 
Ixecutive Secretary George A. 
Renard gave a brief but meaty and 
forceful summary of the purchasing 
agent's responsibility and opportu- 
nity in helping industry to operate 
profitably under present conditions, 
and in the days ahead. Joseph 
Fogarty of the Rhode Island State 
Purchasing Department entertained 
with a discourse, “Just in Jest”. 

Principal speaker of the evening 
was Roger L. Putnam, prominent 
New England industrialist, three- 
time mayor of Springfield, civic 
leader, and wartime official of the 
WPB. Mr. Putnam declared that 
for a lasting peace, America must 
take the lead in helping to build up 
the standards of living in the rest of 
the world, whether from the selfish 
motive of stopping the spread of 
Communism or from the generous 
urge to relieve want and suffering. 
“We have fallen heir to world 
leadership,” he said, “but the mantle 
does not yet rest comfortably on 
our shoulders. The cost of peace is 
the two-fold cost of preparedness 
and of world rehabilitation. We 
must squarely admit and accept 
both if we are to maintain our 
prosperity. Neglect of either will 
speH disaster in one way or another 

depression or war—perhaps both. 

“There is not one lunatic fringe 
in this country, but two,” he con- 
tinued. “Communism, as such, has 
not the remotest chance of being 
successful in a prosperous country. 
If we are going to hunt witches, 
let's hunt the more dangerous small 
group at the other end of the scale 

people who advocate the suppres 
sion of labor, the cutting of wages. 
the return to outmoded conditions 
of the 90's. There is more danger 
that their counsels could take hold, 
and if that small group of reaction 
aries should get a real hearing, we 
might well set up conditions in 
which Communism could thrive.” 

Following Mr. Putnam's address, 
District Vice President Andrews 
announced that the 1948 Conference 
would be sponsored by the Connec- 
ticut Association, and declared the 
meeting adjourned. 














to those 
who build, buy, or use 
Electrical Equipment 


‘ N general, electrical equipment represents a substantial in- 
I vestment. To guard against costly service interruptions, the 
many items of poleline hardware, connectors and similar acces- 
sories should possess the utmost in dependability. These acces- 
sories, while representing a very small part of the total cost, 
must withstand a relatively large part of the operating burden. 


The American Brass Company has developed a number of 















copper alloys that have proved outstandingly successful in pro- 
viding the strength and toughness required to withstand gale 
and storm conditions and ever-changing temperatures... and 
to resist the corrosive action of industrial gases and vapors, 
saline seaboard fogs and humid gulf coast atmospheres. Some 
typical applications of these Anaconda Metals appear on the 


following page. 47119 


THE AMERICAN BRASS COMPANY 


General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 
In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ont. 


Millions of Everdur* bolts, connectors, and similar accessories are now in #Reg. U.S. 
daily service, reducing replacement costs and failure of structural members. Pat. Off. 


mand Le acon Copper & Copper Abloys 






















RELIABLE” STRAIGHT-THRU 
DEAD END ASSEMBLY 


CALSUN BRONZE” BAIL 


COMMERCIAL BRONZE YOKE 


pHOSPHOR BRONZE SPRING 


COPPER CUP 


EVERDUR® one WASHER 


—_—__— 


EVERDUR* 1010 JAWS 


COPPER TUBE 


*Reg. U. 5. Pot Of. 
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Products serve better... last longer 





when the right metal 
goes into the right place 


Here are two examples, both supplied through the 
courtesy of the Reliable Electric Company, Chicago. 

Each of the metals used was selected in the alloy 
which contributes a combination of the most desi- 
rable properties. The metals for the component parts 
meet all requirements for workability and machin- 
ability ... while the assembled units provide the nec- 
essary high strength, vibration and corrosion resist- 
ance, and high electrical conductivity. 

Next time you get to the stage of “specifying met- 
als” call on us. Our Technical Department will be 
glad to work with you. 


THE AMERICAN BRASS COMPANY 
General Offices: Waterbury 88, Connecticut 









COPPER DIE PRESSED 
FORGED BODY 

HIGH STRENGTH 
OMMERCIAL BRONZE 286 NU 


EVERDUR®* 1015 


PRESSURE BAR COPPER CONTACT 


HITENSO* BB-961 
(CADMIUM BRONZE ) 
BOLT 


EVERDUR®* 1015 
EYE BOLT 


“RELIABLE” HOT LINE 
CLAMP ASSEMBLY 


from mine to consumer 
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COPPER and COPPER ALLOYS 
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Talk about 


When you close a Kennedy Iron-Body 
Double-Disc Gate Valve, you drop a 
double iron curtain...twin discs of 
Kennedy Higher-strength Cast Iron 
— double assurance of complete clo- 
sure, even when grit is present in the 
liquid being handled. As soon as the 
port opening is completely closed, a 
wedging device between the discs 
drives them apart . . . forcing each 
disc against its seat. If grit is caught 
on one seat, the other seats tightly. 


IRON CURTAINS 
This Kennedy Valve has 







The lodgment of sediment or the 
position of the valve will not affect 
the action of the cams and discs. Op- 
eration is perfect with either disc to- 
ward the pressure. 


Every Kennedy valve...lron-Body or 
Bronze...gate, globe, angle or check 
..-is designed with equal care to give 
reliable performance in its particular 
application. 


BUY FROM YOUR LOCAL DISTRIBUTOR. 


THE KENNEDY VALVE MFG. CO., ELMIRA, NEW YORK 
Office and Warehouses in principal Cities 
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... twin discs of 


KENNEDY 
H igher- strength 


cast iron 








Kennedy Iron-Body Double-Disc Gate 
Valves are available with non-rising stem 
or outside-screw-and-yoke, for low, stand- 
ard, medium or extra heavy pressures, in 
a full range of standard sizes. The Kennedy 
240-page catalog contains full details. Send 
for your copy today. 


KV-177 


KENNEDY aives-pipe fittings-fire hydrants 
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Prompt delivery from the 
largest stock in the nation! 


Screws... nuts... washers... 
pins... Allmetal carries the largest 
stock in the country of stainless 
steel fasteners and screw machine 
parts. We also have facilities for 
heading, tapping, drilling, ream- 
ing. slotting, turning. stamping, 
broaching and centerless grinding 
+ «+ and we work not only with 
stainless and monel, but also with 
duralumin, aluminum, brass, 
bronze, or any other non-corrosive 
metal. All parts produced to close 
tolerances. Write for our catalog 
today. Allmetal Screw Products 
Co.. Inc.. 33 Greene St., New York, 13. 


Send for 
FREE CATALOG 















This new, 83-page 
catalog helps you se- 
lect the cofrect size 
and type of non-cor- 
rosive fastening de- 
vice for any particular 
job. Includes stock 
sizes, specials that 
can be made, engi- 
neering data, etc. 
Make request on com- 
pany letterhead. 


Write to 
Department PG 


ALLMETAL 
SCREW PRODUCTS CO., INC. 


33 Greene Street, New York 13 


SPECIALISTS in 


STAINLESS FASTENERS 











New Motor Standards 

(Continued from page 111) 
F, has a very limited field of appli- 
cation since it develops only very 
low locked-rotor torque. It is pur- 
posely sO designed for securing a 
very low locked-rotor current con- 
dition. A planer cutter drive on a 
wood-working machine, where little 
effort is required to start and accel- 
erate the light cutter blade, and 
where a machine is likely to be in- 
stalled where the generating or dis 
tributing system is adversely af 
fected by line current variations, are 
typical load examples for which De- 
sign F motors are well suited but 
seldom encountered. 

The squirrel-cage induction mo 
tor was characterized as being the 
most reliable and lowest cost motor 
which can be built, and most popu- 
lar of the new types are the Designs 
B and C. 

Summarizing, Design B has nor 
mal starting torque adequate for a 
wide variety of industrial machines 
and drives and a starting current 
usually acceptable on power sys 
tems. The Design C motor has high- 
er starting ability for such applica- 
tions as loaded compressors, con- 
veyors and the like. Design A, how- 
ever, provides exceptionally high 
breakdown torques but at the ex 
pense of high locked-rotor currents 
which normally require provision 
for starting with reduced voltage. 
Design F motors, on the other hand, 
have exceptionally low for 
both characteristics. 


values 


Design D uses a high resistance 
type rotor to obtain variation of 
speed with load, desirable for some 
applications with rapidly fluctuating 
loads. This type also gives extremely 
high starting torques with moderate 
starting currents. 


,.. ¥ 


Engineering vs. Purchasing 
(Continued from page 91) 
for. similar service. 

During these days of shortages, 
the engineer must frequently accept 
something other than what he requi- 
sitioned. If he is open minded, he 
will approve such substitutions and 
will follow the performance of such 
materials or equipment with the sci- 
entific attitude which seeks the facts, 
even though they are contrary to his 
preconceived ideas. 
netr ~ 


No true engi- 
sees to it that it doesn’t work” 
just because he didn’t have his own 
way at the start. Of course, he can 
sometimes suggest a new source of 
supply or a new fabricator who be- 
came known to him. 
(Please turn to page 340) 
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BEALL 


Spring WASHERS 





Bolted assemblies 


_ TIGHT permanently 


BEALL SPRING WASHERS, with live, long-range 
action compensate for ALL causes of looseness 
including vibration, bolt stretch, wear, rust and 
break-down of finish under the nut and bolt head. 


IN STOCK in all Standard Sizes; made of Car- 
bon Steel, Stainless Steel, Everdur and Duronze. 


BEAL TOOL DIVISION 
(HUBBARD & CO.) 
160 Shamrock St. EAST ALTON, ILL. 


© Ia, 
CLEVELAND 


IT’S THE 











1000 Rooms with Bath 


Radio in Every Room 


Six Fine Restaurants 


Garage Attached 


Central Downtown 


| Wokaohanona 
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FACTORS IN CHOOSING 
RESILIENT GASKETS 


N addition to a review of the principal factors in choosing 
resilient gaskets, you will find design information on many 
other sealing problems in “Armstrong’s Gasket and Sealing 
Materials.” This new, 20-page booklet will prove helpful to 
purchasing agents as well as to designers and engineers. 

As you know, many variables influence the design of gaskets 
and gasketed joints. Ten technical discussions in “Armstrong's 
Gasket and Sealing Materials” cover most of these variables. 
This booklet also contains physical data on the five major 
types of sealing materials offered by Armstrong: synthetic 
rubber compounds, cork-and-synthetic-rubber compositions, 
cork compositions, fiber sheet packings, and rag felt paper. 

Add “Armstrong’s Gasket and Sealing Materials” to your 
files now. Write today for your copy. Address Arm- 
strong Cork Company, Gaskets and Packings De- 





partment, 7212 Arch St., Lancaster, Pennsylvania. 







ARMSTRONG'S 
GASKET AND SEALING 


MATERIALS PARTIAL CONTENTS 


Designing Flanges for Effi- 
cient Sealing, Designing 
Gaskets to Reduce Cost, 
Effect of Gasket Width on 


Compression, Effect of Sur- 








face Condition on Gaskets, 
Proper Compression for Re- 








ARMSTRONG CORK COMPANY 


tawcastice@ S¥ivewre 


silient Gaskets, Relation of 
Gasket Thickness to Load, 
Resistance to Chemicals, 


and other useful material. 


ARMSTRONG’S GASKETS © PACKINGS @ SEALS 














Mr. Ned Wallace speaks from plenty of experience. 
“The way to orders is through the open door of the 
Purchasing Agent. I always make sure the Purchasing 
Agent has complete details on my products.” 

And Mr. Wallace is right. The P.A. is the real 
power in today’s buying. That’s why increasing 
numbers of alert sales managers are concentrating 
on selling the Purchasing Agent — seeing that he is 
thoroughly, accurately and continuously informed. 

In Purchasing you have an OPEN DOOR TO P.A.’s con- 
trolling 85% of industry’s purchases. Where could 
you find a greater concentration of industrial buying 







THE NATIONAL MAGAZINE 


P.A.’s OPEN DOOR...WAY TO ORDERS 


FOR PURCHASING 








THE FOREST City FOUNDRIES Co 






RALPH G STRANG 


PSVELAND OHio 


stotie 


power in America? Purchasing is the P.A.’s own 
trade paper. It is the one magazine he is sure to get, 
read, and depend on. It is the one place your adver- 
tisement is sure to catch his eye. That's why 
Purchasing belongs on every well-balanced adver- 
tising schedule. 

Make sure you're not missing out on Purchasing’s 
OPEN DOOR TO P.A.’s everywhere. Write for details 
today. Purchasing. 205 East 42nd St., New York 17, 
N.Y. Offices in Chicago, Cleveland & Los Angeles. 





EXECUTIVES 





A CONOVER-MAST 
PUBLICATION 
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“Front Door Business...” 


The soundest and most fundamental principle in selling 
to industry today lies in selling through the “front 
door” — through the office of the Purchasing Agent. 


Most successful Sales Managers like Mr. Wallace 
know this, but just to make sure that every one 
of America’s Sales Executives know it — and that Printers Ink 
nobody forgets it — the publishers of your magazine a 

“Purchasing” run advertisements like the one opposite, 


in the key marketing magazines of the country. 


Sale 


. 
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“INDUSTRIAL Wh) 
MARYETING | 


These advertisements cover more than 40,000 men 
responsible for the sales and advertising of Industry's 


leading manufacturers. 


SEO S a 


gTawpanp Bate & DATA SERVICE 
Nee Matronel Fathomity 
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This Joint Gives Buildings 


“Old Age 


Here is simple, low-cost insurance 
against the time when ordinary build- 
ings begin to sag and show their age. 
The patented, Armco joint withstands 
expansion, contraction and unequal 
settlement. It keeps Standard Steerox 
Buildings trim and youthful. 

You'll also reap immediate benefits. 
With the revolutionary SteeLox method, 
the jointed panels provide both struc- 
tural support and a finished surface. 
Erection is simplified, appearance im- 
proved and weathertight construction 
assured. Unskilled workmen quickly 
join the panels into a sturdy, .main- 
tenance-free structure. 

There are other advantages in using 





Benefits” 


Standard Sreevox Buildings. They are 
made of Galvanized Armco Painterir 
Steel and can be painted immediately 
or left unpainted. Stee.ox Buildings 
have the long life and low upkeep of 
a permanent structure, yet when neces- 
sary they can be quickly dismantled 
and re-erected at another location 
without loss of material. All parts are 
uniformly strong and the all-steel con- 
struction is an excellent fire-barrier. 

Stee.ox Buildings are prefabricated 
in a wide range of standard sizes to 
meet your requirements. Write for 
complete data. Armco Drainage & 
Metal Products, Inc., 2375 Curtis St., 
Middletown, Ohio. 
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Engineering vs. Purchasing 
(Continued from page 336) 

At the beginning, I mentioned 
cost savings as one probable reason 
why engineers get a kick out of 
helping the purchasing department. 
Another possible reason is that pur- 
chasing must be fascinating work, 
otherwise everybody and his brother 
wouldn’t try to take over the pur- 
chasing department’s job. 

Cooperation and help, we need. 
But we definitely object to ama- 
teurs who try to perform the whole 
purchasing function and consult the 
purchasing department only after 
they have gotten themselves and the 
company into a jam. It does seem 
strange that an otherwise reasonable 
engineer will let a contractor start 
a job on company property without 
giving the purchasing department a 
chance to negotiate a suitable con 
tract and safeguard the company 
against exhorbitant costs, if not fan- 
tastic losses, due to personal in- 
juries or property damage. Such 
negligence or downright willfulness 
cannot be excused on the grounds 
that the engineer did not realize the 
risks to which he subjected his com- 
pany. After all, he is not expected to 
be expert on these matters. But he 
is supposed to know that the com 
pany maintains a purchasing depart 
ment of specially trained experts to 
handle both procurement problems 
and contacts with vendors. He 
wouldn’t try to sign a company 
check, but trying to do the purchas- 
ing department’s work seems to in 
trigue him periodically, and that can 
involve just as much company 
money as signing a check. 

Usually, an engineer knows very 
little about our existing supply con- 
tracts, quantity discounts, vendor 
relationships, reciprocal problems, 
contract procedure, inquiry and quo 
tation technique, or the ethics of 
purchasing. He is apt to be either 
too friendly with salesmen, or too 
hard-boiled and dictatorial, if not 
actually pompous and demanding. 
When he naively calls in a sales- 
man and asks for an unreasonable 
amount of free service and advice, 
it apparently does not occur to him 
that he is obligating the company to 
that salesman. Then, if it later leads 
to a purchase requisition being writ- 
ten by the engineer, he may neglect 
to inform the purchasing department 
of his preliminary contacts on this 
particular item. This could result in 
the failure even to send that sales- 
man an inquiry or invitation to bid. 
and he would lose an order that he 
rightfully thought belonged to him. 
That has actually happened. 

(Please turn to page 342) 
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PtDloAtty GeARS 


The “Ancestral Lines” of Illinois Gear reveal: 


Men—a highly skilled personnel, craftsmen 
with thorough training, years of experience 


and pride in their product. 


Machines—a modern plant tooled with the 





most advanced gear cutting, shaping, hob- 


bing, planing and generating equipment. 


Management—supervision capable of ap- 





plying Men and Machines to produce the 


finest “Illinois Gear” in our history. 


nar WHOSE Send for Catalog No. 39. 


ILUINUIS GEAR & MACHINE COMPANY 





CHICAGO ILLINOIS 
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JOHN |. MOROSiN; 
D. A, Stuart Oil Co 
Representative 
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... Stuart's THREDKUT is a unique 
cutting oil carefully manufactured 
to insure the maximum benefits from 
controlled chemical activity. Its out- 
standing performance on really tough 
jobs has long been recognized and 
its flexibility proved through exceed- 
ingly widespread use. The many time- 
tested values built into THREDKUT 
are serving the leaders of the metal- 
working industry, increasing effi- 
ciency and reducing costs. 

Ask to have a Stuart Service 
Engineer discuss your cutting fluid 
requirements. THREDKUT literature 
available on request. 


STUART cercce goes 


























WRITE FOR DETAILS 


p.A. Stuart {Jil co 















2727-31 SOUTH TROY STREET. CHICAGO 23, ILL. 


Engineering vs. Purchasing 
(Continued from page 340) 


HHow can the engineer help the 
purchasing department? The best 
answer, in a nutshell, is: By letting 
the purchasing department do its 
stuff to help the engineer. It’s a 
two-way street, paved with mutual 
respect, confidence, and co yperation. 

We not only for the engi- 
neers help; we ask for engineering 
personnel in the purchasing depart 
ment, where they 
engineering buyers, each a specialist 
in his own group of commodities. 
They don't pretend to know every- 
thing about everything. They still 
need, and use, the constant help of 
the engineering departments. Fur- 
thermore they are glad to be of con- 


ask 


become capable 


siant help to those same engineers. 
It really does work both ways. 
i fe 


Business and Price Trends 

(Continued from page 104) 
farmers. 

Another caution signal is noted 
in the fact that collections are be- 
ginning to lag. An increasing ma 
jority are unable to pay their bills 
prompily. This trend was first noted 
on the part of doctors and dentists, 
but now it is commonplace as re- 
gards the necessities of life, such as 
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fuel oil and coal. For the first time 
in many years we hear about re- 
possession of automobiles, refriger- 
ators, etc. by the finance companies. 
It all simmers down to one premise, 
namely, that there must be some 
correlation between commodity 
prices and consumer income. 

At the moment there are no con- 
crete signs of an industrial recession 
or a collapse in the price structure. 
Nevertheless, the lessons of 1920 
should not be entirely forgotten. 
Just to refresh your memory, prices 
after a minor dip following the 
signing of the armistice in 1918, 
abruptly skyrocketed covering a 
period of a year and a half. At the 
extreme peak in mid-1920 prices 
were 146% higher than in 1914 
six years earlier. At that time there 
was an outstanding need for new 
construction, automobiles, general 
equipment, etc., but nevertheless, 
there was an industrial slump which 
extended throughout 1921 and the 
better part of 1922. The price break 
in the course of one year measured 
no less than 43'¢. Then came the 
period of sustained activity which 
did not terminate until seven years 
later at the end of 1929. 

Today the ‘latest McGill 
modity Price Index stands at 
(1926 equally 100). Hence, prices 

(Please turn to page 345) 
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Efco Speed Wrench made by 
Efco Mfg. Co., Inc. 
Hamilton, R. |., has RITCG 
Drop Forged parts for 
extra strength. 





rety ON RITCO FOR 
DROP FORGINGS 


HAND SCREW MACHINE 
PRODUCTS 


SPECIAL FASTENERS 


PRECISION ROLLED 
_ THREADS 






“ 









VA 
Finish yoy FORGINGS 


STRONG « FLASH-FREE 


RITCO Drop Forgings are rugged and 
uniform: their dependable high strength 
makes them ideal for machine and 
small tool parts subject to heavy work- 
ing loads. Machining operations are 
greatly simplified by the smoothness of 
RITCO’S flash-free Bright Finish and the 
close limits of the forgings. RITCO 
quality forgings are available in steel 
or non-ferrous metals from “% lb. to 15 
lbs. — exactly to your blueprint. Let us 


estimate on your requirements. 


RHODE ISLAND 
TOOL COMPANY 


148 West River St. 
P. O. Box 1516 
PROVIDENCE 1; R. I. 
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WASHER IS HELD 


BY THE ROLLED 
THREAD AND IS FREE 
lO ROTATE! 


DRIVING IS EASIER, FASTER. SEMS ARE 





PERFECT FOR HARD TO REACH PLACES 


MOVES 


NO DROPPED OR WASTED WASHERS. 


SMOCTHLY. 
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SEMS ELIMINATE COSTLY HAND 


ASSEMBLY; SAVE TIME AND LABOR! 






THERE'S A SHAKEPROOF LOCK WASHER 


FOR EVERY NEED 
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INTERNAL COUNTERSUNK HEAVY-DUTY 
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EXTERNAL-INTERNAL DOME PLAIN DOME TOOTHED DISHED-TOOTHED 


YOU GET THE FAMOUS SHAKEPROOF tripte-action PERFORMANCE 


No matter what your fastening problem may be . . . oversize 
or elongated holes, hardened or soft materials, large or deli- 
cate parts .. . there is a Shakeproof Lock Washer designed to 
make your fastenings secure against vibration . . . to do your 
job at peak efficiency. And no matter what size or type you 
choose for your application, every Shakeproof Lock Washer 
incorporates the exclusive triple-action Shakeproof tapered- 
twisted teeth that actually bite deeper, hold tighter as vibra- 


a tion increases. 


Shakeproof Field Engineers can be of great service to you in 
selecting the right size and type of standard washer, and their 
knowledge is especially helpful in the selection of one or more 
of Shakeproof's hundreds of specials that provide even greater 
fastening performance for specific problems than the standard 
types. When you meet fastening problems let a Shakeproof 





engineer meet you! A phone or written request will bring him 
to your plant! Call today. 


f_) / 
SHAKEPROOF inc. 
aslening eadguarlers © 


Plants at Chicago and Elgin, Illinois. @ In Canada: 
Canada Illinois Tools Ltd., Toronto, Ontario 
Division of ILLINOIS TOOL WORKS @ 2501 No. Keeler Ave., Chicago 39, III 
Offices in Principal Cities 
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Business and Price Trends 
(Continued from page 342) 


are now 179% higher than was the 
case in August, 1939, just prior to 
the outbreak of World War II, and 
96% higher than in 1929, just be 
tore the general economic collapse. 
We are fully, cognizant of the in 
flated level of producing costs 
wage rates, fuel, transportation, etc. 
Producing costs normally determine 
the selling price. However, when 
supply exceeds demand, inventories 
mount, failures increase, and com- 
petition tightens in the endeavor to 
move goods, prices drop irrespec- 
tive of costs. Again I say, the prin 
cipal economic disease rotting the 
soundness of our economy is the 
inability to check rising prices and 
the compulsory contraction in con 
sumer demand due to the shrinking 
purchasing power of the dollar. To 
this we might add another danger, 
namely, the prospect of overexten 
sion in our effort to aid [Europe 
thereby weakening our economy. 
What is going to stop this mad 
rush of prices to record peaks? The 
same forces that brought the cor- 
rection of prices in 1920 and forced 
industrial activity into more or less 
of a tailspin, namely, an unhealthy 
spread between prices and consumer 
\n industrial recession oc- 
curs when demand tapers off, and 
here we have the outstanding danger 
While 
no serious recession has occurred 
since V-] Day, and the combination 
of bullish factors—the great need 
for steel, automobiles, 


fre ight cars, etc. 


Mmcome 


spot in our economy today 


building, 

; supports a long 

period of unparalleled business ac 

tivity, yet the higher prices go, the 

greater the pressure for postpone- 
ent of mayor projects. 

There is considerable doubt 
whether this country can stand the 
pressure of higher prices. A return 
of prices to prewar levels is out of 
the question, even a break-back to 
the 1926 basis of 100 appears out of 
order. This all reverts back to the 
huge amount of money in circula- 
tion and high producing costs. How 
ever, a break of 20% to 25% is 
essential to take the edge off infla- 
tion and to solidify our economy. 
The break must come sooner or 
later, brought about perhaps in an 
orderly manner by sustained record- 
breaking output, a more balanced 
supply-demand ratio, and more in- 
tensified competition. 

There is a good chance that the 
postwar peaks are now in the mak- 
ing, but the main point is that prices 
are “skating on thin ice” and adjust- 
iment to lower levels is inescapable. 





Keep Your Materials 
Swiftly on the Move 


with 


Bond Hand Trucks are the short 
cut to speedy, easy handling. They 
assure an unimpeded flow of 
materials to every point in your 
plant—keep your costs low. You 
can rely on a Bond to deliver the 










7s. PAT. OFF 







pe 


goods because Bond products have 
been noted for sound engineering 
for more than half a century. When 
you buy materials handling equip- 
ment, it pays to look for the Bond 
trademark. If it’s a Bond, it’s an asset. 


——— eee 


BOND HI-BOY 
UTILITY 
TRUCK 


| No. 5005 












You can pile your loads up to the top of the 
Bond Hi-Boy. Sturdy, light, easy to maneuver, it 
is particularly suitable for handling cases of 
beverages, cartons, cans and similar articles. 
Plain bearing or roller bearing solid rubber 
cushion tread wheels. Plain bearing wheels have 
self-lubricating bushings. 


BOND KEG & 
CASE TRUCKS 


No. 4691 
No. 4692 





No, 4691 is the truck with a thousand uses. 
No. 4692 is equipped with specially designed 
wheel guards for handling bags. Both of these 
husky, top notch trucks are made of 1°" square 
high carbon steel tubing. Both ore available 
with the following type wheels: plain or roller 
bearing semi-steel; plain or roller bearing 
vulcanized-on rubber. 


BOND UNIVERSAL LIFT JACK 


The Jack that does 
the Job in a Jiffy 








You simplify handling of light and heavy loads 
with the Bond Universal Lift Jack. It is suitable 
for factory, foundry, terminal, loading dock, 
elevator or store. This jack is a cinch to operate. 
It couples and uncouples quickly, turns rapidly. 
Handle adjusts to operator's height. In close 
quarters, the Bond Universal Lift Jack is con- 
veniently operated with handle in vertical 
position. You may store it upright in narrow 
creas. Safe—it won't drop and hit floor or lie 
underfoot and cause accidents. 


Send for free folders describing in detail 
Bond Hand Trucks and Lift Jacks 


Bond Foundry & Machine Co., Manheim, Pa. 
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Buyer-Seller Relationships 
(Continued from page 106) 


ciencies in what I call “work habits” 
of procurement men. During the 
war period, when we were all in the 
high tax bracket, it was easy to 
grab the telephone and make over- 
time long distance calls to expedite 
deliveries, get prices, and seek out 
information. Today such habits re- 
sult in costly, inefficient procure- 
ment. As deliveries improve and 
competition returns, and there are 
signs toward the return of both of 
these healthy conditions, we must 
train our men to more methodical, 
accurate preparation of inquiries 
and purchase orders. The careful, 
accurate worker may not appear to 
be accomplishing as much as the 
flashy, dashing type of individual, 
but add up the results accomplished 
by the former at the end of the day. 
He will win every time. 

There are too many sloppily pre 
pared purchase orders; orders 
which are not priced; with specifi- 
cations and material descriptions 
not clearly stated; shipping instruc- 
tions obscure or left to the discre- 
tion of the vendor; references to 
seller's proposals which are in con- 
flict with the purchase order terms, 
particularly with regard to escalator 
clauses. 


These are the outward manifesta- 
tions of inadequately trained per- 
sonnel. Maybe the fault lies in the 
lack of adequate records within the 
department. Are our source and 
price records up-to-date and ac- 
curate? With the kaleidoscopic ava 
lanche of price changes and the 
number of new sources we have had 
to rely upon in these times, I recog- 
nize the difficulty in keeping up 
these records. But in order to have 
a buyer do a full day’s work at 
maximum efficiency, and it is the 
hours between 8 and 5 which really 
count in purchasing, we must give 
our men the tools for efficient opera- 
tion. 

It may take several years longer 
for buying and selling relationships 
to settle down into a normal, studied 
pattern, and attain new standards of 
efficiency. The new men in both 
buying and selling will profit by 
experience. But neither are getting 
the right kind of experience at the 
present time due to market condi- 
tions. The buyer doesn’t have time 
to buy materials ; he must find them. 
The seller is spending most of his 
time trying to explain to his cus- 
tomers why he cannot take his or- 
der and why he cannot meet the 
shipping dates on the ones he has 
already taken. 

Recently, | had occasion to meet 


PURCHASING 


the son of a steel company sales 
manager, who was back in college 
after three years in the Air Force. 
He was a fine, bright lad, but had 
never been exposed to normal busi- 
ness operations. One day, he told 
me, he went to his father’s office to 
watch him operate. “You know,” he 
told me confidentially, “All my Dad 
does is sit behind a desk, answer the 
telephone and say ‘NO! And they 
pay him good money for it, too.” 
We know that the return of ac- 
tive competition will change the 
buying and selling process ma- 
terially. Our schools and colleges 
are crowded with ambitious Gls, 
who, a year or two hence, will be 
knocking at the doors of American 
Industry for the opportunities 
which exist nowhere else in the 
world today, under our free enter- 
prise system, Some of them will 
land in procurement work; many 
more of them in sales, engineering, 
production. They will be needed to 
inject the fresh, vigorous drive of 
youth into our business picture and 
give it new ideas and life. But we 
must be ready to train them and 
guide them in their efforts. We, 
sitting at the buyer’s desk, are in a 
peculiarly strategic position to do 
so. This is the most important con- 
tribution we can make to improve 
the buyer-seller relationship today. 












HERE’S SIGNODE’S SIX-POINT SYSTEM! 


@ On-the-job survey of your ship- 
ping problems 


@ Test-proved recommendation 
of right strapping 


@ Test-proved recommendation 
of proper strapping tools 


SIGHODE 


YOUR SHIPMENT [§: 





@ Recommendation of the right seal 

@ Fast tool replacement and re- 
pair service 

@ Supplementary bulletin service 
to keep you abreast of develop- 
ments in better shipping and 
packing methods. 


STEEL STRAPPING [§ 





STEEL STRAPPING COMPANY 
2602 N. Western Avenue 


pore 


No Shipper too small to get 


help from this man 


methods. 


...Gnd SIGHODE’S SIK-POINT SYSTEM! 


The smaller the enterprise, the greater the need 
for preventing losses in time, money and mate- 


rials caused by poor packing and shipping 


That is why thousands of small businesses 
among the scores of thousands of Signode cus- 


tomers have asked this man—a Signode packing 


CNG 
awe 








S Rea out how. 







Chicago 47, lll, 


1 RON: 


and shipping engineer—to help them perfect bet- 
ter protection methods. 


And his recommendation is Signode’s Six-Point 
System of Planned Protection! This time-proved 
method can stop the profit leaks in your shipping 
department also. It’s worth your while to find 


Signode has developed a steel strapping appli- 
cation for every type of container...cartons, boxes, 
crates, bundles, skids and also for carloading. 


. 

















DECEMBER, 1947 


Or 


NGE CORE 


ALL THESE 
“BLUE DEVIL” 
SOCKET CAP SCREWS 
ARE AVAILABLE 
FROM STOCK 


155 STOCK SIZES FOR YOUR NEEDS 


“Blue Devil” socket cap screws in diameters 


from No. 8 to 1 inch are carried in stock in a 
wide selection of lengths — 45 additional standard 
sizes, Nos. 4, 5, 6 and 1%, 1% and 1% inch 
diameters in various lengths, can be furnished 
on quantity orders. 


Special “Blue Devil” socket screws can be sup- 
plied quickly as our entire plant is geared to 
socket screw production. Large selections of 
stock sizes are also available in other “Blue 
Devil” socket screw products. 


® WRITE TODAY for Free cata- 


@ r" log listing styles, sizes and prices 
2 os of “Blue Devil” socket screw prod- 
* —_ ucts. 

"BLUE DEVIL Socket Set Screws . Socket Stripper Batts 
Se Socket Screw —. ain Pe, oe Plugs 
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PERM-A-CLOR| g=— 


Wy SPECIAL BY 
= PROGRESSIVE 





.-- when the going is tough. 


The difference between PERM-A-CLOR and other 
chlorinated vapor degreasing solvents is_ stability. 
PERM-A-CLOR remains stable—as a liquid and as a 
vapor—regardiess of how many times it has been 
distilled. 

Thus, the advantages of solvent-vapor degreasing— 
speed, economy, and efficiency—are available even to 
those who have the most difficult of metal-cleaning 
problems ... die castings, white metals, aluminum. 


) MEG. CO. 
The PROGRESSIVE Ti, CONN. 


42 NORWOOD ST- 


For ferrous metals, where a solvent of 
normal stability is needed, try TRIAD. 


S-173R 


Ga 

















| I cre’s an easy way for you to keep 
abreast of NEW developments in materials, 


equipment, finishes and processes: 


Every month you will find listed in the 
“Ask Purch” Section — Pages 14 to 20, incl., 
from 75 to 100 new pieces of manufacturers’ 


literature. 


Maxe your selection of the literature of 
interest to you, and which you may need to 


bring your catalog files up to date. 


And, check the numbers on the post-paid 
postcards on Pages 19 and 20. “Purch” will 
see that the material is sent to you without 


cost. 





Msh Purch — 
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Millions of 
Billings Wrenches 
carry this 
ts 9 Trade Mark 


fee 








OUR HAMMERS TALK 
PRODUCTION! ...OUR 
FORGING ENGINEERS 

KNOW FORGINGS!... 


WRITE OUR FORGINGS DIV. Dept. SF-3 


THE BILLINGS & SPENCER CO. 


MAIN OFFICE AND PLANT 
ee ee Ok ee ee ee 



























SPECIFY 


HODELL 
FOR QUALITY CHAIN 


For 60 years Hodell has built 
dependability into every link of 
157 varieties of welded and weldless 
chain. Throughout America, for every 
chain job, industry specifies Hodell . . . 
to be sure. 







ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 2, OHIO 
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NEW GARLOCK CATALOG 


Helps you select the Right Packing 


[' YOU BUY or use packings 
or gaskets you need this 
new Garlock catalog. 





Its 224 pages describe and _ 
illustrate packings for high 4 
pressures and low pressures— 
for water, air, steam, acids, solvents, oils and 
other liquids and gases. So whether you need a 
packing made of rubber, synthetic rubber, as- 
bestos, cotton, flax, rayon, leather, plastics or 
metals, this catalog will help you select a 
Garlock product suitable for your job—a prod- 
uct manufactured in the Garlock factories and 
measuring up to highest quality standards which 
Garlock has rigidly maintained for sixty years. 

Ask the Garlock representative for your 
copy or mail the coupon below. 
THE GARLOCK PACKING COMPANY 

PALMYRA, N. Y. 


In Canada: The Garlock Packing Company 
of Canada Ltd., Montreal, Que. 











| | 
bo enenntnennnnnnenncnnnennnnananennnnneenennnensns 1947 ; 
| THE GARLOCK PACKING COMPANY , 
| Palmyra, New York 

Please send me a copy of the new Garlock catalog. 
| IIE aceicsisicinaidcestnnsndeipticiaticidiectntisemcegeisiupianbsascnh edema ioc aeaee 1 
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WITHSTANDS SEVERAL 
HUNDRED LBS. PULL! 


Men probably never give work 
clothes a mauling like this, but 
“U.S.” garments could stand it. 
Yet thanks to superior rubber engi- 
neering, they’re light, comfortable, 
easy-fitting. They’re cut so a man 
can twist, bend, stretch, kneel. 
Coats set true at neck and shoulders. 
Rubber coating compounds, spe- 
cially made for the job withstand 
heat, sun, snags, bending, folding, 
rubbing. 





Long-wearing “U. 8S.” 
work clothes stay waterproof. 










U. S. SAVOY 
COAT 


U. S. SKIPPER SUIT 





U. S. WORK RUBBERS 








U. S. WORK U. S. RUBBER 
APRON BOOTS 
U. S. RUBBER 
ARCTICS 


Sold only through Industrial and Retail Stores 


PURCHASING 
Design Engineers Specify 


VALLEY 


Ball Bearing 


MOTORS 


Geeause - 
@ They offer more flexibility in power planning. 


@ They are built to meet unusual power loads and high 
temperatures. 


@ They meet all operating conditions where hazards of 
liquids, chips, etc., dropping into the motor are in- 
volved; as well as splash conditions. 


@ Being made in % to 75 
h. p. sizes, they offer 
wide adaptability. 








VALLEY 


ELECTRIC CORPORATION 


4221 Forest Park Blvd. °* St Louis 8. Missouri 











ALL PURPOSE TIME CONTROL DEVICE 


Me WN 


MULTIPLE USE 


TYM-AN-DATER 


A JOB TIMER 


Labor starting and stopping time is 
accurately, legibly and unalterably 
recorded. 





A TIME STAMP 


In the hundreds of places where exact time of arrival, departure, etc. is 
a primary consideration, the Tym-an-Dater serves as an accurate time stamp. 


AN ATTENDANCE RECORDER 


Wherever there are too few employees to warrant a larger time recorder, 
where space is at a premium, or where more than one function of time 
recording is desired, the Tym-an-Dater serves as an efficient attendance 
recorder. 

Write for Catalog P. 


THE ogee ue RECORDER CO. 


© CINCINNATI 14, O 


1733 CENTRAL AVE, * 











~ 
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For INDUSTRY 


SINCE 1888 . . . We have been 
making many types and sizes of 
gears for industry. Vast plant fa- 
cilities of the most modern gear 
cutting equipment assure capa- 
ble handling of your production or special gear 
requirements. 


HELICAL and BEVEL GEARS—From 1” 
to 60” in diameter and from 24 DP 
to 1% DP. 

SPUR GEARS-Size range from %,” 
to 150” in diameter. 32 DP to % DP. 
HERRINGBONE GEARS—Made from 
1” to 60” in diameter and from 10 DP 
to 1% DP. 

SPIRAL BEVEL GEARS—Made from 1” 
to 30” in diam. and 24 DP to 14% DP. 
WORM GEARS — Made from 1” to 
100” in diam. and from 24 DP to 1 DP. 





YOUR GEAR INQUIRIES WILL RECEIVE IMMEDIATE ATTENTION 


D.0.JAMES GEAR MANUFACTURING COMPANY 
1140 W.MONROE ST. ° CHICAGO 7, ILL. 
SOCOHOHHHSOOOSSOOSOOSEEOEEEOOEOOEOOEOEEE 











ALERT MANAGEMENT 
Lk G Specifies VACO 


$/B (Slo-Burning) 
Tey Drivers 






Wy 


The VACO Reversible! 


It's new! Pull out the blade, 
turn it around, and you have 
a Phillips instead of a reg- 
ylor driver. Only electri- 
cally heot treated chrome 
vanadium bits are used in 
Vaco screw drivers. 


Now Vaco offers you the 
new Ambery! Slo-Burning 
e handle embossed with the 
* Underwriters’ Laboratories, 
*  Inc., Reexamination Service 
* Marker. Ends forever the 
: extreme fire hazard of old 
- tylenitro-cellulose handles! 
e it will pay you to investi- 
e gate this latest improve- 
e ment in the full Vaco line 
e of shock and break proof 
* screw and nut drivers. 
* Write for full information. 





Wake Priends with a VACO! 


173 TYPES AND 


% SIZE 


People can't resist the appeal! of this useful 
little tool. It's an ideal give-away . . . inex- 
pensive in promotion or premium lot quan- 
tities. Your name imprinted in gold, silver 
or other color on Ambery! handles, 








Yes, a lot of the stainless steel 
wire that is serving the country 
as part of manufactured prod- 
ucts, came from Monessen, Pa. 


That’s PAGE headquarters. 


During the many years we 
have been working with stainless, 
we have learned much about the 
applications of stainless steel wire 
in manufacture. 


That’s why we suggest that 
when you have a problem involv- 
ing wire, it will pay you to... 


Get in touch 
with Pagel 







Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, Portland, Son Francisco, Bridgeport, Conn. 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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PLAUDIT FOR OPINION POLL 


Clever people in PURCHASING. “Purchas- 
ing Reports on Purchasing Opinion’ darn 
good and very helpful. Clever to put this 
sheet between pages 80 and 83. Have to be 
sure to read all the ads hereafter. 

Any chance of sending me 6 copies of this 
page? If not, let me know and I'll have it 
photostated. 

Roland M. Brennan, Publishing Officer 
District of Columbia 
Washington, D C 

Vo need to photostat. Extra copies 

are available and have been sent you. 


—Ed. 


NAPA NEITHER DAMNS 
NOR RECOMMENDS 


| have had the pleasure of reading “The 
XYZ of Purchasing” in your August issue. 

Since it is stated in this article that there 
are a lot of obsolete and misleading ideas 
being taught in the college courses of 
Marketing and Management, | am very much 
concerned. | am at the present time attend- 
ing a class in Marketing at : 
and should like to continue my education by 
following up with their Purchasing and Pro- 
curement courses. However, this article has 
put some doubt in my mind as to whether 
or not | am gaining the best in the course 
| have at the present time 

Would like to know if the present course 
in Marketing and my prospective course in 
Purchasing and Procurement at 
are recommended by the Educational Com- 
mittee of NAPA and also any additional 
recommendations that can be made regard- 
ing schools in Chicago 

B. H. W., Purchasing Department 
Chicago 

The Educational Committee of 
VAPA does not make a policy of 
“recommending” any specific schools 
or courses in purchasing, although 
many of these courses have been spon- 
sored and staffed by the local chapters 
of the Association, and a great deal of 
constructive work has been done in 
developing adequate course material 
and making it available to the colleges 
and universities. Far less does the 
issociation set itself up as a censor of 
what is or should be taught in market- 
ing courses, though here again it has 
recently taken a keen interest in the 
concepts of purchasing that are im- 
plied in the texts and teaching of 
marketing courses and is making an 
ef,ort to see that accurate and up-to- 
date information on purchasing is 
available to teachers of Marketing. 

We are unable to give a direct reply 
to your questions, since we have no 
knowledge of the courses in question. 
We suggest that you get in touch with 
Mr. Arthur G. Pearson, Director of 
Purchases for the American Meat Insti- 
tute, 59 East Van Buren Street, 
Chicago, who is well acquainted with 
the situation in that area and can 
give you reliable advice. Mr. Pearson 
is a member of the NAPA Educational 
Committee.—Ed., 
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FOOD FOR BUDDING P. A.’S 


To assist me in training future Purchas- 
ing Agents, | would appreciate about 40 
copies of the reprint of the ‘Purchasing 
Manual” used by International Resistance 
Company, Philadelphia, and published in 
your February, 1947 issue. 

Receipt of at least one copy of your 
article “When Purchaser Sues Seller” (Octo- 
ber issue) would also be appreciated for 
classroom use. 

Clyde T. Hardwick, Instructor 
Department of Economics 
University of Detroit 

Detroit, Mich. 


NO INDEX YET 


| would like to know whether you compile 
and index the articles in your magazine. My 
copies of your publication cover quite a few 
years, but | am finding increasing difficulty 
in locating particular articles which | need. 
In fact, | am about ready to discard a few 
of these old issues because of this condition. 

If you do not compile an index, have you 
ever considered that it might be very valu- 
able as a means of get'ing together mate- 
rial for speeches, or for use as required read- 
ing for new employees in the Purchasing 
Department? 

M. L. Lampe, General Purchasing Agent 

Armstrong Cork Company 

Lancaster, Pa. 

Furnishing an annual editorial in- 
dex is among the things we have not 
yet done but should do. It is on the 
agenda for early consideration.—Ed. 


NEEDLING RELISHED 


Beginning with your article entitled “Th- 
ABC of Purchasing” published in August, 
1946, and a year later your article “The 
XYZ of Purchasing” were, in my opinion, 
the most stimulating and thought provoking 
articles ever written on Purchasing Education. 

Your letter of September 9, 1947, to 
Professor T. W. Beckman, published in the 
October issue of PURCHASING, is a master- 
piece. 

May | take this opportunity to extend my 
genuine and sincerest congratulations for 
the fine job you have done and my thanks, 
too, for the great contribution you are 
making to the profession of Purchasing. It 
is fellows like you and Professor Howard T. 
Lewis who keep us on our toes. Keep need- 
ling us—we need it. 

H. W. Christensen, Director of Purchases 

Columbia Steel Company 

San Franiisco 6, Calif 


MISREPRESENTATIONS SHOULD 
BE CHALLENGED 


| read with interest your article “XYZ 
ot Purchasing” in the August issue, as well 
as the article and letters in the October 
issue. 

Gross misrepresentations should not be 
allowed to go unchallenged. .. . 

Your efforts in behalf of the purchasing 
profession are to be highly commended and 
| wish to extend to you and the members 
of your staff my sincere thanks. 

C. G. Mclaren 
Shell Oil Company 
Tulsa 2, Oklahoma 


MORE EXPERIENCE, 
LESS THEORY 


Please send me a reprint of the “XYZ 
of Purchasing”, which is mentioned on Page 
97 of the October issue. 

1 read the article in the August issue. 
It was very good. | cut it out with the 
intention of using it at some future date. 
However, it has become lost. 

| am an accountant and Purchasing Agent 
and am familiar with production and other 
functions of manufacturing procedure, and 
1 can truthfully say that buying, scheduling 
and having delivered on time the many 
items needed for production of fire trucks, 
is not a routine job. 

| believe that education can be advanced 
if experience could be explained instead of 
so much ‘heory. 

Arthur A. Kloss 

Assistant Secretary and Treasurer 
and Purchasing Agent 

The Seagrave Corporation 

Columbus, Ohio 


WHY SHOULD PURCHASING 
HAVE TO SELL SURPLUS 


We seek information on dead storage 
and the sale of surplus or obsolete equip- 
ment. The points we would like information 
on are: 

1. Centralized storage of obsolete and 

surplus equipment 

2. Methods of disposition 

3. Justification for assigning the task of 

selling merchandise of this nature to 
the Purchasing Department. 
J. L., Purchasing Dept 
Milwaukee, Wis 


See article in June 1944 issue of 
PURCHASING describing how purchas- 
ing department of Stewart-Warner 
Corp.. Chicago, handles surplus dis- 
posal, Stewart-Warner has one of the 
most efficient organizations for this 
purpose that we know of, 


As to the reason for assigning this 
function to the purchasing depart- 
ment, a rather complete discussion of 
it is in Vol. I of the NAPA Handbook 
of Purchasing Polices and Procedures. 
Page 97 shows that the purchasing 
disposal in 88% of all companies. 
Methods used are: 

Sold to highest bidder on individual lots 44% 


Sold on contract 10% 
Trade in when possible 39% 


The Handbook states: 


“The general conclusion which we may 
draw on the purchasing department’s rela- 
tion to the salvage problem is that, from the 
point of economy and efficiency, manage- 
ment has found the purchasing department, 
due to its knowledge of materials, markets, 
prices, possible uses, etc., in a better posi- 
tion than other departments to dispose of 
salvage and unusable material.” 


Obviously, in the case of a trade-in, 
the purchasing department is in the 
best position to handle the deal. A 
further consideration is that the eorig- 
inal supplier is frequently the most 
logical and advantageous place for 
disposal, and purchasing department 
contacts are of particular value in 
such cases.—Ed. 
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GREATER STRENGTH - BETTER FIT 











BOX AND OPEN END WRENCHES 


There’s something in the way these superlative Tools fit in your hand... 
something in their lightly balanced feel of strength that makes you 
more certain of your work. 

Pick up one of these fine wrenches. Set the precision broached box 
end or accurately milled open end jaws on the nut. Note the sweet, 
clinging fit . . . sign of famous New Britain precision. Now, pull! ... 
and feel through slim shanks of forged alloy steel the no-slip tug at 
the work! Positive knuckle and job insurance... that’s what New 
Britain gives you with these superior hand tools. 

Every New Britain box end, open end or combination type Wrench, 
in the full range of standard sizes, is engineered for slimness to reach 
and work with ease in those “hard-to-get-at” places. New Britain 
manufactures them with one eye on your jobs, crams them with utility 
that marks them unmistakably as part of the famous money-making 
New Britain Line of Greater Strength—Better Fit . . . today’s highest 
quality hand tools! The New Britain Machine Co., New Britain, Conn. 
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NEW BRONZE STRIP HELP WANTED POSITIONS WANTED 
For forming High-Grade Automotive Bush- f 
ings, #610 Phosphorous Bronze strip, 100 ft. PURCHASING AGENT—47. Thirty years gen- 
coils, 1” wide x .062-.064 and 112” wide eral construction experience; twenty-five years 
x .062-.064. A good buy for greater saving. PURCHASING AGENT (MANAGER field d t ffi Purch A pe t 
Boxed ready for shipment. State your require- WANTED by national organization, dis- a ee. es ee, Se 
ments. wiutere of pemates parts, accessories, (materials, rentals, subcontracts) including in- 
specialties and auto-hardware. Unlimited . : #1 ge 
NATIONAL MACHINE WORKS, INC. sanettentne ond cular; tor he Gan he dustrial and architectural buildings, power 
P. O. BOX 4305 OKLAHOMA CITY 9, OKLA. can eal Must be a shrewd buyer, plants, dams, bridges, highways, residential, 
ener mona wa, free lance ; pare! market etc., in Northeastern section. Experience also 
vying procedures (special inside prices . : 
ak i eat Gaieel eate te cain és includes construction field office management. 
just jobber catalog method of purchasing. Box 1146, PURCHASING, 205 E. 42 St., N.Y. 


IT IS NECESSARY THAT applicant be 


healthy, Ph nat. gran >, ae PURCHASING EXECUTIVE—Specialist in Print- 
sive, ambitious an capapie o analing . ° 
CREW MACHINE heavy volume of detail and correspond- ing, Paper and Office Supplies for past 17 







































ence. Must possess good knowled-e of years. Now in charge of 2 million dollar 
parts and sources of supply. Being pri. ting purchase program and staff of 30 
mechanically inclined would be an ad- f “ - | 4 : K led f 
vantage, particularly if you possess some or international organization. Knowledge o 
engineering knowledge. Excellent  start- French and Spanish. Will locate anywhere 
ing salary — will work directly with Box 1147, PURCHASING, 205 £. 42 St, N.Y. 
Vice President. In answering kindly give ~ 
complete history of your ee 
ability, etc., and include snapshot. All 
>) 1913- replies strictly confdential. If selected PURCHASING AGENT 
’ for interview, all expenses will be paid. : 
WRITE TO P. O. BOX 2928, ORLANDO, Over fifteen years experience in automotive 
1947 FLORIDA. productive and non-productive items. At 
present employed. 
| eas “ahs Box 1137 — PURCHASING 
a Little More to PURCHASING AGENT for Large Housing 205 E. 42nd St. New York 17, N. Y 
What We Know Construction Firm in Washington, D.C., Area. L 
i about Screw Ma- Complete knowledge cf building materials P. A. or ASSISTANT — Production or New- 
— chine Products. and sources of supply essential. Excellent sal- Production. Eleven years with recent em- 
_—- ary for qualified pare. New housing ac- ployer in automotive industry. Experienced 
——~ Check up with us commodations available. Send resume ard in expediting, planning ard control. Guar- 
— Ww al salary desired. Box 1145, PURCHASING, 205 antee better than average performance. Box 
= e may be able to E. 42 St, N. Y. 17. 1129, PURCHASING, 205 E. 42 St., N.Y. 17. 
— show you a Real ~ 
— Saving on Parts — EXPERIENCED BUYER, college grad, age 35, 
_. Up to 2%” Dia ales now with large electrical manufacturer, offers 
i : , his trainirg and experience to that concern 
al "aor FOR SALE which needs a capable Purchasing Agent. 
: Allis-Chalmers 75 KVA, 3 ph., 60 Box 1149, PURCHASING, 205 E. 42 St., N.Y 
cycles, 220-440 volt transformer. Type PURCHASING AGENT, 39, with 10 yrs. tech 
OLSON MANUFACTURING CO. ADT, Serial No. 1860519. In excel- nical purchasing experience in manufacturing, 
100 PRESCOTT ST., WORCESTER, MASS. lent condition. contracting and government. Experienced in 
46... ee NEW ENGLAND AUTO PRODUCTS CORP. crganizing, planning, expediting and stock 
New York and Philadelphia Pottstown, Pa. control. Engineerirg background. Box 1159, 











PURCHASING, 205 E. 42 St., N.Y. 17. 









































Ylame Jt... We'll Wake case Femee 07 
... We it Beller Het Calvnicing Furnace 20°53 
radiant type burners. Extra heavy brand 
SHEET METAL new pot. Complete with controls. Bargain 
for quick sale. 
MARUFACTURING — UNITED PLATERS, INC. 
994 Madison Ave., Detroit 7, Michigan 
Large, old-established, promi- = — 
nent manufacturer with a 
POWER 
BRAKES modern plant . . . voted one SONSERIZING NePSeo 
of the finest in New England, ra 
+ offers complete facilities for 
PUNCH quantity production of me- anata NEW ENGLAND 
PRESSES chanical, automotive, refrig- a 
e eration, electronic, household _ PRESSED STEEL COMPANY 
‘ : : ’ . AKIN : 
and sheet metal products. All —s Contract Manufacturers since 1914 
POWER gauges of steel available. . 
SHEARS Work in close tolerances. Full POR od a 
ngineeri signi WELDING - 
* an, “eles and designing EQUIPMENT For Industriel and Domestic Users 
staff at your disposal. Main 
PRESS line railroad siding asians. - 
e NO JOB TOO LARGE LINE initia 
NO JOB TOO SMALL PRODUCTION 
TOOL MAKING WEISS STEEL CO. INC. 
e Reply in strict confidence to e WEST JACKSON BLYD 
Box 1143 CONVEYOR HICAGO 6, ILLINOIS 
DIE MAKING SYSTEMS uyers rplus Steel Inventories 
Also Complete Woodworking Facilities 
354 PURCHASING 
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3661 Park Ave. 


SCREW MACHINE PRODUCTS 
TO B-P OR SAMPLE 


CAP NUTS to G.M. SPEC. 
MID-WEST SCREW PRODUCTS CO. 


St. Louis 10, Mo. 














Jiipertor CONTRACT WORK 


For more than a generation the Su- 
perior Manufacturing Company has 
been producing, by contract, all types 
of screw machine products. Thoroughly 
experienced and fully equipped, Su- 
perior manufactures precisely to speci- 


FOR SALE 


Steel Parts Standard all Stee! Conveyor, 30 
wide; lengths 2 — 50 ft., 2 — 80 ft., 2 — 
100 ft.; equipped with individual drives, 
cap. 100% per sq. ft. any speed up to 60 
F.P.M.; motor data 3/60/220/440, nearly 
new. Available Immediately. 
SURPLUS & SALVAGE CO., INC. 
JAMESTOWN, N. Y. 


Have You Tried 
Baron Steel Co. ? 


Steel in Warehouse Stock at 
Regular Warehouse Price. 


BARS — PLATES — SHAPES — 





SASH — EXPANDED METAL — 
REINFORCING 





fication. Pieces of the highest standard 
are delivered on schedule. Make your 
assembly lines move smoothly. Relieve 
your distributors of shortage headaches. 





MOVE YOUR IDLE STOCK! 
WILL PURCHASE FOR CASH ... 


‘ i “ Shipping room supplies (kraft wrapping, Ask to be placed on our mailing 
Let us give you complete information. specialty papers, gum tape, twines, etc.) : 
Just send blueprints, sample parts or Excess inventories of all kinds list for large detailed stock list 
drawings for a quotation Please furnish description of : merchandise, . 
SUPERIOR MFG. COMPANY “a@w—w—i==<_ issued corrected every two 
FITCHBURG, MASS. Write, Box jee PURCHASING, 205 E. 42nd weeks. 














WANTED 


Brightwood Box Machines—standard 


IMMEDIATE SHIPMENT! 


Wheelbarrows for foundry, coal, concrete, 
brick and general use. Write for complete 
details and prices. 


ROBERTS AND ROYCE 


1414 Eastwood Ave. Columbus 3, Ohio 


BARON STEEL CO. 


4075 Detroit Ave. Toledo 12, Ohio 


or universal models. 


Box 1144, PURCHASING 
205 E—. 42nd St., New York 17, N. Y. 



































You can’t always tell a thoroughbred 
spring by looking at it. Though spring 
A and spring B are made to exactly 
the same blue prints and specifications, 
pass the same inspection, and are to 
the eye identical — still there may be 
all the difference in the world in their 
performance. The only guarantee of 
that Plus Quality which is built into a 
superior spring lies in the reputation 
and skill of its maker. 














The name Reliable denotes the craftsmanship, precision and 
know-how which give your springs maximum performance, service 
life, value. On all types of springs, wire forms and light stampings, 
Reliable is equipped to bring you accurate service, supervised by 
competent engineers and executives. You may well find that a 


YOU CAN RELY ON test job will be your best job. 


WUMMIT 


Ask for Reliable Spring Catalog. 


THE RELIABLE SPRING & WIRE FORMS CO. 
3167 Fulton Rd. Cleveland 9, Ohio 


Representatives in Principal Cities 


Reliable Springs 

















Abrasive 


Accurate Spring 
Acme 
Ah berg 


Agency, 


Allegheny 


Air 

Ail 
aries 

Alien 


Allmetal 
Aluminum 
Aluminum 
American 
Americ 


Ame 
Ame 
Ame 
Ame 
Ame 


Anaconda 
sidiary 
Armour Sandpaper 
Armstrong 
Armstrong 
Athenia 
Atlantic 
Atlas 


baldwin- 


Carborundun 
(Carnegie 
Celanese 
Celanese 
diary 
Centri 
Centr: 
Centr: 
Century 
(Champion 
(handler 
Chase 
Chase 
Chicago 
Chicago 
Chicago 
Chicago 
(Chicago 
Cincinnati Time 
Clark 
Clark 
Div 
(lark 
ment 
(Class 
Cleveland 
Cleveland 
Cleveland 
Div 
Colorado 
Spencer Steel 
Consolidated 


356 
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‘orbin Screw Corp 


‘rocker-Wheelet 


Diagraph-Bradley 


Doehler-Jarvis Cor p 





‘Stop Nut Corp 


Elwell-Parker 
imerson Electric 





oston 
Bowser 
Bridgeport 
Brown 
Brown & Sharpe 
Buffalo ; 
BullDog 
Bundy 

Bunting 





(ould Commercial 





Tap & Die Corp 
; W 


H 





Hanson-Van Winkle-Munning 170 
Harnischfeger Sales Corp 301, 318, 31% 
Harper Co., H. M : 27, $1 
Herbrand Corp . 315 
Hinde & Dauch Paper Co ; ae 
Hines Lumber Co., Edward 192 
Hodell Chain Co 349 
Hodgman Rubber Co 172 
Holliday & Co., W. J . 335 
Holo-Krome Screw Corp 314 
Homestead Valve Mfg. Co 59 
Hood Rubber Co 246 
Hotel Hollenden 336 
Hudson Pulp & Paper Corp Moore 
& Thompson Div 47 
! 
Illinois Coil Spring Co 160 
Illinois Gear & Machine C 41 
Independent Pneumatic Tool Co 8 
Ingersoll Steel Div., Borg-Warnet 
Corp 312 
Inland Steel Co : 
International Nickel Co : 
International Paper Co 277 
International Screw Co S] 
J 
Jackson Buff Corp 233, 204, 23 256 
James Mfg. Co Dp. © ~ Sol 
Jenkins Bros {th Covel 
Johnson Steel & Wire Co., Ine 312 
Jones Co (. Walker 10 
K 
Keasbey & Mattison Co 151 
Kennametal, Ine 190 
Kennedy Valve Mfg. Co + 5) 
Kewaunee Mfg. Co 240 
Kex National Service 216 
Kimberly Clark Corp 65, 274, 275 
Koven & Bro Tine L.0) 325 
L 
L & S Bearing Co 160 
Ladish Co 14S 99 
Lamson & Sessions Co S1, 343 
Lea Mfg. Co a) 
Link-Belt Co 23 
Ludlow-Saylor Wire Co 249 
Lukens Steel Co. & Divisior 245 
Lunkenheimer Co 248 
Luther Ink & Stamp Pad, I) 2N6 
Lyon Metal Products, Ine 2h 
M 
MacWhyte Co 21 
Magnolia Metal Co yASY A 
Magnus Chemical Co 260 
Makepeace Co., D. E 15 
Marsh Corp., Jas. VP 200 
Master Products Co 320 
Mayers Co., L. & C 47 
Meyercord Co 243 
Michigan Wire Cloth Co 246 
Milford Rivet & Machine Co S1 
Millers Falls Co 02 
Millers Falls Paper Co 280 
Minnesota Mining & Mfg. Co 325 
Missouri-Kansas-Texas Lines 165 
Monsanto Chemical Co 197 
Moore & Thompson Div., Hudson Pulp 
& Paper Corp 347 


N 


National Adhesives 

National Blank Book Co 
National Electric Products Corp 
National Forge & Ordnance Co 





PURCHASING 











DECEMBER, 1947 


Ga Cheez with OF TOOL AND DIE MAKING 


YOU BUY LESS STEEL AND REDUCE 
EE 


———. 


Write for New Booklet: 


CAST-TO-SHAPE 
TOOL STEEL 


Gives you full details on 
FCC Air Hardening, Oil 
Hardening and other Cast- 
To-Shape Tool Steel Spe- 
cialties capable of saving 


you time and money. 


Get Your Copy— 
Urite for it Coday 


ADDRESS DEPT. P-59 


W & D 566 


| 


| 
i 
i 


MACHINING COSTS 


CC Cast-To-Shape, the modern 
method of tool and die making, 
is effecting important savings of 
time, trouble and money for an in- 
creasing number of manufacturers. 


Even very intricate shapes can 
now be cast successfully within an 
eighth inch of finished size. This 
means that you buy less steel at the 
start and reduce machining costs 
substantially. 


Tools which could not be made 
by conventional methods except in 
sections can often be fabricated 
from FCC Cast-To-Shape blanks in 
a single piece. 

In many instances performance 
of the tool is better than can be 


obtained by fabrication from bar 
stock or forgings. 


Particulars are available through 
Allegheny Ludlum representatives; 
or write for the booklet today. 


ALLEGHENY 
LUDLUM 


STEEL CORPORATION 


Forging and Casting Division 
DETROIT 20, MICHIGAN 
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Manufacturers 


New England Screw 


Norma-Hoffman Bearings Corp 


S tote W Ste wo) 


Fr 


Manufacturers 
Pittsburgh Coke : 


Rapids-Standard Co 
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Spring & Wire Forms Co. .... 355 Threadwell Tap & Die Co. .... 86 
Electric & ~ gic sti Co. 213 Tide Water Associated Oil Co . 6 
Rand, Inc. ........< a Timken Roller Bearing Co. ....... s 2 
Steel Corp. jane 45 Tinnerman Products, Ine. ............ 18 
Reynolds C0. occcccccscsscesseeeee 278 IID TRIE: | sciatica terestiadencesseenisielinted - 260 
‘Island OOS Ak tencideaclumgeamneds Ge Triplex Screw Co. ... scleistebiatiin ini 
J ee ERE SIE Trojan Products Div., “Diversey Corp. 252 
Paper AS. .copsanetsceila cdlevcsitclisiabenaiia 282 Trumbull Electric Mfg Co 55 
yy fo eee pildemiicatitislannd: tae 
Numbering Machine Co. ....... 282 
toebling’s Sons Co., John A. ............ 60 U 
Bearing Co. . ow hing: Ce 
3urdsall & Ward Bolt & Nut Apt Se | pean ae 279 
see oantnlions 81, 171, 343 A PSS Sa . 304 
Ryerson & Son, Inc., Joseph T. ... 88 Underwood Corp. ai « S01 
U. S. Rubber Co. ... ooo O00 
U. S. Steel Corp. Subsidiaries 
Ss 29, 181, 195, 241 
U. S. Steel Supply Co 195 
Maintenance Co., Ine 226 United States Gauge Div., Amer. Ma- 
y Socket Screw Co 347 chine & Metals, Inc. .. 41 
Sandvik Steel, Inc ‘ 329 
; * & Son Co., H. M 228 
4 Co 81, 343 Vv 
Mfg. Co . 164 
f Licensees 343, 344 Vaco Products Co 351 
Ine 81, 343, 344 Valley Electric Corp 350 
Machine Co wecoee BL4 Veeder-Root, Ine 72 
-Penn Mold Co 34 
Envelope Co 276 
Steel Strapping Co cooee’ 046 Ww 
Abrasive Co 76 
Simonds Gear & Mfg. Co 252 Wagner Electric Corp 64 
5 Corena Type writers, Ine Wagner Litho Machinery Co 13 
i *- intents , 281 Walker-Turner Co., Ince 205, 
Southington Hdwe. Mfg. Co 81 Walworth Co aol 
Products Co.. Ine. 287 War Assets Corp 309 
Pressed Steel Co core O16 Weed & Co. ..... = 250 
Tool Co 297, 298 Weirton Steei Co 307 
Co., i. 8 : Wells Mfg. Corp. i 170 
of Canada, Ltd a Westinghouse Electric Corp ird Cover 
Bolt Co 81, Wickwire Spencer Steel Div Col- 
Paper Co orado Fuel & Iron Corp 70, 305 
‘aper Co Wirebound Box Manufacturers Asso 47 
Steel Ball Co Wisconsin Motor Corp 328 
Screw Products, Ine 81, 343 Wolverine Bolt Co 81 
Oil Co., Ltd., D. A 342 Wood Office Furniture Institut: 285 
Mill Co 56 Worcester Wire Works 13 
295 Work Glove Institute 237 
Foundry, In 212 Worthington Pump & Machinery Corp. 57 
Steel Corp : 53 Wright Hoist Div S4 
Wrought Washer Mfg. Co 166 
+ 
Y 
Halsey W 316 
The 2nd Cover Yale & Towne Mfg. Co 1S7 
Co 17 Youngstown Sheet & Tube C« 155 








Your spring specifications are in safe hands when Raymond 
converts them into production channels. Newly enlarged depart- 
ments with latest type equipment for forming and heat-treating 
insure uniformity and precision throughout. Ask Raymond for 
quotations or recommendations—for economy and prompt service. 


RAYMOND MANUFACTURING CO. 
DIVISION OF ASSOCIATED SPRING CORP. 
CORRY, PENNSYLVANIA 
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Millions of dollars’ worth of industrial equipment and 
supplies still remain in War Assets inventories of surplus 
war material. Some of the equipment is unused; some 
of it is used. All for sale at extremely attractive prices. 

Are you considering the purchase of additional equip- 
ment for your plant? Before you place an order, check 
with the nearest WAA Customer Service Center—it will 
have listings of current offerings of all items featured in 
this advertisement. Among these you are likely to find 
exactly the item you want, at a price that will save you 
a substantial amount of money. 


All items are subject to prior sale 


Our inventory includes: Industrial Furnaces & Ovens * Welding Equip- 
ment (Arc, Resistance & Gas) - Conveyors (Alltypes) + Industrial Trucks 
(Hand & Power) + Hoists (Chain & Electric) - Electric Generator Sets (Gaso- 
line-Engine Driven) - Motor Starting & Control Equipment - Industrial Fans 
$24.4 0+ 


0 





GemetRat 





o1sPposat 





Jffices\ ocated at: Atlanta - Birmingham - Boston - Charlotte - Chicago 
Sincinnati+ Cleveland - Denver + Detroit - Grand Prairie, Tex. « Helena « Houston 
Jacksonville - Kansas City, Mo. + Little Rock + Los Angeles + Louisville » Minneapolis 
Nashville - New Orleans - New York - Omata + Philadelphia + Portland, Ore. -« Richmond 
Salt Lake City - St. Louis - San Antonio + San Francisco + Seattle - Spokane + Tulsa 


Customer Service Centers in these and mcny other cities 
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Ryan's “Grecian Urn” casket is assembled on dollies having grooved casters which run on angle iron track. 


New Ryan Production Line Rolls on BASSICK 
frooved Wheel Casters 


Production dollies carry the “Grecian Urn” to work stations. Casters run equally 
well on or off the track. 


Smooth, quick, orderly movement through all stages of production is achieved 
by means of Bassick grooved wheel casters on angle iron track. 


Making more kinds 


of Casters:: 
CLA: Casters 
A) more 


Ryan Aeronautical Company of San Diego, Calif., 
are now producing in large volume beautiful chrome 
nickel steel caskets. The most modern production and 
assembly line layouts using Bassick grooved wheel 
casters on angle iron floor track provide important 
economies and faster, easier handling. Bassick Posi- 
tion Locks hold assemblies rigidly in place at work 
stations. 


During the war, most aircraft manufacturers in- 
stalled the Bassick grooved wheel caster system for 
their assembly lines. The low first cost of this system, 
plus its inherent flexibility and economy of operation 
have since brought about its adoption in scores of 
other industries. 


If you'd like further information regarding the 
advantages of grooved wheel casters on angle iron 
floor track, write: THE BASSICK COMPANY, 
Bridgeport 2, Connecticut, Division of Stewart- 
Warner Corporation. Canadian Stewart- 
Warner-Alemite Corporation, Ltd., Belleville, Ont. 


Division 
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Give us QUIET motors’’ 


Make them LIGHTER’: 


The seven improvements asked for most in motors... 


wrapped up and PACKED IN STEELS 


For years, motor users complained that no one motor 
had all the features they wanted most. 

Westinghouse engineers surveyed motor users to 
find out exactly what they needed . . . and then tailored 
an entirely new motor to fit those requirements. 

The result is the new, outstanding Life-Line Motor— 
the first truly all-steel motor made available to indus- 
try. Packed in its thick, protective steel housing are 
more benefits asked for by motor users than any other 
motor made today: 


ALL-STEEL PROTECTION. AIl frames, feet and brackets 
are HEAVY STEEL. 


UP TO 35% LESS SPACE PER HP. Life-Line Motors 
occupy less space per horsepower than any other 
standard motor. 


UP TO 134% MORE TORQUE PER LB. As much as 


Westinghouse 


PLANTS IN 25 CITIES. OFFICES EVERYWHERE 


134% higher starting torque per pound of motor... 
up to 116% higher maximum torque. 


NO LUBRICATION NEEDED FOR 5 YEARS. Bearings 
are prelubricated ... sealed against dirt and moisture. 


STRONGER ELECTRICALLY. New insulating materials 
. new coil-winding techniques . . . new stator slot 
designs ... give new record-setting electrical strength. 


NEW, QUIET SMOOTHNESS. Life-Line Motors cut 
vibration and noise to new low limits for standard 
motors... satisfy many “‘special motor” requirements. 


NEW, SLEEK LINES. Sleek lines and smooth finish dis- 
courage dust and dirt accumulations . . . harmonize 
with modern machine design. 

W rite for details. Westinghouse Electric Corporation, 
P. O. Box 2025, Buffalo 5, New York. J-21422 
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N the NEW Fig. 270-U Bronze Gate 

Valve, Jenkins engineers give you a 
practical design to checkmate trouble in 
the “trouble zone’ — and cut maintenance 
to a new low. 

Wear affects only the most accessible 
part — the bronze wedge — which can be 
replaced simply by slipping it off the stem 
and slipping on a new one. The seat rings, 
expanded in the body, are super-tough 
MONEL, for lifetime durability. Con- 
vincing tests, in toughest service, prove 
it the best seating combination to beat 
wear, reduce care. 

Get complete details of this NEW Jenkins 
Fig. 270-U. See why it’s your best buy in a 
200 lb. Bronze Gate, especially for un- 
usually severe conditions, such as in oil 
refineries, chemical, food, and rubber plants. 


LOOK FOR THIS DIAMOND MARK 








LARGE SPINDLE THREADS—Plenty 
of large diameter, sturdy threads 
reduce wear to a minimum, 


insure easy operation. 


EXCEPTIONALLY RUGGED BODY, 
BONNET, AND BONNET RING — 
Withstand rough usage, shocks 
and hydraulic pressure far be- 


yond rating. 


DEEP STUFFING BOX — MORE 
PACKING — Keeps packing tight 
around spindle with less friction, 
permits spindle to be turned 
with less effort. 


NEW FOLDER — Describes many 
other exclusive features that 
mean extra years of low-cost 


performance. 


MONEL SEAT RINGS 
— 22 TIMES AS HARD 
AS VALVE BODY BRONZE 
— PLUS AN EASILY RE- 
PLACEABLE BRONZE 
WEDGE. TRY AND BEAT 
THAT COMBINATION FOR 
LONG LIFE, LOW MAIN- 
TENANCE! 





~ 


WS 


WRITE FOR THIS FOLDER. 
It describes the Fig. 270-U and 
many other popular Jenkins 
Bronze Gate Valves. Or, ask 
your Jenkins Distributor. 


MAIL THE 
COUPON 


TODAY 





SINCE va ‘ , 1864 


JENKINS VALVES 


Types, Sizes, Pressures, Metals for Every Need 


1 

| 80 White $¢., Ne ee 
| Send Bronze Gate Valve Folder. 2 
I ; Neit 
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